





Lotus faces 
reality on 
1-2-3/W sales 


But Notes still can’t 
fill spreadsheet’s shoes 


BY ROSEMARY CAFASSO 


CW STAFF 


CAMBRIDGE, Mass. — When 
it comes to defining its Windows 
spreadsheet success, Lotus De- 
velopment Corp. last week said 
it hopes to own about half the 
market, a notion that would have 
been inconceivable in the heady 
days of DOS. 

However, this plan shows the 
company’s acceptance of the 
competitive realities in the Mi- 
crosoft Corp. Windows-based 
spreadsheet 
market as well 
as its desire to 
pull away from 
its reliance on 
spreadsheets 
and draw a big- 
ger chunk of 
F revenue from 
— its workgroup 

and communi- 
cations products. ‘“We will never 
have in Windows what we have 
in DOS,” Robert Weiler, Lotus’ 
senior vice president in charge of 
North American operations, said 
of the company’s spreadsheet 
business. 


a7 


Taking its share 

Lotus is now shooting to eventu- 
ally grab 45% to 50% of the Win- 
dows spreadsheet market and 
will consider that a “very 
healthy business,’”’ Weiler said. 
Since early 1992, its Windows 
market share has been hovering 
in the 30% range. By compari- 
son, it still holds about 80% of 
| the DOS spreadsheet market on 
| a revenue basis; it launched that 

| product in the early 1980s. 
Instead, Lotus is increasingly 
counting on future business from 
its Notes, CC:Mail and work- 
group-enabled applications ef- 
forts. While most analysts are 
Continued on page 6 
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E-mail to go wireless 


Service to ease remote messaging to mobile users 


BY JOANIi M. WEXLER 
CW STAFF 


SAN FRANCISCO — Beckon- 
ing to the fast-growing portable 
PC market, the first wireless 
electronic messaging service is 
expected to roll out today at the 
annual Electronic Mail Associa- 
tion conference. 

Wireless network service 
provider RAM Mobile Data will 
announce a messaging service 
over its nationwide radio-based 
packet data network, as well as a 
two-way mail service with a 
wired-mail service provider, ac- 
cording to a source close to RAM 


Mobile. Twelve to 15 E-mail ap- 
plication and service providers, 
including Lotus Development 
Corp., will co-announce wireless 
communications links for the 
portable versions of their prod- 
ucts, the source added. 

Users agreed that wireless 
messaging is a natural fit with to- 
day’s growing number of mobile 
individuals who want to work in 
real time. A wireless mail net- 
work would allow traveling users 
to send and receive messages 
and participate in maii-enabled 
applications without having to 
plug into a data port. They could 

Continued on page 12 
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IBM pilot reduces 
outsourcing costs 


Plan offers short-term contracts, flexible prices 


BY MARK HALPER 
CW STAFF 


DALLAS — IBM has launched a 
pilot outsourcing program that 
gives users lower-cost -and 
shorter-term options than the 
company currently offers, in part 
by charging on a flat-fee rather 
than usage basis. 

The program could make it 
easier for users to selectively 
outsource various tasks. 

In addition, under the fledg- 


High tech agrees on issues, not candidates 


BY GARY H. ANTHES 
CW STAFF 

ith a week to go 
before the presi- 
dential election, 
users and suppli- 
ers in the infor- 
mation systems sector are di- 
vided on whom they want to see 

in the White House next year. 
The lack of consensus is at- 
tributed in part to an IS com- 
munity torn between a desire 
for change and a fear of the un- 


known. However, users and vendors are generally 
united in their desire to have a government that 
will aid without intruding, improve the economy, 


Top concerns 
TS ranks key tech issues 


Investment in IS ed- 
ucation and training 
R&D tax credits/ 

incentives 

Opening global 

technology markets 

Industrial policy 


Ranked on a scale of 1 to 10, where 1 is most 
important and 10 is not at all important 
Weighted average (Base: 209) 


Source: CW Database Division 


reduce the budget deficit and adopt trade, tax and 


technology policies that will 
strengthen U.S. competitive- 
ness in global markets. 

There also appears to be a 
strong sentiment, felt even by 
stalwart Republicans, that 
President George Bush is an 
idea whose time has passed. 
Even so, some support for Gov. 
Bill Clinton and Sen. Al Gore is 
clearly tinged with reserva- 
tions, mostly because of fears 
that they may erect regulatory 
roadblocks to innovation and 
trade. 


A Computerworld survey of users showed IS 
professionals soundly endorsing Ross Perot. How- 
ever, PC users and vendors polled at two recent 


Continued on page 24 


Software makers fear downsizing toll 


Lower profit margins, higher development costs slow client/server shift 


BY JEAN S. BOZMAN 
CW STAFF 


COLORADO SPRINGS — A 
double whammy of high develop- 
ment costs and low profit mar- 
gins is making it hard for many 
IBM large-scale software ven- 
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dors to make the transition to 
client/server and Unix environ- 
ments. Traumatic pricing issues 
for vendors could result in higher 
support costs for users. 

Mike Johnson, head of infor- 
mation technology at $40 billion 
Unilever PLC in London, urged 
vendors during his keynote ad- 
dress at the Information Tech- 
nology Association of America 
meeting last week to make the 
switch. “Why are you guys so 
slow in moving to open sys- 
tems?” he asked. 

Noting that Europe was far 
ahead of the U.S. in adopting 
open systems, Johnson said Uni- 


lever has a global open systems 
architecture built on industry 
standards. 

One vendor who did not wish 
to be identified said many of his 
colleagues had miscalculated by 
staying exclusively in the IBM 
world too long. ‘“Now they’re 
being brought up short,” he said. 
“They’re being driven to do this 
by their own customer base.” 

But the issue for some audi- 
ence members seemed to be the 
cost of migration, the loss of 
mainframe-level profits and in- 
creased support costs. 

“A company that needs to 

Continued on page 15 





ling Term Capacity plan, infor- 
mation systems departments 
would retain greater control 
over their shops by continuing to 
run their own staff operations 
rather than working for IBM. 

In an approach falling some- 
where between time-sharing 
and classic outsourcing, Term 
Capacity calls for IBM to dedi- 
cate a designated amount of 
computing power — including 
processors, storage and soft- 
ware — to each customer at a 
remote site. 


Fixed pricing 

One of Term Capacity’s defining 
elements is a flat-fee pricing 
structure in which the company 
charges a fixed rate determined 
by the off-site configuration. 

In contrast, IBM and other 
outsourcing vendors typically 
price deals on a per-use basis, by 
which users sometimes end up 
paying more than they anticipat- 
ed as their processing demands 
exceed predetermined baseline 
amounts. 

Term Capacity contracts 
would not include the notorious- 
ly expensive above-baseline fees 

Continued on page 16 
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Chris E. Bluemer, CEO of 
Fireman’s Fund of New Jer- 
sey, credits outsourcing 
with taming a “‘very hostile” 
business environment. See 
The CEO View. Page 133. 


PaineWebber plays out- 
sourcer. Page 4. 
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CAMPAIGN ‘92 


THERE IS LITTLE CONSENSUS among IS users and 
vendors as to who should occupy the White House 
next year, but the desired result is summed up by 
Intel official Michael Maibach: ‘We need desktop, 
user-friendly, 800-number government, not main- 
frame, top-down, bureaucratic government.” Page 1 


OBSERVERS SAY A CLINTON ADMINISTRATION 
would have a strong high-tech agenda, including tax 
breaks for R&D and closer government/industry col- 
laboration. Page 24 


ELECTRONIC TOWN MEETINGS could empower the 
citizenry, but lots of tricky issues — such as who con- 
trols the agenda — must be worked out first. Page 25 


SOFTWARE EXECUTIVES at last week’s ITAA meet- 
ing were interested in a policy that would encourage 
investment tax breaks, protect software copyrights 
and broaden access to overseas markets. Page 25 


SHOULD GOVERNMENT get more involved with the 
high-tech industry? Ponder that as you vete next 
week, executive editor Paul Gillin suggests. Page 32 


OUTSOURCING 


IBM LAUNCHES a pilot outsourcing program that of- 
fers users lower cost and more flexible, shorter term 


options, in part by charging on a flat-fee basis. Page 1 _ 


PAINEWEBBER’S first attempt as an outsourcer suc- 
ceeds; now it’s seeking other customers. Page 4 


FIREMAN’S FUND OF NEW JERSEY uses outsourc- 
ing to grow in 18 months from a dead stop to a flourish- 
ing business with 30,000 policyholders. CEO Chris 
Bluemer says farming out claims processing helped his 
insurance subsidiary grow. Page 133 


PC SOFTWARE 


MICROSOFT WILL ANNOUNCE a Windows for Work- 
groups card. Page 6. Microsoft and Novell are report- 
edly arguing over the unexpected inclusion of some 
NetWare code in the product. Page 8 


A LOTUS OFFICIAL says the company will be happy 
if it gets less than half the Windows spreadsheet mar- 
ket, showing how Windows has altered the competi- 
tive landscape. Page 1 


THE BULLETIN BOARDS have been buzzing with 
talk of Quattro Pro for Windows, Microsoft Word and 
Gateway 2000, according to bulletin board watcher 
Chris Lindquist. Page 37 


A NEW MICROSOFT PRODUCT is aimed at making 
EIS creation easier with Excel. Page 37 


PC HARDWARE 


LET THE PRICE WARS begin — again. IBM intro- 
duces inexpensive ValuePoint line just as Compaq 
chops prices on its own machines. Page 8 


DEALERS SELLING CHEAP PCs of- 
ten try to pass off their goods as more 
expensive systems by using highly 
questionable methods. Learn how to 
avoid some of these common tricks. 
Page 146 


HYUNDAI REVAMPS its product line but has a hard 
fight ahead of it in the PC marketplace. Page 37 


DELL AND ALR bring out new server products in an 
effort to strike back at Compaq. Page 73 


WORKSTATIONS 

>A new crop of hardware from 
Sun, DEC and HP will arrive on the 
workstation scene in two weeks, 
powered by new versions of ad- 
vanced RISC chips. Page 10 


> Creativity and donated computer 
equipment are key for the IS staff at 
the Massachusetts Society for the 
Prevention of Cruelty to Animals as 
they embark on a transition toa 
networked PC environment. Page 
37 


CLIENT/SERVER 

> Software vendors at the ITAA 
conference worry about having to 
re-engineer their products for 
client/server systems and Unix envi- 
ronments. Many are concerned 
about how quickly they can recoup 
high re-engineering costs with the 
lower priced products. Page 1 

> Microsoft announces a new ap- 
plication programming interface 
that supports more than 100 ser- 
vices used in IBM’s SNA. Page 119 
> Sterling Software is readying a 
suite of enterprisewide storage 
management software modules in 
anticipation of demand for client/ 
server products. Page 112 

> Hewlett-Packard teams up with 
integrators CSC and SAIC and a host 
of software vendors to offer pre- 
packaged client/server products. 
Page 108 


MANAGEMENT 

»Chase Manhattan Bank is about 
to embark on a multiyear project de- 
signed to provide a common com- 


puting architecture for more than 
350 regional branches. Page 4 

> IBM formally unveils the IBM 
Consulting Group, whose charter is 
to help customers apply informa- 
tion technology investments toward 
business strategies. Page 16 

> Joshua Hammond, president of 
the American Quality Foundation, 
reflects on the hard truths about 
quality improvement that U.S. busi- 
nesses are reluctant to face. 

Page 33 

> Management guru Peter 

Drucker says IS people should focus 
on providing data, not information. 
MIT Sloan School Dean Lester 
Thurow advises CIOs to start 
thinking more about Europe. 

Page 136 

>The federal government sets up 
an electronic bulletin board with in- 
formation for the nation’s small 
businesses. 

Page 105 


» saur’’ tells about 
how he is unable to 
find work be- 
cause all of his mi- 
crocomputer 

skills are self-taught. Page 138 

> Do your users refuse to leave 
you alone? Do they keep pestering 
you about things like “competitive 
advantage” systems? Mike Cohn 
shares some insider secrets about 
how to stall, sidestep and otherwise 
avoid these nags. Page 33 


WIRELESS NETWORKING 

> The first wireless messaging ser- 
vice, expected to roll out today from 
RAM Mobile Data and several 
partners, will provide electronic 
mail to users on the go. Page 1 

> Motorola introduces the first 
wireless communications card in the 
tiny PCMCIA format. It is the first 
of what analysts expect will be many 
1/0 cards for the PCMCIA stan- 
dard. Page 20 

> Wireless LANs make headway as 
Motorola beefs up Altair’s perfor- 


mance and brings it into the SNMP 
management fold. Page 50 


LOCAL-AREA NETWORKS 

> Univel, the Novell/USL joint 
venture, has many customers excit- 
ed about building mixed Unix/ 

PC LAN networks. Page 83 

>A PC LAN market report pre- 
dicts that Fiber Distributed Data In- 
terface over copper will help re- 
place Ethernet as the network of 
choice. Page 50 


INTERNETWORKING 

> Router maker Wellfleet Commu- 
nications forms a consulting part- 
nership program aimed at optimiz- 
ing router network design and 
health. Page 85 

>» DEC maps out its transition 
strategy to high-speed ATM net- 
works, which includes router and 
hub interfaces within a year. 

Page 49 


ELECTRONIC MAIL 

>» The messaging industry will 
make strides toward resolving the 
interface wars at this week’s Elec- 
tronic Mail Association conference. 
The moves should allow users to 
get on with their mail-enabled appli- 
cations. Page 12 

> IBM offers a gateway between 
its host-based E-mail products and 
LAN-based E-mail systems. 

Page 12 


OBJECT-ORIENTED DEVELOPMENT 

> Object-oriented databases are 
not widely used in commercial set 
tings — yet. Coming standards for 
interfacing them with conventional 
relational databases could make 
them more attractive. Page 28 
>A new development environ- 
ment includes a C+ +-compatible 
incremental compiler, an applica- 
tion framework and class libraries. 
Page 122 

> Object-oriented database man- 
agement is strutting its stuff as in- 
creasing use of complex data types 
play to its strong point. Page 122 


Application development 

*Here’s some advice from 
battle-scarred CASE users: 
Think big, know your vendor, 
attack the right problems and 
bone up on project manage- 


*A newly updated Cobol de- 
velopment tool allows com- 
puter programmers to ana- 
lyze their CICS programs for 
maintenance or redeploy- 
ment on other types of plat- 
RTI, eshosicscsccasctnill Page 119 


Notebook PCs 

*The notebook market is 
splitting into performance 
and pricing segments, with 
users eager for the advan- 


Careers 
«Demand for professionals 
skilled in managing large 





LANs is strong and may be a 
career opportunity for people 
with mainframe and enter- 
prise networking back- 
NONI, «scxiscacorsoneat Page 47 


Videoconferencing 

¢ Group videoconferencing is 
gaining a foothold as travel- 
saving benefits mount, a re- 
IR sa cisinestssecsons Page 88 


Services 

¢ Unisys tries to make some 
inroads in the network ser- 
VICES ATENA. .......0-00000 Page 83 
¢ Texas signs a $10 million 
software and consulting deal 
after carefully planning its 


Net management 

*SNMP will make way for 
SMP at this week’s Interop 
GI ccccmnscvscsintbinall Page 83 
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Mainframe software 

¢ Tesseract improves the per- 
formance of its human re- 
sources software by about 
TDs sticassivnasceianiets Page 108 
¢ DEC furthers its EDI sup- 
port and offers new integra- 
tion software for IBM main- 
RIED: cssccsstinnvcntecs Page 113 


Security 

«Cryptography and access 
controls can prevent foreign 
governments from tapping 
into faxes, cellular phone con- 


Industry 

¢ Some big names in the com- 
puter industry racked up 
losses this quarter and 
blamed their troubles on the 
ECONOMY. ......0c-e000 Page 153 


Midrange computing 

* DEC seeks to woo custom- 
ers with lower pricing on 
commodity items. Page 20 


Departments 


Advanced Technology 
Application Development. 119 
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Chase Manhattan to unify IS infrastructure 


Multimillion dollar plan will link 350-plus branches to provide better customer service 


BY TOM HOFFMAN 
CW STAFF 

NEW YORK — The Chase Man- 
hattan Bank NA will soon an- 
nounce a multimillion dollar in- 
formation systems project aimed 
at laying acommon IS foundation 
for its 350-plus regional banking 
branches. Anticipated results in- 
clude improved 
customer service 
and greater effi- 
ciencies. 

The $97 billion 
bank holding 
company will 
name a primary 
contractor within 
the next month to 
help Chase carry 
out the multiyear 
effort, according 
to Philip M. Gia- 
quinto, senior 
vice president of 
retail bank opera- 
tions and sys 
tems. Giaquinto 
would not reveal the name of the 
contractor or the size of the con- 
tract. 

The project will provide 
Chase’s regional branches with a 
common computing architecture 
so that Chase’s one million 
branch customers can walk into 
any branch and receive the same 
services regardless of location, 
according to Michael A. Levine, a 
Chase vice president. 

Chase’s plans include linking 


Philip M. Giaquinto: 
‘What we want to develop is 
a common customer file 
across the enterprise’ In 


all branches in New York, Con- 
necticut, Maryland and Arizona 
to one another through a Chase 
data center in Lake Success, N.Y. 
“What we want to develop is a 
common customer file across the 
enterprise,” Giaquinto said. 
“Customer service is driving ev- 
erything we're doing. What we 
want to develop is a seamless in- 
terface for cus- 
tomers no matter 
what branch they 
walk into.” 
Giaquinto said 
the architecture 
will be designed 
to help Chase im- 
prove branch effi- 
ciencies by short- 
ening waiting 
lines and teller ef- 
ficiencies by pro- 
viding on-line cus- 
tomer infor- 
mation at all 
branches. 
addition, 
Giaquinto _ said, 
the common platform will help 
Chase simplify its computing re- 
quirements as it acquires branch- 
esin other regions. Without spec- 
ifying the acquisitions Chase is 
pursuing, Giaquinto said Chase 
plans to open an additional 400 to 
500 branches, primarily in the 
Northeast, during the next few 
years. 
Chase’s goal to develop acom- 
mon platform for its regional 
branches is admirable, noted Di- 


ogo Teixeria, a banking analyst at 
Ernst & Young in New York. “Not 
many banks have been able to do 
that because of technological fac- 
tors and the cost involved,” he 
said, counting Society Bank in 
Cleveland as one of the few banks 
making such an effort. 


One decision down 

Chase has already decided on 
one common element for its 
branches: Microsoft Corp.'s 
DOS-based financial applications 
developed by MicroBuilt-OnLine 
Corp., an Atlanta software devel- 
oper, which were designed to run 
on IBM Personal System/2 
workstations. 

Chase’s recent branch auto- 
mation efforts have helped lay 
the foundation for the common 
architecture, Levine said. The 
bank has spent between $25 mil- 
lion and $30 million during the 
past three years in branch auto- 
mation technologies ranging 
from 4,000 new Intel Corp. 1486- 
based IBM PS/2 workstations to 
image-based signature-verifica- 
tion check processing systems, 
Giaquinto added. 

During the past year, Chase 
has rolled out a pilot program to 
30 regional branches in down- 
state New York as part of a pro- 
gram called MetroLAN. Giaquin- 
to said the pilot project will serve 
as the foundation to unify the oth- 
er branches under a common op- 
erating environment. The Metro- 
LAN project currently comprises 


IBM’s OS/2 2.0 local-area net- 
work operating environment, but 
Levine said the bank has not yet 
decided whether it will use OS/2 


branches have been using. The 
proofing system, based on propri- 
etary software developed by 
Chase, captures each transaction 
that every teller conducts 
throughout the course of each 
business day. The system en- 
ables Chase to keep an accurate 
assessment of every transaction 
its branches process. 


Branching out 


» Chase maintains approximately 180 branches in downstate 
New York — including New York City and its five boroughs — 
120 branches in upstate New York, 55 branches in Connecticut, 
8 branches in Maryland and 3 in Arizona. 

In the past, Chase developed separate computing architec- 
tures for each region. Under a common platform, the branches 
will be able to communicate with one another and provide iden- 
tical services to Chase customers. 


or Novell, Inc. LANs to serve as 
the common LAN environment 
for all branches. 

Chase’s Brooklyn, N_.Y., 
branch at its Metrotech facility 
was one of the first branches to 
operate under the pilot program. 
Kenneth Madison, the branch 
manager in Brooklyn, said the 
common computing environ- 
ment and branch automation up- 
grades have helped improve tell- 
er efficiency and _ reduce 
customer waiting lines at the 
branch. 

“The tellers say the menu- 
driven screens are much easier to 
use than the character-based 
screens we used to have here,” 
Madison said. 

Madison mentioned a proto- 
type “proofing” system that the 
Brooklyn branch and other pilot 





PaineWebber takes on 
new outsourcing role 


Success inspires plan to take on more customers 


BY JOHANNA AMBROSIO 


CW STAFE 


WEEHAUKEN, N.jJ. — Some 
time in mid-1991, Gerry Higgins, 
PaineWebber, Inc.’s senior vice 
president of technology, looked 
around the data center and saw 
lots of empty space. After some 
thought, the firm entered an un- 
usual user-as-outsourcer role six 
months later; now it is searching 
for additional clients. 

In fact, both PaineWebber and 
its first outsourcing customer — 
Englehard Corp., a_ specialty 
chemical manufacturer in Iselin, 
N.J. — consider the deal so cost- 
effective for both sides that they 
are now talking about expanding 
the relationship. 

The excess capacity was in 
part because of changing re- 
quirements from internal Paine- 
Webber customers and also be- 
cause of technology advances 
that allow mainframes and disk 


4 


drives to take up less space. But 
rather than “turn the empty 
space into a bowling alley,” Hig- 
gins said, “I decided to put it to 
good use.” 

Stephen Pook, Engelhard’s di- 
rector of information services, 
approached Higgins in late 1991 
after hearing that PaineWebber 
had excess capacity, and the deal 
was struck. 


No grandiose scheme 
Still, PaineWebber is not seeking 
to become “another Electronic 
Data Systems,” Higgins said. 
Under the deal, PaineWebber 
houses its clients IBM 3090 
mainframe and software. This 
has allowed Englehard to close 
its own data center, thus far sav- 
ing about 20% of the costs of oper- 
ating its own facility, Pook said. 
Other benefits have been 
more indirect. “Because of the 
business that PaineWebber is in, 
they have far higher standards 


for reliability, security and avail- 
ability than we had,” Pook said. 
“We can now take advantage of 
those. And we now have access 
to technology we couldn’t have af- 
forded before.” 

PaineWebber, for its part, has 
received a “modest” fee, Higgins 
said. Although he 
would not provide 
financial _ specif- 
ics, he said, “It al- 
lows me to reduce 
the costs of pro- 
viding technology 
services to my in- 
ternal PaineWeb- 
ber clients.” 

It was largely 
for that reason — 
cutting overhead — that Higgins 
said he began thinking of provid- 
ing outsourcing services at all. 
“We had already implemented 
several successful programs to 
reduce expenses,” he said, in- 
cluding making the communica- 
tions network more efficient. 
“But at a certain point, you flatten 
out on the cost-reduction curve 
because you don’t want to impact 
services. By accommodating 
somebody else, you get another 
drop on the curve.” 

Chris Disher, a senior manag- 
er at consulting firm Nolan, Nor- 


COMPUTERWORLD 


Most Chase branches are cur- 
rently supported by IBM 4700 
banking systems that rely on the 
LUO protocol for host-to-branch 
communications. Levine  ac- 
knowledged that LUO is a dated 
protocol but said the bank in- 
tends to stick with it, at least 
through the transitional phase-in 
of the common architecture until 
the bank eventually upgrades to 
LU6.2 peer-to-peer connectivity 
sometime in 1994. 

Giaquinto said the IBM 4700 
systems have been in place for 15 
years and are nearing the end of 
their life cycle. 

He also said Chase expects to 
extend the common platform to 
60 branches in downstate New 
York 1993. He said the remaining 
branches would be connected by 
the end of 1995. 





ton & Co. in Chicago, said there 
are only about 20 to 30 such rela- 
tionships where end-user compa- 
nies provide outsourcing ser- 
vices to other users. 

Engelhard and PaineWebber 
are now talking about possibly al- 
lowing PaineWebber’s informa- 

tion systems staff 
to handle the op- 
erations and 
some _ technical 
support for the 
Engelhard ma- 
chine. About 30 
Engelhard _ staff 
members have 
been doing those 

jobs remotely. 
In addition, 
Higgins said, PaineWebber is 
looking for a “few” more custom- 
ers, perhaps up to five more. “We 
can offer a price advantage over a 
traditional outsourcing vendor 
because we don’t have a market- 
ing staff or brochures, and we 
don’t give out hockey tickets,” he 
said. PaineWebber is offering a 
broad array of services, includ- 
ing operations, systems pro- 
gramming and communications. 

The only area not up for grabs 
is applications programming. 
“Our developers are focused on 
PaineWebber’s business,” Hig- 


gins said. 

Although Higgins said getting 
into the outsourcing business is 
something other large compa- 
nies should consider, Disher dis- 
agreed. “Getting into outsourc- 
ing can be pretty treacherous,” 
he said. “You need the expertise 
and the discipline to provide ser- 
vices to another organization. 
That’s very different from provid- 
ing for internal needs.” 

In fact, he said, users consid- 
ering this option should primarily 
focus on it as a corporate strategy 
rather than doing it because of ex- 
cess capacity. 

Higgins said the jump into out- 
sourcing did not require a tre- 
mendous change in corporate 
culture at PaineWebber because 
the company already provides 
some services to external bro- 
kerage clients that run jobs on 
PaineWebber computers. 

The Engelhard deal did, how- 
ever, represent the first time that 
another company’s computer 
had been brought into the Paine- 
Webber data center. 

“It required a reorientation,” 
Higgins said. “But it’s a good 
thing to inject into the culture be- 
cause we should all treat our in- 
ternal customers the same way 
we treat the external ones.” 


OCTOBER 26, 1992 











DATABASE INTEGRITY 
SYBASE VS. ORACLE? 


SYBASE: 
PROGRAMMATIC AND PROPRIETARY 
MORE THAN 200 LINES OF CODE 


Make sure deleted manager does not have any 
/*Prohibit updates to the deptno foreign key in the emp table 


(select count(empno) from inserted 





CREATE TABLE dept 
(deptno int not null, 
dname char(14) not null) 


CREATE UNIQUE INDEX dept_primary_key ON dept(deptno) 


CREATE TABLE emp 
(empno int not null, 
mgr int null, 
deptno int null) 


CREATE UNIQUE INDEX emp_primary_key ON emp(empno) 


CREATE TABLE proj 
(projno int not null, 
budget float null, 
deptno int null) 





CREATE UNIQUE INDEX proj_primary_key ON proj(projno) 


Make sure deptno column of inserted emp rows is either null 
or specifies an existing department. Also rnake sure that 
mgr column of inserted emp rows is either null or specifies 
an existing manager. */ 


create trigger emp_insert 
on emp 
for insert as 
declare @row int 
select @row = @@rowcount /* rowcount will get changed */ 
/ check “emp.deptno <—> dept.deptno” foreign/primary 
key relationship */ 
begin transaction 
if 
(select count(empno) from inserted where 
inserted.deptno is null) 
+ 
(select count(deptno) from inserted 
where inserted.deptno in 
(select deptno from dept) 
< @row 


begin 


raiserror 22220 “emp row specifies non-existent department” 


rollback transaction 
end 
/* check “emp.mgr <—> emp.empno” foreign/primary key relationship */ 
else 
if 











*Program code independently written and tested. 


OE Ca =e 


AUTOMATIC AND STANDARD 
ONLY 7 LINES OF SQL 


CREATE TABLE DEPT 
(DEPTNO NUMBER(2) PRIMARY KEY, 
DNAME CHAR(14) NOT NULL); 


CREATE TABLE EMP 
({EMPNO NUMBER(4) PRIMARY KEY, 
MGR NUMBER(4) CONSTRAINT mgr_fkey REFERENCES EMP, 
DEPTNO NUMBER(2) CONSTRAINT dept_fkey REFERENCES DEPT); 


CREATE TABLE PROJ 
(PROJNO NUMBER(4) PRIMARY KEY, 
BUDGET NUMBER(7,2), 
DEPTNO NUMBER(2) CONSTRAINT pdept_fkey REFERENCES DEPT 
ON DELETE CASCADE); 





Believe it or not, some early client/server databases, like 
SYBASE, don’t automatically ensure simple database integrity. 

With SYBASE, enforcing elementary business rules, like “all 
employees must have valid department numbers? requires 
pages of special applications program code. It’s complex 
procedural code that leaves lots of room for errors. Errors you 
may not catch until it’s too late. 

ORACLE7™, the Cooperative-Server RDBMS, automatically 
enforces database integrity with no special program code. 

With ORACLE, assuring database integrity is easy. Business 
rwes are defined with a few simple ANSI-standard SQL 
statements during database set-up. ORACLE7 won't let you 
make a mistake. It automatically prevents applications and end- 
users from violating your business rules. 

So call +800-633-1073 Ext. 8186. We'll mail a free copy of 
“Client /Server Database: Getting it Right” by independent analyst 
and programming productivity expert Steve Schur. This white paper 
provides in-depth analysis on topics like database integrity so you 
can avoid costly pitfalls like this one from Sybase. 


ORACLE 


Software that runs on all your computers 


©1992 Oracle Corporation. ORACLE is a registered trademark and ORACLE7 is a trademark of Oracle 
Corporation. S E is a trademark of Sybase, Inc. Call for product, service, and seminar information. Ir 


Ontario or Quebec call 1-800-263-8973, elsewhere in Canada cal] 1-800-263-8969. 





NEWS SHORTS 


IBM slates trimmed-down OS/2 

IBM officials confirmed last week that the company will ship a 
streamlined version of OS/2 2.0 early next year designed to 
run more efficiently on 4M-byte systems. IBM plans to reduce 
the size of OS/2 by rewriting some code and eliminating other 
redundant code. Although users can run OS/2 on 4M-byte ma- 
chines, IBM admits that without a 6M-byte or higher configu- 
ration, users are not able to run several applications in multi- 
tasking mode. 


PRC wins big defense job 

PRC, Inc., a unit of Black & Decker Corp., won a U.S. Depart- 
ment of Defense systems integration job that could be worth as 
much as $2.5 billion over nine years. McLean, Va.-based PRC 
will supply minicomputers and servers from Hewlett-Packard 
Co., workstations from Everex Systems, Inc. and software 
from Oracle Corp. and Uniplex Integration Systems, Inc. PRC 
beat out Control Data Systems, Inc. for the job. 


DiNardo | joins Coopers 

mj George DiNardo, formerly chief information 
officer at Mellon Bank Corp. in Pittsburgh, has 
gone east. After working as an independent 
consultant and college educator, he is now a 
partner at Coopers & Lybrand in New York, 
heading up the information systems portion of 
a the company’ s newly reorganized financial in- 


Network help desk tools released 
Employees and products from Boeing Computer Services’ 
now-defunct Network Management Systems and Services 
venture have resurfaced as Networx, Inc., a Bellevue, Wash., 
purveyor of network help desk and inventory management 
software. Unix-based Paradigm is said to correlate network 
alerts and user complaints as well as help desk managers’ re- 
sponses to them, all the way through to resolution. Priced at 
$9,950, it is scheduled to ship in December. 


Equifax outsources to ISSC 

Equifax, Inc., which earlier this year was victimized by hacker 
break-ins [CW, April 27], is negotiating with IBM’s Integrated 
Systems Solutions Corp. outsourcing subsidiary to contract 
out portions of its data processing operations. Separately, 
AMR Corp.’s AMR Information Services, Inc. unit recently 
won a contract to replace Electronic Data Systems Corp. as the 
reservation systems provider to Alaska Airlines. The 10-year 
deal kicks off in April. 


Short takes 

American Management Systems, Inc., the systems inte- 
grator and software company based in Arlington, Va., made its 
succession plan clearer last week by promoting Paul Brands to 
vice chairman and Philip Giuntini to president of the corpora- 
tion...Apple Computer, Inc. has knocked IBM out of its tra- 
ditional spot as the biggest PC maker, according to Interna- 
tional Data Corp. In the second quarter of this year, Apple 


NEWS 


Microsoft targets workgroups 


BY "BY CHRISTOPHER LINDQUIST LINDQUIST 
CW STAFF 


REDMOND, Wash. — Micro- 
soft Corp.’s Windows for Work- 
groups is slated to hit the water 
tomorrow, and the splash that it 
will make is expected to ripple 
throughout the user and vendor 
communities. 

But while analysts and users 
have long indicated that there is 
interest in the product, it will be 
the applications that will float or 
sink the peer-to-peer environ- 
ment for Windows. 

The product’s success could 
also be affected by a licensing 
spat with Novell, Inc. Windows 
for Workgroups incorporates cli- 
ent code for NetWare, a fact that 
reportedly came as a surprise to 
Novell, which fields a rival pack- 
age (see story page 8). 


Kits coming 

At its recent strategy day, Mi- 
crosoft said it will provide low- 
cost, workgroup-enabling tool 
kits for several of its own prod- 
ucts, including Excel and Word. 
The kits are expected to be avail- 
able six to 12 months after the 
Windows for Workgroups an- 
nouncement. 

Such add-ins will provide links 
to the mail and file-sharing capa- 
bilities of Windows for Work- 
groups, which is a peer-to-peer 
network version of Windows. 
Several Microsoft applications 


were built with Windows for 
Workgroups in mind and already 
take advantage of some features, 
such as Network Dynamic Data 
Exchange. 

Other vendors will have to 
provide their own links to the en- 
vironment. And while several 
vendors have announced sup- 
port, not all are going willingly. 

When it ships, a starter kit for 
Windows for Workgroups will 
cost about $800 and will include 
two network cards, a Microsoft 
Mail client, group scheduling 
package and a variety of data- 
and peripheral-sharing features. 

A server version of the Mail 
and Schedule products, which 
will allow Windows for Work- 
groups to connect to outside mail 
systems, will be available for 
$495. Windows for Workgroups 
requires a 386 or higher proces- 
sor to run, as it demands en- 
hanced mode operation. 

While these features were not 
previously available as part of 
Windows, they, and other en- 
hanced functions, are available in 
Lotus Development Corp.’s 
Notes groupware application. 

Lotus has said future versions 
of its products, including 1-2-3 
for Windows and Ami Pro, will 
have support for Windows for 
Workgroups. 

However, a recent “internal” 
memo distributed by Lotus lik- 
ened Windows for Workgroups 
to a “Trojan horse”’ that is “very 


Lotus faces reality 
on 1-2-3/W sales 


CONTINUED FROM PAGE 1 


upbeat about this strategy, they 
also said these businesses have 
to grow substantially before Lo- 
tus can fully offset its smaller 
market share in Windows 
spreadsheets. 

Analysts estimate 
that Notes’ and 
CC:Mail’s contribution 
to current revenue is 
between 10% and 15%, 
and spreadsheets still 
account for about half of 
Lotus’ business. 


val Borland International, Inc., 
which keeps coming up with un- 
usual promotions, such as the 
two-for-one deal with the pur- 
chase of a DOS and Windows 
version of Quattro Pro. 


Lotus lowdown 
Lotus holds line on profits despite sinking 
revenue : Z 


Revenue’ Net income 


dangerous for customers” who 
plan to use it as a base for work- 
group computing or electronic 
mail. Lotus claimed that the 
product’s applicability will be 
limited to very small workgroups 
in homogeneous Windows envi- 
ronments. 

And Borland International, 
Inc., which has been more than 
reticent about its own work- 
group plans, is not exactly brim- 
ming with support for Windows 
for Workgroups. 

A Borland spokeswoman said 
the company has yet to make 
public any workgroup plans, but 
will support Windows for Work- 
groups. 


Seizing opportunity 

Other vendors are more eager to 
take advantage of what they see 
as a potentially large expansion 
of the number of networks in the 
world. 

One such company is Shiva 
Corp., which will release a Win- 
dows for Workgroups extension 
for its NetModem/E remote 
networking package. 

Shiva’s product allows re- 
mote users to access a network 
as if they were an actual node. 
Scott Sandler, business alliance 


‘manager at the company, said 


that the addition of peer-to-peer 
networking into Windows should 
help feed a move toward building 
networking capabilities directly 
into PC hardware. 


quarter of 1993. 

The competition, combined 
with Lotus’ struggles to deliver, 
could make the hold on its cus- 
tomer base all the less secure, 
analysts added. 

“Tf you are now looking at Ex- 
cel and Quattro Pro for Win- 
dows, and Lotus is showing you 
something but can’t say when 
they'll be getting it out, well, I 
think Lotus is setting itself up for 
defections,” said Will Fastie, a 
PC software analyst at Alex. 
Brown & Sons, Inc. in Baltimore. 

However, Fastie and other 
analysts said that while the com- 
pany has had its share of lost cus- 
tomers — including some high- 
profile ones such as Price 
Waterhouse — it can still count 


shipped some 617,000 units worldwide, while IBM sent 
581,000 units out the door. ... KnowledgeWare, Inc. re- 
bounded from a $4.9 million quarterly loss in the comparable 
period last year with profits of $743,000 for its fiscal 1993 first 
quarter, and reported a 36% sales increase to top $29.4 mil- 
lion. . . . Borland International, Inc. topped two categories 
in the J. D. Power & Associates end-user satisfaction survey on 


“The strategy now Q3 
is banking on the fu- 
ture, which is some- 
what risky,” said Bill 
Kesselring, a PC soft- 
ware analyst at Data- 


$218.8M 
Q4 | $249.2M 


1992 
Qi | $227.1M 


Q2 | $2203M 
$206.7M 


on a large block of users to stick 
with 1-2-3 in order to avoid the 
pain of conversion. 

“Tf you are a heavy-duty Lo- 
tus customer — and there are a 
lot of them — converting is a 





software with its Paradox database management system and 
Quattro Pro spreadsheet, while Software Publishing 
Corp.’s Professional Write was the top-rated word proces- 
. . IBM announced a new way for employees to get their 
voices heard through IBM Ideas, which provides bonuses typi- 
caiiy ranging up to $5,000 for ideas that please customers, 
speed product cycles, reduce energy costs or improve quali- 
ty.“Outstanding”’ ideas that save the company a lot of money 

may be worth $150,000. 
More news shorts on page 16 


quest, Inc. in San Jose, Q3 
Calif. 


Source: Lotus caniaoemeas on 


There are no guar- 
antees that Lotus will acquire 
45% of the Windows spread- 
sheet market, and in fact, these 
could prove to be the hardest ad- 
ditional 15 percentage points 
Lotus has ever worked for, ana- 
lysts said. Besides Microsoft’s 
Excel, the Windows spreadsheet 
competition now includes archri- 


COMPUTERWORLD 


Secondly, while Lotus has im- 
proved 1-2-3 for Windows over 
last year’s version, many users 
are waiting for Release 2.0, 
which is supposed to provide a 
big functional boost. Yet Lotus 
recently confirmed it would de- 
lay shipment from later this year 
until sometime during the first 


problem,”’ he added. “‘And that is 
good news for Lotus. Those IS 
directors are willing to give Lo- 
tus time.” 

That is what Canadian Na- 
tional Railways is doing. “The 
reality is we’ve got a pretty big 
installed base. We tend to be 
sticky about moving unless there 
is a really strong reason,” said 
Ronan McGrath, vice president 
of IS and accounting. 
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. . problem, 


change, and con- 
figuration software 
fits you just as well. 
And you don’t have 
to fuss with all the 


buttons. 


With other problem, change, and configuration software, it takes a lot of stretch- 
ing and pulling—and re-coding—to make it fit your work environment. 

But now Systems Center offers you a better solution. Complete, ready-to- 
run applications that adapt to your way of operating and resolving problems, 
instead of forcing you to adapt to them. With simple definition tables, applica- 
tions are easily customized to fit your environment. 

With SOLVE: Problem’, you can follow incidents from first report 
through resolution, in the manner that suits you best. Trouble tickets and 
work assignments can easily be automated for the way you do business. 

SOLVE: Change” allows the same flexibility /SOLVE: Problen _—| 


in planning, tracking and authorizing system and SOLVE: Change 
SOLVE: Configuration 





network changes, while SOLVE: Configuration” 
gives you a clear record of system and network software and hardware, along 
with relationships between them. 

What's more, all these products can share information with one another, 
so you'll know if a change led to a given incident, or whether a problem is 
particular to a certain type of equipment. You can also integrate problem, 
change, and configuration management with popular systems and network 
management products from Systems Center and other major vendors. 

Want to know more? Just call 800-533-5128 or 703-264-8000. We'll 
show you how you can have this software up and running in a matter of days. 


ee 
Sz @ 
Or in other words, in less time than it takes to break in a good pair of jeans. = CEN TER 
WCWX421026 
WASHINGTON ¢ TORONTO e LONDON ¢ BRUSSELS ® PARIS 
FRANKFURT © TOKYO © SYDNEY © SINGAPORE ¢ SAO PAULO 


SOLVE: Problem, SOLVE: Change, and SOL VE: Configuration are trademarks of Systems Center, Inc. ©1992 Systems Center, Inc 
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Features juicing up plain-vanilla notebooks 


BY MICHAEL FITZGERALD 


CW STAFF 


Cutthroat competition in the 
notebook market has vendors 
fighting to escape the plain-vanil- 
la system rut. Judging by the va- 
riety of designs and features 
available or upcoming, one could 
almost think Baskin-Robbins is 
about to enter the market. 

“We're leaving the era of vanil- 
la notebooks because vendors 
can’t compete unless you have 
some added value,” said Tim Baj- 
arin, executive vice president at 
Creative Strategies Research In- 
ternatioral, Inc. in Santa Clara, 
Calif. “Notebooks are clearly the 
hottest segment of the industry, 
so you have to add features if you 
want any attention.” 

“There’s going to be an en- 
richment of features coming that 
will let vendors create wrinkles of 
differentiation,” said Bruce Ste- 
phen, a program director at Inter- 
national Data Corp. in Framing- 
ham, Mass. Stephen said he 
thinks additional features may 
largely have a cosmetic effect be- 
cause “everyone is dipping into 
the same component pool.” 

Still, there looks to be plenty 
of mixing and matching on fea- 
tures. Current advances in fea- 
tures include the following: 
¢PCMCIA cards (AST Research, 
Inc., NCR Corp. and others). Oth- 
erwise known as flash memory, 
these credit-card-size integrated 


circuits were initially touted as re- 
placements for hard drives. In- 
stead, the ability of flash to be 
turned into a modem or an Ether- 
net adapter card looks to give 
add-in board flexibility to note- 
book computers. 
eBuilt-in connectivity 
(Zenith Data Systems). 
Lets users automatical- 
ly plug their notebooks 
into a network without 
having to use an expan- 
sion station. 

486 power (Toshiba 
America Information 
Systems, Inc., Texas 
Instruments, Inc. and 
others). Microsoft 
Corp.’s Windows slows 
386SX-based note- 
books down, and the 
imminent appearance 
of low-volt 486s from 
Intel Corp., plus low- 
volt, lower cost alterna- 
tives, should see a shift 
in the notebook mar- 
ket to the 486. 

eColor screens (nu- 
merous vendors). 
Soon to be a de rigeur 
part of a portable mak- 
er’s product line, pric- 
es on passive-matrix 
screens will fall to near 
those of monochrome 
models, and active-ma- 
trix prices will contin- 
ue to drop in the next 
six months. 





ePower management (numer- 
ous vendors). Vendors are ex- 
perimenting feverishly with pow- 
er-saving techniques, such as 
turning off the system between 
keystrokes, to help boost battery 
life. 


Notebook scoop 


There is more than just a price difference 
between high- and low-end notebooks 


Vanilla notebook 


Monochrome VGA 


screen 


20-MHz 
386SX 


60M- or 80M-byte 


hard drive 


a (expandable to 


8M bytes) 


Rainbow notebook 


STN passive matrix 


and active matrix 


486-based 


80M- to 200M-byte 


hard drive 


Removable hard 
drives 


Upgradable 
components 


PCMCIA slots 


Le Detachable screens 


CW Chart: Stephanie Faucher 





IBM unveils PS/ValuePoint machines 


Hopes that line will follow Compagq’s lead in booming low-cost PC arena 


BY MICHAEL FITZGERALD 
and KIM S. NASH 


CW STAFI 


NEW YORK — Hoping to follow 
Compaq Computer Corp. down 
the low road to success, IBM Per- 
sonal Computer Co. last week an- 
nounced its long-expected, low- 
cost Personal System/Value- 
Point line. The machines de 
buted just as Compag said its low- 
cost products, out since June, 
propelled it to record quarterly 
sales. 

Already, IBM has been strik- 
ingly aggressive on pricing, even 
lowering prices on its new sys- 
tems the day they were released 
in response to a small cut Com- 
paq made in its pricing. 

Although IBM’s success rides 
on how well it executes now that 
the machines are finally out, pent- 
up interest in the firm’s low-cost 
machines could spark sales. 

“For the first time ever, we’re 
interested in IBM for PCs,” said 
William Lodge, project leader at 
Turner Corp., a construction 
firm in New York. 

Jon Holman, director of tech- 
nology at Brobeck, Phleger & 
Harrison, a large San Francisco 


8 


law firm, agreed, saying his com- 
pany will consider IBM PCs for 
the first time in two years. 

The ValuePoint line starts at 
$1,299 for a unit based on a 
386SLC chip and including a Vid- 
eo Graphics Array monitor. The 
425SX, based on the 25-MHz 
1486SX from Intel Corp., costs 
$1,629, and the 433DX, based on 


THEY RE 
ABSOLUTELY 
for real. 
They ve taken the 
shackles offand are 
going to beas 
competitive as they 
can possibly be.” 
ROSS COOLEY 
COMPAQ 


Intel’s 33-MHz 486DX, costs 
$1,999. The 486-based systems 
include Super VGA. The models 
come in a variety of configura- 
tions, some of which are bundled 
with OS/2. 

Compaq’s success with its 


Prolinea, DeskPro/I and Contu- 
ra lines is evident in record quar- 
terly revenue of $1.07 billion and 
profit of $49 million. Sales were 
up 50% over Compaq’s dismal 
1991 third quarter. Demand was 
so hot that Compaq experienced 
a huge jump in sales, remaining 
backlogged despite moving 
200,000 units last month alone. 
IBM’s PC sales, meanwhile, 
stayed flat. 

“They're absolutely for real,” 
said Ross Cooley, Compaq’s vice 
president of marketing for North 
America. “They've taken the 
shackles off and are going to be 
as competitive as they can possi- 
bly be.” 

IBM is offering seven-day, 24- 
hour telephone support. Users 
who buy from the firm’s direct-re- 
sponse line will receive on-site 
service within four hours. Value- 
Point looks like a winner, analysts 
said, but IBM could still stumble. 

“These new price points will 
require IBM to merchandise 
these products, get out to non- 
IBM customers and build up a 
market presence, not take outads 
in magazines,” said John Dunkle, 
president of WorkGroup Tech- 
nologies, Inc. in Hampton, N.H. 


COMPUTERWORLD 


4M to 20M bytes RAM 





Removable hard drives (AST, 
IBM, Epson America, Inc. and 
others). Allow several people to 
use one notebook, keeping their 
data on separate hard drives. Can 
be asecurity measure as well. 
eChip upgradability (AST, Ad- 
vanced Logic Research, 
Inc.). Investment protec- 
tion for the mobile mass- 
es, though it may have 
no more impact than it 
now has on the desktop. 
eRemovable _ floppies 
(Panasonic Communica- 
tions and Systems Co.). 
Make room for an extra 
battery for longer life. 

e Integrated pointing de- 
vices (numerous ven- 
dors). The move to Win- 
dows and the 
inconvenience of using a 
mouse on airplanes is 
driving this feature. 

“The question is, will 
people pay money for 
{things like] a finger joy- 
stick?” asked Amy Wohl, 
editor of the “TrendsLet- 
ter” newsletter in Bala 
Cynwyd, Pa. 

IS managers contact- 
ed generally seemed 
pleased with the new fea- 
tures. 

“The features are im- 
portant for us here,” said 
Michael Henderson, PC 
coordinator at James 
River Corp.'s Neenah 


Technical Center in Neenah, 
Wis. Henderson cited his shop’s 
interest in using Windows, which 
made color, longer battery life 
and integrated pointing devices 
particularly useful. 

“A lot of the notebooks I was 
originally going to buy have 
transmuted into high-powered 
desktops,” said Chad Pearce, net- 
work administrator at Miller, Ma- 
son & Dickenson’s Philadelphia 
office. Pearce said he meant to 
buy only notebooks with docking 
stations for his office this year but 
said Windows and its power-hun- 
gry applications made 386SX 
notebooks seem underpowered. 

Other users cited upgradabili- 
ty and removable hard drives as 
valuable features. One IS manag- 
er said he is skeptical of the push 
to add more features. 

“Tf [your notebook is] not your 
only [computing] resource, 
some of those bells and whistles 
are superfluous,” said Paul Nelis, 
anetwork administrator at Caisse 
Nationale De Credit Agricole’s 
U.S. headquarters in Chicago. 

But vendors said technology 
will not be the thing that differen- 
tiates notebooks in the future. Of- 
ficials said the market would be 
largely differentiated based on 
package design, size and im- 
proved usability. 

High-volume vanilla systems 
are expected to fall from just be- 
low $1,500 to the $1,000 price 
level by early next year. 





Microsoft, Novell quarrel 
over licensing question 


BY MICHELE DOSTERT 
CW STAFF 

When Microsoft Corp. execu- 
tives briefed press and analysts 
on its forthcoming Windows for 
Workgroups package, one of the 
features they touted was its inter- 
operability with Novell, Inc.’s 
NetWare local-area network op- 
erating system. 

Microsoft's demonstration of 
the product pointed out that it 
had included the client code for 
NetWare as well as an icon on the 
screen that could access Net- 
Ware servers. 

According to Novell sources, 
all of this came as a complete sur- 
prise to Novell, which had al- 
lowed Microsoft free use of Net- 
Ware client software in Windows 
a1. 

However, the company did 
not expect to see that code show 
up in Windows for Workgroups, 
which, with its peer-to-peer net- 
working capabilities, is a direct 
competitor to Novell’s NetWare 
Lite peer-to-peer LAN operating 
system. 

Novell spokesmen said only 
that the two companies were “am- 


icably discussing” the NetWare 
client in Windows for Work- 
groups licensing issues and 
“hoped to have the matter re- 
solved quickly, so Windows and 
NetWare customers won't be af- 
fected.” 

It remains to be seen whether 
the issue will be resolved before 
Microsoft’s announcement of 
Windows for Workgroups, 
scheduled for this week (see sto- 
ry page 6). 

Microsoft, meanwhile, said it 
is shipping the product despite 
the dispute and claimed it has a 
legal right to do so. 


Serious business 

Analysts familiar with both com- 
panies said the dispute is hardly 
a friendly quarrel and that Novell 
will demand either that the client 
software be removed or that it re- 
ceive a substantial royalty for its 
use. 

Novell sources also indicated 
that they did not receive a copy of 
Windows for Workgroups until 
last week in order to test the prod- 
uct with NetWare. 

Staff writer Christopher Lind- 
quist contributed to this report. 
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DISTRIBUTED QUERIES 
SYBASE VS. ORAGLE/ 


SYBASE: 


PROGRAMMATIC AND PROPRIETARY 
MORE THAN 90 LINES OF CODE 


/* reset the counter for build of third table */ 


a CREATE PROCEDURE la_aty 
/* for use on WESTCOAST server */ 


/* returns count for one part only */ 
@partno char(6), 

@ia_count int output 

AS 

SELECT @la_count = 

(SELECT qty FROM la_parts 
WHERE partno = @partno) 


DECLARE @cnt int 

DECLARE @counter int 

DECLARE @la_count int 

DECLARE @partno char(6) 

SELECT @cnt = COUNT(partno) FROM ny_parts 


/* ny_parts is the parts master; need count 
for sequential comparison with la_parts 
to simulate a distributed join */ 


SELECT @counter = 0 


‘sd /* create temporary table for part numbers 
and quantities from ny_parts */ 
CREATE TABLE #allparts1 
(partno char(6) NULL, 
ny_aty int null) 


/* create temporary table for row numbers 
for sequential call of la stored procedure */ 
CREATE TABLE #allparts2 

(seq int) 


/* create temporary table for 
sequential build from first two temp tables */ 
CREATE TABLE #allparts3 

(partno char(6) NULL, 

ny_qty int null, 

la_qty int null, 

seq int) 


/* build sequence numbers for each ny row */ 
while @counter 1> @cnt 
begin 
select @counter = @counter + 1 
insert into # all parts 2 (seq) values ( @ counter ) 
end 





/* populate temp table with ny parts and quantities */ 
insert into #allparts1 (partno, ny_qty) 
! select ny_parts.partno, ny_parts.qty from ny_parts 





*Program code independently written and tested. 
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Vendor rollouts heat up workstation wars 





BY MARYFRAN JOHNSON 


CW STAFI 





The competitive fires in the workstation 
market wil] burn even brighter two weeks 
from now, when Sun Microsystems, Inc., 
Hewlett-Packard Co. and Digital Equip- 
ment Corp. all roll out new hardware rang- 
ing from low-end color workstations to 
high-end multiprocessor servers. 
Expected on Nov. 10 are announce- 
ments that will usher in more powerful sys- 
tems based on new generations of reduced 
instruction set computing (RISC) chips: 
HP’s Precision Architecture-RISC 7100, 


DEC’s long-awaited Alpha and both the 
low-end MicroSPARC and high-end Super- 
SPARC chips co-developed by Sun and 
Texas Instruments, Inc. 

Among the product highlights will be 
the following: 
eA completely revamped line of HP work- 
stations, priced at close to the current line- 
up but with performance boosted two to 
three times by the 100-MHz PA-RISC 7100 
chip. The chip will also goose the perfor- 
mance of HP’s graphics workstations, 
strengthening the three-dimensional sol- 
ids modeling capability of that line. A 
range of multimedia tools for collaborative 





With automation, Process Manufacturing has 


become a patchwork quilt of software programs, each 


designed to pay attention to a specific part of the 


process. Few can deliver an integrated information 
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Well, now, Promix Process Manufacturing Software 
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Manufacturing Applications that give you a single, 


fully-integrated, enterprise-wide management system. 


So your integrated quality management information 


is available for review during every step of the process. 
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ied in enterprise wide manufacturing 
that are built on relational technologies 
with state-of-the-art development tools. 


Promix gives you complete control over 


the process by sharing information with 


both itself and you. When you add to that our com- 


pletely integrated financial applications, you can give 


yourself complete information for total control. From 


raw materials to profit and loss statements. 


To make Promix an integral part of your process, call 


Ross Systems. It’s one important ingredient you don’t 


want to leave out of the mix. 


Inc. 555 Twin Dolphin Drive, 


Redwood City 


California 94065 Phone 404.257.9198 Ext. 


workgroup computing will also debut. 

e At least four new Alpha platforms from 
DEC, including desktop workstations, 
deskside and departmental systems and a 
mainframe-class, four-processor system. 
Pricing is expected to range from $15,000 
for the workstation to $300,000 for the data 
center machine. Except for the high-end 
system, the Alpha boxes are slated to ship 
within 30 days of the announcement. 

¢ Apair of low-end color workstations from 
Sun, based on the 50-MHz MicroSPARC 
processor, are slated to ship before year’s 
end. Pricing is expected to run from $4,000 
to $8,000. On the high end, Sun will bring 
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out a SuperSPARC-based multiprocessor 
server with five to 20 CPUs and new Xbus 
technology thatimproves I/O throughput. 
Analysts said they do not expect deliveries 
until spring 1993. 

Sources close to Sun said it will also of- 
fer a host of new customer integration ser- 
vices designed to make IS executives feel 
more comfortable working with Sun. “As 
they move into this more conservative 
kind of market, the question is whether 
they’re still viewed as being too brash,” 
said Marc Schulman, president of Tech- 
nology Strategies Group, Inc. in Stamford, 
Conn. 


Pressure mounts 

This upcoming round of announcements 
will intensify the pressure on Sun as the 
workstation leader, several analysts said. 
“What I don’t see out of Sun are the truly 
innovative, leading-edge, push-the-tech- 
nology type of products,” said Rikki Kirz- 
ner, an analyst at Dataquest, Inc. in San 
Jose, Calif. “That’s not true of HP or IBM, 
who consistently keep warring on 
price/performance leadership.” 

The DEC and HP machines are pow- 
ered by chips with 100-MHz clock speeds, 
while Sun’s SuperSPARC chip is only now 
reaching volume production of 40-MHz 
versions. Still, some customers and ana- 
lysts noted that performance comparisons 
are becoming increasingly confusing, with 
vendors such as DEC quoting SPECmark 
ratings from the 1989 standard and Sun 
quoting the newer 1992 SPECmarks. 


Playing catch the leader 


Sun still holds its leadership spot, but 
IBM and HP are gaining 


Worldwide workstation revenue 
Cam ediiclard) 


*CAGR 
1990 M1991 so87't0 1991 








*Compound annual growth rate 


Source: Dataquest, Inc. CW Chart: Stephanie Faucher 


“I don’t care what the vendor says 
[about performance ratings]. It only 
means something to users when it’s run- 
ning their data and their programs in their 
environment. Then how fast is it?” said Pat 
Thomas, MIS director at Hickory White, 
Inc., a furniture manufacturer in High- 
point, N.C., that will install a Sun 630MP 
machine in a few months. 

Sun’s multiprocessor strategy will 
reach another key goal in December, with 
the release of Solaris 2.1, which can handle 
the symmetric multiprocessing necessary 
to scale up to several processors. 

Sun officials said they expected volume 
shipments of the MicroSPARC-based col- 
or workstations to ramp up quicker than 
the SPARCstation 10 line has with its com- 
plex SuperSPARC “Viking” chips. The 
catch with the MicroSPARC machines, 
however, is that they run Solaris 2.0 only. 
Currently, the SPARC application base can 
only be run under 2.0 through an emula- 
tion feature called Solaris 1 compatibility. 

Senior writer Melinda-Carol Ballou also 
contributed to this report. 
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NEWS 


Lotus to embrace MAPI specs 


Truce nears in interface wars; VIM firms unite to accept MAPI calls 


BY JOANIE M. WEXLER 
CW STAFF 


SAN FRANCISCO — The politi- 
cal struggles that have stunted 
the progress of mail-enabled ap- 
plications will reportedly wane 
at this week’s Electronic Mail 
Association (EMA) conference, 
with standards proposals by the 
X.400 Application Programming 
Interface Association (XAPIA) 
and a welcome announcement 
from Lotus Development Corp. 
President Jim Manzi. 

According to two sources 
close to Lotus, Manzi will an- 
nounce increased Lotus support 
for Microsoft Corp.’s Messaging 
Application Programming Inter- 
face (MAPI) during his keynote 


address. Manzi is expected to 
say that the nine companies in a 
Lotus-led camp, backing what is 
known as the Vendor-Indepen- 
dent Messaging (VIM) interface, 
will integrate components of 
MAPI to ease development of 
Microsoft’s Windows applica- 
tions. 

This is good news for users 
who have been disgruntled by 
the 18-month mail API gridlock, 
in large part because users see 
mail-enabled applications as a 
way to get interoperability 
among mail systems. 

“The slowness in the industry 
in getting to standard APIs is 
really a concern to us,” said Art 
Beckman, manager of informa- 
tion technology services at Pa- 





| VIM’s vigor 


History and future of the 
mail interface wars: 


e 1991 to present: Users 
and programmers infuriated 
by stalled mail-enabled appli- 
cation development because 
of political wars between the 
Lotus and Microsoft camps 
over a standard mail inter- 
face. 

eDecember 1991: The 
XAPIA accepts challenge 
from the EMA to serve as an 
independent source for devel- 
oping an industry-standard in- 
terface. 

e August 





1992: XAPIA 


el 

proposes simple send com- 
mon mail call; EMA decides 
more common calls are need- 
ed. 
eOctober 1992: Lotus 
President Jim Manzi expect- 
ed to announce during his 
EMA keynote that the VIM 
companies will integrate 
MAPI calls into VIM — a ma- 
jor coup for the industry. 
e October 1992: XAPIA to 
propose three common mail 
calls at EMA that would span 
competing Lotus-led VIM 
and Microsoft-led MAPI mail 
interfaces. 
eJune 1993: Target date 
for final approval of XAPIA in- 
dependent messaging spec. 

JOANIE M. WEXLER 








cific Gas & Electric Co. ‘There 
are a lot of small vendors out 
there whose technology we'd 
like to use, but they have to 
write to multiple standards.” 
This can be too large an effort for 
a small vendor. 

“Maybe [Manzi] is realizing 
that this isn’t the place for the 
battle on Lotus’ part,” said Da- 
vid Coursey, editor of ““P.C. Let- 
ter,” a newsletter published in 
San Mateo, Calif. ‘““We need bet- 
ter applications, not better fights 
over APIs.” 

To date, discussion about in- 
tegrating the two specs has been 
at an impasse because each camp 
has staunchly stood by its own 
interests, observers noted. 

“Technically, it’s not a big 
problem; MAPI and VIM specs 
map one to one,” with a few ex- 
ceptions, said Jack Skinner, 
chairman of the XAPIA technical 
steering committee. “But the 
loss of face has been politically 
too much to expect.” 

Toward a truce, the XAPIA 
will present a set of common, 
standard APIs for basic send, re- 
ceive and directory functions to 
the EMA this week, Skinner 
said. He explained that the 
XAPIA’s work was extended 
from its original charter to devel- 
op just X.400 APIs after a plea 
last year from the EMA for an in- 
dependent source to resolve the 
interface conflict. 

Skinner said the common 
calls would make about 70% to 
75% of a developer’s work com- 
mon across applications to be 
mail-enabled. 





IBM offers host/LAN 
E-mail system gateway 


BY ELISABETH HORWITT 


CW STAFF 


TAMPA, Fla. — With its Of- 
ficeVision electronic-mail prod- 
uct for local-area networks a 
clear failure, IBM is now linking 
its host-based E-mail products to 
the successful LAN-based mail 
offerings of Lotus Development 
Corp. 

IBM Mail LAN 
Gateway/2, an- 
nounced last week, 
is an OS/2-based 
package that will 
support mail ex- 
change between 
Lotus’ CC:Mail and 
Notes and between 
IBM’s Office Vi- 
sion/VM and Sys- 
tems Network Ar- 
chitecture Distribu- 
ted System (SNADS) E-mail 
systems, IBM said. 

Customers can use Mail LAN 
Gateway/2 either as a stand- 
alone system to connect their E- 
mail users over a private net- 
work or as a gateway to IBM 
Mail Exchange, an intercompany 
E-mail service offered by IBM’s 
Information Network, an Infor- 
mation Network spokesman 
said. ‘As the world moves from 
host to LAN office systems, we 
want to connect those LANs 
quickly and easily.” 

Duracell International, Inc. 
has tested Mail LAN Gateway/2 
and is now using the product in a 
production environment, said 
Mike DeLuca, manager of com- 


munications. The battery manu- 
facturer, which uses Information 
Network as its overseas net- 
work provider, needed a way to 
link CC:Mail users at headquar- 
ters with OfficeVision/VM and 
OfficeVision/400 users through- 
out the company, DeLuca said. 
Headquarters is moving from Of- 
ficeVision/MVS to CC:Mail as it 
moves from a mainframe- to a 
LAN-oriented com- 
puting environment, 
he added. 

IBM’s product 
was easy to imple- 
ment and has “‘great 
throughput and 
wonderful __transla- 
tion’ between dif- 
ferent types of mes- 
sages, DeLuca said. 

Soft-Switch, Inc. 
in Wayne, Pa., offers 

a competing SNADS-oriented E- 
mail gateway product but on a 
Unix platform that Duracell had 
no interest in, DeLuca said. 

IBM Mail LAN Gateway/2 
runs on any Personal System/2 
with a 386 or 486 processor run- 
ning OS/2 1.3 Extended Edition. 
The initial version, linking 
CC:Mail to SNADS and Office Vi- 
sion/VM, is slated to, ship in De- 
cember and is priced at $10,000 
per Personal System/2 for un- 
limited clients. Lotus’ Notes 
support is scheduled to ship by 
midyear. The current version 
runs on IBM LAN Server with 
support for Novell, Inc.’s IPX 
LANs slated for January 1993 
delivery, IBM said. 





E-mail t irel 
CONTINUED FROM PAGE 1 

thus receive notification of im- 
portant messages while on a 
plane or in a far-flung meeting, 
explained David Coursey, editor 


of “P.C. Letter,” a newsletter 
published in San Mateo, Calif. 

Southern California Edison, a 
CC:Mail shop in San Clemente, 
Calif., has ‘‘a large population of 
laptops, and I suspect our users 
would like to [optimize their time 
by] getting mail in a taxi or in- 
flight,”’ said Bill Lawrence, a net- 
work engineer. “If the pricing is 
reasonable, wireless messaging 
will become tomorrow what re- 
mote dial-up access is today.” 

“T don’t think there’s any 
question that over time, wireless 
messaging will be more and 
more of a requirement for corpo- 
rate America,” added Pete Don- 
aghy, manager of computer ser- 
vices and support at Hughes 
Aircraft Co. in Long Beach, Calif. 

Greg Scott, computing ser- 
vices manager for the college of 
business at Oregon State Uni- 
versity, said he thinks there is a 


12 


“tremendous advantage in wire- 


less vs. dialing up, which is cum- 


bersome. It’s just not realistic to | 


be stopping at phone booths.” 
Users also noted that filtering 


tures such as those included in 
Beyond, Inc.’s rules-based Be- 
yond Mail package would be im- 
portant to them in a wireless 
messaging situation. The rea- 
sons for this are that users on the 
go would likely be interested in 
handling only top-priority com- 
munications, and some portables 
have limited memory, explained 
Michael Cavanagh, EMA’s exec- 
utive director. 


Not involved yet 

Beyond said it is not a part of this 
week’s announcement, but it is 
anxious to jump on the wireless 
bandwagon. A wireless version 
of CC:Mail Remote is slated for 
availability in the first quarter of 
1993, according to an analyst 
who obtained a copy of Lotus’ 
press release. Lotus declined to 





BY MARYFRAN JOHNSON 
CW STAFF 
Delivery delays on the high-end 
models of its new line of SPARC- 


| station 10 workstations had a 
and message prioritization fea- | 


wrenching effect on Sun Micro- 


| systems, Inc.’s bottom line last 


week, as the Mountain View, 
Calif.-based vendor reported an 


| 82% drop in fiscal first-quarter 


earnings. 


comment on any wireless activi- 
ties. 

Other mail vendors will have 
products available as early as 
this week, the source close to 
RAM Mobile said, and vendors 
will implement the wireless ca- 
pabilities in different ways. 

For example, some will pro- 
vide a direct RAM link, while 
others will require gateway ser- 
vices; some will give each wire- 
less user his own mailbox, while 
others will include portable di- 
rectory services to keep ad- 
dresses consistent, he explained. 
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For the quarter ended Sept. 
25, Sun reported net income of 
$4.8 million, compared with 
$26.8 million during the same 
quarter last year. Analysts said 
Sun has had to drop prices on 
older models while struggling to 
meet an unexpectedly high de- 
mand for the new workstations. 

The complexities of produc- 
ing the SPARCstation 10’s Su- 
perSPARC Viking chip, which 
Texas Instruments, Inc. manu- 
factures for Sun, slowed down 
the introduction of the SPARC- 
station 10 line, while demand for 
newer technology built up in the 
user base. 

“It’s been clear for a long 
time that Sun was behind sched- 
ule,” said Ted Krum, an analyst 
at D. H. Brown Associates, Inc. 
in Port Chester, N.Y. ‘It became 
increasingly clear that they were 
biting off a lot all at once and 
really betting the ranch on the 
Viking chip.” 

Analysts said Sun’s stock 
might wobble but would likely 
rebound quickly because the sec- 


‘Sun’s first-quarter earnings plunge 82% 


ond fiscal quarter is expected to 
be strong. Revenue from the 
first quarter rose 13% to $855.9 
million from $754.9 million last 
year. 

Sun has managed to ship 
thousards of the SPARCstation 
10 Model 30s this fall, but the 
more powerful Model 41 has 
been several weeks behind in 
volume shipment [CW, Oct. 12]. 
Although limited numbers of 
Model 41s were arriving at cus- 
tomer sites late last month, vol- 
ume shipments are not expected 
to hit full stride until December. 

SPARCstation 10 Model 52 
multiprocessor workstations are 
also scheduled to ship in Decem- 
ber. That model requires the So- 
laris 2.1 operating system with 
full symmetric multiprocessing 
capabilities, which Sun officials 
said last week would be ready in 
December. 

The lack of symmetrical mul- 
tiprocessing in the first release 
of Solaris 2.0 has hobbled Sun’s 
multiprocessor strategy, ana- 
lysts said. 
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e Sybase SQL Server for NetWare 
EVAL 


For its state-of-the-art feature set and blinding 
speed, Sybase SQL Server for NetWare wins our 
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tion. Though it lacks some of SOL _ is especially well suited for companie 
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Software makers fear downsizing toll 


CONTINUED FROM PAGE 1 

maintain software on 60 or 80 
platforms can find it costs more 
to support the software than 
they’re getting back from reve- 
nues,” noted Roy Sanford, a 
business development executive 
at Bull HN Information Systems, 
Inc. in Billerica, Mass. ‘“That’s 
why there are incentives to re- 
duce the cost of support.’ 

Vendors attending the ITAA 
meeting said they recognize the 
need to port their software but 
worry about the impact on prof- 
its of selling cheaper client/ 
server versions. 

For small vendors, the chal- 
lenge can be particularly daunt- 
ing. “It’s going back to square 
one in terms of re-engineering 
the product,” said Roger Davis, 
president of Cambar Software, a 
$10 million firm in Charleston, 
S.C., that sells applications for 
the IBM Application Sys- 
tem/400. “Our development 
people are just totally consumed 
with the re-engineering effort.” 


Give and take 

The reward for forking over the 
upfront costs of development is a 
drop in price for client/server 
software, said Frank Jackson, 
Cambar’s marketing vice presi- 
dent. “It’s very different than 
charging $500,000 to $750,000 
for a mainframe application,” he 
said. “The client/server soft- 
ware costs just a fraction of that, 
and there’s a question of how 
much support you can give for 
the price.” 

Revenue from software li- 
censes for Unix and _ client/ 
server versions should fall on a 
per-unit basis, as vendors make 
the transition from platform 
pricing to per-user pricing, they 
said. 

Other vendors said they plan 
to split maintenance, providing 
dial-up bulletin boards at little or 
no cost for low-end systems and 
phone support for a fee. 

Large vendors have already 
experienced the loss in pricing 
altitude as a result of users opt- 
ing for client/server versions of 
mainframe packages. Fred Cut- 
ler, vice president of business 
development at $1.18 billion Or- 
acle Corp. in Redwood City, 
Calif., said revenue from the 
firm’s database products for 
IBM mainframes and Digital 
Equipment Corp. VAX machines 
plummeted by about 50% from 
1990 to 1992. 

Oracle’s IBM mainframe rev- 
enue dropped from more than 
$45 million to about $20 million, 
he said. The firm’s DEC/VAX 
revenue dropped from nearly 
$300 million to less than $150 
million. ‘This has been very sig- 
nificant for Oracle from a profit 
point of view,” Cutler said. 

Oracle was able to recoup 
from the shift to client/server 
computing by instituting per- 
user pricing for Unix, a product 
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category that grew in sales from 
$250 million in 1990 to $350 
million in 1992. 


Spreading itself thin 

But Oracle also has to support 45 
combinations of Unix hardware 
and software, making manage- 


ment of client/server software 
more complex, Cutler said. 
Reports given at the ITAA 
meeting showed that the trend 
to develop applications on client/ 
server platforms will accelerate. 
Michael Blair, chief executive of- 


ficer of Cyborg Systems, Inc. in 


Chicago, cited a Computer Intel- 
ligence survey of 500 U.S. sites 
showing that 41% planned to de- 
ploy new applications on local- 
area networks, compared with 
16% of new applications to be 
deployed on IBM-compatible 
mainframes. 

One vendor that made the 
transition from proprietary soft- 
ware to Unix said there are re- 
wards when the re-engineering 


is over. 

“‘T have a sense of the effort 
involved in making the move 
away from mainframes,” said 
Bruce Reynolds, executive vice 
president of Datatel, Inc., a $25 
million Fairfax, Va., vendor of 
university management  soft- 
ware. “But we are getting busi- 
ness now from many mainframe 
sites that are switching to Unix 
to reduce costs.” 





But the MultiComAsyncGateway Eases 


Users Into Modem Sharing... Inexpensively and Risk-Free. 





Most LAN managers know that modem sharing is cost 
effective. But they're reluctant to invest in a dedicated 
gateway, for fear of resistance and confusion among users. 
The MultiComAsyncGateway™ can get users accustomed 
to communications via a modem attached to another PC, 
without spending thousands on a full-blown gateway. 


Think of it as a Gateway “Trainer.” 

For under $400, the MultiComAsyncGateway™ is a 
functional modem sharing system that lets users access 
one or two modems attached to another PC - any other 
PC -on the LAN. You can even make use of an “obsolete” 
286 by making it the non-dedicated communications 
server for your modem pooling. 


Sharing Modems is Easier Than You Think. 


Thanks to the MultiComAsyncGateway™, it’s never 
been easier. And there’s never been an easier or more 
risk-free way to test whether the benefits of gateway 
technology can benefit your network. 


MultiComAsyncGateway is a 
trademark of Multi-Tech Systems, Inc 
Copyright © 1992 by Multi-Tech Systems, Inc 
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When it comes time to upgrade to a high performance, 
dedicated gateway ... like the MultiComAsyncGateway2 
...the price of the MultiComAsyncGateway™ is credited 
back to you. For more information, call us at 
1-800-328-9717. 


Multi ech 
Systems 


The right answer every time. 


Multi-lech Systems, Inc., 2205 Woodale Drive 

Mounds View, Minnesota 55112 U.S.A 

(612) 785-3500, (800) 328-9717, U.S. FAX (612) 785-9874 
Technical Support (800) 972-2439 

International Telex 4998372, International FAX (612) 331-3180 


See Us at Comdex/Fall ‘92 








NEWS SHORTS 


Fusco steps down at Sequoia 

Bowing to the combined pressures of lower earnings and an in- 
vestigation by the Securities and Exchange Commission, Se- 
quoia Systems, Inc.’s chief executive officer, Gabriel Fusco, re- 
signed last weék, as did Sequoia’s vice president of 
international sales, Keith Johnson. Fusco will stay at the com- 
pany as chairman, and two Sequoia officials, Francis Hughes Jr. 
and Richard Goldman, will serve as interim CEO. Sequoia low- 
ered its financial results for fiscal 1992 earlier this month be- 
cause it said revenue for first-quarter 1993 will come in below 
forecasts. 


CA, Postal Service in accord 

The U.S. Postal Service signed a five-year, fixed-price soft- 
ware licensing agreement with Computer Associates Interna- 
tional, Inc. The Postal Service contract follows on the heels of a 
similar accord CA reached with Citicorp [CW, Oct. 19]. Accord- 
ing to Jerome Doniger, general manager at the technical sup- 
port division of the Postal Service, similar agreements being 
negotiated with several vendors will help the service reduce 
costs as it consolidates operations in its six data centers. 


CA revenue, profits climb 

Meanwhile, CA announced that its second-quarter revenue in- 
creased 30% over the same period last year. The Islandia, 
N.Y., software firm reported $431.9 million in revenue for the 
period ended Sept. 30, compared with $332.8 million in reve- 
nue for the same period last year. Pretax income during the pe- 
riod rose 23%, from $61.6 million to $75.7 million. 


aoe tts offered for IBM hosts 
Wang Laboratories, Inc. unveiled a 
version of its imaging software for 
IBM mainframes. Priced between 
$21,200 and $128,200, Open/Image 
for CICS is a set of tools designed to 
make it easier to build image functions 
into IBM CICS applications. Wang, 
which must submit a Chapter 11 reor- 
ganization plan by Dec. 16, also an- 
nounced enhanced versions of Open/ 
Image Workstation for 3270 and 
Open/Image Virtual Workstation to 

support PC and IBM RISC System/6000 platforms. 


Cuts planned at Computervision 
Computervision Corp. said last week that it will lay off 700 
workers, resulting in a $25 million onetime charge. That 
charge, paired with recapitalization costs, fueled an $88 million 
loss for Computervision’s first quarter as a public company. 


intel sees busy year ahead 

Pentium, the newly renamed Intel Corp. 586 chip, will ship late 
in the first quarter of 1993, concurrent with systems that use 
it, according to Intel President Andrew Grove. In a speech to 
the New York PC User Group, he also revealed plans to ship 25 
new 486-class processors in 1993, all 3.3V products that sup- 
port Intel’s Smart Power Management scheme, and hinted at 
multimedia software products. Analysts said Intel was likely to 
show at Comdex/Fall ’92 a new software product that will let 
users play back video messages more easily. 


Short takes 


Tandem Computers, Inc. said it has reached an agreement 
with Chorus Systems, Inc. in Beaverton, Ore., to jointly de- 
velop a fault-tolerant “micro kernel” to enable building of 
client/server applications for Unix System Laboratories, 
Inc.’s System V, Release 4. . .. Comdisco, Inc. announced a 
new master lease that lets customers sublease equipment to 
other leasing companies, reconfigure machines and return sys- 
tems with parts that do not necessarily have the same serial 
number as when they were first shipped. 
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IBM unveils Consulting Group 


Plans to recommend technology of all hues — not just Blue — to firms 


BY THOMAS HOFFMAN 


CW STAFF 


NEW YORK — Looking to ex- 
pand its presence in the fast- 
paced information services field, 
IBM last week formally unveiled 
the IBM Consuiting Group and 
vowed the group would base its 
recommendations on the best 
technology for the job — regard- 
less of where it comes from. 

The 1,500-member staff is 
led by IBM General Manager 
Robert M. Howe, who joined the 
company 18 months ago after di- 
recting Booz Allen & Hamilton, 
Inc.’s financial services practice. 
He said the new consulting 
group will remain “‘objective’’ by 
offering its customers technol- 
ogies from a wide range of ven- 
dors. ‘“None of us in the room are 
connected to [IBM’s] hardware 
business,’’ Howe noted. 

In addition, the consulting 
group will not compete against 
IBM’s outsourcing unit — Inte- 
grated Systems Solutions Corp. 
(ISSC) — because it will not be 
providing outsourcing services. 
Instead, Howe said, the consult- 
ing group and ISSC will have a 
synergistic relationship. 


The consulting group will fo- 
cus on two major areas: manage- 
ment consulting and “function- 
al” consulting, or information 
technology-specific areas such 
as applications development, 
networking and information sys- 
tems management. 

The 600-plus consultants in 
the group’s management con- 
sulting practice will report to 
Howe, while Stephen A. Muc- 
chetti, a former senior partner at 
Coopers & Lybrand and now an 
IBM general manager, will di- 
rect the 900 consultants at- 
tached to the group’s functional 
consulting efforts. 

Howe said the consulting unit 
has been operational for the past 
year but IBM waited to build up a 
sizable client base before public- 
ly introducing the division. 


Busy with contracts 

Howe and other IBM executives 
would not disclose specific data 
on any of the 150-plus contracts 
that the unit said it has been 
awarded thus far. Howe did, 
however, mention several re- 
cent contracts, including a busi- 
ness process re-engineering pro- 
ject the group helped conduct for 


a large UK-based insurance firm. 

The consulting unit will tar- 
get vertical markets including fi- 
nancial services, banking, insur- 
ance, transportation, health care 
and manufacturing. 

Oliver Pflug, a principal at G2 
Research, Inc. in Mountain 
View, Calif., placed the consult- 
ing group’s revenue at $175 mil- 
lion for the first year. 

Overall, the IBM Consulting 
Group will provide consultation 
in 12 specific areas, including 
business transformation, infor- 
mation technology strategy and 
planning and manufacturing lo- 
gistics. 

Julie Schwartz, associate di- 
rector of professional services at 
Dataquest/Ledgeway Group, a 
Framingham, Mass., services 
research firm, said IBM will 
compete against firms such as 
Electronic Data Systems Corp., 
CSC Index, Inc. and Big Six ac- 
counting/consulting firms. 

“They’re not positioned in 
the high end of the market like a 
Booz Allen or a McKinsey [& 
Co.],” Schwartz said. Instead, 
she said, the group will focus on 
providing “implementation” 
services. 





IBM pilot program reduces 
outsourcing costs for users 


CONTINUED FROM PAGE 1 
associated with standard out- 
sourcing accords. While IBM 
would not provide pricing de- 
tails, Denny McGuire, a consul- 
tant familiar with the program 
and a principal at Technology 
Partners, Inc. in Houston, de- 
scribed the pricing schedule as 
“very competitive.” 

Term Capacity deals would 
also commit clients to shorter 
time periods. Instead of the five- 
to 10-year duration of traditional 
outsourcing deals, Term Capaci- 
ty contracts would typically run 
one or two years, IBM said. 

An IBM spokesman said the 
company is offering Term Ca- 
pacity “to several customers in 
the Southwest area.” He de- 
clined to identify the clients. 

Term Capacity solutions will 
be implemented by the IBM In- 
formation Network (IIN) group, 
rather than by IBM’s Integrated 
Systems Solutions Corp. (ISSC). 
IIN is scheduled to become part 
of ISSC early next year. 

IIN, which recently joined 
forces with Sears, Roebuck and 
Co. to form Advantis, a joint net- 
work outsourcing venture, is 
scheduled to become part of 
ISSC in January. 

McGuire said Term Capacity 
marks a shift in the outsourcing 
paradigm toward ‘‘selective out- 
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sourcing” because it makes it 
easier for IS shops to farm out 
portions of their operations. “It 
moves more toward the MIPS- 
in-the-wall approach, where you 
buy mainframe processing like 
it’s electricity,” he said. 


A study in contrasts 


e Those that have predictable 
peak processing periods. 

The long-term deals are be- 
coming less popular. “The eco- 
nomics beyond the third year be- 
comes voodoo economics,” 
noted Ray Manganelli, chief ex- 
ecutive officer at Gateway Infor- 
mations Services, Inc. in New 
York. “We believe no major 
long-term deal signed in 1992 
will run its full cours.>.” 

McGuire noted that Term Ca- 
pacity poses a threat to plug- 


IBM’s Information Network (IIN) is piloting cheaper outsourcing fees 


New plan (Term Capacity} 


Typically 1 to 2 years 


Stays with client 


Dedicated processors 


at IIN sites 


Existing plan 


Per-usage charge* 
Typically 5 to 10 years 


Works for IBM 
or loses job 


Shared processors 
using ISSC 
resources, on 

site or off site 


* The new Term Capacity approach avoids costly above-baseline processing fees 


The IBM spokesman said 
Term Capacity is aimed at the 
following three types of clients: 

e Those that are out of capacity 
and do not want to make capital 
investments in new hardware. 

e Those that are migrating from 
hosts to smaller platforms and 
require interim mainframe solu- 
tions. 


CW Chart: Janell Genovese 


compatible vendors such as Am- 
dahl Corp. and Hitachi Data 
Systems Corp. because it gives 
users a less expensive alterna- 
tive to buying new mainframes. 
“Tf you have the choice of buying 
incremental capacity from IBM, 
you could just keep your current 
machines and lower your incre- 
mental costs,’’ he said. 
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| NEED A CLIENT/SERVER SOLUTION THAT'S 
OPEN, POWERFUL AND Se 


C Please send me information about EDA/SQL. 


AME 
C I can't wait. Please call me. 


My company uses the following environments: COMPANY 


IBM MVS, VM/CMS_ { DOS 
] IBM AS/400 O OS/2 
Digital VAX/VMS O Microsoft Windows 
Hewlett-Packard 0 Apple Macintosh airy 
‘ I 0 UNIX ( ) 


ADDRESS 


TELEPHONE 


My company uses these databases: Ca i 8 00-9 5 9-INFO 


I’m planning to purchase a client/server 


re 0 36mos. O 6-12 mos. 3 B : => EDAISQL 


yrmation Builders, Inc. 
EDA/SQL is a Trademark of Information Builders, Inc 
All names and products mentioned are the trademarks or registered trademarks of their respective holders. 
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THINK BIG. 
SART SMALL 


EDA/SOL FROM INFORMATION BUILDERS: The Data Access Standard 
For Client/Server Computing That Grows With You. 


MAKING THE MOST OF YOUR ASSETS 


Data is one of the most strategic assets any business 
can have. Because businesses that utilize data well, 
will succeed. Businesses that don’t, won't. 

The trick is knowing how to use your data resources 
in the most cost effective way. 

That's where Enterprise Data Access/SQL (EDA/SQL) 
as a client/server solution can make the difference. 


____ OPENNESS, POWER AND FLEXIBILITY 


Implementing client/server applications can be 
tough, particularly when you need to access remote 
data on diverse platforms. 

With EDA/SQL, you have the freedom to access 
data in over 50 different databases and files, running 


on 35 computing platforms using any major network 
protocol. And there are dozens of applications and 
tools available from more than 50 leading software 
vendor partners that support EDA/SQL. 

No other SQL solution on the market gives you this 
much flexibility. 


BlG OR SMALL, IT’S ALL THE SAME 


EDA/SQL has the power and the ability to drive the 


largest enterprise-wide implementation, or to simply 
connect a single client/server application to a specific 
data source. 

And because there’s an EDA/SQL solution for every 
popular platform, and network protocol, you can use 
it in the environment of your choice. 

Only EDA/SQL has the scalability and configuration 


flexibility to meet your client/server requirements 
both today and tomorrow. 

You can start with the EDA/SQL solution you need 
today. Then, efficiently and economically grow any 
configuration to meet your changing business require- 
ments. Big or small. 

For more information on EDA/SQL, our consulting 
services and education programs, or to attend a FREE 
Seminar... 


Call 800-969-NFO 
In Canada call 416-364-2760 
=>=EDA/SQL 


Information Builders, Inc. 


EDA/SQL is a trademark of Information Builders, Inc., 1250 Broadway, New York, NY 10001 





It just stands to reason. The more 
engines, the more cost. Not only in initial 
purchase price, but system administra- 
tion, backups and OS updates. That's why 
more and more people are getting on 
board with an HP workstation/X station 
network. A powerful engine that carries 
plenty of passengers. 


At Hewlett-Packard, we understand that 


not every situation requires a workstation. 


A network of our Series 700 workstations 
and 700/RX X stations can give users full 
PA-RISC workstation functionality and 

HP's industry-leading speed at a fraction 


©1992 Hewlett-Packard Company CSPAOO2 


Why combine a number of SPARCstations, 


of the cost of a Sun SPARCstation net- 
work. And as your operation grows, work- 
stations can be upgraded and X stations 
easily added. 


Whether you're in customer service, man- 
ufacturing, finance, engineering, or the 
hospitality industry, you'll enjoy the ben- 
efits of central system administration, low 
cost of ownership, and access to network- 
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wide resources. And your HP solution 
isn't just a good investment to start with— 
it remains one for the long haul. 

No wonder HP is recognized as the world- 
wide leading supplier of color X stations, 
and is delivering workstations with the 
highest performance. 


To get on board, call 1-800-637-7740, 
Ext. 7098. In Canada, call 1-800-387-3867, 
Dept. 2308. 
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DEC price cuts could benefit smaller customers 


BY MELINDA-CAROL BALLOU 


CW STAFF 


MAYNARD, Mass. — Digital Equipment 
Corp.’s more flexible business practices 
announced last week — including price 
cuts of up to 47% on commodity items such 
as printers, terminals and memory prod- 
ucts — offer discounts to smaller DEC cus- 
tomers that were previously available only 
to resellers and larger sites, according to 
DEC officials. 

The company is eliminating a cumber- 
some practice of yearly discounts on all 
products for large purchasers and replac- 
ing it with discounts for the aforemen- 


tioned commodities. Users will no longer 
have to haggle with DEC, and the new, dis- 
counted list prices will bring costs down to 
levels comparable to the yearly discounts. 
In addition, DEC will offer quantity dis- 
counts for large orders of specific prod- 
ucts, the company said. 

“The products will now be priced much 
more competitively for the market, and 
this will reduce procurement costs since 
customers won't have to negotiate for low- 
er prices,” said Frank Brown, corporate 
pricing program manager at DEC. 

At least one user seemed generally 
pleased by the news. 

“We buy several million dollars worth 


of equipment a year from DEC, and any 
kind of significant price cuts like this add 
up quickly for us,” said Earl Cory, systems 
manager at Health Net, a Woodland Hills 
Calif.-based health maintenance organiza- 
tion. 

This sharpening of DEC’s business 
strategy foreshadows sweeping manageri- 
al changes that are expected to be 
announced early next month, according to 
sources close to the company. 

“We're trying to become easier to do 
business with through more competitive, 
predictable pricing and increased use of 
channels to bring those products to mar- 
ket,” Brown said. 


DAN ‘ag ey 
power on your de 


nly XDB products make your PC 
work like amainframe by giving 


you 5 ways to put DB2 power on 
your desktop. And when we say power 
— we mean it. All XDB products have 
one thing in common...100% DB2 com- 
patibility. 

XDB lets you develop COBOL pro- 
grams with XDB-Workbench and QMF 
reports with XDB-QMT on the PC, and 
run them on the mainframe. XDB also 
gives you XDB-SQL to build SQL- 
based Windows or 4GL applications. 


Your XDB applications can run stand- 
alone or against an XDB-Server. They 


can even reach out and talk to DB2 on 
the mainframe through XDB-Link. With 
DRDA and RPC support. 


Most importantly, as you add desk- 
top tools and client-server technology, 
you don’t end up with incompatible 
systems. Everything follows the DB2 
standard. 


This means XDB provides powerful 
features like full SQL syntax and system 
catalog, referential integrity, transac- 
tion processing, concurrency control, 
and security — just as DB2 does. 


Only XDB provides this power across 
DOS, OS/2, Windows and UNIX plat- 


rademare of KDB Systems. inc 


# 


forms. XDB also lets you choose from 
over 50 front-end tools — provided by 
industry leaders like Intersolv, 
KnowledgeWare, Lotus and Powersoft. 


So call 1-301-317-6800 ext.520 
to find out why over 25,000 corporate 
users have chosen XDB 
to satisfy their hunger 
for DB2 power. Tell us 
which way you want to 
put DB2 power on your 
desktop. 


~ XDB Systems, Inc. 
301-317-6800 301-317-7701 (FAX) 


Other product names are trademarks or regstered trademarks of thew respective nolders 
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The new pricing structure may well be 
applied to other products, Brown added. 
He said new pricing had been dictated to 
DEC by its customer base. 

The price cuts are “extremely signifi- 
cant because it’s the beginning of a trend 
that DEC’s pricing will start to correspond 
to industry pricing,” said Rikki Kirzner, 
principal at Dataquest, Inc., a market re- 
search firm that is based in San Jose, Calif. 
“I expect to see other price decreases as 
[Alpha AXP] chips start shipping [next 
month].” 

“They're into survival mode — this is 
the absolute bare bone of what they could 
do. They couldn’t go lower,” added Mi- 
chael Goulde, a senior consultant at the 
Seybold Office Computing Group, a mar- 
ket research firm based in Boston. 


Wireless PCMCIA 
device introduced 
by Motorola 


BY ELLIS BOOKER 


CW STAFF 


BOYNTON BEACH, Fla. — Motorola, 
Inc. last week introduced what it called the 
industry’s first receive-only wireless fre- 
quency device to use the PCMCIA format. 

The PCMCIA standard, developed by 
the Personal Computer Memory Card In- 
ternational Association, specifies credit 
card-size devices and a standard interface 
for adding extra memory, communica- 
tions and custom applications to PCMCIA- 
compatible laptops, palmtops and an 
emerging class of Personal Digital Assis- 
tants. 

Motorola’s NewsCard, which will be 
demonstrated next month at Comdex/Fall 
92 in Las Vegas, will be able to work with a 
variety of one-way paging and wireless 
messaging networks. 

According to sources close to Motoro- 
la, the NewsCard will sell for less than 
$400. Commercial distribution is sched- 
uled for the second quarter of next year. 


Sweeping presence 

Analysts said communications cards in the 
PCMCIA format — including wireless and 
conventional fax/modems, local-area net- 
work adapters and other I/O devices — 
will sweep the market in the next year or 
two. 

Andrew M. Prophet, president of AP 
Research in Cupertino, Calif., said he ex- 
pects flash cards to initially sell for $60 to 
$90 per megabyte, compared to $4 to $5 
per megabyte for rotating media. 

The NewsCard builds on Motorola’s 
currently available NewsStream Ad- 
vanced Information Receiver. Both prod- 
ucts work with a variety of wireless nation- 
wide networks, as well as Motorola’s 
Embarc electronic-mail network. 

Hot on Motorola’s heels will be AT&T. 
Aspokesman at AT&T Paradyne Corp. last 
week confirmed that the company’s first 
“Keep in Touch” card, a data/fax modem 
with speeds up to 14.4K bit/sec., will be 
followed early next year with a 7.2K 
bit/sec. cellular modem card. 

Motorola said last week that it is work- 
ing with Hewlett-Packard Co., IBM and 
Apple Computer, Inc.’s Newton Group to 
incorporate the NewsCard with present 
and future PCMCIA-compatible devices. 
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OneSo 
Covers Every 


Desktop Strategy 


The SAS‘ System 


The World’s Leading Information Delivery System 


Windows™? OS/2*? UNIX"? 

The debate rages on over which desktop 
operating system is best. Fortunately, the question 
of which software to choose has been settled once 
and for all. All you need is the SAS System. 


The world’s leading information delivery 
system provides a single, cohesive, and cost- 
effective solution for virtually any applications 
request. From executive-level information 
systems to total quality management systems for 
the manufacturing floor. Customized interfaces 
make it easy for anyone—at any level—to gain 
immediate productivity. 


What’s more, the SAS System is portable 
across all your hardware. Our exclusive 
MultiVendor Architecture™ lets you integrate 
different desktop platforms (who says you have 
to choose?) and share data and applications 

between the desktop.and larger machines. 
So, while the industry struggles to define 
a standard operating environment, we've 
eliminated the need for one. 
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Call Now for a Free Video Introduction 
With the SAS System, you can rely on a 

single software system for Windows and/or 

OS/2 and/or UNIX and/or any other platform. 
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And cut out the expense of buying—and 
supporting—all those stand-alone desktop 
solutions. See for yourself in a free video. 
Just give us a call at 919-677-8200. 
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SAS Institute Inc. 

Sales & Marketing Division 

SAS Campus Drive CF) Cary, NC 27513 
® Phone 919-677-8200 CL) Fax 919-677-8123 


SAS is a registered trademark and MultiVendor Architecture a trademark 
of SAS Institute Inc., Cary, NC, USA. Other brands and product names are 
registered trademarks or trademarks of their respective holders. 
Copyright © 1992 by SAS Institute Inc. Printed in the USA. 





s they say, it’s all in the genes. Introducing the 
ThinkPad” from IBM. T he slickest, slee eit 
little number that ever crunched one. A mere seven- 

and-a-half pounds of brains and beauty that just 
begs you to take it anywhere. And once you own one, 
that’ s exactly what you'll do. 

The top-of- the-line ThinkPad 700C sports a 


—_———_ Ail this in only 11.2" 


Introducing 


ThinkPad 


screaming 486 SLC” 25 MHz upgradable processor. 
But it’s built for comfort too. There's a surprisingly 
roomy interior, with a full-size, ergonomically 
designed keyboard. And a screen that lite rally bends 
over hid kwards (180 degrees, to be precise). 

Strategically place -d on the keyboard is a little 
red spot c alle »d the TrackPoint IT It does what a 
mouse would do with a few million more years of 
evolution. Nothing dangles; it’s part of the soul 
of the machine. You can operate it with one finger- 
tip. And it allows you to think on any terrain, 
even one without any flat surfaces 

The ThinkPad’s screen is a a of almost 
aching beauty. Its 640 x 480 VGA resolution is 
sharper than that of many desktop computers. It dis- 
plays 256 colors. And it’s the biggest screen on 
any notebook. All of which makes ThinkPad very 
easy on the eyes. 

The ThinkPad comes standard with things some 
other notebooks don't even offer as options. Like 
4MB of memory you can upgrade to 16MB. 120MB 
of hard disk ap e. rec-inviatied DOS 5.0 and 


Pad, HeipWare 
rporation. PRODIGY 


~———— The whole thing weighs only 76 pounds 
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PRODIGY.’ You can soup it up with a turbo-charged 
486SLC2 50/25 MHz processor—just one of the 
upgrade products IBM offers. 
And the hard disk is 
removable, which 
makes it easy to 
upgrade and share 
your ThinkPad, 
not to mention 
the great secu- 
rity and virtu- 
ally unlimited 
storage. 

ThinkPad 
blows the doors 
off its competition 
in an even more 
surprising arena. 
Price. Any ThinkPad 
in the line will give 
you more for your money— 
and for your psyche—than 
any other notebook you can buy. 

ThinkPad | Model 700C Model 700 


Processor 486SLC/25MHz | 486 SLC/25 MHz 


Display "10.4" Active Matrix 9.5" Monochrome Display 
256-Color Screen 64 Grayscale Screen 

Battery Life* 2-4 Hours 3.8-7.5 Hours 

Weight 76 Lbs. with Battery 6.5 Lbs. with Battery 


Warranty 3 Years (International) 3 Years (International) 


Price** ~ $4,350 $2750 

If you have questions along the way, your 
ThinkPad Models 700C and 700 are supported by 
HelpWare? an invaluable service package that 
includes a three-year international warranty.’ 

For more information or an IBM authorized 
dealer near you, call our Personal Systems 
HelpCenter™ 24 hours a day, 7 days a week at 
1 800 7772-22271 

Then just park one in your lap and see 
what happens. 


a maintrame. 
a Maserati. 
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High tech agrees on issues, not candidates 


CONTINUED FROM PAGE 1 


industry conferences preferred Bill 
Clinton, and in an updated American 
Electronics Association membership 
survey, a majority of chief executive of- 
ficers backed George Bush. 

Adding to the confusion, Bush and 
Clinton have succeeded in lining up sup- 
port from major cliques of computer in- 
dustry notables. In at least two cases, 
senior executives in a single company 
have publicly taken opposing stands. 

What stands out clearly is that IS 
professionals do not make up an identi- 
fiable voting bloc. Users have told Com- 
puterworld that they base their politi- 
cal choices on ideology and personal 
experiences, not their IS work. But 
some are keeping an eye on the elec- 
tion’s impact on their businesses. 

Bush backer Rex Schemerhorn, 
manager of IS at Diamond Star Motors 
Corp. in Normal, Ill., said his firm’s big- 
gest concern is the flat economy, which 
is holding production down. This in turn 
makes it harder to justify new IS proj- 
ects, he said. 

Clinton supporter Tom Jones, soft- 
ware manager at Weyerhaeuser Co., a 
paper maker in Tacoma, Wash., said, 
“Most of the money Bush and Reagan 
spent on high-tech was devoted to de- 
fense spending rather than information 
technology. That I just don’t agree 
with.” 

“The Democrats have it all over the 
Republicans, mostly because of Gore,” 
said Joel Diamond, technical director of 
the 4,800-member Windows Users 
Group Network. In particular, Dia- 
mond said, users in his group are im- 
pressed with Sen. Al Gore’s aggressive 
plans to move technology into universi- 
ties and into the hands of the public via 
high-bandwidth data networks. 

And on those electronic highways, in 
fact, Clinton seems to be doing well. Pe- 
ter Salus, executive director of the Sun 
Users Group, said he has seen a lot of 
activity on the Internet showing sup- 





High tech, Clinton-style 


f, as poll after poll is suggesting, Bill Clinton is elect- 
ed president next week, observers say the high-tech 
community will enjoy a stature in Washington it has 
not had in 12 years. 

“We will see a significant escalation of the science 
and technology functions in government,” predicted Arvid 
Larson, chairman of the U.S. Activities Board of The Insti- 
tute of Electrical and Electronics Engineers, Inc. “I think 
there will be a technology policy or industrial policy that 
will help government and industry cooperate in ways that 
we’ ve never seen before.” 

Larson said he would expect to see a major technology 
policy blueprint during the first 100 days of a Clinton ad- 
ministration and perhaps a plan to reorganize the science 
and technology units of the government as well. 

For example, he predicted Clinton will seek to elevate 
and beef up the U.S. Department of Commerce’s nascent 
Advanced Technology Program, now funded at $68 mil- 
lion. 

A Clinton aide said President Clinton would immediate- 
ly, by executive order, sweep away regulations that make 
close government/industry collaboration difficult. He said 
Clinton would modify the Bush budget for fiscal 1994, to be 
submitted in January, to make major shifts in funding from 
defense research and development to civilian R&D. Anoth- 
er high priority would be to submit to Congress his propos- 
al for a new investment tax credit targeted at incremental 
investments in new plants and equipment, the aide said. 

Will Congress go along? “‘If Bill Clinton stands up in front 
of the country and says, “We’re goin’ that-a-way,’ the Con- 


gress will follow,” said Michael Maibach, director of gov- 
ernment affairs at Intel. “‘We’re finally going to get rid of 
divided government, and the Democrats are going to have 
to either put up or shut up.” 

Ina statement of his national technology policy, Clinton 
said he would do the following: 
e Shift $7 billion over three years from defense R&D to ci- 
vilian R&D, double the budget of the National Institute of 
Standards and Technology, earmark 10% to 20% of the 
budgets of the national laboratories to joint ventures with 
industry and establish a civilian technology agency to fos- 
ter the development of high-risk, high-payoff technologies 
in the private sector. 
e Build a “technology infrastructure,” including an ad- 
vanced national data superhighway that would enable col- 
laboration in manufacturing, medicine, education and basic 
science. 
e “Increase dramatically’ the percentage of the govern- 
ment’s $76 billion annual R&D outlays going to generic in- 
dustrial technologies such as information technology and 
advanced materials. 
e Encourage the establishment of consortia such as Sema- 
tech, which is funded 50% by the government. 
e Establish a technology extension program for small busi- 
nesses and double the size of the Small Business Innova- 
tion Research Program. 
e Make various tax incentives for private investment, such 
as the R&D tax credit, permanent. Offer a 50% tax exclu- 
sion for long-term investments in new businesses. 

GARY H. ANTHES 


port for Perot, but even more for Clin- 
ton. He said users support Clinton in 
part because they believe he will ease 
restrictions on computer exports. This 
is “a user issue because if we’re selling 
less, we need fewer advanced technol- 
ogy people,” Salus said. 

Asked about poll results that sug- 
gest IS professionals support Perot in 
far greater numbers than does the pop- 
ulation as a whole, Diamond explained, 
“Perot was the original Bill Gates [the 


founder of Microsoft Corp.], and he 
created the terms ‘computer consult- 
ing’ and ‘third-party software develop- 
ment.’ A lot of his values and philoso- 
phies are built into a lot of people in the 
industry.” 

Where the high-tech community 
may be intrigued by Clinton’s technol- 
ogy proposals and may empathize with 
Perot’s background, there is much im- 
patience with Bush. ‘“The problem with 
Bush is no one thinks he will really 


change,” said Michael Maibach, direc- 
tor of government affairs at Intel Corp. 
and a Republican candidate for Con- 
gress earlier this year. 

Maibach said Intel’s top priorities 
for a new administration are to reduce 
the federal budget deficit, open Japa- 
nese markets to the U.S. and craft tax 
and fiscal policies that are “promanu- 
facturing, proexport and pro-R&D.” 

Bush’s critics in the IS community 
fault him not so much for his stand on in- 





‘High-tech backing 


ith technology looming ever larger as the 
\ \ key to the country’s competitive future, 
both Bush and Clinton have eagerly sought 
high-tech endorsements. 

Clinton led the way by pulling together a coali- 
tion of 30 Silicon Valley chief executive officers, 
including the heads of Apple Computer, Inc., Oracle 
Corp., Tandem Computers, Inc., Silicon Graphics, 
Inc. and Hewlett-Packard Co. The benefits could be 
mutual. Rumor has it Clinton might tap HP 
CEO John Young as secretary of commerce. 

The Bush camp responded with support from 
“over 75 leaders in the high-tech industry,” includ- 
ing executives at about two dozen computer firms. 
These included HP Chairman David Packard, 
Oracle Chairman James A. Abrahamson, IBM 
Chairman and CEO John Akers, Information 
Technology Association of America Chairman 
Robert B. Laurence and Computer and Business 
Equipment Manufacturers Association President 
John Pickitt. 





y 
Endorsing Clinton “is 
a very difficult thing 
for me to do as a life- 
long Republican. But 
I see this ideoiogical 
roadblock in the 
Republican Party 
that’s preventing 
government activism 
in any area of tech- 
nology that departs 
from the party's free- 
market philosophy.” 


LARRY ELLISON 
Oracle 


“As a lifelong Republi- 
can, I [think] Clinton 
understands business 
and technology and the 
need for a motivated, 
highly skilled work 
force. I was heartened 
by the serious [talks] I 
had with Clinton and 
his economic advisers 
about what is needed 
to get our economy 
moving.” 
teekeeaee 


JOHN YOUNG 
Hewlett-Packard 


COMPUTERWORLD 


“I like the president. 
But it became 
clearer and clearer to 
me that it takes much 
the same to lead the 
country as it takes to 
lead a high-tech com- 
pany — it’s led with 
ideas, with vision and 
by taking bold moves. 
But those are not the 
characteristics of 
President Bush.” 
eek keEK 


JOHN SCULLEY 
Apple Computer 


lican, McCracken 
“supports the Clinton/ 
Gore ticket and 
endorses its national 
technology policy. This 
policy will create more 
jobs in America’s 
high-technology sector 
and will ensure that 
American companies 
remain more 
competitive.” 
x*xkeeene 


ED McCRACKEN 
Silicon Graphics 
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Electronic town meetings a safe vote? 


BY MITCH BETTS 
CW STAFF 


After each televised presidential de- 
bate, thousands of couch potatoes in the 
San Francisco area were able to regis- 
ter their opinions on issues raised dur- 
ing the debate by punching buttons on a 
$199 control unit. The interactive TV 
system’s computers then com- 
piled the results and flashed 
them back to the control unit’s 
little screen. 

The electronic poll, run by 
Interactive Network, Inc. in 
Mountain View, Calif., gave 
Americans a sneak preview of 
what futurists say will be the 
age of “‘teledemocracy.”’ 

The idea got a big boost 
from presidential candidate 
Ross Perot, who has repeated- 
ly called for electronic town 


CompuServe and Genie networks. 

The promise of electronic town 
meetings is that they could improve cit- 
izen access to the levers of power and 
bypass special-interest lobbyists. 

But experts said they also raise a lot 
of tricky issues, such as who controls 
the agenda and how to prevent ballot- 
box stuffing, that must be addressed 


Push-button voting 


Thousands of California viewers registered their 
opinions after the third presidential debate 


47% 
36% 
13% 

4% 


Perot 
Bush 
Undecided 


Base: Not disclosed for proprietary reasons 





meetings whereby experts 
would electronically _ offer 
three proposals for fixing 
some public problem and then the pub- 
lic would vote them “up or down or 
sideways.” 

It is not clear which technology will 
prevail, but teledemocracy could in- 
volve voting by telephone, interactive 
TV, computer bulletin boards and/or 
on-line information services. Already, 
the presidential campaigns have been 
disseminating position papers and an- 
swering voter inquiries on the Prodigy, 


dividual issues but for a perceived lack 
of an overall coherent technology policy 
and for a lack of enthusiastic leadership 
in areas important to industry. 
Meanwhile, some Clinton “‘support”’ 
amounts to little more than weariness 
with the Bush administration. Comput- 
er scientist/entrepreneur Gordon Bell, 
a former division director at the Na- 
tional Science Foundation and former 
head of research and development at 
Digital Equipment Corp., said he favors 


Source: Interactive Network, Inc. 


first. 

“Tt could easily turn into an electron- 
ic tyranny, depending on who controls 
the system,” said Jeffrey Chester, co- 
director of the Center for Media Edu- 
cation in Takoma Park, Md. 

For that reason, Theodore Becker, a 
political scientist at Auburn University 
in Auburn, Ala., said he supports a mul- 
tilayer web of decentralized electronic 
meetings run by an independent, pri- 


Clinton very reluctantiy. That is be- 
cause Clinton and Gore are more likely 
to use government intervention — for 
worthy goals such as protection of U.S. 
jobs and the environment — in ways 
that would hamper global expansion 
and introduction of new products. 
Fellow Republican Riley Repko, di- 
rector of government affairs at Oracle 
Corp., conceded that a Clinton/Gore ad- 
ministration would breathe new life 
into federal high technology. He gave 


Are you in synch with your voting peers? 
Bellwether polls from around the industry record a wide divergence of political opinion 


Senior industry 


PC industry 
executives 


executives 


Sait 
Slo 


vate commission and not by the White 
House or any government agency. 

But there are many other issues, 
such as how to ensure the meetings 
have a representative sample of the 
population and access for the poorest 
citizens and the philosophical question 
of whether push-button democracy 
might lead to a “mob-ocracy.” The 
Markle Foundation in New 
York is assembling a team of 
scholars to study these issues 
and to experiment with differ- 
ent sorts of electronic town 
meetings next year. 

Becker speculated that 
electronic ballot-stuffing could 
be thwarted by having partici- 
pants key in an access code 
such as their Social Security 
number. He acknowledged, 
however, that voting fraud 
would still be possible, just as 
it has been throughout U.S. 
history. 

The hottest question of all 
is whether the electronic votes should 
be binding or just advisory. Becker is on 
the side of a binding national referen- 
dum, which would require a constitu- 
tional amendment to establish. Charles 
M. Firestone, director of the Aspen In- 
stitute’s program on communications 
and society in Washington, D.C., said he 
leans toward electronic town hearings 
that help legislators make better deci- 
sions. 


the two men high marks for actively 
seeking the views and support of the 
computer industry. 

Some of those CEOs won over by 
Clinton — especially Hewlett-Packard 
Co.’s John Young, Apple Computer, 
Inc.’s John Sculley and Oracle’s Law- 
rence Ellison — were instrumental in 
helping Clinton lay out his technology 
manifesto (see story page 24). 

Staff writer Kim S. Nash contribut- 
ed to this story. 


Show attendees 
(U.S. voters) 


Where percentages do not total 100%, remaining voters either chose undecided, other or none of the above. 
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Dowe 
need a tech 
plan? 


oftware executives at- 

tending last week’s 

ITAA meeting in Colora- 

do Springs stopped short 

of seconding the Clinton/ 
Gore proposal for a national tech- 
nology policy, but they did ex- 
press interest in a formal policy 
that would encourage tax breaks 
for investments, protect software 
copyrights and broaden access to 
overseas markets. 

That was the general tenor of 
the comments emanating from an 
Information Technology Associa- 
tion of America (ITAA) “town 
meeting,” where attendees 
viewed two high-tech proposals 
from the Bush and Clinton cam- 
paigns. 

A hands-off policy could deep- 
en the current recession, some 
warned. Speaking against a lais- 
sez-faire approach, Bernard Gold- 
stein, an executive at Broadview 
Associates in Fort Lee, NJ., 
which consults on mergers and 
acquisitions, said the U.S. is los- 
ing market share, its intellectual 
property is improperly protected, 
and its markets cannot see be- 
yond next quarter. 

However, some warned that a 
high-tech policy might end up go- 
ing too far. 

“The government should be 
protecting our proprietary rights 
in software, but it shouldn’t try to 
steer the industry,” said Kurt Sei- 
bert, a vice president at Computer 
Associates International, Inc. in 
Islandia, N.Y. “I don’t think our 
industry should become the pork- 
barrel projects of the 1990s. 
There are no more [hydroelectric] 
dams to build.” 

Microsoft Corp. Executive 
Vice President Mike Maples went 
the furthest in asking for a non- 
intrusive government policy. “I’m 
a free-market person,” said Ma- 
ples, who oversees worldwide dis- 
tribution of Microsoft products. 
“In fact, we need open markets, 
not reams of regulations.” 

Some ITAA members said they 
would like a borderless software 
market that encircles the planet, 
unencumbered by high tariffs. 
“The IT industry is a national as- 
set that needs to be protected by 
a nonintrusive, well-informed gov- 
ernment,” said ITAA Chairman 
Robert B. Laurence. 

Others echoed the need for 
support as the market expands. “I 
think we need a policy that does 
whatever is required to make sure 
that the software and services in- 
dustry is competitive on a world- 
wide basis,”’ said Ross Systems, 
Inc. Chairman Dennis Vohs. 

JEAN S. BOZMAN 

















‘THE ONE ON THE LEFT’S 
MAKES THE ONE ON 


The new COMPAQ PAGEMARQ 20 
and COMPAQ PAGEMARQ 15. Two 
network laser printers that will 
immediately establish the industry 


benchmark. Printers for those who 


want nothing short of everything, 


After rather extensive 
R&D, we realized the aver- 
age network printer was 
doing more to raise your 
group's blood pressure 
than its productivity. 

So we created two new 
network printers bristling 
with features that will help 
everyone work in harmony. 

For starters, COMPAQ- 
built, RISC-based control- 
lers, in combination with 
powerful print engines, let 
our printers run at 15 and 
20 PPM. And at 20 PPM, 
that’s 100% faster on aver- 


age than HP LaserJet IIISi 


comded by guaranteed service pronder 


*This se 
Office. PAGEMARQ and C ompaqt are soveaaiceealalal sapiaemipatert) 


in PostScript applications. 


And the ability to print 
in sizes up to 11" by 7" 


will really make your day. 


Especially if it's filled with 


everything from envelopes 
to double-page layouts to 


CAD plots to spreadsheets. 


The built-in motorized 
paper trays can hold up to 
1,500 sheets, more than any 
other desktop printer. So 
you can think about things 


other than loading paper. 


Not only do our printers 
know PostScript Level 2 
and PCLS5, but unlike any 
others, they come equipped 
with Intelligent Emulation 
Sensing. A feature that con- 
stantly monitors, with radar- 
like precision, the language 
that anyone is using at any 
given time, and then auto- 
matically adjusts to that 
emulation without your 
having to lift a finger. 


Truly network-ready 


s, and may not be available in certain geographic locations Sane cone nas Coaatin Al rights emareed cmmengeete Patent and Trademark 
‘orporation. Product names mentioned herein may be trademarks and/or registered trademarks of 


their respective 





A BREAKTHROUGH. WHICH 
THE RIGHT A MIRACLE. 
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| COMPAQ PAGEMARQ 20: 20 PPM « 20-MHz AMD 29000 RISC with 128-K 
cache ¢ 4MB RAM standard, expandable to 20 MB « 1, 500-sheet (standard) 


COMPAQ PAGEMARQ 15: 15PPM « 16-MHz AMD 29000 RISC « 
4MB RAM standard, expandable to 18 MB « 750-sheet (standard), 1,000-sheet 


max with optional second Twinlray 


BOTH MODELS: Up to 800 x 400dpi (COMPAQ High-Resolution Mode) « 
PostScript Level 2 and PCL 5 w/Intelligent Emulation Sensing ¢ One slot /port 
each for Applelalk, Network Interface Cards, Internal FAX Modem, Serial and Parallel 
Port « Available Options: Internal 60-MB Hard Drive, 1- and 2-MB Program- 
mable Font Modules « Consumables: One-piece cartridge with 12,000-page yield 





printers should meet all 
of your network needs. 
Ours provide a direct con- 
nect to Novell and Apple- 
Talk environments. 

And they offer you five 
interfaces, so that you can 


run Ethernet or Token Ring, 


AppleTalk, both a serial and 
parallel port, as well as an 
Internal FAX Modem—all 
at the same time. Leading 
to better communication 
across your entire network. 
Instead of language that 


best remains unprinted. 


Completing the picture 
is an 800x400 high-resolu- 
tion print mode for crisp 
text and graphics. Add the 
internal 60-MB Hard Drive 
or the Programmable Font 
Modules to customize and 
expand your font library, as 
well as to store PostScript 
fonts permanently, without 


downloading constantly. 


And, with CompaqCare, 


you get a free, one-year, on- 
site* limited warranty for re- 
pair by the second business 
day, anywhere in the ULS. 
Call our printer special- 
ists at 1-800-345-1518 about 
the new line of COMPAQ 
PAGEMARQ Laser Printers. 
Products from a company 
that believes total chaos 
should never be standard 
operating procedure in a 


computer network. 


Our Intelligent Emulation Sensing 
feature continually monitors, then auto- 
matically adjusts, to either PostScript 
Level 2 or PCL5 depending upon which 


youre using. You needn't lift a finger. 


They print in sizes up to 11" by 17." They 
can handle CAD images, spreadsheets, and 
even double-page layouts. Multiple Twin- 
Trays hold up to 1,500 sheets. Impressed? 


With our printers’ optional Internal FAX 
Modem, you can send and receive pre- 
sentation-quality documents, in sizes up 


to 11" by 17" Right from your desktop. 
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ADVANCED TECHNOLOGY 


What an object is: 


Pieces in place: 


I am an object 

I am flat 

Iam a puzzle piece 

I fit into four other pieces 


© Unique identification of each object. Objects have self-knowledge of 


data and programs. 


© Reusability of class libraries, which are collections of similar objects. 
© Quick development of applications. 

¢ Better performance than a RDBMS in some applications, such as 
handling geometric data and images. 

¢ Low-cost maintenance. Once defined, objects can be stored in a 
“persistent-store” database, preserving them for future use. Once 
tested, objects can be reused as is. 

e Hardware/software independence. 

© Compatibility with object-oriented languages, such as C++ and 


SmallTalk. 





BY JEAN S. BOZMAN 


CW STAFF 





bject-oriented databases 
are like cookie jars that can 
store a lot of goodies: They 
are good for storing 
shapes, molecules, maps 
and other complex data. But despite 
their appeal, these handy receptacles 
are relatively rare at corporate sites. 

Analysts said they believe several 
factors have kept object-oriented da- 
tabase management systems out ofin- 
formation systems shops, even as ob- 
ject-oriented development languages 
are becoming popular for business re- 
engineering. 

The worldwide object-oriented da- 
tabase market has been held to just 
$30 million by a lack of standard in- 
terfaces, a steep learning curve for 
Cobol and C programmers and the 
proprietary features of the products, 
analysts said. 

“The main inhibitor is the unfamil- 
iar nature ofthe paradigm,” said Steve 
McClure, a senior consultant at Inter- 


national Data Corp., a research firm 
in Framingham, Mass. 

Despite five years of effort, ven- 
dors have placed relatively few object 
databases outside of universities, cor- 
porate research and development 
labs and bleeding-edge user sites. Ob- 
ject-oriented DBMS vendors include 
Servio Corp., Versant Object Technol- 
ogy, Inc., Ontos, Inc., Object Design, 
Inc. and Objectivity, Inc. One vendor, 
UniSQL, Inc., has a hybrid relation- 
al/object database, and two systems 
vendors — Hewlett-Packard Co. and 
Digital Equipment Corp. — have ob- 
ject-oriented DBMSs. 

Seeking wider success, some of 
the small vendors signed joint devel- 
opment agreements this year that will 
link their products with those of rela- 
tional database vendors. A Gartner 
Group, Inc. survey of 175 corporate 
users confirmed user resistance to ob- 
ject-oriented DBMSs: Nearly 50% of 
the users surveyed planned to buy ob- 
ject-oriented development tools, but 
fewer than 10% planned to buy object- 
oriented DBMS products. 


How the DBMS works: 


Object-oriented DBMS 


An object-oriented DBMS is commonly used for: 
¢ Command and control applications, transportation and 


telecommunications. 


¢ Holding “odd” data types such as chemical, 
pharmaceutical and geometric data. 
e Shared by many databases. 


Pieces still missing: 


* Many links to industry-standard RDBMSs. 

© Standard query languages for object-oriented DBMSs. 

¢ Ashort learning curve for programmers. 

¢ Many preprogrammed class libraries that can be used for quick starts. 


Exception: Class libraries for GUIs. 


© Widespread industry standards, although Object Management Group 
and ISO are among the groups working to define them. 

© Low up-front cost of entry to object-oriented technology, due to high 
training costs and length of learning curve to work with object-oriented 


DBMS data models. 


¢ Enough storage memory/network bandwidth to take full advantage of 


object-oriented DBMS capabilities. 


Object databases hold collections 
of user-defined objects or class librar- 
ies. The objects have both properties 
and behaviors. A chemical molecule 
object could know its own properties, 
as well as what application accesses it 
and how to store itself in a database. 

Some end users have defined “jet” 
and “locomotive” and “package” ob- 
jects for tracking the movement of 
these objects’ real-life counterparts. 
Clicking on a jet icon in a real-time 
tracking application will reveal its 
speed, altitude and destination. 


Relaying messages 
While each object is unique, a group 
of objects can be orchestrated for ap- 
plications by passing messages back 
and forth. Complex relationships 
among data objects that do not map 
well to the tables and rows of relation- 
al databases can be reflected in object 
databases. Engineering programs, for 
example, run better with object-ori- 
ented DBMS engines than with flat- 
file or relational databases. 

Reusable objects also save devel- 
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opment time — and make mainte- 
nance of databases easier. Still, ana- 
lysts said many object-oriented 
DBMS products are not friendly 
enough to invite widespread user in- 
terest. 

Even when object databases work 
well, the objects inside them may not 
be easily transferred between differ- 
ent vendors’ database engines. “So 
far, these [class] libraries are not good 
corporate citizens,” said Stuart Wood- 
ring, director of software research at 
Forrester Research, Inc. in Cam- 
bridge, Mass. “They’re not portable 
across different environments.” 

If predefined class libraries were to 
become prevalent, along with a set of 
object standards, the use of object-ori- 
ented DBMSs might accelerate, ana- 
lysts predicted. The availability of 
class libraries could improve by the 
late 1990s, as IS shops try to recoup 
their development costs by selling 
their objects to other users. 

By then, there should be standards 
for object-oriented languages and 
query languages. 
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Easier remote access to information helps improve produc 


Now with just a computer and a 
modem (and, of course, the appropriate 
password ), your mobile salespeople can 
provide on-the-spot answers that could 
mean the difference between “Let me get 
back to you,” and “When would you like that 
delivered?” 

Your Customers can access their 
account balances, orders and delivery dates, 
from their own computer, with this national, 
toll-free 7-digit number? 

Suppliers, distributors and other busi- 
ness partners can obtain on-line information 
on parts availability, shipping status or 
inventory reports. 

A single call from anywhere in-the U.S. 


©) 1992 AT&T 


allows you access to multiple databases 
from your Own personal menu. 

And to gain extra security against 
unauthorized access; AT&T Bell Laboratories 
has incorporated an intelligent card security 
system that adds a randomly changing per- 
sonal access code to password protection. 


It's all part of the InterSpan™ Data Com- 


munications Services family of high-quality, 
innovative data connectivity solutions 
designed to make it easier to link Route 
locations and information. We work with 
you to plan and design solutions to meet 
your exact business needs. 

For more information, call your AT&T 
Account Executive or 1800 247-1212, Ext. 623. 








livily; sales and customer service. 





service Highlights 


loll-free, nationwide 7-digit number access.t 


International access to 112 networks in 105 countries 
Billing rendered on a Corporate, division or end-user basis 
Detailed billing available via EDI 


No extra cost for ubiquitous access at speeds up. to YO00bps 
No hidden local dial access charges 


No additional surcharves‘as in other X.25 networks 


Helps climinate separate modem banks 


‘An 800 number is available to serve remote areas where 7-digit access 


Extra security via SecurID* “random” password generator card. 


No extra cost for DTE rates up.to 19.2Kbps ( MNP5 protocol) 
I | I 


“Supports multiple protocols (Asyne, sSDLC, TCP 1P and X:25) 


is not yet available. SecurlD” is a registered trademark of Security Dynamics 
Technologies Incorporated. MNP5° ‘s a registered trademark of Microcom. 
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InterSpan’ 
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Decision time 


From Ross Perot’s electronic 
town meetings to Sen. Albert 
Gore’s information superhigh- 
ways, this has been the most 
technology-focused presidential 
campaign ever. Technology is 
only one of the issues you'll take 
into the voting booth next Tues- 
day, but it’s a topic on which the 
two major candidates (I’m regarding Perot as a pro- 
test vote) have clear differences. I won’t tell you how 
to vote, or even how I’m going to vote, but here are 
three areas to consider: 
¢ Investment in training. A survey of information 
systems managers conducted by the CW Database 
Division last week found this was the No. 1 technol- 
ogy issue facing corporate America. Our education 
system is a worldwide embarrassment in mathemat- 
ics and science. Bush proposes measured steps con- 
sisting largely of teacher retraining and a modest in- 
crease in science scholarships. Clinton wants to 
create a national college fund and require employers 
to spend money on training. The Bush proposal won’t 
cost much; the Clinton program will sting your wallet. 
Is it worth the investment? 
eCompetitiveness. Under the Bush administra- 
tion’s hands-off trade policy, offshore competition 
has led to the most frantic hardware price cutting in 
history. The result has been a windfall for computer 
users, but the jobs the industry has created are in- 
creasingly moving to Taiwan and Malaysia. Clinton 
promises to keep manufacturing jobs here through 
tax incentives and a more aggressive trade policy. 
That'll mean higher prices. Bush thinks markets take 
care of themselves and job losses are unavoidable. 
Whom do you believe? 
©Technology policy. Although Clinton won't say it, 
his technology policy amounts to picking winners. 
That’s not necessarily bad. Look what happened 
when the Japanese government decided that Japan 
should be the world’s electronics leader. On the other 
hand, look at that country’s current high-definition 
television debacle. That’s what happens when the 
government picks losers. 

The president would argue, truthfully, that market 
forces create winners and losers. But free markets 
also chase profits at the expense of strategic choices. 
One reason this country doesn’t have the communi- 
cations infrastructure of Japan or Singapore is that 
no one is willing to swallow the investment to create 
it. Should Washington take that plunge? 

A Clinton administration will take an active role in 
setting technology goals and guiding industry to- 
ward them. These goals will cost plenty of money, and 
it’s not clear from where those funds will come. A 
Bush administration will wait for economic rebound 
and count on market forces and good ol’ American 
ingenuity to get us ahead. That’s safe, but is it 
enough? It’s your choice. But at least you have one. 


DME 


Paul Gillin, Executive editor 





VIEWPOINT 


LETTERS TO THE EDITOR 


Name-calling inappropriate 


A contract to 
consider before 
customization 


Of course a contract needs to be 
written between the parties, 
spelling out the obligations of 
both. However, a more efficient 
and satisfying process would be 
to contract for the work on a time 
and materials basis, not a two- 
stage, fixed-price deal as suggest- 
ed in Joel Gilman’s article, “Side- 
step customization pitfalls” [CW, 
Sept. 21]. 

The reason for a time and ma- 
terials contract is to avoid the pit- 
falls of premature precision on 
the part of the buyer, who usually 
cannot specify the requirements 
precisely, and on the part of the 
seller, who should be experi- 
enced enough to know that 
change isa way of life in the world 
of software development and 
thus may pad the price to cover 
contingencies. 

Prototyping is a great way to 
be sure that the needs of users 
are really met. 

We use a prototyping method- 
ology called KRISP, or Keane 
Rapid Iterative System Produc- 
tion, together with computer-aid- 
ed software engineering tools 
that produce usable production 
code (not scaffolding). 

We recommend several itera- 
tions during the prototyping pro- 
cess to be sure that system sub- 
tleties are thoroughly explored. 

The result is a system that 
meets users’ needs and is deliv- 
ered rapidly and cost-effectively 
in a cooperative atmosphere be- 
tween buyer and seller. Oh, 
there’s one more benefit: lower 
attorneys’ fees. 

Ray E. Becker 

Vice president and 

general manager 
Information Services Division 
Keane, Inc. 
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“Technical dysfunction in sys- 
tem professionals” [CW, Oct. 
5] caught my attention as a 
light piece with some humor 
until the author, Sheryl Kay, 
decided to do some name-call- 
ing by including the Data Pro- 
cessing Management Associ- 
ation (DPMA) as an example 
in her story line, which lent 
nothing to the article whatso- 
ever. 

If she was or is a member 
of DPMA, the Association 
for Systems Management, 
AFCOM or any other profes- 
sional organization, she is part 





Movie review gets 
two thumbs down 


I was very disappointed that you 
chose toreview Sneakers [“High- 
tech movie highlights realistic 
security concerns,” CW, Sept. 
14]. Because you indicated there 
was an endless parade of “cyber- 
punks,” I chose to see it. Now, 
does your reporter know what a 
cyberpunk is, or was it your 
“hacker” friend who told him — 
because there was no evidence of 
any type of cyberpunk in the film. 
I personally found it to be no 
more advanced than War Games 
with a touch of “Mission Impossi- 
ble.” I saw nothing new. 
Cyberpunk, on the other 
hand, is a razor-edge technology 
of hard wiring computer chips in- 
to flesh resulting in some excit- 
ing possibilities. It is part of the 
latest genre in science fiction that 
peaked in the mid-’80s, my favor- 
ite author being Bruce Sterling. 
I would prefer you leave movie 
reviewing to the professionals. 
Madeline Jobe 
Atlanta 


ofa group that does not get in- 
volved but complains that the 
organization does not do any- 
thing for it. 

Most information systems 
professionals are just too busy 
trying to keep an edge in this 
ever-changing business envi- 
ronment to worry about peo- 
ple with a negative attitude of 
an organization, company, 
person or location. 

This “can-do” attitude of an 
IS professional is what sets 
him apart. 

Alex M. Kelso III 
Nashville 


Fix it! 
Regarding the letter from 
Lynne Gregg [CW, Sept. 
14]: There are valid argu- 
ments on both sides of the 
downsizing question. 
Many of these indicate the 
fear felt on the mainframe 
side of the issue, but the “if 
it’s not broken, don’t fix it” 
commentis unrealistic. 

This has been translat- 
ed in the world of automo- 
biles as “never change the 
oil and see what happens.” 

Donald G. Crawford 

Phoenix 


Computerworld welcomes com- 
ments from its readers. Letters may 
be edited for brevity and clarityand 
should be addressed toBill Laberis, 
Editor in Chief, Computerworld, 
P.O. Box 9171, 375 Cochituate 
Road, Framingham, Mass. 
01701. Fax number: (508) 875- 
8931; MCI Mail: COMPUTER- 
WORLD. Please include a phone 
number for verification. 
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VIEWPOINT 


Hard and fast truths about quality 


JOSHUA HAMMOND 


Quality has be- 
come something 
of a holy grail for 
U.S. _ business, 
and that’s appro- 
priate. Achieving 
quality in prod- 
ucts and services is critical. 

The problem is that many 
companies are chasing this goal 
without a clear sense of where 
they are trying to go or how diffi- 
cult a journey they should expect. 

Here are some of the hard 

truths about quality improve- 
mentin America: 
*Quality is no longer a com- 
petitive strategy. The quality 
gap between American, Europe- 
an and Japanese products has 
narrowed so dramatically in the 
past few years that the days when 
companies could win the lion’s 
share of a market through supe- 
rior quality are history. 

Quality today is simply the 
minimum requirement for stay- 
ing in the game. 
¢ Quality is not a quick fix. It 
took the Japanese 20 years of sa- 
luting statistical process control, 
praising Pareto, touting Taguchi 
and other obsessions to see sig- 
nificant payoffs on a global scale. 
With restive boards and stock- 
holders breathing down their 
necks, most American CEOs 
don’t feel they have the luxury of 
waiting long for results. They are 


right, which is another good rea- 
son for viewing quality improve- 
ment as simply a fundamental 
and enduring part of a larger 
“breakthrough” strategy. 
Quality is not an easily 
formed habit. For the first time, 
we have a broad quality study 
that tracks behavior, not just 
opinions, about quality. Our In- 
ternational Quality Study with 
Ernst & Young documents 
the use of 945 management 
practices across four indus- 
tries (automotive, banking, 


Stephanie Faucher 


computer and hospital) and four 
countries (Canada, Germany, Ja- 
pan and the U.S.). 

Not a single management 
practice has reached the “habit” 
level — which we define as doing 
something at least 90% of the time 
— in any industry. Most practices 
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How to rid yourself 
of those pesky users 


MICHAEL B. COHN 


These days, 
most folks are 
kind enough to 
stay far away 
from the IS de- 
partment. They 
know we're in a 
world of hurt. We’re short on 
head count. Our DASDs are at ca- 
pacity. Our backlog grows faster 
than the national deficit. 

And yet, some users haven't 
gotten the message. They're be- 
ing horribly unreasonable. They 
want systems. They want infor- 
mation. They spew out this drivel 
about competitive advantage. 

We don’t have time for all that 
stuff. But to stay in control, we do 
need to appease the aggressive 
types and hold them off for a fis- 
cal year or two. 

Here are some tactics I sug- 
gest: 
eCali a meeting. Users love 
meetings. They love hearing 
agendas. They love taking min- 


. utes. They don’t care about Gantt 


charts, specs, action plans or any 


of that postmeeting stuff. They 
think they’re making progress 
just by going to meetings. And 
really important users think 
they’re making progress just by 
skipping meetings. 

So, the next time you’re bur- 
ied, call a meeting. Don’t 
prep. Don’t do any work. 
Odds are fairly good that 
no one who matters will 
show up at the meeting 
anyway. 
¢Deliver hardware. Ap- 
plications are tough. Hard- 
ware is easy. Who needs 
requirements, time lines 
and all that other tiresome 
stuff? You could get stuck 
with months of work. Just 
drop off a few PCs. Even 
though they have nothing to run, 
the users can look at their hard- 
ware and listen to it beep. 

Somehow, this makes users 
happy, and you’ve bought your- 
self some time. 
¢Build a prototype. Eventually, 
one or two users may get wise. 
They may claim they’ve been 
waiting for months and haven’t 
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are used either “occasionally” 


(less than half the time) or “usu- 


ally” (51% to 90% ofthe time). This 
is true even for widely espoused 


(and frequently advertised) prac- 


tices such as responding to cus- 
tomer complaints, integrating 


» 2 
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the voice of the customer into the 
design of new products and ser- 
vices, partnering with suppliers 
and using quality tools. 

®Quality isn’t a program; it is 
an attitude. Too many chief ex- 
ecutives believe that all they need 
to do to demonstrate commit- 


ment to quality is appoint a team, 
designate a pinch hitter, make an 
occasional visit to the mound and 
show up for the seventh-inning 
stretch. 

They fail to grasp the fact that 

quality is not a program but a fun- 
damental way of doing business 
every day. It’s time to stop man- 
aging for quality and start manag- 
ing by quality. 
*Quality puts people before 
technology. People in general, 
and Americans in particular, can- 
not be retrofitted into a process. 

Eighty-eight percent of Amer- 
icans say they can make a differ- 
ence (more than half say a big dif- 
ference) in the quality of prod- 
ucts and services, but two-thirds 
of employees in companies with 
quality programs report that they 
are not satisfied with the slow 
progress of the improvement 
process. 

The greatest untapped poten- 
tial for improvement lies not in 
technology or better processes 
but in the underutilized energy 
and resourcefulness of the Amer- 
ican people. 

Quality improvement isa slow 
and difficult journey. It would be 
a tragedy if we let our impatience 
and our appetite for the next 
quick fix smother the most prom- 
ising idea to come along in a de- 
cade. 


Hammond is president of the 
American Quality Foundation. 





received so much as minutes 
from a meeting. 

That’s when you come up with 
a prototype. Nothing pacifies like 
a prototype; you should havea ge- 
neric one on hand at all times. 


Just don’tlet the user fixate on the 


fact that every screen is titled 


“Small Appliance Inventory: Ida- 


ho and Wyoming.” 

Conduct a work-flow analy- 
sis. There’s always at least one 
really persistent user. But this 


type can be handled, too. All you 
have to do is tell him you need to 


OTHING PACIFIES LIKE 
a prototype; you should 


have a generic one on 


hand atall times. Just don’t let the 
user fixate on the fact that every 
screen is titled ‘Small Appliance 
Inventory: Idaho and Wyoming.’ 


see “how things work today” and 
schedule a work-flow analysis. 


First thing on a Monday morn- 


ing, in front of his whole depart- 
ment, make this renegade pre- 
tend he is a piece of paper. Then, 
for the next nine hours, drag him 
through what happens as he is 
processed through a depart- 
ment. Cram him in the mailcart. 


Feed him through the copier. 
Fold, stapie and collate the guy 
until he winds up in a wastebas- 
ket at about 5:30. By that time, 
he'll be glad just to go home and 
take a shower . .. and he probably 
won't call again for a month and a 
half. 

When time has run out. Even- 
tually, there may come a time 
when users won’t be put off any 
longer, when they decide they 
want a system NOW and come 
looking for you waving the blade 
from the paper cutter. 

Here’s what to do if 
that happens. Claim 
that a system has been 
installed for months. 
Tell them that you’ve 
been using yours all 
morning. 

Boast that the sys- 
tem has no cumber- 
some keyboard, no 
confusing screen, just 
12 easy-to-use function 
keys, a small footprint, 
voice recognition and 
response features and unlimited, 
open connectivity. 

Then, if you have any vacation 
days left, take them quickly, be- 
fore anyone figures out what the 
system really is. (And be sure to 
leave yours off the hook.) 


Cohn works at a very large computer 
company in Atlanta. 
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We make the most complete 
And we stand behind 


When your job 
description includes 
buying portable 
computers by the 
tens, twenties, thir- 
ties and hundreds, 


you naturally want T6400DX 


to know a bit more about the company 

that makes those computers than youll 

discover by reading their spec sheets. 
(Although our spec sheets do make 


excellent reading.) 
For example, we 
thought you might 
B like to know that 
M8 in the sometimes 
T22008X here-today, gone- 
tomorrow world of personal computer 
companies, Ioshiba is the market leader 
in portables—part of a $33 billion 
company with an RGD budget 
larger than most companies 
annual revenues. 
Not only do we sell more 
portable computers,we make the 
most complete line of portable 
computers, designed to meet 


every conceivable need. Fromour 
5.5-pound T2200SX business 
notebook that fits sideways into 
half a briefcase to our remarkable 
new 14400SXC the first 486 
active matrix color notebook 
‘computer 
on the market. 
Each portable 
computer in our 
line has been engi- 
neered for easy T3300SL/120MB 
integration into your existing system— 
providing all the important ports you 
need, in addition to the unique ex- 
pandability option of our DeskStation 
IV, which comes complete with every- 
thing necessary to turn your Toshiba 
portable into a desktop computer. 
T6400SXC We also provide 
' the broadest range 
of accessories— 
adapters, modems, 
memory cards—to 
make your portables 
(amazing as it sounds) 
weven more useful. 


© 1992 Toshiba America Information Systems, Inc. The Intel Inside logo is a trademark of Intel Corporation. 





line of portable computers. 
every one of them. 


Ofcourse, one 
of your principal 
concerns is relia- 
bility. Fortunately 
for you, its also one 

T4400SXC of ours. That's why 
weve always gotten consistently high 
marks for reliability. (Just ask our hun- 
dreds of thousands of satisfied users.) 

Inthe event that youdo need service, 
we provide the kind of support youd 


expect from acom- 


pany like Toshiba. 
For example, 
every one of our 
_ portables comes 
with our standard 


T3300SL/80 MB 
international warranty, covering parts 
and labor for one year in 24 countries 


worldwide. 
We also 
offer a 7day/ 
24-hour elec- 
tronic bul- 
letin board, 
providing 
access to 


T6400SX 


Toshiba technical 
support as well 
as to utilities that 
can enhance 
your computers 
T4400SX/Gas Plasma performance. 
On-line telephone support and as- 
sistance from Toshiba technicians are 
always just an 800 number away. 
Theres even an 800 number for 
the international gam 
traveler. 
In fact, theres 
even an 800 num- 
ber for you, right = 
now, today. T4400SX/LCD 
Its 1-800-289-1400. Just call and 
well be glad to send you more informa- 
tion. Or arrange for an eval- 
uation of your needs. Or 
refer you to your nearest 
Toshiba dealer. 
Which, after everything weve told 
you, does seem like the logical next step. 


In Touch with Tomorrow 


TOSHIBA 
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The SAS* System for Information Delivery. 


The head of new business development is demanding next 
year’s sales predictions—by next week. The Total Quality 
Management team has found an outstanding new way to 
design experiments—but their stand-alone software 
doesn’t know how to do it. And the CFO is still looking for 
spreadsheets—of unlimited size. 


Unfortunately, your time is limited. And so is your budget 
for new analytical packages. So how can you possibly keep 
up with the diverse data analysis needs of your diverse 
user community? The answer is the SAS® System for 
Information Delivery. 


One System for Your Organization’s 
Entire Range of Data Analysis Needs 
No matter what kind of data they’re analyzing, your clients 
will get results they can trust with the SAS System. 
Renowned statistical tools are fully integrated with powerful 
operations research, econometric, and time series methods. 


For specialized tasks, explore the SAS System’s quality 
improvement, experimental design, clinical trials testing, 
laboratory data analysis, and visualization techniques. 


There’s even an interactive matrix language for the most 
advanced mathematical, engineering, and statistical needs. 


Call Today for a Free Evaluation 

See for yourself why more than 20,000 companies—from 
aerospace to agriculture, manufacturing to medical research— 
trust their most important data to the SAS System. Just give 
us a call at 919-677-8200 to discuss your organization’s 
analytical needs and to receive a free SAS System executive 
summary. Also ask for details about the SAS System 
Executive Briefing...coming soon in your area. 


The SAS*° System. 
The World’s Leading 
information Delivery System. 


SAS Institute Inc. 

Software Sales Division 

SAS Campus Drive _] Cary, NC 27513 
Phone 919-677-8200 (_] Fax 919-677-8123 


SAS is a registered trademark of SAS Institute Inc. 
Copyright © 1992 by SAS Institute Inc. Printed in the USA. 





DESKTOP COMPUTING 


PCs AND SOFTWARE « WORKSTATIONS 


Boardwatch 
Christopher Lindquist 


Snips and 
snipes 


I finally made it to 

Mecca. I didn’t 

even have to 

brave car bombs 

or camels to do it. 

Mecca to the 

computer faithful 
is asuperstore called Fry’s Elec- 
tronics, and it dots the landscape 
here and there around San Jose, 
Calif. Fry’s is something you’d 
expect to see in a Saturday Night 
Live skit on computer geeks, but 
it’s real. Computers, software, 
books, VCRs and televisions line 
the numerous aisles. Then, on 
your way out, they hit you with 
magazines, junk food and Jolt co- 
la. Llike it. 

You can buy anything there, 
maybe even something to shield 
your PC from cosmic rays of the 
ilk some users were describing 
on one bulletin board recently. 
Seems a user thought such rays 
were flipping some bits in his sys- 
tem every so often. Another user 
replied that for those rays to go 
through his house and PC and hit 
the chip, he had to be living in the 
geographic equivalent of a micro- 
wave. Or maybe, he added, the 
ozone hole is bigger than we 
think. 


It appears that Quattro Pro for 
Windows may be bigger than 
Borland thinks, too. Some users 
are still complaining that the re- 

Continued on page 42 


Microsoft pushes Excel-based EIS 


~ CHRISTOPHER LINDQUIST _ LINDQUIST 


CW STAFF 


You want to build an executive in- 
formation system (EIS). Where 
do you start? You could buy a cus- 
tomized EIS package, but it 
might be expensive. Or you could 
build your own, but that would be 
time-consuming. Now Microsoft 
Corp. hopes ithas come up with a 
third alternative. 

The Open EIS Pack is a set of 
tools, including manuals, soft- 
ware and a training video, aimed 
at helping IS departments create 
what Microsoft is calling “enter- 
prise information systems” using 
its Excel spreadsheet as the en- 
gine. The package also includes 
four sample EISs that can be used 
as models for creating your own. 

According to users, the advan- 
tages of using a spreadsheet such 


as Excel as the basis for an EIS 
are many. For starters, many us- 
ers are comfortable with the 
spreadsheet concept and prefer it 
to moving to a proprietary inter- 
face. Excel also includes many of 
the functions necessary to create 
robust EISs, including a statisti- 
cal engine, an interface builder 
and data access tools. 

Another important factor is 
that products such as Excel often 
already exist on user worksta- 
tions, minimizing the additional 
investment necessary to build a 
system from scratch or to buy a 
proprietary system. 

Early users indicated that the 
Excel package makes the EIS de- 
velopment process considerably 
easier under Excel than previous- 
ly. Jim Kraft, vice president and 
director of systems at Benning- 
ton Capital Management in Seat- 


tle, used an early version of the 
product to create the Alloset as- 
set allocation system, which 
helps users determine the opti- 
mal mix for a portfolio. Kraft said 
Excel allowed him to build an ap- 
plication that was very sophisti- 
cated under the hood, but “we 
wanted to present it ina very sim- 
ple way.” 

Kraft’s application uses the 
history of a mutual fund, com- 
bined with analyst information on 
the future of the market, to deter- 
mine the fund’s profitability over 
time. 

The EIS is used both for deter- 
mining the proper mix in a port- 
folio and for training users on 
how to achieve such a mix. Once 
the mix is determined, it “comes 
out with a pie chart to tell the in- 
vestor how much to invest in 
stocks, bonds, etc.” 


Steve Garfein, a consultant at 
RPM Systems Corp. in Irvine, 
Calif., has been working with the 
product for several months and 
has created several EISs under 
Excel, including one that ships as 
an example program with the 
pack. Garfein said building EIS 
applications with Excel before 
the pack existed required “some 
sophisticated skills.” However, 
with the pack, “regular spread- 
sheet users will now be creating 
their own graphical information 
systems.” 

Garfein indicated that Excel 
makes an excellent EIS platform 
because of its integrated spread- 
sheet, charting, Object Linking 
and Embedding, Dynamic Data 
Exchange and SQL capabilities. 

The Open EIS Pack is slated 
to be available next month for a 
list price of approximately $99. 





MSPCA on-line plan for 
the dogs (and cats) 


BY ROSEMARY CAFASSO _ CAFASSO 


CW STAFF 


BOSTON — Its customer base 
may be made up of cats, dogs and 
the occasional bird, but the Mas- 
sachusetts Society for the Pre- 
vention of Cruelty to Animals 
(MSPCA) still needs to automate 
its operations to better serve 
them. 

So the privately funded orga- 
nization is on a campaign to put 
animal records on-line and link its 


various divisions, including its 
shelters and hospitals, as well as 
automate the parent group’s ef- 
forts such as law enforcement. 

The catch is an information 
systems budget that is less than 
2% of the MSPCA’s overall oper- 
ating budget, said Helen Steven, 
director of MIS. So Steven and 
her staff of five rely heavily on do- 
nated hardware and software to 
put their plan in place. 

“I think we are extremely cre- 
ative with some really old equip- 


Hyundai playing to get off PC bench 


BY MICHAEL FITZGERALD 
CW STAFF 


NEW YORK — Hyundai Elec- 
tronics Industries Co.’s Informa- 
tion Systems Division has made 
a gambit to separate itself from 
the pack of what its president, Ed 
Thomas, called “bottom-feeding, 
no-name clones” last week. 

Thomas said the company 
hopes to boost its presence in the 
PC business through aggressive 
product development cycles of 
five to eight months, which it es- 
tablished with a sweeping re 
vamp ofits product line. 

Though analysts praised 
Hyundai's overall product thrust, 
they noted that Hyundai remains 
a marginal player in the PC mar- 
ket; while most of its technology 
is at the front end of the market, 
some lags behind. 
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For instance, its passive-ma- 
trix color notebook features 
screen technology that has been 
outstripped by offerings from 
vendors such as AST Research, 
Inc. and Toshiba America Infor- 
mation Systems, Inc. 

“Tm impressed by where they 
are in the market at the moment, 
but what’s puzzling to me is how 
they'll support the cost struc- 
ture,” said Kimball Brown, an an- 
alyst at International Data Corp. 

Hyundai walked the path cho- 
sen by IBM and Compaq Com- 
puter Corp., splitting its product 
lines into premium and lesser 
products. Hyundai will try to es- 
tablish itself largely based on 
price. A new Hyundai 33-MHz 
386SX-based PC, for instance, 
will cost $1,299 — $350 less than 
a comparably configured system 
from Dell Computer Corp. 


Hyundai aimed its new lower- 
priced lines at different custom- 
ers. The Prestige line was de- 
signed for dealers and value- 
added resellers, while the Elite 
line targets the mass merchant 
channel. These products will sell 
for $200 to $300 less than the pre- 
mium line. 

Analysts said Hyundai’s ser- 
vice offerings could score points. 
In addition to offering seven-day, 
24-hour support, Hyundai has es- 
tablished a beginner’s line that 
will answer questions for anyone. 

“This is a great idea, and it 
means that they could capture 
somebody else’s customers 
down the road,” said Andrew M. 


Seybold, editor of the Brookdale, | 


Calif., newsletter “The Outlook 


may pay off for them, if they can 
afford to do it.” 
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ment,” Steven said. 

When Steven arrived at the 
MSPCA two years ago, the orga- 
nization was using a System/38 
for some of its headquarters op- 
erations, including its main hos- 
pital, the Angell Memorial. But 
its efforts to manage its ani- 
mal adoption, complaint in- 
vestigation and shelter op- 
erations involved little 
more than pen and paper. 


Information sharing 
Steven is working with a 

plan that will take at least 

two years to implement. 
Eventually, she said, « A 
MSPCA’s statewide operations 
will be running PCs networked to 
share information. Data sharing 
is key for the MSPCA to improve 
its current level of service. 

The first phase of automation 
is under way. Hospitals and shel- 
ters are receiving stand-alone 
PCs, including some “8088 hand- 
me-downs.” Borland Internation- 
al, Inc. has donated dBase and 
Paradox database software, 
which the shelters are using to 
automate animal records. 

The two satellite hospitals, 
one on the Massachusetts island 
of Nantucket and the other in 
Western Massachusetts, are run- 
ning Intel Corp.-based 80386 PC 
clones with an IBM AIX-based an- 
imal hospital management sys- 
tem from Professional’s Soft- 
ware, Inc. in Effingham, Ill. The 
Nantucket hospital went on-line 
earlier this month. 

The second phase will focus 
on networking these groups, 
which Steven said will take place 


| in 1993 or 1994. 
on Professional Computing.” “It | 


When completed the system 


| will allow MSPCA groups to swap 


information on adoptions, spay- 


ing and neutering programs, 
complaints and hospital visits to 
better track what is happening to 
the animals. 

As an example, the law en- 
forcement group, made up of 11 


Heidi Stevens 


officers, could use more informa- 
tion from shelters and the hospi- 
tals — as well as quicker access 
to that data — when following up 
on a complaint. Last year, the 
group investigated more than 
5,000 reports of animal cruelty. 

Steven said another goal is to 
track pet adopters to identify 
those who do not live up to some 
basic rules and to ensure they do 
not continue adopting pets. In 
some cases, adopters may return 
pets that do not work out after on- 
ly a few weeks and then visit an- 
other shelter to try again. 

She said it is also not unheard 
of for some people to shop the 
shelters, pick up pets and then 
sell them. 
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Forum offers preview of future chips 





BY MICHAEL FITZGERALD 


CW STAFF 





BURLINGAME, Calif. — The Micropro- 
cessor Forum that met here recently fea- 
tured engineering machismo and some in- 
sight into future chips. 

Drawing the most attention was Intel 
Corp.’s 32-bit P5 processor (since re- 
named Pentium), the follow-on to its 32-bit 
1486 based chip. 

Intel provided some technical details on 
how the processor will work but dodged 
questions asked at the conference. The 
company did say it expects to see systems 


based on the P5 concurrent with the chip’s 
announcement in the first quarter of 1993. 

Motorola, Inc. also showed some of the 
technical workings of its next-generation 
processor, the 68060. Unlike Intel, which 
is currently shipping samples of its P5, 
Motorola said it does not expect to pro- 
duce silicon for another year. 

It does expect to have customers for the 
chip, despite Apple Computer, Inc.’s 
planned move to the PowerPC architec- 
ture. Motorola said Apple may be a 68060 
customer. 

Texas Instruments, Inc. and IBM also 
gave details on their MWave digital signal 


processor (DSP), which was designed to 
improve multimedia performance on sys- 
tems. IBM said it will use the MWave DSP 
in its entire line of Ultimedia multimedia 
PCs in 1993. 

The forum also featured discussion of 
future directions. Michael Slater, editor of 
the “Microprocessor Report,” which spon- 
sored the forum, cited reduced instruction 
set computing vendors’ new focus on re- 
ducing chip costs as a major short-term de- 
velopment. He called personal digital as- 
sistants “an important emerging market, 
and it’s an unknown in terms of what pro- 
cessor might prove dominant.” 








Some people will try to sell you anything. You 
ask for a way to get a notebook on the network, 
they say you need a docking station. Well, don’t buy 


mm, Inc. Pocket LAN Adapter is a trademark 


.. (Try that with a docking station.) And they work 
with virtually all notebooks, all network operating 


HELP LINE 


—_— N 
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Part of a series of tips columns drawing on 
questions commonly asked of vendors’ cus- 
tomer support centers. This week’s questions 
focus on Lotus Development Corp.’s Ami 
Pro. 


What is the best way to customize a 

short and long directory of style 
sheets (and macros) to reduce them to 
manageable proportions for everyday 
use? 

Make a new directory underneath the 

c:/amipro/styles directory. Name it 
c:/amipro/styles2, and then move all the 
style sheets except your favorite ones into 
it. They’re still available but do not clutter 
up the screen. To access the style sheets 
in the /styles2 directory, choose 
Tools/User Setup/Paths and specify 
c:/amipro/styles2 for the style sheet path. 
(The same procedure will work for mac- 
ros.) 


How can I determine the location of 

the graphics file I imported into my 
document? 

If you did not use the “copy image” op- 

tion to store the graphic inside your 
Ami Pro file, you can choose View/View 
Preferences and turn off the “Pictures” op- 
tion by removing the X from the check 
box. Each frame in the file will display with 
an “X” instead of the picture, and the 
path/filename of the graphic will display 
at the top of the frame. 


Several of the Ami Pro 3.0 style 

sheets supplied are automated 
with a macro. Do these style sheets all 
use the same macro? How can I deter- 
mine which macro is used with a cer- 
tain style sheet? 

Most style sheets use the same macro, 

AUTOSTY.SMM, but some use differ- 
ent macros. For example, the calendar 
style sheet uses a macro called AUTO- 
CAL.SMM. 

The quickest way to figure out which 
macro is used with a style sheet is to open 
the style sheet (File/New), With Con- 
tents. Then go to the Style/Save A A Style 
Sheet dialog box and look at the Run Mac- 
ro edit box for the name of the macro that 
is saved with the style sheet. 

Cancel out of the dialog box, unless you 
want to save any changes you made to the 
style sheet. 


What’s a good application for the 


systems, and all topologies. To find out more, 
call 1-800-874-7875 ext.31A.Or better yet, call 
your\, dealer. And take one out for a test spin. 


notes feature in Ami Pro 3.0? 
Before quitting a project in Ami Pro for 
the day, use notes to remind yourself 

where you left off and where you want to 
go next. It will make it that much easier to 
resume your work the next day. 

To find the location of the note when 
you resume work, choose Edit/Go 
To/Note. Remember to delete the note af- 
ter you begin work. 


that for a second. Instead, why not buy our Pocket LAN 
Adapters?™ They're cheaper. Easier. They fit in your pocket. 
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YOUR EQUIPMENT 


CAN MAKE OR 


BREAK YOU. 


With every value bundled 
Qe ssoe-see-aces AcerPower 486e€ system you 
s purchase, you will have your 
Se choice of a $300 CPU Upgrade 
mtr sone YAR, Rebate, a second year of Free 
= Premium Service, or your 
choice of 1-2-3,°AmiPro;* or 
Freelance” from Lotus® 


You need dependable time, Acer 
computing equipment from is offering 
a company you can count on. a special 
With this in mind, Acer has Investment 
created the new AcerPower™ Protection Program. 
486e family (DX/33, DX2/50 Call 1-800-SEE-ACER 
and DX2/66)—perfect as a for more details or to receive a 
power workstation or enterprise- | quote within 72 hours. Hurry, 
wide server. And for a limited this offer ends 2/15/93! 


486DX2/50 BUNDLED EISA COMPARISON 


Model AcerPower 486e AST® Dell® Gateway™ 
Model 5557 Power Premium® DE 486DX2/50 486DX2/50 E 


Memory Std./Max. 8MB/256MB 4MB/80MB 8MB/96MB 8MB/64MB 
Monitor UVGA-NI No UVGA15-NI UVGA-NI 
Hard Drive 210MB 210MB 230MB 340MB SCSI 


® 
Expansion Slots (8) 5 EISA/2 ISA/1P 4 EISA 6 EISA 8 EISA A 4 $ 
Local Bus/Flash BIOS Yes/Yes Yes/Yes No/No No/No 


MSRP” $3,299 $3,695 $3,469 $3,595 
*Prices effective 9/21/92. od ics ct * 

f Ly 4 “1 - Ss r CY 4 CY 
For AN INSTANT DATASHEET AND MORE INFORMATION ON THE INVESTMENT CALL 1-800 EE ACER 
PROTECTION PROGRAM, CALL THE ACER FAX HOTLINE AT 1-800-854-6990. 


Acer and the Acer logo are registered trademarks, and AcerPower is a trademark of Acer America Corporation and Acer Incorporated. 
Intel and Intel Inside are trademarks of Intel Corporation. All other trademarks are the property of their respective companies. © 1992 Acer America, Inc. 





Panasonic 
refocuses on 
notebooks 


BY MICHAEL FITZGERALD 
CW STAFF 


SECAUCUS, N.J. — While some 
conglomerates have shed their 
computer businesses, Panasonic 
Communications & Systems is 
retrenching by reorganizing and 
releasing innovative products. 

Panasonic, a division of Ja- 
pan’s Matsushita Electric Indus- 
trial Co., split its notebook seg- 
ment off from its Office Products 
Group. Panasonic officials said 
the company’s ability to sell note- 
books was hurt by the Office 
Products Group’s focus on copi- 
ers and other higher revenue 
products. The new Computer Di- 
vision will initially focus on trying 
to sell into Fortune 1,000 ac- 
counts through a direct sales 
force. The division will have new 
notebooks to sell, as Panasonic 
introduced the CF-1000, the CF- 
480 and the CF480C. 

The CF-1000 is the most nota- 


HE NEW 

Computer 

Division will 
initially focus on 
trying to sell into 
Fortune 1,000 
accounts through a 
direct sales force. 


ble of the three; it weighs 5 
pounds and comes as close to be- 
ing an entire 3.3V system as any 
in today’s market. A 1.25-in. thick 
notebook, it uses Advanced Mi- 
cro Devices, Inc.’s 3.3V 25-MHz 
AM386SXLV as well as a low-volt 
system controller from VLSI 
Technology, Inc. and a low-volt 
LCD Video Graphics Array con- 
troller from Cirrus Logic, Inc. 

Panasonic claimed the note- 
book has a base battery life of six 
hours. Users can remove the flop- 
py drive and put in a second bat- 
tery to gain up to five more hours 
of battery time. Panasonic said it 
would ship the CF-1000 next 
month for $2,299 with a 60M-byte 
hard drive and $2,699 with a 
120M-byte hard drive. 

The 6pound CF-480 and CF- 
480C use Intel Corp.’s 25-MHz 
80386SL and come preinstalled 
with AddStor, Inc.’s SuperStor 
compression utility. The CF-480 
is available now and will cost 
$2,699 with an 80M-byte hard 
drive and $2,999 with a 120M- 
byte hard drive. The CF-480C 
with an  active-matrix color 
screen is to ship next month and 
sell for $4,999 or $5,299, depend- 
ing on its hard drive. 

The Computer Division will be 
based in Fort Worth, Texas. 
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Friday the 13th, 
other viruses near 


BY JAMES DALY 


CW STAFF 


November’s chill will bring the 
usual assortment of DOS nui- 
sance viruses, as well as some 
new additions with a more perni- 
cious intent. The month will also 
contain a Friday the 13th — a 
date that seems to delight virus 
writers. Several Jerusalem virus 
variants are slated to activate on 
that bewitching day. 

As with all viruses, the activa- 
tion dates cited are for general 
awareness and are not exclusive. 
Many a skilled programmer can 
do a little tinkering under the 
hood to change a few lines of code 
and make the virus go off when- 
ever he desires. Experts advise 
scanning any new disk before us- 
ing it, as well as following the 
three basic rules of virus protec- 
tion: backup, backup, backup. 

New November viruses in- 


| clude the following: 


Maltese Amoebais arare, de- 
structive virus that will activate 
on Nov. 1, according to officials 
at Fifth Generation Systems, Inc., 
a Baton Rouge, La.-based devel- 
oper of data security software. At 
that time, it will overwrite the first 
four sectors of cylinders 0 
through 29 of the hard drive and 
any disk drives. Then it will dis- 
play a bright flashing screen that 
leaves the system in a loop. Once 
the system is rebooted, the fol- 
lowing poem will be displayed 


| and the system will hang: “To see 


a world in a grain of sand/And 
heaven in a flower/Hold infinity 
in the palm of your hand/And 
eternity in an hour/The Virus 
16/3/91.” 

The November 17th virus, 
slated to strike Nov. 17, was first 
discovered in January. Since 
then, there have been wide- 


Bottleneck 


Intel Corp. is now shipping 
an 82489DX Advanced Pro- | 
grammable Interrupt Con- 
troller (or APIC chip) that 


spread reports of it in Europe. 
The virus is amemory infector of 
.COM and .EXE programs, in- 
cluding COMMAND.COM. In- 
fected programs will have their 
file length increased. No visible 
change will occur to the file’s date 
and time in the disk directory. 
One common text string can be 
found in the viral code ofall infect- 
ed programs: “SCAN.CLEAN.- 
COM.EXE. 

The slightly sick Kennedy vi- 
rus is a generic infector of .COM 
files, including COMMAND 
.COM. It has three activation 
dates: June 6, the assassination of 
Robert Kennedy in 1968; Nov. 18, 
the death of Joseph Kennedy Sr. 
in 1969; and Nov. 22, the assassi- 
nation of John F. Kennedy in 
1963. Upon activation, the follow- 
ing message will be displayed: 
“Kennedy is dead; long live ‘The 
Dead Kennedys.’” The Dead 
Kennedys were a punk rock band 
in the early 1980s. 

Infected systems will experi- 
ence a cross-linking of files, lost 
clusters and file allocation table 
errors that include messages say- 
ing the file allocation table is bad. 

The RAM virus is one of a 
handful of viruses that is based 
on the Jerusalem virus and acti- 
vates on Friday the 13th. It is a 
memory-resident infector of 
.COM, .EXE, COMMAND.COM 
and overlay files. After the RAM 
virus has been memory-resident 
for 30 minutes, a black box will ap- 
pear on the screen, and the sys- 
tem will slow down by about 30%. 

Westwood is another Jeru- 
salem B virus variant that infects 
.COM, .EXE and overlay files. It 
is similar to the RAM virus in that 
a black box will appear on the 
screen after the virus has been 
memory-resident for 30 minutes. 
Hybrid is a nonresident infector 


CPU module 
cPu/ 
cache 
areca mah ree 


replaces a more than 10-year-old APIC design that had proved a bot- 
tleneck in processing operating system instructions. The new APIC 
will let users take advantage of 32-bit multiprocessing systems and 
improve single-chip system performance by five times when it ap- 


pears in systems early next year. 


Source: Intel Corp. 


CW Chart: Michael Siggins 
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Dangerous days 


A list of the viruses scheduled to 
strike during the month of November 


oo 


). 


November 


/TODay 


_ All month: Crew 2480, Mendoza, Cascade, Plastique 
Each Monday: Bad Guy 2, Exterminator 


Each Tuesday: Demon, AH! 
Alabama, Frere Jacques 


Each Fi 


, Pay Day. 


riday: 
Skism will hit the last two Fridays of the month. 
Every 10 days (Nov. 10, 20, 30): Day 10 


Nov. 1: Maltese Amoeba 
Nov. 2: Flip 

Nov. 4: Violator B1 

Nov. 5: Frog's Alley 

Nov. 8: Taiwan 

Nov. 12: CD 


oo 


20 


Nov. 13: Friday the 13th, Hybrid, Monxla, Jerusalem 
Westwood, RAM 


D and E, New Jerusalem, 
Saturday 14th (Durban) 


Nov. 14: 
Nov. 17: 
Nov. 18 
Nov. 20: 
Nov. 22: 
Nov. 24: 
Nov. 27: 


November 17th 


Skism 
Kennedy 
Form 
Skism 


Source: Fifth Generation Systems, Inc. 


of .COM files, including COM- 
MAND.COM . It also activates on 
Friday the 13th, overwriting the 
current drive’s boot sector every 
time an infected file is opened. 
The Saturday 14th, or Dur- 
ban, virus infects .COM, .EXE 
and overlay files but not COM- 
MAND.COM. Infected files will 
increase by between 669 and 684 
bytes. The virus also overwrites 
the first 100 logical sectors of the 
A:, B: and C: drives, and it de- 
stroys the hard disk boot sector, 


: Form 18, Kennedy 


Y 
4 


% 
% 


“s” 


partition table and file allocation 
table. 

Two other viruses that can ac- 
tivate on any day until the end of 
the year are 1554 and 1704. 
The 1554 strain is amemory-resi- 
dent virus that renders .COM, 
.EXE and COMMAND.COM 
files inoperable. The 1704 virus is 
a memory-resident .COM file in- 
fector that causes the infected file 
size to increase by 1,704 bytes. 
When activated, 1704 also refor- 
mats the hard disk. 


Dell moves toward reselling 


BY CAROL HILDEBRAND 
CW STAFF 


Dell Computer Corp. took anoth- 
er step in its evolution from pure 
hardware manufacturer to one- 
stop shopping organization with 
the introduction of DellWare. 

According to Rob Howe, vice 
president and general manager 
of Dell’s direct sales, “Dell has be- 
come a giant reseller,” with the 
exception being that the hard- 
ware components are all Dell ma- 
chines. However, analysts point- 
ed out that many Dell products, 
such as the Dimension line, are 
not actually manufactured by 
Dell, so the concept of Dell as val- 
ue-added reseller may be closer 
to reality than the company ac- 
knowledges. 

Richard Zwetchkenbaum, an 
analyst at International Data 
Corp. in Framingham, Mass., 
said Dell has actually been mov- 
ing in this direction for a while. 
“They’ve been kind of a reseller 
for some time,” he said. “Once 
you develop relationships to pre- 
load applications, for example, 
you might as well leverage them 


any way you can.” 

The DellWare program con- 
sists of several catalogs aimed at 
different market niches, Howe 
said. Offering about 650 software 
packages and assorted peripher- 
als, the catalogs will come out 
nine times a year and offer next- 
day delivery after the order has 
been placed by phone. Howe said 
prices will be comparable to com- 
puter stores such as Egghead 
Discount Software and PC Con- 
nection. 

The idea of Dell as a super- 
store is not as strange as it may 
seem. Founder and Chief Execu- 
tive Officer Michael Dell has pub- 
licly stated that he aims to even- 
tually move his Austin, 
Texas-based concern away from 
strict PC manufacturing. Instead, 
he wants to create a world-class 
marketing organization that sells 
whatever its customers need. 

Analysts said diversifying out 
of the razor-thin margins of desk- 
top hardware is a logical move. 
“The question is, what else can 
you make money on?” Zwetch- 
kenbaum asked. “Dell is playing 
out their strengths to the max.” 
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“I WANT A NEW PERSPECTIVE 
On NETWORKING.” 


Please send me information on Racal-Datacom’s networking capabilities. 


Please have a sales person call me. 


Name____ 
Title 


Organization 


My Company Is: End User VAR/DLR Distributor [_] OEM/SI 
Address 

City State___ Zip 

Phone (____ 

OR CALL 1-800-RACAL-55 


Racal-Datacom"™ 
WE UNDERSTAND NETWORKING INSIDE AND OUT.” @0@08 
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CONNECTING ISOLATED 
NETWORKS, NEAR OR FAR, 


IN A. SEA OF DIFFERENT 
ENVIRONMENTS, 


TAKES A 
NETWORKING PARTNER 


. 
- 


WiTH THE BROADESI 
PERSPECTIVE. 


RACAL-DATACOM. 


If you're looking for an internetworking 
partner, you may feel stranded. Some vendors 
are experts in LAN networking. Others 
have experience with WANs. But only 
Racal-Datacom offers a full range of products 
and expertise in both. 

At Racal-Datacom, we’re experienced in 
providing both LAN-to-LAN and LAN-to- 
WAN internetworking solutions. We can 
come in, assess your situation and work with 
you to link isolated LANs or connect your 
entire enterprise. 

Regardless of your computing environment— 


Racal-Datacom™ 





distributed, centralized or cooperative—we 
offer the widest selection of internetworking 
products, all operating under a standards-based 
network management system. 

Our comprehensive internetworking 
solutions work with any computer hardware 
and can handle all common communications 
protocols, allowing you to fully integrate all 
the different parts of your business. 


You'll receive ongoing service and support 


from a networking partner with the breadth of 
product and global networking experience 


you're looking for. A partner who will keep 


WE UNDERSTAND NETWORKING INSIDE AND OUT.™ 


© 1992 Racal-Datacom, Inc. All rights reserved. 


your entire network up and running. 

We have a proven track record with thou- 
sands of customers worldwide, and we're ready 
to help you reach your internetworking goals. 
Simply call 1-800-RACAL-55 for a complete 
information package. 

You'll see why navigating 
your own internet- 
working solution has 


never been easier. 





DESKTOP COMPUTING 


NEW PRODUCTS 


Systems 


International Open Systems has intro- 
duced the VS1000, a desktop videoconfer- 
encing system. 

According to the company, the product 
allows point-to-point, full-motion video and 
audio communications from a 386/486 PC. 
Realtime audio and visual can be com- 
pressed and decompressed at low band- 
widths because the product is based on 
CCITT’s H.261 international algorithm for 
video compression. 

The VS1000 is accessible to networked 
environments such as Token Ring, Ether- 
net, Novell, Inc.’s NetWare and Integrated 
Services Digital Network lines. The prod- 


Were 


Minding Ours 


At Lexmark, we take a close 
look at every aspect of character 
generation to make sure 
your IBM equipment delivers 
maximum performance. oe 


Like this “p;’ generated on ° 
an IBM LaserPrinter. Even 
at this extreme point size, 


this “p” is pretty perfect. 


uct operates under Microsoft Corp.’s Win- 
dows 3.0 or above. 
The product costs $25,000 per seat. 
International Open Systems 
Suite 306 
100 Corporate Place 
LocustSt. 
Peabody, Mass. 01960 
(508) 535-2080 


Peripherals 


Fargo Electronics, Inc. has introduced the 
Primera Color Printer. 

The product provides full-color page 
printing from all IBM PCs running Micro- 
soft Corp.’s Windows 3.0 or 3.1 and can 


Our product engineers spend 
their time examining letters like 


this “G;’ searching for improvements 


in character generation. 


If you own an IBM” printer or typewriter, you don't 
have to buy replacement ribbons and toners from the 


manufacturer. But you should. 


Lexmark is dedicated to making sure the output of 
our IBM supplies is as high-quality as the IBM machines 
they grace. So, if it’s replacement time for your IBM 
ribbon or toner, we suggest you give Lexmark a call, PDQ. 

To order, to locate the dealer nearest you, or to 
receive your free catalog, call 1-800-438-2468, ext. 80. 


(In Canada, call 1-800-663-7662.) 


Lexmark International, a former subsidiary of IBM, 


is an independent, worldwide company that develops, 
manufactures, and markets IBM personal printers, IBM 
typewriters, related supplies and keyboards. 


print a full page with 100% coverage in two 
minutes. The Primera Color Printer was 
designed for Windows users who work 
with graphs, pie charts, diagrams and il 
lustrations. 

A software driver for Windows 3.0 and 
3.1 is included, and a monochrome ribbon 
is available for text-only printing. A wax- 
based thermal ink ribbon is used for color 
applications. 

According to the company, the printer, 
priced at $995, costs three times less than 
the current least expensive thermal trans- 
fer color printer. 

Fargo Electronics 
7690 Golden Triangle Drive 
Eden Prairie, Minn. 55344 
(612)941-9470 
Continued on page 44 


IBM ribbons and toners are 

designed in tandem with the 

machines they fit. The result 
is peerless compatibility 


IBM Supplies by 


LEXMARK. 


Make Your Mark 


IBM is a registered trademark of International Business Machines Corporation in the United States and/or other countries and is used under license. 
Lexmark is a trademark of Lexmark International, Inc. © 1992 Lexmark International, Inc 
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Lindquist 


cently released spreadsheet uses an un- 
necessary amount of system resources 
and, worse, tries to prove that you can take 
it with you by notreturning all the memory 
after the program closes. Reports indicate 
that Borland is working to make Quattro 
Pro for Windows, which wins user raves 
on usability, less greedy. 


Microsoft, however, wasn’t taking too 
much but rather sending too little. Seems 
afew Word for Windows upgrade pack- 
ages were missing disk No. 2, making in- 
stallation a bit difficult. Microsoft is cor- 
recting the problem. 


Meanwhile, the wonderful world of com- 
puter hardware is fast becoming as excit- 
ing as deciding which color stapler to buy 
(unless you're buying an Intel Pentium-up- 
gradable VESA local-bus system, which is 
aboutas exciting as bungee jumping offa 
90-ft bridge with a 100-ft cord). 

But that doesn’t stop some companies 
from sniping. Seems a rumor was begin- 
ning to float that Gateway Computer was 
filing for Chapter 11, and one message 
hinted that “probably one of their competi- 
tors started it.” That was followed by an im- 
mediate reply from a Zeos rep, who said, 
“We didn’t start it.” 

Ofcourse, no one had suggested they 
had in the first place. Maybe their ears 
were burning. 


If you've been having hearing problems re- 
cently, maybe it’s your HP HP95LX. Seems 
that the little suckers have a voltage con- 
verter that ups the flow to the screen and 
voila, you geta slight buzz that'll follow you 
wherever the palmtop does. One user re- 
ports you can even control the pitch by 
plugging and unplugging the AC convert- 
er. 





Here’s another reason your ears may be 
having problems: They may be feeling a 
bit warm if this message is about you. Un- 
der the subject line of MIS Woes, a user 
complained: “And remember, my compa- 
ny’s MIS groupis the one that wants to 
standardize on WordPerfect for Windows, 
if they ever get off their duffs and decide. 
The company standard nowis Multimate. 
Need I say more?” 

Nota word. 


Lindquist’s phone bill for data calls is cur- 
rently being considered for the Guinness 
Book of World Records. If you want to help 
him reach this goal, send a message via MCI 
Mail at 549-8464, CompuServe at 
72360,2005 or Internet under chrisl@unix- 
land.natick.ma.us. 


Lindquist is a Computerworld West Coast 
correspondent. 


— 





Check out the 
Marketplace Pages 
on Page 146. 
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(What is it?) 


It’s an SNA gateway. (That’s nothing new.) It’s also a local router. 
(Excuse me?) It’s an SNA gateway and a local router (You mean in 

one product?) in one product. So it provides you with two solutions 
in one: (Let me guess; the functionality of a gateway along with the perfor- 
mance of a router.) the functionality of a gateway combined with the 
high-performance of our router’s SPARC processor. (I was close.) 
Since this new product (I think it should be called a gateway-router.) 
performs two functions at once, it offers unprecedented levels 

of administrative convenience and manageability. (But does it access 
multiple LANs?) It also accesses multiple LANs, including Token- 
Ring, Ethernet, and LocalTalk, (Ask a stupid question...) and supports 
mixed PC environments such as Windows, Mac, and DOS. (Holy 
Toledo.) Naturally, our Netway gateway-router (Hey, that’s my name for 
it.) can route Novell IPX and AppleTalk protocols, (And?) and comes 
complete with powerful 3270 services like terminal and printer emu- 
lation. (I wonder who came up with this thing.) As you might have 
guessed by now, the company behind this revolutionary product is 
Avatar, (I should have known.) leaders in SNA connectivity for 
over a decade. (Must be about time for the obligatory 800 number.) For 
more information, and our free ““Gateway-Router Guide to Net- 
work Manageability,” send in the coupon or call 1-800-AVA-3270. 


(A free gateway-router guide? You must have read my mind.) 


Avatar 


jcw2 
Do you need 3270 emulanon for: () Windows 0) Mac 0) DOS 
Which protocols do you need to route: CJ Novell IPX C) AppleTalk (TCP/IP 


Send to: Avatar, 65 South Street, Hopkinton, MA 01748-2212. © 1992 Avatar Corporation. All trademarks are the property of their respective companie: 


Come see us at Interop, Booth*5170 





Continued from page 42 


Image Network Technologies, Inc. has in- 
troduced its 3-in. INT/128 rewritable opti- 
cal drive. 

A magneto-disk using both magnetic 
and optical technologies enables the drive 
to store up to 128M bytes of rewritable da- 
ta. The product is a 3,000-rpm rewritable 
optical drive that has optical read-only 
memory for secure data distribution, the 
company reported. 

The INT/128 conforms to International 
Standards Organization standards and fea- 
tures a Small Computer Systems Inter- 
face-2 interface. Compatibility is provided 
with DOS, Sun Microsystems, Inc.,OS/2, 
Apple Computer, Inc. Macintosh and Digi- 
tal Equipment Corp. systems. The 


INT/128 supports RISC System/6000, 
Unix and local-area networks. 
The product costs $1,950. 
Image Network Technologies 
9661 Telstar Ave. 
“a 
El Monte, Calif. 91731 
(818) 454-1617 


General Parametrics Corp. has introduced 
Spectra Star Q10, a color thermal printer. 

According to the company, the product 
includes Pantone, Inc.’s certified color 
matching, 6M bytes of random-access 
memory and 20 fonts. Users can produce 
up to 99 additional copies of any image 
stored in the printer by pushing a front 
panel button. 

An autosense feature enables the print- 


DESKTOP COMPUTING 








er to automatically select either a serial, 
parallel or an Apple Computer, Inc. port. 
Spectra Star Q10 supports PC, Macintosh 
and shared environments. 

The product costs $4,999. 
General Parametrics 
1250 Ninth St. 
Berkeley, Calif. 94710 
(510) 524-3950 


Software application 
packages 


TTIG, Inc. has introduced Starmanager Ad- 
vanced 3.1, sales territory design and map- 
ping software for IBM PCs and compati- 
bles. 

New features include complete com- 
patibility with files from Lotus Develop- 
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TNET. 


A SYSTEMS MANAGEMENT 
BREAKTHROUGH THAT WASN’T 


BORN YESTERDAY. 
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THE LANDMARK ADVANTAGE 


itor for VTAM 


takes you straight from problem to 


Best of all, TNET is based on industry-leading 
performance monitors and proven problem manage- 
World-class tools that users and 


t researchers alike rate number one in 


of-use 
»f-useE 


morrow’s solution that already 
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ment Corp.’s 1-2-3 spreadsheets and Bor- 
land International, Inc.'s dBase III or 
dBase III Plus database files, as well as 
True Type fonts found in Microsoft 
Corp.’s Windows 3.1. True what-you-see- 
is-what-you-get display of text is provided, 
and the product now offers improved flex- 
ibility in font selection, according to the 
company. 

Starmanager Advanced 3.1 costs $995. 
TTG 
10 State St. 
Woburn, Mass. 01801 
(617)932-6500 


Slate Corp. has introduced Day-Timer Pen 
Scheduler software. 

According to the company, the product 
uses the power of pen-based computers to 
give users familiar tools such as a priori- 
tized To Do list, a multiple view calendar, a 
notepad and an address book. 

Day-Timer Pen Scheduler has a pen- 
centric design and offers organization and 
retrieval capabilities including flexible 
sorting, gallery view for quick information 
access, on-the-fly indexing and a capability 
called Slate Tiny Text that lets users zoom 
in on any page and write information. 

Support is provided for Microsoft 
Corp.’s Windows for Pen Computing and 
Go Corp.’s PenPoint. 

The product costs $195. 

Slate 

15035 N. 73rd St. 
Scottsdale, Ariz. 85260 
(602) 443-7322 


Macintosh products 


Claris Corp. has announced FileMaker 
Pro 2.0 software for the Apple Computer, 
Inc. Macintosh. 

FileMaker Pro 2.0 is database manage- 
ment software that has 50 new features in- 
cluding more powerful scripting through 
ScriptMaker, a new scripting facility, and 
extensive System 7.0 capabilities with Ap- 
ple Events, Quicktime and Data Access 
Manager support. 

Ease of interoperability with the Micro- 
soft Corp. Windows-based version enables 
one file format to be shared by both ver- 
sions. This allows for databases created on 
the Macintosh or PC to run on either plat- 
form without modification or translation, 
the company reported. 

FileMaker Pro 2.0 costs $399. 

Claris 

5201 Patrick Henry Drive 
Santa Clara, Calif. 95052 
(408) 987-7000 


Virginia Systems, Inc. has introduced Ver- 
sion 1.0 of Sonar Image, a document imag- 
ing system designed for the Apple Com- 
puter, Inc. Macintosh. 

Users can scan items such as letters, ar- 
ticles, depositions and briefs and recover 


| the scanned documents at a future time, 
| the company reported. 


An automatic optical character recogni- 
tion feature enables users to search for 
anything in the scanned documents. Users 
can then view or print the original image 


| of the page or the recognized text in the 


| document. 
| Sonar Image provides a choice of three 
| image resolutions, support for a variety of 
| scanners, simple image input and an en- 
| hanced retrieval system. 

Sonar Image costs $2,195. 
Virginia Systems 
| 5509 West Bay Court 
Midlothian, Va. 23112 
(804) 739-3200 
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Thanksto __ 


— 


IS directors 
can finally 


blow 
theirown 
horn! 


CLARiiON from Data General-—the faster, smaller, UNI X* 


open storage systems that connect to IBM, SUN, HP, UNISYS and ICL 
for a price that’s music to your ears! 


Computer companies everywhere have been making a lot of noise lately about UNIX*open storage systems. 

The problem is that’s all they've been making—noise! At Data General, we've gone quietly about our business and have actually created 
remarkable open storage systems called CLARiiON. And CLARiONis one call everyone should heed because CLARiiON connects 

to the UNIX systems-based IBM RS/6000, SUN SPARCserver 600 series, HP 9000-800 series, UNIS YS U6000 series and ICL DRS 6000. 
Its RAID technology vastly increases the storage capacity and high availability of these systems. 

And CLARiiON does it all fora price that’s so low it will fit right in with the rhythm of your budget 

(as well as under your desk)! So if you want uninterrupted data access, data loss protection, 

low-cost data redundancy and increased disk performance, Data General 

24 BILLION BYTES _ allof which youcan maintain yourself, Where the World 
IN 27 SQ. FT! think CLARION and call 1-800-DATA GEN is going: 


UAT 


2 Data General Corporation 
X is a registered trademark of UNIX Systems Laboratories, inc 





Before their next 
decision, there’s one 
thing your executives 


should know. 


Everything. 


In business, knowledge is power. It’s hard for 
people to make sound decisions when the 
information they need is locked away in one 
department’s system, or on a different hard- 
ware platform. 

So IBM developed the Information 
Warehouse” framework. An array of many 
products and services that work with your 
current hardware and software—IBM 
or not. To give key users complete and timely 
access to information in the enterprise, no 
matter where it resides. And to make the most 
of your company’s investment in its data. 

Information Warehouse products s ap- 
port common standards that let them work 
together seamlessly and give users a consis- 
tent look and feel. And they include data- 
bases and decision support tools to analyze 
and present data understandably. All of which 
puts the knowledge and power of your com- 
pany in the hands of the people who need it. 

For free literature, or to have an IBM 
marketing representative contact you, call 
1 800 IBM-6676,* ext. 724. It may be your 


best decision ever. 


‘Today's 


Information Warehouse. 


* Works with many of your existing databases. 

* Products from IBM and International Alliance 
Members Bachman Information Systems™ and IBI. 

* Decision support through IBM and Development 


Partners like Comshare® 
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High demand for experienced LAN personnel 


BY MICHELE DOSTERT 
CWSTAFF 


When Karen Scott tried to hire 
another locakarea network ad- 
ministrator, she did not expect to 
spend two months looking for 
one. 

According to Scott, manager 
of computer networks at New 
York-based law firm Weil, Got- 
shaland Manges, a newspaper ad 


brought in 60 responses — all 
from people who had managed 
20-node networks. “I needed 
someone who had experience 
with large LANs; ours has 1,200 
nodes, and the whole firm de- 
pends on the LAN,” she said. 
Inthe end, Scott found her em- 
ployee through sheer luck. “I 
heard that one of our system inte- 
grators was laying off some peo- 
ple, and I grabbed one of their ex- 


employees right away. I tell you, 
large-LAN people are really hard 
to find.” 

Scott's experience is not 
unique; in fact, it could have been 
worse. “I’ve had to search as long 
as six months to find a LAN ex- 
pert who fit my requirements,” 
said John Good, director of infor- 
mation technology at New York- 
based Turner Corp., anationwide 
construction firm. 





LAN recruitment methods 


etwork managers typically turn to 

any of four approaches to find the 

LAN specialists they need: advertis- 

ing, recruitment specialists, retrain- 

ing current personnel and personal 
contacts. Many employers said they have found 
their best source of new employees to be per- 
sonal contacts from user groups and the LAN 
community. 

“We don't like to raid other companies, so we 
don’t use recruiting firms,” said Jack Atwater, 
president of The Trellis Group, a Banyan Sys- 
tems, Inc. integrator and add-on vendor in Hop- 
kinton, Mass. “We find most of our people 
through the grapevine.” 

“We advertise in the papers, but the people 
who tend to respond to those ads tend to be en- 
try-level gofers, whereas we really need experi- 
enced people,” said John Good, director of infor- 
mation technology at Turner Corp., anationwide 
construction firm. 

Asaresult, Good said, he relies mostly on per- 
sonal contacts, trade shows and user group 
meetings. As a precaution, “to make sure people 
really know the stuff that’s on their resume, 
we've developed an informal little test that we 
give new applicants,” he said. 

Retraining current personnel is the option of 
choice at most Fortune 1,000 companies. “Com- 


panies would rather hang onto their people, who 
are proven commodities and know their busi- 
ness, and retrain them; it’s cheaper in the long 
run,” said Peter Wolfe, a regional manager at 
recruiting firm Source EDP. 

Once companies have located LAN special- 
ists, the question of money is sure to arise. A re- 
cent salary survey conducted by Computerworld 
[CW, Sept. 7] showed LAN salaries dropping 8%, 
more than for other IS specialists. However, re- 
cruitment firms said the apparent decline is 
caused by the proliferation of LANs and entry- 
level LAN administrators. 

According to John Allred, Kansas City, Kan.- 
based region manager at Source EDP, entry-lev- 
el LAN personnel with six months to one year of 
experience can start at salaries of $25,000 per 
year in the Midwest and about $33,000 in the 
Northeast, while veteran LAN personnel can 
command from $45,000 in the Midwest to 
$55,000 in the Northeast. 

However, most employers listed job satisfac- 
tion, not salary, as the key to keeping good LAN 
personnel. “People like to learn new things, get 
excited about new projects. Keeping people in- 
volved and excited about their jobs has been our 
key to keeping our good LAN people,” said Peter 
Gallagher, a system engineer at Turner. 

MICHELE DOSTERT 


| 





Although information sys 
tems employment in general is 
falling off rapidly, experienced 
LAN personnel — especially 
those with connectivity and large- 
LAN experience — are still in 
strong demand, according to cor- 
porate hiring managers and re- 
cruiters. 


Turnover dilemma 

As more businesses move from 
mainframes and minicomputers 
to PC LAN environments, the de- 
mand for LAN administrators, 
managers and programmers is 
increasing, recruiters and corpo- 
rate IS managers said. They 
maintained it is just as hard to 
keep, as it is to find, experienced 
LAN personnel. 

“T trained one of my guys as a 
Certified NetWare Engineer, and 
two weeks later he was gone,” ia- 
mented Donald Sternfeld, IS di- 
rector at the international law 
firm of Morgan, Lewis, & Bocki- 
us. 

Given this shortage and the 
current rage for downsizing, IS 
personnel looking to change jobs 
might want to consider network- 
ing. For example, employers 
strongly recommend that main- 
frame personnel acquire as much 
PC LAN experience as possible. 

“Mainframe people should 
take advantage of any training 
they can get in PC LANs and dis- 
tributed database and process- 
ing. Just knowing the MVS envi- 
ronment is not enough any- 
more,” warned Peter Wolfe, a re- 
gional manager at Source EDP, a 
recruitment firm in Cincinnati. 

LAN personnel who can install 
and maintain 1 AN-to-mainframe 
gateways, bridges and routers 


WANTED 


LAN manager/administrator 


$38,957" Heh $46,625 


Down 6.4% hein 1998 


Best indusiry ~ 
Utilities fe ig 


Best location 
a hea D.C., Virginia 
Fexbiy, ably fe ability . take 

onc 


allenge of 
mission-critical role 


* Average based on cow ee 
salary survey (CW, 
CW Chart: Michael Siggins 


and who understand wide-area 
and remote connectivity are in 
high demand. As more corpora- 
tions add LANs to their main- 
frame environments, personnel 
experienced in both environ- 
ments can command a premium. 


What they look for 
Interviews with corporate man- 
agers turned up several key qual- 
ifications they typically look for 
when reviewing LAN applicants” 
resumes. These include the fol- 
lowing: 

*Broad knowledge. Compa- 
nies hiring a departmental LAN 
manager are looking for some- 
one to maintain the entire net- 
work. 

“The broadest demand we see 
is for people who can set up the 
hardware, know the LAN operat- 
ing system and have a strong 
knowledge of shrink-wrapped PC 
applications,” said Fred Whisser, 
manager of IS placement at Rob- 
Continued on page 73 
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By the end of this week Computerworld readers 
will have spent over $67 Billion on 
Information Technology this year — representing nearly 
half of all IT spending to date in 1992. 
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“As a Windows™ develo 
ood as they come 


PowerBuilder is as 9 
Rich Finklestein, Performance 


July 27, 1992 


“Other vendors providing tools for building 
ill have a difficult time com- 


applications wi 

peting with the features currently support- 
edin PowerBuilder 2.0.” 

DATAPRO REPORT, July 1992 


PowerBuilder moves to 
ss. [it] represents the 
ront-end tools.” 

tember 29, 1992 


«with version 2.0.. 
the head of its cla 
state of the art inf 
pC MAGAZINE, Sep 


“if you're shopping for a Windows-based 
development tool, your search may be 
over—PowerBuilder 2.0 is one of the most 
functionally mature 
the market today.” 
DBMS, October 1992 
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morphism. It allows objects to 


for use in other places without having 


_ fewrite the code.” 


Sarah Edwards, AT&T Capital Corp 
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BY JOANIE M. WEXLER 


CW STAFF 


LITTLETON, Mass. — Not one to be left 
out of the Asynchronous Transfer Mode 
(ATM) limelight, Digital Equipment Corp. 
last week revealed its own rough plans for 
migrating users of today’s shared-medium 
local-area networks to the high-speed, 
switched networks of the future. 

ATM is an emerging network technol- 
ogy that will eventually afford computer- 
to-computer communications into the 2G 
bit/sec.-speed range. 

The predictable-delay characteristics 


IN BRIEF 


SCO, DEC sign 
training pact 


@ Unix software vendor The Santa 
Cruz Operation in Santa Cruz, Cal- 
if., recently announced a worldwide 
training agreement with Maynard, 
Mass.-based Digital Equipment 
Corp. The deal enables DEC’s train- 
ing centers to also become SCO au- 
thorized education centers, offering 
courses on SCO Open Desktop and 
the SCO Unix operating system. 

SCO also teamed up with Com- 
paq Computer Corp. ina global 
distribution agreement under which 
Compaq will distribute SCO prod- 
ucts in Compaq’s European, Asia/ 
Pacific, Latin American and selected 
U.S. major accounts. 


Storage vendor Exabyte Corp. in 
Boulder, Colo., has been selected by 
Huntsville, Ala.-based Intergraph 
Corp. as the tape subsystem vendor 
in Intergraph’s new automated 8mm 
Tape Jukebox. 

The product features Exabyte’s 
5G-byte EXB-8500 8mm cartridge 
tape subsystem. 


@ SysKonnect, Inc. in Saratoga, 
Calif., has announced a new series 
of high-performance Fiber Data Dis- 
tributed Interface (FDDD work- 
group concentrators, which when 
sold with SysKonnect’s FDDI net- 
work interface products, reportedly 
provide better performance and 
tighter security for workgroup envi- 
ronments. 

The SK-FDDI Contractor is 
priced at less than $19,000 and is 
available now. 


NEED GLOBAL 
SALES LEADS? 
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DEC offers plans for ATM-based LANs 


associated with ATM’s transfer of equal- 
length cells have also put the technology 
on the lips of many users looking to soon 
run multimedia applications, which can- 
not tolerate voice and video packets arriv- 
ing at random intervals. 


What to expect 
Like most vendors, DEC said it intends to 
start rolling out ATM products on LAN 
gear and will do so “within the next year,” 
said Jeff Low, DEC’s director of network 
marketing. 

First, DEC will provide ATM interfaces 
to its DEC NIS 600 multiprotocol router, 


smart wiring hub and an as-yet unan- 
nounced Gigaswitch product, which pro- 
vides 100M bit/sec. dedicated Fiber Dis- 
tributed Data Interface (FDDI) switching, 
he said. The Gigaswitch was demonstrat- 
ed at DECworld ’92 in May, but no formal 
announcements have followed. 

Astand-alone DEC ATM switch, which 
would accept existing LAN traffic such as 
Ethernet, FDDI and Token Ring on one 
side and translate it into ATM format on 
the other, would follow the ATM inter- 
faces, Low said. A prototype of the DEC 
ATM switch is currently in place at the 
University of Kansas. 
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With ATM technology, ATM LANs sup- 
ported within a switch would be able to 
communicate with one another via pure 
ATM technology, allowing user connec- 
tions to set up virtual network connections 
on the fly, electronically cut and paste user 
connections from one LAN to another 
without physically moving devices and to 
mix and match appropriate desktop 
speeds within the ATM network. 

ATM networks would also eventually 
be able to integrate directly with ATM net- 
works in the wide area, which are siated to 
one day preclude the necessity of routers 
and other interconnection devices be- 
tween LANs and wide-area networks. 

DEC said it does not intend to support 
FDDLEII, an emerging version of FDDI in- 
tended to carry data, voice and video. 
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COMNET HELPS YOU GROW EXISTING ARCHITECTURES TO 
MEET CHANGING NEEDS 


wn thy, 


Upgrading network performance in this age of changing technology requires deft planning and a keen eye 
/ for the bottom line. You want to be able to meet the growing needs of your organization with cost- 


_—BETTIERE FAST 


effective solutions that make the most of existing infrastructure. Find them at ComNet °93. 
ComNet offers a variety of conference sessions, tutorials and workshops that cover important issues for 
the development of network architecture. That includes backbone options like FDDI and ATM, WAN consid- 


erations like frame relay, time division multiplexing and a host of others — from security to outsourcing 


to video. 


The ComNet ’93 show floor will contain the largest collection of networking 
and communications technologies in North America. Over 450 companies see 
ComNet as their place to roll out new offerings. You'll see all the hot products 
and be able to compare similar items from dozens of manufacturers. Plus, a 
trip to ComNet "93 at the beginning of the 
new year means you'll see all the new tech- 
nologies while they're still new. i a2 
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1-4, 1993 


LIVENET 


EXPERIENCE LEADING EDGE TECH- 
NOLOGIES IN HIGH PERFORMANCE 
ENTERPRISE NETWORKING. 


? GET FREE apmission to over 450 EXHIBITING COMPANIES 
; PLUS DETAILED INFORMATION ON ISSUES AND SOLUTIONS AT THE 


: COMNET CONFERENCE, FEBRUARY 1-4, 1993, WASHINGTON D.C. 


Find out more about why ComNet ’93 has j Namertinue 
the smarts to help you manage network 
growth. Just fill out the attached coupon for 
complete conference information and a FREE 


exhibits pass to ComNet °93. 
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FDDI over copper will shake 


down Ethernet, 


BY LYNDA RADOSEVICH 
CW STAFF 


Fiber Distributed Data Interface (FDDI 
networks operating over copper at 100M 
bit/sec. will help throw traditional Ether- 
net and Token Ring networks from their 
current leading market positions by 1997, 
a recent study on PC local-area network 
sales predicted. 

Spurring the takeover are faster PCs 
and resource-hungry applications such as 
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UNITED STATES / 


MasterCard, Visa, Discover and American 


CANADA / 


study predicts 


imaging and full-motion video. The study 
revealed that technological advancements 
of FDDI over copper during the next two 
years and dropping prices will move the 
market from 10M bit/sec. Ethernet and 
4/16M bit/sec. Token Ring adapter cards 
to FDDI over copper. 

The American National Standards Insti- 
tute (ANSI)-accredited committee has 
been working on FDDI over copper stan- 
dards since June 1990. Although several 
major components of the standard have 


been hammered out and vendors are de- 
veloping products, an ANSI standard is not 
expected until next year. 

“If ANSI can get a standard out there, 
CDDI [Copper Distributed Data Inter- 
face] should blossom,” said Merry Stub- 
bins, an independent analyst who au- 
thored the report for Market Intelligence, 
a market research firm based in Mountain 
View, Calif. 

FDDI over copper is attractive to some 
communications managers because it of- 
fers fast transmission over existing copper 
cabling. Some users see a need for 100M 
bit/sec. However, many are unwilling to 
commit to the technology yet. 

FDDI over copper “will probably be in 
high demand because it is cheaper than fi- 
ber, and most people have copper already,” 


"Great grapnics 


made easier” _ 


— Stanley Edwards 


Buy Harvard Graphics from Corporate Software and receive Norton 
Desktop free. Stanley Edwards, one of our Graphics Technical Support 
Specialists, insists this bundle makes creating great business presentations 
easier. Harvard Graphics” 3.0 and Harvard Graphics for Windows are 
easy-to-use, full featured graphics packages designed for the business 
professional. Adding Norton Desktop” for DOS or for Windows 
enhances your user interface, simplifies file management, and makes 

all your applications a snap to use. To order call (800) 677-4003. 


BELGIUM FRANCE 


accepted. Prices do not include applicable sales tax, handling and 


Express 
Prices and promotion available September 15, !'992 through November 30,1992. Call for Canadian Pricing. All 
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The Added Advantage: 
Liveware. Anyone can sell you 
software. Corporate Software 
offers you Liveware: people like 
Stanley Edwards, who under- 
stand your company, not just 
your computer systems. Our 
Liveware can make the difference 
between owning a lot of software 
and using it productively. The 
Liveware side of software is 
available only from 

Corporate 

Software. 


UNITED KINGDOM 
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said Lt. Commander Amy L. Hughes, a for- 
mer associate director of data communica- 
tions at the U.S. Naval Academy in Annapo- 
lis, Md., who is currently being assigned 
to a new post. “But we don’t have a need 
for it now.” 

Other findings include the following: 
¢ LAN users spent $4.1 billion on servers 
in 1991 and will spend $5 billion in 1992. 
©The number of networked PCs will jump 
from 20 million in 1991 to 100 million by 
the end of the decade. 
Growth in portable computers will in- 
crease the need for remote LAN access. 
¢Recession-driven corporate downsizing 
is increasing opportunities for and compe- 
tition among LAN vendors, pushing prices 
down and creating demand for greater 
standards compliance. 


Motorola beefs 
up wireless LAN 


BY JOANIE M. WEXLER 
CW STAFF 


ARLINGTON HEIGHTS, Ill. — Progress 
toward legitimizing wireless local-area 
network technology continued last week 
when Motorola, Inc. said it intends to ship 
a faster version of its Altair Plus radio- 
based LAN next month that adds Altair- 
specific Simple Network Management 
Protocol (SNMP) functions. 

To date, most wireless LANs are not as 
fully developed in the network manage- 
ment arena as cabled LANs, said David 
Kerr, an analystat BIS Strategic Decisions, 
a Norwell, Mass.-based research and con- 
sulting firm. With Motorola’s SNMP Man- 
agement Information Base extensions, us- 
ers can now plug an Altair-specific 
application into their overall SNMP corpo- 
rate network management system. 

“SNMP has not been a prevalent fea- 
ture with wireless” to date, Kerr explained. 
This means that companies with SNMP- 
based management platforms such as 
Hewlett-Packard Co.’s OpenView or Sun 
Microsystems, Inc.’s SunNet Manager 
that are tacking wireless LANs onto inter- 
networks have had to manage the LANs 
separately or notat all. 

Alex Alavi, marketing manager at Al- 
tair’s Product Operations Group, also said 
Ethernet-compatible Altair Plus II extends 
the performance ofthe company’s existing 
3.3M bit/sec. Altair Plus to 5.7M bit/sec. 
He said an eight-user LAN running Novell, 
Inc.’s NetWare saw an 83% performance 
improvement over Altair Plus, and one cus- 
tomer running Microsoft Corp.’s LAN 
Manager network saw a 100% improve- 
ment. 

Altair Plus II costs approximately $425 
to $505 per user; current Altair users can 
upgrade for $750 per control module (a 
central omnidirectional routing antenna) 
and $150 per user module. 

Other recent developments include an 
announcement from Proxim, Inc. in Moun- 
tain View, Calif., last month of an industry- 
standard, credit-card-size wireless adapter 
for notebooks. The RangeLAN/PCMCIA 
allows traveling users using portables as 
stand-alone computers to return to the of- 
fice and connect to their local network 
wirelessly, without fussing with cabling. 

BIS Strategic Decisions expects wire- 
less LAN revenue in the U.S. to double to 
$86 million between 1992 and 1993 and hit 
$228 million in 1995, Kerr said. 
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Banyan now offers 
two ways to get enterprise- 
wide networking. 


Traditional. 


For years, the world’s largest enterprise 
networks have run on Banyan VINES® 
Banyan is the leader in enterprise-wide 
PC networking. 

Others try, but none can equal our 
ability to integrate PCs, minicomputers 
and mainframes. 

This is because VINES was built for 
the enterprise—not the workgroup. Our 
enterprise network services are unified 
for a single system view, creating a 
network that is infinitely easier to use 
and manage. 

In fact, independent research shows 
VINES is also the most cost-effective 
network. 

Indeed, no matter how large your 
VINES network becomes, expense will 
always be held to the barest minimum. 

This effortless expansion is made pos- 
sible in part by StreetTalk the industry’s 
best global directory, plus enterprise- 
wide services such as administration, 
security and messaging, which speeds 
and streamlines network tasks, making 
network managers far more productive. 

Field-proven and perfected over nine 
years, VINES is a critical component 
of some of the world’s largest computer 
networks. And is used by nearly two 
million eminently satisfied people. 

For more information on Banyan 
VINES, call 1-800-828-2404. 


Outrageous. 


Are we really suggesting loyal NetWare* 
customers turn to Banyan to fulfill their 
dreams of enterprise-wide networking? 

Absolutely! 

Introducing ENS. You can have enter- 
prise network capability for your 2.X, 3.X, 
and 4.X workgroups without disrupting 
your current environment or budget. 

ENS from Banyan is not a network oper- 
ating system. It’s a powerful family of 
unified software products that will give 
users and managers immediate advantages: 

1. StreetTalk. The best global naming 
and directory system available anywhere 
—the key to greatly simplified manage- 
ment and ease of use. 2. The ability to 
add users, access profiles, and security 
data all at once, across the entire network. 
3. Single system integration of all NetWare 
users, regardless of network revision—no 
upgrades are necessary. 

Outrageous, yes, but what potential! 
Products that will turn your NetWare 
workgroups into a true enterprise-wide 
network. A whole new class of network 
capability to increase your IS utilization, 
reduce costs and increase productivity. 
Don’t commit to any upgrades until 
you have assessed ENS, the ultimate 
NetWare enhancement. 

For more information on Banyan ENS, 
call 1-800-828-2404. 
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INTERSOLV is Leading the Way in Desktop Development 

of Client/Server Applications 
Mark November 8-11, 1992 on your calendar and pack your bags for the Annual 
INTERSOLV User Conference in New Orleans. The INTERSOLV User Conference will be 
one of the most important events on desktop developments solutions you will attend 
this year. The conference features 90 break-out sessions ... all presented by other 
successful users, industry experts, and INTERSOLV product experts. The session topics, 
ranging from IS issues to technical solutions, are designed to empower users with new 
ideas, perspectives and solutions to help ensure your continued success with INTERSOLV 
Desktop Development Tools. 


For additional copies of the conference brochure or to REGISTER NOW call our 


Conference Hotline at 1-800-722-7256 Ext. 348 
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Or, How AT&T Is Helping TRIP ’92 
Open A New Era of 
Digital Communications. 


On November 16, TRIP '92 opens a new digital public network— 
National ISDN—with the completion of “The Golden Splice.” 
Your local telephone company and AT&T can now offer you the 
benefits of this all-digital network, including computer links and 
video conferences that are as easy to set up as making a phone 
call. And it will be available from coast to coast, in your home or 
office. Because open standards allow central office switches to 
communicate with other network switches. And your terminal 
equipment will work with any other National ISDN-standard 
equipment. So if you're evaluating your current network or fore- 
casting capital investment, TRIP ’92 gives you real applications to 
consider. Talk to your local phone company and see how National 
ISDN can open opportunities for you. 


AT&T And Your Local Phone Company. 
Technologies For The Real World. 
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“In our territory, the major 
influencers were in corporations 
that did business across state 
lines,” says Meldrum. “For them to 
embrace ISDN was very difficult.” 

Six years after the first trials, 
there is still no national ISDN, but 
there are the beginnings of such a 
service. On Nov. 16, as part of 
TRIP ’92, a 22-node national net- 
work of digital switches running 
industry standard software and 
connected via standard signaling 
system 7 links will be turned up. 
Eleven switches outside the net- 
work will run standard software 
for open houses at which ISDN 
applications will be displayed. 

More important than the size of 
the network, however, is the indi- 
cation that local exchange carriers, 
interexchange carriers and manu- 
facturers of both CPE and network 
equipment are committed as a 
group to building on that humble 
start to make ISDN the first widely 
available digital access service for 
business and residential customers 
nationwide. 

ISDN deployment rates still 
vary widely among LECs, accord- 
ing to schedules announced in 
1991. Interconnection schedules, 
meanwhile, are being based on the 
methodical process of linking LEC 
and IXC networks on a CO-by-CO, 
and LATA-by-LATA basis, and 


PUTTING THE ‘N’ IN ISDN 


Once confined to islands or linked by private lines, 
ISDN is finally becoming a national digital network 


CAROL WILSON 


ob Meldrum saw the early failure of ISDN from 

the inside. The current manager of marketing for 

U S West Communications was part of the team 

that made an ambitious effort to launch basic and 
primary rate ISDN in 1988 in six of the company’s major 
markets. Despite the limited customer premises equip- 
ment and applications available for this new digital tech- 
nology, the company was attracting interest from large 
corporations. But most of that interest withered in the 
harsh light of one major limitation: the absence of 
national ubiquity. 


then testing those links. This 
won't happen overnight. 

“Given that this is the first 
time we've offered a national 
service in the U.S. since divesti- 
ture, we still have a long way to go and a lot to learn,” 
says Joe Colson, vice president of switching systems for 
AT&T Network Systems. “But this is an opportunity we 
are determined to take advantage of.” 

In fact, there is an extraordinary level of industry 
cooperation under way, not only among manufacturing 
competitors and carriers who compete for customer con- 
trol, but also among the seven largest LECs, the Bell 
regional holding companies. Having long since aban- 
doned the lock-step with which they marched into the 
future, the seven local giants are coming together on the 
issue of a national ISDN, and particularly in planning 
for TRIP. 

“TRIP has brought together in a closer working rela- 
tionship each of the Bell companies, Bellcore and Bell 












Canada, to work with the major IXCs,” 
says David Collins, senior product 
manager of ISDN at BellSouth. “We 
have been working together on inter- 
connection for TRIP and for meet- 
ing customer service demands.” 

“It’s about time,” says Meldrum. 

TRIP and the focused effort to build 
ISDN are outgrowths of the process 
launched in 1990 by the Corporation for 
Open Systems (COS). That effort to bring 
industry players to- 
gether produced an 
agreement in Febru- 
ary 1991 for the major 
players to accept the 
Bellcore-driven stan- 
dards for ISDN. 

Prior to that time, 
IXCs such as AT&T, 
MCI and Sprint were 
offering primary rate 
interface service to 
their customers, who 
were connected to 
the long-distance net- 
work via dedicated 
facilities. LECs offer- 
ed BRI ISDN, largely 
on a custom-tariff 
basis, in some cities. 
The services varied, 
however, depending 
on what vendor’s switch was 
deployed in the LEC’s central 
office. These COs weren’t linked, 
creating ISDN islands. Sub- 
scribers were forced to buy 
new CPE from a limited pool 
of equipment that had to be 
built or adapted to work 
with a specific vendor’s 
switch and so wasn’t uni- 
versally portable. With no 
real volume market available, both ISDN CPE and appli- 
cations software were scarce and often expensive. 
















































hese obvious marketing problems depressed 

demand for ISDN. When the carrier didn’t see 

demand, they were slow to deploy the service. “It 

was fairly classic chicken and egg,” says Bob 
Puissant, director of business development at Ameritech 
Services. The core problem, however, was the lack of a 
single standard. 

The first step in the standardization process was the 
major players’ agreement to adopt National ISDN-1, a 
set of essential requirements for BRI ISDN. In addition 
to defining a single network interoffice interface and 
network CPE interface, the standard established a mini- 
mum set of BRI services and data capabilities, both pack- 
et- and circuit-switched. 

Although it scaled back some of Bellcore’s existing 
ISDN technical requirements, National ISDN-1 repre- 
















































sented what the industry could handle, 
« says Ray Albers, assistant vice presi- 
dent of technology planning for Bell 
Atlantic Network Services. More 
importantly, he adds, in announcing 
the standard, “we laid out certain 
_ roadmaps and certain mileposts” 
») for the process of building a nation- 
’ al network. “We said that the 
: switch vendors were going to do the 
: [National ISDN-1] software, and we were 
going to encourage CPE development, and 
most importantly, the carriers were going to 
deploy ISDN,” he explains. “We’ve seen 
that in 1992.” 

Also in the initial game plan is National 

ISDN-2, due out late this year, which 
largely does for PRI what National ISDN-1 
did for BRI, including more uniformity in 
the protocol for call control and in interof- 
fice and internetwork interfaces, and a basic 
set of PRI services, including a uni- 
form approach to switched T-1 and 
fractional T-1 over PRI. 

National ISDN-3 is currently 
being shaped under the influ- 
ence of the National ISDN Users 
Forum, says Dick Aloia, assis- 
tant vice president of ISDN 
and data communications 

technology for Bellcore. 
“Many of the characteristics 
of National ISDN-3 will involve 
making ISDN easy to use for 
things like videoconferencing,” 

he says. “ISDN is incredibly flexible, 
but that flexibility translates into 
complexity. There are a lot of ease-of- 
use kinds of things we want to put 
into National ISDN-3.” 

The first challenge in the implementation of 
Nationai ISDN-1 fell to the LECs’ three primary 
switch vendors, AT&T Network Systems, Northern 
Telecom and Siemens Stromberg-Carlson. All three have 
been heavily involved from the outset in the COS push 
toward a standard ISDN, and all stand to benefit consid- 
erably from any push by LECs to upgrade thousands of 
COs with new software. 

“We have probably, with the RHCs, the largest invest- 
ment in bringing these service to the national level,” 
says AT&T's Colson. “For us, it’s not so much of a chal- 
lenge as an opportunity.” 

But the vendors also were under pressure to produce 
new software generics that could be deployed and tested 
in time for this fall’s festivities. The challenge was large- 
ly one of combining software capabilities into a National 
ISDN-1 package, since all three vendors had been work- 
ing to develop software to meet the more rigorous 
demands of Bellcore’s ISDN Phase 1.1 technical refez- 
ences, the broader standards that preceded National 
ISDN-1. 

“We really had a good head start,” says Eve Aretakis, 
vice president of product line management-switching at 









SS 


Siemens Stromberg-Carlson. “We had already set into 
motion the development of ISDN 1.1. But as they got to 
Nationai ISDN-1 standardization, they realized that cer- 
tain things that were defined in 1.1 needed to be 
changed. There were redefinitions of things that were 
already out on the market.” 


his past summer, the vendors produced their 

first software generics with National ISDN-1 

capabilities. “There were some slips [in vendor 

schedules],” says Albers. “We had hoped to have 
it a little bit earlier in 1992 than we did. But we knew 
this was a challenge for them. On the whole they deliv- 
ered, and the stuff is working.” 

“We expect some delays—that’s part of the process,” 
comments Collins of BellSouth. “It was a lot of hard 
work on everyone's part. All three vendors committed a 
large amount of resources to making the deadline.” 

The new software generics had to be loaded individu- 
ally into each of the 33 switches that will be involved in 
the TRIP demonstration next month. The complexity of 
that effort, however, pales in comparison with the long- 
term prospect of upgrading 
digital switches nationwide. 

“We are talking about 
upgrading half of the 6000 
switches nationwide by the 
end of 1994—that’s a tremen- 
dous amount of work,” says 
Bellcore’s Aloia. Each RHC is 
expected to develop an ISDN 
implementation team, that 
leverages the implementation 
team created for TRIP, he adds. 
Switch vendors also will be 
tied in, says Aloia, and are 
expected to strengthen their 
field support teams during this 
process. 

In areas where LECs have 
not yet upgraded to digital 
switching, 153DN will be much 
slower in coming. For example, 
Nynex, the RHC with the high- 
est percentage of older switches in its network, is pro- 
jecting ISDN availability for 34% of its access lines by 
1994, in contrast to neighboring Bell Atlantic, which 
aggressively replaced analog switches in the late 1980s, 
and now projects 87% access by 1994. 

The real switching challenge, once TRIP has passed, 
will be to keep the projected deployment on schedule, 
while development of National ISDN-2 and National 
ISDN-3 proceeds. 

“The difficulty will be keeping everybody on the same 
schedule,” admits Albers. 

“It is certainly important to deliver on that commit- 
ment,” says Jennie Godwin, senior manager of ISDN 
market development for Northern Telecom. “It is critical 
that the telcos deliver on the schedule as committed.” 

Putting switches and software in place is only the first 
step in meeting that commitment, however. To offer full 
ISDN voice and data connectivity, LECs must intercon- 
nect their SS7 networks with those of IXCs within each 

































































LATA and at each ISDN CO. In addition, there is an 
incremental step beyond SS7 to make some trunks capa- 
ble of handling the 64 clear-channel transmission 
required for ISDN, as opposed to traditional 56 kb/s for 
payload, plus signaling. 

“Since no carrier will, overnight, make all of their 
trunk groups 64-clear capable, the ones that are 64 clear 
must be earmarked,” says Aloia. 

The LECs already are under the gun to fully deploy 
SS7 and to interconnect their networks with the IXCs 
under the Federal Communications Commission Docket 
8610 covering 800 service number portability. Under 
equal access provisions, they must offer all IXCs the 
opportunity for interconnection in each LATA they 
serve and hold lotteries to select the order in which car- 
riers are served. As each LEC-IXC connection is made, it 
must be thoroughly tested. 

“Obviously, everyone is very sensitive about SS7 net- 
works,” says Albers. “We want to thoroughly test the 
interface before hooking up the networks.” 

In the early stages, the process of setting up links, test- 
ing and making business arrangements took 14 weeks, 
he adds. “With experience, 
we've got that down to four to 
six weeks.” 

There are many complicating 
factors. Although manufactur- 
ers of switches and SS7 gear 
such as signal transfer points 
(STPs) build their equipment to 
standards, there is ample room 
for interpretation. When an LEC 
begins connecting its Northern 
Telecom DMS-100 switch and 
its DSC Communications Corp. 
STP to an AT&T 4ESS switch 
and AT&T STP on the AT&T 
long-distance network, the pos- 
sibility of problems multiplies. 

“The multivendor component 
is part of it,” says Aloia. “But in 
working through the routing 
and translation that is necessary 
for calls to be processed and 
passed appropriately to various interexchange carriers, 
carriers uncover errors in routing and translation entries 
within the switches.” 

Working through those kinds of problems on a CO- 
by-CO basis “is more tedium than any kind of technical 
challenge,” says Ameritech’s Puissant. 

The extensive testing does get easier with experience, 
says BellSouth’s Collins, “but in many areas you are 
working with a whole new group of people, who have 
to be trained in this process.” 

With the TRIP ’92 plans in place, most LECs are build- 
ing interconnection plans around customer demand for 
ISDN. “We'll push interconnection in response to a cus- 
tomer demand, or where we expect to see customer 
demand,” says Collins. 

One chief accomplishment of the TRIP process was 
that it spurred the RHCs to file ISDN access tariffs, 
which are currently before the FCC and in the 45-day 
public comment period. Comments from the IXCs are 


expected, and all tariffs may not be finalized before 
TRIP. That could force some segments of the TRIP net- 
work to be classified as trial networks, and not perma- 
nent facilities, says Aloia. “Under the FCC’s rules, trial 
links must be taken down—we'’re hoping to avoid that.” 

The IXCs, which have been offered ISDN services and 
operating SS7 networks for some time, already have the 
process down pat. “We are ordering facilities from an 
LEC, just like we do with anything else,” says Bill Bailey, 
TRIP ’92 network project manager at AT&T. “The only 
specialty about the ordering is that these are 64 clear- 
channel facilities. To our processes, the 
test and turn-up are no different.” 

The business relationships for this 
new national service are the real chal- 
lenge, says Colin Beasley, staff director 
of network planning at Nynex. 

“The industry’s way of doing busi- 
ness is changing,” he says. “TRIP has 
given us a forum for getting down to 
brass tacks on how we do provisioning 
and maintenance.” 

Widespread deployment of ISDN 
presents an operational challenge to 
LECs, who have largely treated it, both 
in their tariffs and in staffing, as a cus- 
tomized offering. 

“In our company, like a lot of companies, we handled 
ISDN as a specialized technology, and there was a spe- 
cial group of people who handled it,” says Ken Good- 
gold, member of technical staff at Southwestern Bell. 
“When you tariff something, it puts it into the main- 
stream of operations. Now all the business offices have 
to be up-to-date and able to handle order entries, and 
technical matters have to be resolved on a normal opera- 
tions basis. It’s the difference between a SWAT team and 
the regular crew.” 


he leap from customized service to mass market 

offering is a tricky one, and is another aspect of 

ISDN deployment that won’t happen overnight. 

LECs don’t yet have the operations support sys- 
tems necessary to allow them to pass ISDN service 
orders through their automated operations, administra- 
tion, maintenance and provisioning systems. 

“ISDN is not ready at this point in time for mass mar- 
ket application,” states Aloia. “It requires a level of 
sophistication both on the part of the end user and on 
the part of the telephone company staff that isn’t there 
yet.” 

The service order process alone involves major new 
variables. Where residential phone service may have up 
to 50 different parameters for consideration and analog 
Centrex has as many as 100, an ISDN line can have 260, 
says Albers. 

One approach to this new complexity has been the 
work of Bellcore, the carriers and the National ISDN 
Users Forum in developing parameter groupings, which 
would be uniform industrywide. 

These groupings will carry simple names, while com- 
bining a set of features to support specific applications 
such as videoconferencing. With nationwide uniformity, 
CPE intended to support that application could come 








with information about the necessary parameter group. 

“The idea is to make it as easy as possible for a user to 
call up and order ISDN service,” says Beasley. “You 
actually make the service transparent to the customer— 
instead of ordering ISDN, they are ordering service 
XYZ.” 

Northern Telecom’s Godwin believes there should be 
greater uniformity in other areas, namely product names 
and tariffs. “What we hear all the time is that people 
don’t know what to order when they are ordering 
ISDN—Nynex calls it Intellipath, U S West calls it 
PCPhone and other carriers call it 
other things,” she says. “Also the tar- 
iffs need to be more uniform and easi- 
er to understand. The idea is to make 
it easier for the users to understand 
the benefits.” 

Making ISDN easy to order is one 
part of the new marketing approach, 
but there is industrywide agreement 
that much more is needed. Among 
sophisticated users, there is wide- 
spread cynicism about the service, 
given the hype of the late 1980s. Less 
sophisticated users are less aware of 
the service. 

Puissant puts it bluntly. “The 
biggest challenge for the industry is [to get] users to 
believe us this time.” 

Aloia is encouraged by developments in the third 
piece of the connectivity puzzle—ISDN CPE—although 
he admits there will not be a torrent of commercially 
available CPE in time for TRIP. 

“We know of more than 50 pieces of CPE from a vari- 
ety of manufacturers,” he says. “The only issue that we 
are struggling with right now is that some of these will 
not be commercially available in time for TRIP ’92.” 

Value-added resellers (VARs) are a critical part of the 
ISDN sales puzzle, say Aloia and others. The LECs need 
to improve their internal technical and marketing skills 
to mass market the services. But given the restrictions of 
the Modified Final Judgment, the Bell companies are 
limited in packaging services with applications and 
equipment. Users will look to VARs and systems inte- 
graters to help construct more complex offerings that 
capitalize both on ISDN’s potential cost efficiencies and 
its network capabilities. 

Even without VARs, the presence of commercially 
available CPE and of a growing library of applications 
software could help defeat ISDN’s image as a technolo- 
gy without a solution. Most of those involved in TRIP 
believe this nationwide event will do much to increase 
market awareness. 

“This is a wonderful marketing event,” says Carol 
Knauff, director of applications services for AT&T Com- 
munications. “It creates an opportunity for business 
users to see what ISDN is doing.” 

“It certainly has generated—or maybe regenerated— 
an enormous amount of interest,” says God- 
win. “People are starting to think that this is | 
really going to happen.” 





Carol Wilson is Editor of Telephony. 

















PRICING STRATEGIES SHAPE UP 


any information technology products have 

foundered due to lack of standards. ISDN, in 

contrast, may suffer because of an overempha- 

sis on standards. Indeed, ISDN was originally 
designed as a set of standards, not as a network service 
and certainly not as a solution to specific business prob- 
lems. 

Its usage tends to be confined to large accounts such 
as government entities, hospitals, large corporate loca- 
tions and universities. 
These high-end users 
purchase it not as a 
tariffed service but 
under customer-spe- 
cific pricing plans, and 
typically have 1000 
lines or more under 
contract. To the extent 
that ISDN tariffs are 
available, they are pro- 
visioned as a Centrex 
service option, the 
local exchange carri- 
ers’ sophisticated cen- 
tral office-based busi- 
ness communications 
service. 

In the mean time, 
the small-business and 
residential market de- 
mand for digital com- 
munications is being 
amply satisfied by 
standard dial-up tele- 
phone lines and mo- 
dems. At the rate with 
which modem tech- 
nology is increasing in 
speed, decreasing in 
price and improving 
in reliability, it ap- 
pears to have offset 
any dissatisfaction 
with POTS. 

But before counting 
ISDN out as a mass-market service, the public network 
industry is making a concerted effort to establish nation- 
al uniformity in ISDN products and services and to 
accelerate its deployment. Telephone companies are 
planning to reposition their individual ISDN programs 
toward the mass market—including small-business, 
work-at-home and residential users—and most signifi- 
cantly, to price them attractively for one- and two-line 
telephone customers. 

Currently, two types of ISDN access have been de- 
fined. Basic rate interface provides two B channels and 
one D channel. The B channels can support circuit- 
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switched voice or circuit-switched data at speeds up to 
64 kb/s. The D channel is a signaling channel used to 
establish B channel links, but up to 9.6 kb/s may be 
optioned for end user packet-switched data transport. 
Up to eight terminal devices—such as personal comput- 
ers, facsimile machines and telephones—can be support- 
ed via BRI access, making it suitable for small-business 
units and the residential market. 

The second type of ISDN access, primary rate inter- 
face, provides 23 B chan- 
nels and one D channel 
at 64 kb/s. PRI tariffs 
average $1000 or more 
per month and are suit- 
able for large businesses 
with complex equip- 
ment such as large PBXs, 
host computers and 
local area networks. 

In states such as Cali- 
fornia, BRI tariffs are 
competitive with analog 
Centrex services. These 
tariffs are approaching 
the costs of comparable 
channel capacity in stan- 
dard business lines in 
Texas and Illinois, for 
example. 

Of course, users must 
have ISDN-compliant 
telephone equipment or 
terminal adapters for 
non-ISDN equipment. 
Such equipment is not 
widely available and 
tends to cost more than 
standard telephone sets, 
fax machines or PCs. As 
ISDN usage increases, 
terminal costs probably 
will decline from the 
current $750 to $1000 
range for each ISDN set. 
When the cost of ISDN 
equipment drops to around $200 the added functionality 
combined with the elimination of modems should 
attract the mass market. 


he most typical ISDN offering from local tele- 
phone companies is bundled with Centrex. By 
provisioning it as a Centrex option, customers in 
effect pay two premiums in addition to basic 
exchange service. In some cases, particularly for larger 
customers, this increased price can be justifed because 
ISDN provides three channels on a single line. Because 
the service is digital, modems are not needed for data 
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Pacific Bel! — Centrex IS 
Package A. ISDN Voice “Starter” Package, minimal electronic 
key features 


Package B. Full-featured voice on B channe! plus packet data 
on D channel 


Package C. Dual B channels with D channel packet 
Rate elements Monthly charge _ Installation charge 


Package A $1.85 $100 
Package B $10.35 $120 
Package C $13.85 $150 


Users also incur: 
Two-line Centrex charges $31.30 $440 


transmission. And ISDN lets users take 
advantage of advanced electronic tele- 
phone features such as conferencing, 
bridging and call transfer without ex- 
pensive hardware investment. 

The configuration of the three BRI 
channels may be prepackaged by the 
telco, or users may select the features 
that best fit their needs, depending on 
the tariff. Some tariffs position Centrex 
ISDN as an intraswitch offering only 
and have limited connectivity with non- 
Centrex services such as local packet 
networks. 

Pacific Bell offers three Centrex IS 
packages that cannot be configured by 
customers. The D channel on Centrex IS 
is merely a packet handler and does not 
provide access to the company’s local 
packet service. 

A two-line Centrex offering for Pacific 
Bell customers is available for 
$31.30 per month, plus an in- 
stallation fee of $440. Total min- 
imal costs for ISDN from Pacific 
Bell range from $33 to $45 a line 
each month with installation 
costs of $540 or more. These 
charges compare to a standard 
Pacific Bell business line charge 
of $13 per month with an instal- 
lation fee of $70.75. ISDN clear- 
ly is competitive for current 
Centrex customers, but for non- 
Centrex customers the greater 
channel capacity and feature 
richness of ISDN are out of 
reach. Centrex customers that 
select the ISDN option usually 
apply it to back up data lines. 

C&P Telephone Co. of Vir- 
ginia was the first Bell Atlantic 
company to file IntellilinQ-BRI 
rates in November 1991. Since 
then, IntellilinQ-BRI tariffs have 
been filed by all Bell Atlantic 
operating companies. The com- 
pany plans to offer single-line 
ISDN access in the next 12 
months. 

Part of the Centrex tariff, 
IntellilinQ is provisioned over 
the same two-wire cable pair as 
its associated Centrex line. At 
C&P Telephone of Maryland, 
for example, Centrex lines cost 
between $11 and $18 a month. 
The smallest Centrex configura- 
tion available from C&P Tele- 
phone is Centrex Bus Pac, a ser- 
vice that offers between two 
and seven lines. C&P has more 
than 7000 small business Cen- 
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trex package subscribers, but so far 
the company has not marketed 
ISDN to them. 

ISDN is primarily used by C&P’s 
largest Centrex customers for voice 
applications. The government uses a 
lot of voice-only IntellilinQ, which is 
called Featured Voice IntellilinQ- 
BRI Access. This service uses a sin- 
gle B channel to provide electronic 
key features such as call waiting, 
repeat dialing and call holding. Fea- 
tured Voice IntellilinQ costs $10 per 
month per Centrex line. 

IntellilinQ-BRI may also be order- 
ed as one B channel plus one D 
channel, or two B channels plus the 
D channel. The B channels provided can be used for any 
combination of circuit-switched voice and circuit- 
switched data. 


ustomers that only require a few special ISDN 

lines do not need Centrex features. Moreover, if 

users can obtain ISDN access unbundled from 

Centrex packages, the cost reflects only one pre- 
mium. This unbundled offering is known as single-line 
ISDN and is currently tariffed and available in Illinois 
and Texas and is planned for many other regions in the 
next 12 months. 

Southwestern Bell has used ISDN since 1987 to devel- 
op a new generation of Centrex service called Plexar. 
Since 1991, the telephone company has provided Digi- 
line, a single-line ISDN offering outside of the Centrex 
tariff under interim approval from the Public Utility 
Commission of Texas. 

Digiline is attractively priced but has limited intra- 
switch capability. User locations that are not directly 
served by the ISDN-equipped switch pay an additional 
$68.75 per month for a line to get to the ISDN switch. 


lilinois Bell ISDN Direct — Single-line BRI ISDN 


A. Full-featured voice B channel with D channel packet 
Installation charge 


Rate elements Monthly charge 


Ordering charge 0 $64 


ISDN Direct line $13.09 
Voice with electronic key $3 
D channel packet $6.50 


$22.59 


Total charges 


B. Dual B channel circuit-switched data 
Rate elements Monthly charge 


$30.50 


$94.50 


Installation charge 


Ordering charge 0 $64 


ISDN line $13.09 
Circuit-switched data (2X) $8 
Multi-use charge $6.50 


Total charges $35.59 


$30.50 


$4 


$102.50 







































Additionally, the D channel packet carrier is merely a 
packet handler and does not provide access to South- 
western Bell’s local packet network. This limitation 
reduces the offering’s market appeal for intraoffice 
applications. 

Ameritech subsidiary Illinois Bell has had a single-line 
ISDN offering since early 1991. Called Ameritech ISDN 
Direct, the service has benefited from marketing efforts 
to support corporate work-at-home programs. Amer- 
itech reports that several Chicago-area corporations 
have purchased ISDN Direct to develop work-at-home 
programs, and cost-effective telecommunications is a 
key reason those programs will be expanded next year. 

Illinois Bell's single-line ISDN offering ranges from 
about $22 to $35 per month depending on the configura- 
tion. One option is a single voice line with full electronic 
key features and packet-switched data on the D channel; 
another is two B channels that both carry circuit- 
switched data. 

ISDN Direct costs compare to Illinois Bell’s standard 
business line rate of about $10 per month. Call charges 
are distance-sensitive, and are cheapest in downtown 
Chicago. One voice line and one data 
line costs $22.59 a month under ISDN 
Direct, compared to two standard 
business lines priced at about $20 a 
month. 

The current direct line charge of 
$13.09 reflects costs for downtown 
Chicago locations. This charge in- 
creases in proportion to a company’s 
distance from the downtown business 
district. The telco says, however, that 
it will provide single-line ISDN for 
$13.09 per month to anyone in Illinois 
by early 1993. 

Pricing for single-line ISDN is 
clearly moving in the right direction. 
The functionality of the offering 
makes it a winner in solving the small 
users’ need for integrated voice, data 
and video communica- 
tions. 


Mark Winther is Vice President of 
LINK Resources Corp., an 
International Data Group company. 








Ithough many people remain convinced that the 
disadvantages of ISDN outnumber its advan- 
tages, there is a growing army of folks who think 
the technology provides their businesses with a 
competitive edge. While years of bad press haunted 
ISDN, many companies were finding ways to use it to 
save money and increase productivity. 

It’s been a long evolution. The digital technology that 



































The event also will celebrate the industry’s ability to 
put its differences aside long enough to establish a bat- 
tleground, according to Jim Jacobson, TRIP ’92 co-chair 
and supervisor of institutional telecommunications and 
office automation for Jet Propulsion Laboratory. This 
accomplishment alone should be enough to convince 
any doubters that industry players are serious about 
making ISDN a viable technology useful and available 
to everyone. 

TRIP ’92 will kick off with the 
connection of a national ISDN, but 
the remainder of the week wiil 
focus on applications, which are 
the future of the technology. In 
addition to open houses demon- 
strating 21 applications at work in 
115 locations worldwide, TRIP ’92 
will feature two days of presenta- 
tion theaters sponsored by ven- 
dors and the Bell regional holding 
companies at the Hyatt Regency 
in Reston, Va. 

In the theaters, experts will dis- 
cuss and demonstrate telecom- 
muting, education, medicine, gov- 
ernment/military and business/ 
imaging applications. Another 
theater will explore the financial 
side of developing new applica- 
tions. 

Industry observers have long 
contended that the success of the 
technology depends on the dis- 
covery of a “killer application.” As 
it turns out, several exciting appli- 
cations have been developed, but 


USERS HARVEST 
A VARIETY OF APPLICATIONS 


ANN H.- LINDSTROM 


boasted such promise has had a tough time finding its 
place in an analog world. A lack of clear standards and 
the competitive backlash of divestiture worked behind 
the scenes against ISDN, making it—at least on the sur- 
face—appear to be the problem itself. Only a few brave 
businesses saw its potential clearly enough to gamble on 
it long before industry players began to address the 
issues of ubiquitous connectivity and interoperability, 
arguably the heart and soul of the technology and the 
key to its true capabilities. 

But the cloud that has been raining on ISDN for so 
long is about to be pushed aside for good. TRIP ’92 will 
showcase the technology at work today and examine its 
future applications. 


no one has yet to claim the “killer” distinction. 

Instead, the technology’s flexibility, enabling users to 
create unique applications, has slowly come to be recog- 
nized as ISDN’s killer quality. In the age of the sound 
bite, that comprehensiveness unfortunately has been a 
hard sell. The need to save money and increase produc- 
tivity without having to rewire the world is probably a 
major reason ISDN is still hanging on and attracting an 
audience. 

“ISDN’s major benefit is really its ability to provide 
incremental improvements in a lousy network environ- 
ment,” says Tom Miller, vice president and director of 
home office research for LINK Resources Corp. “Users 
are ready to take the next step. They want to move for- 
ward.” 

LINK Resources recently completed a three-year 
study examining ISDN use in the home office, which 
Miller will discuss during Northern Telecom’s presenta- 











tion theater on tele- 
commuting. ™~ 

Telecommuting is more 
accurately characterized by 
the words “extended office,” 
says Miller. Most telecom- 
muters rely on their extended office 
tools such as laptop computers, 
modems and facsimile machines two 
or three times a week, he says, and it 
is a trend that has become wide- 
spread, he adds. In fact, LINK Re- 
sources reports, the number of home 
office households was 38 million in 
1991, more than 3 million of which 
were involved in formal telecom- 
muting. 

ISDN gives home workers an 
advantage because of its speed 
and simplicity, says Miller. With- 
out ISDN, workers have been 
accessing their companies’ 
local area networks using 
regular or high-speed mo- 
dems with data compression—less 
elegant solutions than ISDN, he 
adds. 

“ISDN adapter boards for person- 
al computers are becoming more at- 
tractive than modems because they 
sidestep the need for leased lines, 
bridges and routers,” Miller says. 
“The price isn’t bad, but it’s not 
great either, and ISDN is not yet 
ubiquitously available.” 

However, he says, in regions like 
those served by Bell Atlantic, Amer- 
itech and Pacific Bell where ISDN is 
becoming widely available, an 
adapter board would be a smart pur- 
chase. 


sers instantly recognize the 

value of ISDN for telecom- 

muting applications, and 

implementing it in the workplace would save 
most companies money and time, says Miller. However, 
bottom-up demand, budget pressures and the politics of 
merging corporate voice and data departments are mak- 
ing it difficult for users and telecom managers in large 
companies to convince their bosses to join the telecom- 
muting revolution. Therefore, telcos should concentrate 
on marketing their ISDN telecommuting applications to 
small businesses, office campuses and government insti- 
tutions, and remote work support users because they are 
the most eager and willing to change, he notes. 

LINK Resources found that the ISDN applications 
most commonly used by extended office workers are 
workstation/telephone integration, high-speed file 
transfer, remote LAN access, multiscreen sharing and 
voice-annotated document transfer. Videoconferencing 
is further down the list, but there are pockets of excite- 
ment about this application, adds Miller. 





Eastman Kodak, Rochester, 
N.Y., is especially enthusias- 
tic about ISDN’s video- 
conferencing capability. 
The company uses it reg- 
ularly to hold conferences 
with its international of- 
fices and customers, ac- 
cording to Jim Briggs, the 
company’s telecom manager. 
“ISDN is perfect for video- 
conferencing because it gives you 
the cost of access for half the cost of 
two switched 56 lines. It reduces the 
wiring, local exchange charges and 
the number of boxes required in 
the video cabinet,” Briggs says. 

ISDN videoconferences also can 
be established easily with customers 
who are using switched 56 instead 
of ISDN, he adds. 

“You don’t even have to ask the 
other end if they are using a termi- 
nal adapter,” Briggs notes. Price is 
also a factor—ISDN videoconfer- 
ences cost just 25% of traditional 
videoconferences made on leased 
lines, he says. 

Jet Propulsion Laboratory, Pasa- 
dena, Calif., uses 300 basic rate inter- 
face ISDN lines and is beta testing 
IBM’s Person-to-Person and North- 
ern Telecom’s VISIT desktop video- 
conferencing systems. Engineering 
design teams that work in various 
locations are using the systems for 
face-to-face meetings and file trans- 
fer, says Jacobson. 

ISDN lines are also used for re- 
mote access to LANs and to link 
those LANs. The lab expects to 
someday install ISDN on all of its 
13,500 lines. Once National ISDN-1 
has been deployed nationwide, 
NASA centers will be able to take 
advantage of the technology’s functionality, he adds. 

“ISDN’s greatest advantage is that it provides a high- 
speed 64-kb/s link that can be used for various applica- 
tions,” he notes. “ISDN provides extended office func- 
tionality without the cost of extending Ethernet to each 
individual user, and it does so at a substantially reduced 
cost.” 

The City of Los Angeles recently completed an 18- 
month telecommuting trial that was not supported by 
any high-tech equipment. The trial proved the value of 
telecommuting, so the city installed a few ISDN lines in 
its telecommunications department, according to Carl 
Holt, assistant general manager for the department. 

“As telecommuting comes on more and more, we 
need to provide workers with access to our host 
database. We see ISDN as an economic alternative that 
provides us with both voice and data capabilities,” says 
Holt. 




























































The city’s decision to use ISDN 

today will allow telecom engi- 

neers to get a jump-start on 

the technology as deploy- 

ment increases. It also opens 

the door to digital technology, 
Holt says. 

“We see signaling system 7 
as the surviving portion of 
ISDN, which we expect to be 

relatively short-lived. But ISDN 
is a stepping stone to the digital 
network. Users need a 
stepping stone, too. The 
primary reason we installed 

ISDN is to prepare ourselves 

for the future,” he adds. 


ne of soci- 

ety’s biggest 

concerns for 

the future is 

education, and 

ISDN is play- 

ing a major role 

in this area. 

AT&T will host the 

education theater 

at TRIP ’92 as well 

as the business/ 

imaging theater. The 

education theater will 

include a presentation by 

Jim Strom, vice chancellor for uni- 

versity development at Appalachi- 
an State University in Boone, N.C. 

The university launched a distance 

learning project earlier this year in conjunction with 

AT&T, BellSouth and Compression Labs Inc. Ap- 
palachian State is linked via basic rate ISDN lines to two 
grade schools and one high school, all of which are 
using NCR personal computers and AT&T and Com- 
pression Labs video gear for interactive voice, video and 
data applications. 

“This is truly a corporate partnership, not a demon- 
stration and not a trial. We are paying our own way,” 
emphasizes Strom. 

ISDN provides rural areas with a tremendous advan- 
tage, he says, noting that most telcos cannot yet afford to 
deploy fiber in such areas. 

“By combining ISDN technology with the education 
process, we can get to places we probably would not 
reach for a very long time if we had to wait for fiber 
deployment. We want to prove and show that this tech- 
nology can enhance K-12 education in a rural environ- 
ment cost-effectively,” says Strom. 

The university is using ISDN to link teachers and stu- 
dent teachers for videoconferences that would otherwise 
involve travel for face-to-face visits. The conferences 
center on entries the student teachers have made in their 
daily diaries, which are transmitted via the same ISDN 
line. 

ISDN also allows teachers to instruct two classes from 


one location. Multimedia stations at both ends scan and 
send documents such as handouts and tests and allow 
teachers and students to pull up data, says Strom. 

In addition, the schools’ computers are networked in- 
to a file server at the university. Appalachian State has 
purchased site licenses for software that is stored on the 
file server. Teachers can download the software they 
need, so the school no longer has to purchase and dis- 
tribute software to each teacher, he notes. 

Plans include purchasing equipment to use ISDN in a 
multipoint environment, connecting community colleges 
to teach adult literacy; LAN interconnection; and pur- 
chasing multiplexers that will allow the schools to get 
three lines for the price of one, Strom says. He hopes to 
expand the same basic system into other school districts. 
Eventually those separate school districts connected by 
ISDN will be hubbed together via fiber. A link from 
Boone to Charlotte, N.C., is already in the works, he 
notes. 

Medical providers are looking to ISDN for advantages 
as well. Siemens Stromberg-Carlson is hosting the medi- 
cal applications theater, which will feature a keynote 
address by Dr. Robert Gold, chief radiologist at the 
Memphis Medical Center. 

State-of-the-art imaging over high-bandwidth dedi- 
cated circuits is overtaking ISDN in instances when doc- 
tors must make a crucial diagnosis, according to a 
Siemens Stromberg-Carlson spokeswoman. But as na- 
tional ISDN becomes more widely deployed, medical 
applications such as teleradiology, electronic transfer of 
patient information, electronic claims processing, video- 
conferencing and remote consultations will provide 
medical agencies with immediate cost savings, accord- 
ing to an Arthur D. Little study on the role of advanced 
telecommunications in health care. 

Some of these ISDN applications are already at work 
in Huntsville, Ala., which became 100% ISDN-capable 
this summer. Ira Denton, a neurosurgeon with the 
Alabama Back Institute, recently used an ISDN video- 
conference to oversee a patient examination conducted 
by a nurse practitioner in a remote location. The neuro- 
surgeon watched the exam on a Macintosh computer 
screen that also contained the patient’s medical record, 
according to Judy Denton, president of Capmed, a medi- 
cal software company. 


apmed is preparing to launch its Orchids soft- 
ware, which allows medical offices to keep 
patient files on-line. With it, nurses and doctors 
can access patient charts on a Macintosh com- 
puter, says Judy Denton. Files can be transferred slowly 
using modems, but the speed of ISDN and its public net- 
work accessibility truly enhance the product, she says. 
“We previewed the software at a medical convention 
in April, and it got a fabulous response,” she says. 
Software such as Orchids could allow all the agencies 
involved with a patient’s records—the hospital, clinic, 
pharmacy, insurance company and patient—to decrease 
the paper flow and save time transferring information. 
Ira Denton has used ISDN’s videoconferencing capa- 
bilities to broadcast an operation to the U.S. Army’s 
Redstone Arsenal in Huntsville, another big ISDN user. 
A physician on the arsenal’s premises observed the 





operation from the viewpoint of a camera mounted on a 
surgical microscope, and the two physicians consulted 
with one another during the operation. 

ISDN has many such distance learning possibilities 
that will allow doctors to demonstrate techniques to sev- 
eral people without traveling, according to the Siemens 
Stromberg-Carlson spokeswoman. It is perfect for many 
medical applications because it doesn’t force users to 
separate voice from data and it is available, or will be 
soon, on the public network, so all potential players in 
the medical marketplace will have access to it, she says. 

One of the most promising ISDN markets—the gov- 
ernment and military—will be explored during a pre- 
sentation theater hosted by Bell Atlantic. Internetwork- 
ing, imaging and videoconferenc- 
ing, and LAN-to-LAN access are 
top applications sought by govern- 
ment users, according to Cathy 
Pollock, Bell Atlantic’s marketing 
manager for the military. Imaging 
applications allow the military to 
easily transfer personnel and med- 
ical records and orders of mobile 
troops. The ability to provide 
training via videoconferencing 
helps cut travel expenses, she 
adds. 

Government users currently are 
using ISDN primarily in campus 
environments, but interconnection 
of the nation’s military bases and 
interrelated government agencies 
will produce obvious benefits as 
ISDN becomes more widely de- 
ployed. 

The technology’s cost-effectiveness and the fact that it 
is an open systems standard make it attractive to gov- 
ernment users, says Pollock. 

“A lot of procurements are moving toward open sys- 
tems,” she notes. Open systems are favored because they 
allow government agencies to establish direct links with 
suppliers, which makes it possible for those agencies to 
receive the billing and do their ordering electronically. 

“The government is open to new technology because 
there is a new emphasis on cost reduction and most 
departments must increase their productivity since their 
budgets have been reduced,” says Pollock. 

ISDN also has a natural advantage in military markets 
because it adheres to the military communications stan- 
dards, she adds. City and state governments like ISDN 
because it allows them to interconnect their dispersed 
networks without rewiring their buildings. 

Redstone Arsenal, the army’s missile command head- 
quarters, has used ISDN for three years, and currently 
uses 1000 basic rate lines, according to Wayne Fleming, 
manager of BellSouth’s ISDN lab on the base. 

The top applications are ISDN’s voice and electronic 
call handling features, says Fleming, who likes the elec- 
tronic base directory stored on his PC. The arsenal also 
uses the two-for-one line capability to solve pair gain 
problems by putting two phones on one line in build- 
ings where copper capacity has been used up by data 
services. 


“ISDN solves the problem and makes it unnecessary 
to install a full T-1 carrier with channel banks or lay new 
copper to accommodate the need for additional 
phones,” says Fleming. 

The arsenal also uses ISDN to obtain host computer 
access using packet service and for modem pooling, he 
notes. 


he technology is turning heads and capturing 
the attention of general business managers, too. 
The American Automobile Association uses 
ISDN’s automatic number identification capabili- 
ty to assist travelers who are stranded outside of their 
local club areas, according to Bob Galovic, AAA’s direc- 
tor of telecommunications infor- 
mation systems. Members requir- 
ing roadside assistance used to 
call an 800 number to be referred 
to the local club. The calls were 
sent to an office in Heathrow, 
Fla., where a AAA operator 
would look up the number and 
give it to the motorist, who then 
had to hang up the phone and 
make another call. 

For the past two years, howev- 
er, AAA has used a system that 
employs primary rate ISDN and 
BRI. The system uses automatic 
number identification to locate 
the number for the motorist and 
either provides the number to the 
caller or connects the call. If the 
call comes in and there is no 
match, the call is then transferred 

back to a live operator with the customer’s file, says 
Galovic. 

ISDN saves AAA money by handling calls in half the 
time it used to take, he notes. It also helps minimize 
frustration for stranded motorists. 

Since the system was installed, call volumes have 
increased by 20%—from 800,000 to 1 million—but AAA 
has not hired more operators. ISDN is saving the compa- 
ny nearly $120,000 a year, and it cost $300,000 to install, 
says Galovic. 

AAA plans to use ISDN to enhance some of its opera- 
tions with long-distance companies, he adds. The associ- 
ation would also like to provide ISDN links to its head- 
quarters-owned facilities. 

These applications and many more will tell the new 
and improved ISDN story at TRIP ’92. If ISDN ever had 
a chance to make it, that time is now. The biggest advan- 
tage of ISDN is that it allows more natural communica- 
tion. 

“ISDN is allowing telecom to catch up to what Mother 
Nature has always let human beings do naturally,” says 
Irwin Waxburg, manager of strategic business relation- 
ships for AT&T Network Systems. “Now telecommuni- 
cations is basically audio. Multimedia more 
closely resembles the way we are used to 
communicating.” 


Ann H. Lindstrom is Assistant Editor-News of Telephony. 





ith the explosive proliferation of local area 

networks, LAN interconnection has emerged 

in the past 24 months as one of the most criti- 

cal of user demands. As a result, ISDN may 
get something of a coattail effect from the heightened 
interest in frame relay and other wide area network 
technologies such as cell relay and asynchronous trans- 
fer mode (ATM). 

But access is just the starting point. ISDN’s data 
potential gives users a chance to integrate remote loca- 
tions—from branch offices to employees who work at 
home—into the office data network. 

Aside from its role as a near ideal link from desktop to 
WAN, the digital platform opens the door to easier, less 
expensive ways to do high-speed, but bursty, personal 


uses frame relay to connect LANs at its Calabasas, Calif., 
headquarters with a facility in Raleigh, N.C., says Ross 
Kocen, marketing product manager at Tekelec, and 
chairman of the testing/interoperability group at the 
Frame Relay Forum. ISDN, he adds, is used as a LAN 
gateway for small regional sales offices with five to 10 
people. 

The technology can also bring the benefits of data 
communication networks to the individual user at 
home. 

“We really see National ISDN-1 as data connectivity,” 
says Bob Puissant, director of business development at 
Ameritech Services. “We think that Centrex ISDN wiil 
continue [moving] forward, but as we look at the mar- 
ketplace, we see a host of applications focused on data.” 


THE (MIX-AND-)MATCH GAME 


ISDN has immense potential as a gateway to LANs 


STEVEN TITCH 


computer-to-mainframe functions such as on-line trans- 
action processing through the public switched network. 

“We've been doing some work with running 64 kb/s 
into the BNS-2000 using ISDN,” says Dave Schriftgiess- 
er, director of data networking at AT&T Network Sys- 
tems. The BNS-2000 is AT&T’s broadband switch, which 
can handle frame relay and switched multimegabit data 
services (SMDS). “If you're a service provider, you may 
want to bundle and deliver [primary rate interface 
ISDN] for computer access,” he says. 

Tekelec, a network test equipment manufacturer, is 
already combining ISDN and frame relay. The company 


One is the expanding demand to 

accommodate employees who 

want or need to work at home, 

he says. Traditional POTS lines were limited when it 

came to file transfer and PC-to-PC interactivity. “With 

ISDN and [attractive] price points, it really does stimu- 
late that market,” he adds. 

Rob Capell, assistant vice president of 
data services at BellSouth Telecommunica- 
tions, says the technology extends the 
interoffice WAN, including high-speed ser- 
vices such as video and image transport to 
the user at home. 

The single-line virtues of ISDN also 
extend to data-intensive applications such as 
on-line transaction processing, a traditional 
packet-switched application. Such applica- 
tions, most of which are at T-1 speeds or 
below, are ideal fora WAN/ISDN marriage, 
most agree. 

“Predominantly, data subscribers are stili 
at low speeds, 64 and 56 kb/s,” says Eve 
Aretakis, vice president of product line man- 
agement-switching at Siemens Stromberg- 
Carlson. “Traditional X.25 was cost-pro- 
hibitive. But with the way telcos are posi- 
tioning ISDN now, X.25 comes free of 
charge. The market is still there for 64 kb/s 
or less. The issue was cost of entry.” 

“We're seeing ISDN tariffs that are pretty 
attractive,” says Bruce Wootton, senior man- 

ager-market development of advanced data services at 
Northern Telecom. 

Northern Telecom is going so far as to assist tele- 
phone companies in creating tariffs that would encour- 
age users to go with ISDN for switched access to other 
WAN offerings, Wootton says. Such applications 
include ISDN offerings to individual remote locations 
such as a home or small office or an ISDN line that con- 
nects a modem pool in a large office to a frame relay 
port. 

And telcos can structure tariffs against private-line 
rates in various ways to take advantage of the LAN 








interconnection market. This would include dial-up, 
usage-sensitive tariffs vs. flat-rate tariffs. “In either of 
those cases,” says AT&T’s Schriftgiesser, “the ISDN call 
might be lower.” 


he irony in all this is that while ISDN withered on 

the telco vine for five years, frame relay was an 

instant hit—chiefly because it offered something 

that users felt ISDN lacked—a definite applica- 
tion. 

“With ISDN, there’s no application you have got to 
have,” says Tekelec’s Kocen. “Frame relay, on the other 
hand, provides an alternative to private lines.” 

“The services are complementary, although there’s 
some overlap,” says Aretakis. “More than one service 
can be suitable as the same solution, but generally they 
are complementary.” 

The ISDN D channel, offering 16-kb/s packet- 
switched data in basic rate and 64 kb/s in primary rate, 
lends itself particularly well to frame relay access. 

AT&T has worked with X.25 access to both frame 
relay and SMDS, Schriftgiesser says, treating it as a 
clear-channel connection in both cases. But he cautions 
that, even though X.25 access is technologically feasible, 
some interconnectivity questions remain. “I’m not sure 
how telcos would treat it as an access protocol, but it’s 
imminently doable—we've done it,” he says. 

And work with the D channel can pay off for both 
business users and consumers. “As [carriers] get more 
and more into information services they will use the D 
channel to offer electronic white pages and Minitel-like 
services,” suggests Kocen. “Narrowband ISDN is feeder, 
but it’s part of a hierarchy of bandwidth.” 

Most important, ISDN, especially PRI, follows 
through on frame relay’s bandwidth-on-demand con- 
cept, ostensibly becoming a frame relay port. Users, as in 
Tekelec’s example, can use ISDN to dial-up a digital line 
in 64-kb/s increments and completely avoid leased-line 
charges. “If [ISDN] tariffs are favorable, users wind up 
saving a lot of money,” says Bryan Long, product line 
manager at StrataCom. 

The tariff issue itself remains sticky as telephone com- 
panies try to price ISDN offerings at levels that will 
attract users. For many of the telcos, particularly the Bell 
regional holding companies, this means a new approach 
to pricing that encourages users to migrate to a service 
that offers a better cost-benefit equation than existing 
alternatives. 

Southwestern Bell ran aground with its first attempt 
at PRI pricing earlier this year. J.C. Penney Co. Inc., 
which has had considerable interest in ISDN since the 
technology’s introduction, rejected a PRI tariff from the 
St. Louis-based telco because it didn’t offer a substantial 
cost savings over existing private lines. 

More recently, J.C. Penney signed an $11.2-million 
telecommunications services contract with Southwestern 
Bell that includes PRI. Separately, J.C. Penney Business 
Services is using ISDN D channels for point-of-sale 
transaction processing. 

Although frame relay poses considerable promise as a 
narrowband ISDN driver, most feel that because cell 
relay services—particularly SMDS—are based on much 
higher speeds, they might already have eclipsed current 
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ISDN platforms. 
“Frame relay origi- 
nated from ISDN stan- 
dards. Both are based on 
the [high-level data link 
control] format, and from 
that stance ISDN can be an 
access method,” says Steve Star- 
liper, director of SMDS at Pacif- 
ic Bell and a member of the 
SMDS forum. “But SMDS is 
aligned with ATM standards 
and with broadband technolo- 
gy. You would not use nar- 
rowband ISDN as an SMDS 

access vehicle.” 

Schriftgiesser agrees. “If 
you want higher speeds,” 
he says, “you'll have some 
other fabric, like ATM.” 

Though the potential is 
good that frame relay will 
increase ISDN usage, work con- 
tinues on compatibility and | 
standards issues. ISDN connec- 
tivity may have fallen behind because of 
the perceived lack of enthusiasm—which 
events like TRIP ’92 are intended to counter. 

“There has been a lack of user interest in ISDN,” says 
Steve Sazegari, a data communications market analyst 
and consultant, “and vendors have put it on the back 
burner.” 


ut the technology should get a further boost from 

frame relay once vendors agree on how to provi- 

sion frame relay over switched virtual circuits 

(SVCs). These standards are not expected to be 
ironed out until 1993 or 1994. 

Since private virtual circuit (PVC) frame relay serves 
immediate user needs, the Frame Relay Forum wants to 
be sure any problems are sorted out with PVCs before 
proceeding to new flavors of service. 

“There isn’t the driving demand for frame relay SVCs 
that there is for PVCs,” says Long. “There are a lot of 
substitutes for SVC frame relay, including modems and 
Federal Express.” But Long adds that ISDN could be an 
ideal interface for both PVC and SVC frame relay, he 
adds. 

“Right now, frame relay supports PVCs only,” says 
Aretakis of Siemens Stromberg-Carlson. “Once SVCs 
become standardized, you'll get more adaptability. But 
it won't be a long-term issue.” 

Like most data connectivity services, many think ulti- 
mately ISDN—particularly as a gateway to WANs—will 
be one of many user options. Cost, speed and data 
requirements are the factors that will decide whether 
users will choose ISDN. 

“People want a wide range of options, primarily for 
speeds,” says Schriftgiesser. “They care ge 
about bandwidth—getting their data to 
where they want it to go.” 











Steven Titch is News Editor of Telephony. 


SIEMENS 


ISDN for 
both ends 
of the line. 


Siemens pioneered ISDN 

with the world’s first field trial in 
1983, ISDN branch exchanges 
in 1984 and the first commer- 
cial ISDN chip set. Today, 

two Siemens companies are 
leading the introduction of 
industry-standard ISDN-1 in 
North America. 


Siemens Stromberg-Carison 
is bringing telephone compa- 
nies and carriers fully compliant 
EWSD central offices, capable 
of switching ISDN and 
standard voice circuits simulta- 
neously. They combine ISDN 
with Centrex, CLASS and 
custom calling features. And 
ROLM, a Siemens Company, 
is Offering end users ISDN 
communication systems 

that incorporate applic- > 
ations with a variety of EL 
telephones and terminals. & 
All of these products make” 
possible a whole new 
generation of advanced 
communications services, 

such as the transmission of 
text and high resolution color 
images for joint editing applications. 


ISDN. Another example of 
Siemens Precision Thinking. 
At both ends of the line. 


For information on Siemens 

rison network products, 
Call - 373. For information on 
ROLM private communication systems, 
call 1-800-624-8999, ext. 235. For other 
Siemens technologies, write Box 
8008TEL, Trenton, NJ 08650 





WORKGROUP COMPUTING 


High demand for LAN experience 


CONTINUED FROM PAGE 47 


ert Half International, Inc. in San 
Francisco. 

eExperience. The old “you 
need a job to get experience and 
you need experience to get ajob” 
catch-22 holds true for LAN per- 
sonnel. IS managers moving crit- 
ical corporate applications to a 
LAN environment are seeking 
proven track records in the peo- 
ple they hire. 

“I’ve hired entry-level LAN 
people before, and I don’t think 
I'll do it again,” Sternfeld said. 
With seven domestic and four in- 
ternational offices to support, he 
said he needs people who can 
solve a problem and keep the sys- 
tem running withouta lot of hand- 
holding. 

One place that LAN novices 
can go to get experience is the 
testing laboratories of LAN ven- 
dors. “We hire a lot of recent col- 
lege graduates and entry-level 
people to work in our test labs,” 
said Bob Gohn, a product manag- 
er at Hauppauge, N.Y.-based net- 
work interface card vendor Stan- 
dard Microsystems, Inc. 


“Setting up servers, setting 
parameters, running tests and 
troubleshooting — these things 
may be boring to our experienced 
engineers, but they are exactly 
what LAN beginners need to 
learn. A lot of people start with 
vendors, then go to resellers and 
finally end up managing LANs for 
end users,” Gohn said. 

° Heterogeneous environment 

communications skills. LAN 
personnel who can install and 
maintain LAN-to-mainframe 
gateways, bridges and routers, 
and who understand wide-area 
networking and remote connec- 
tivity, are in demand. 

Mark Dodge, telecom depart- 
ment manager at United Parcel 
Service, Inc.’s Mahwah, N.J., cor- 
porate IS shop, said, “The people 
who really understand communi- 
cations between the LAN and oth- 
er systems are the ones who are 
hard to find. Experienced, taient- 
ed people in this field are rare — 
and expensive.” 
eBusiness understanding. 
Companies are looking for em- 


Certification helps 


eing a certified LAN expert can help you land a job 
sooner and at a substantially larger salary, according 
to recruiters. “Right now, Certified [Novell, Inc.] Net- 
Ware Engineers are in very high demand,” said Fred 
Whisser, manager of IS placement at Robert Halfs 
San Francisco office. “We have also had a couple of requests in 
the last year for Banyan-certified engineers.” He said he hasn't 
seen any demand for Microsoft Corp. LAN Manager-certified 


technicians. 


Mark Whitcomb, a recruiter in Robert Half’s Des Moines, 
Iowa, office, estimated that being a Certified NetWare Engineer 
(CNE) can add $5,000 annually to an employee’s starting salary. 

However, both employers and recruiters emphasized that 
certification programs, while helpful, were only one step to be- 
coming a LAN expert. “Sure, I'd like to see a Certified NetWare 
Engineer entry on someone’s resume,” said Donald Sternfeld, 
IS director at Morgan, Lewis, “but I’d be more impressed with 
down-in-the-trenches experience.” 

According to Novell, it has certified 16,000 NetWare engi- 
neers and is shipping CNE student kits at the rate of 20,000 a 
month. “Our figures tell us that 30% of the CNEs are in our sales 
channel; most of the other 70% are going into end-user sites, so 
there must be strong demand for CNEs on-site,” said Richard 
King, Novell’s vice president of service and support. 

Novell’s CNE course is offered at almost 700 NetWare Edu- 
cation Centers worldwide. Network experts can also get the stu- 
dent kit and take the CNE test at a NetWare Education Center. 

Novell also recently added two new NetWare certification 
levels: Certified NetWare Administrator, designed for nontech- 
nical personnel who must manage a LAN; and Enterprise CNE, 
which includes training in heterogeneous connectivity areas 
such as Transmission Control Protocol/Internet Protocol, the 
Unix Network File System, NetWare for Systems Application 
Architecture and network analyzers. 

Banyan also offers training and certification for its Vines net- 
work operating system. A three-day Certified Banyan Specialist 
course is offered at Banyan sales sites. A Certified Banyan Spe- 
cialist may then go on to complete a three-day Certified Banyan 
Engineer course offered at Banyan headquarters in Westboro, 


Mass. 


Microsoft offers training and certification on its LAN Man- 
ager network operating system through Microsoft University 
(MSU) in Redmond, Wash., and through authorized MSU train- 
ing centers. Trainees may choose from a five-day Network Ad- 
ministrators course or a five-day System Engineers course. 
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ployees who not only understand 
LANs but who also have experi- 
ence in their business area, 
whether it be retailing, health 
care, insurance or whatever. 

Joe McCarthy, IS manager at 
USG Annuity and Life in Des 
Moines, Iowa, noted that when 
he hired his LAN personnel, he 
was looking for people who un- 
derstood insurance, Cobol and 
LANs. “The business fit was im- 
portant to me, which is why it 
took a while to find the people,” 
he said. 

“Companies who come to us 
are very specific in their require- 
ments,” Whisser agreed. “!They 
want applicants with experience 
in their specific business [seg- 
ment] and their specific applica- 
tion environment.” 

The emphasis on a business fit 
may benefit applicants with many 
years of experience who are try- 
ing to make the move from main- 
frames to LANs. “If I got a candi- 
date who had just retrained 
himself on the LAN platform but 
who knew my business and my 


applications, Id certainly consid- 
er him,” Dodge said. 

Although highly trained LAN 
people may be in demand, their 
absence is not holding downsiz- 
ing projects back, according to IS 
planners, nor is it causing firms 
to outsource their LAN support. 

Instead, as soon as they estab- 
lish their downsizing timetable, 
most companies immediately be- 
gin retraining their people. 

According to Brian Biesecker, 
network manager at Reston, Va.- 
based Dynecorp, a facilities main- 
tenance company, “When people 
first downsize, they’re probably 
going to need some outside con- 
sultants’ expertise during the 
transition, like we did. But from 
then on, if they've trained their 
peopleright, their internal people 
should be able to handle any 
problems.” 

Scott agreed that outsourcing 
LAN support is not necessary if 
you have managed to find talent- 
ed LAN folks. “We have a very 
strong technical group in-house, 
and I'd rather depend on them 
than an outside firm. But you 
have to get that in-house expert 
team in place, and that can take 
some time.” 


Networld ’92: T-shirts, red 
tape, APPI, no piles of pate 


The casual atmosphere at Apple 
seems to be having a limbering, 
let-down-your-hair effect on busi- 
ness partner IBM. At a one-year 
birthday party update of the fam- 
ous alliance announcement, IBM 
executives brought forth a T- 
shirt that was designed 

shortly after the two ri- 

vals told the industry 

they were teaming up 

on such projects as en- 

terprise networking, 
multimedia and object-oriented 
system software. The T-shirt dis- 
played an adorable member of 
the porcine species sporting 
wings, with the caption “IBM and 
Apple: When pigs fly.” 

Needless to say, the media 
was sorely disappointed that the 
favors given out were conserva- 
tive black button-down T-shirts 
with a small birthday cake taste- 


| fully stitched near the shoulder 


instead of the clever Porky. 

And it seems the traditional 
IBM red tape is starting to lose 
even more of its stickiness, at 
least where Apple projects are 
concerned. “AppleIBM meet- 
ings are a helluva lot less bureau- 
cratic than those we have in- 
house,” said Ed Daniels, IBM’s 
LAN systems manager. 


Street corners near the conven- 
tion center featured people carry- 
ing large signs announcing that 
Jesus was returning and that the 
end of the world was coming on 
Oct. 28, 1992. However, there 
was no indication that the dead- 


| line was having any effect on 


COMPUTERWORLD 


product delivery schedules being 
discussed inside. 


Wellfleet declined Cisco’s invita- 
tion to join the Cisco-driven Ad- 
vanced Peer-to-Peer Internet- 
working vendor consortium, 
whose charter mem- 
bers (mostly Cisco busi- 
ness partners) were an- 
nounced last week. 
Wellfleet issued a 
statement that it be 
lieves the parallel development of 
APPN and APPI could confuse 
the industry, but it said it would 
support the protocol should it be- 
come a de facto industry stan- 
dard. 


IBM voiced similar opinions on 
APPI, although Don Haile, net- 
working systems director of IBM 
LAN Systems, said, “We don’t 
know that much about APPI yet. 
If it becomes eminently success- 
ful, we'll support it. But I don’t 
think it will.” IBM said it will take 
a more definitive stand on APPI 
at the Interop trade show this 
week. 


Food at this year’s vendor recep- 
tions leaned heavily toward eth- 
nic cuisine, primarily Chinese 
and Mexican. Gone are the sump- 
tuous slabs of smoked salmon 
and piles of pate that were the 
highlights of former Networlds. 
Vendors are either more health- 
conscious or more cost-con- 
scious than in former years. You 
decide. 


Dell, ALR 
answer 
Compaq 


BY MICHAEL FITZGERALD 


CW STAFF 


DALLAS — Networld 92 saw 
Dell Computer Corp. and Ad- 
vanced Logic Research, Inc. 
(ALR) respond to Compaq Com- 
puter Corp.’s recent server an- 
nouncements with new products 
and aggressive pricing. 

Austin, Texas-based Dell re- 
leased a $7,635 high-end server 
based on Intel Corp.’s 33/66- 
MHz I486DX2 processor and in- 
troduced the Dell SCSI Array 
(DSA), a new Small Computer 
Systems Interface (SCSI) drive 
array that it claimed will outper- 
form Compaq’s device by 80% to 


Dell said the DSA is its way of 
handling server I/O bottleneck. 
Dell said it performs as much as 
| 200% better than Dell’s current 
drive array product. DSA was de- 
signed to work with desktop serv- 
ers as well as tower models. Dell 
said it will pursue OEM deals for 
the $3,255 product. 


Claims disputed 

Dell’s performance claims drew a 
strong rebuttal from Compaq, 
which charged that Dell com- 
pared its products to Compaq’s 
Intelligent Drive Array-driven 
servers, instead ofits new servers 
that will use Fast SCSI-2. 

Dell also released the EMS 
753, a drive cabinet that supports 
up to 14G bytes of storage. The 
base cost is $5,999 with 1.3G 
bytes of storage. 

Users reacted favorably to 
Dell’s new systems. 

“] like the pricing a lot, and it 
sounds like pretty good stuff,” 
said Michael Stonecipher, office 
systems manager at United Mis- 
souri Bank in Kansas City. Stone- 
cipher said he was less interested 
in the storage devices. “We ha- 
ven’t seen a real application for 
drive arrays,” he said, adding that 
using distributed servers and 
practicing good backup habits 
seemed to take care of the needs 
at his shop. 

ALR, meanwhile, undercut 
Compaq on the pricing end, re- 
leasing a new line of servers. The 
18member ProVEISA line will 
start at $2,495 for a server with a 
33-MHz I486DX chip and 4M 








bytes of random-access memory. 
The ProVEISA line replaces the 
PowerPro server family and 
comes in single- and dual-proces- 
sor configurations. 

ALR, based in Irvine, Calif., al- 
so unveiled a proprietary disk 
controller, Multus, that performs 
comparably to SCSI but costs 
less, according to ALR. However, 
Multus will support only 4G bytes 
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IBM opens multivendor servic 


BY MARYFRAN JOHNSON 
CW STAFF 
DALLAS — IBM last week 
opened its U.S. Open Systems 
Center, vowing to concentrate 
more service and support offer- 
ings on customers who need help 


WORKGROUP COMPUTING 


integrating multivendor hard- 
ware and software environments. 

Mark Morin, assistant general 
manager of software marketing 
atIBM U.S., said the 120-member 
staff at the national center ex- 
pects to work with roughly 100 
large customers in the first year 


of operation, at fees to be negoti- 
ated by the job involved. 

The new center will be aneigh- 
bor of IBM’s Dallas-based Sup- 
port Facility and National Soft- 
ware Systems Center. It will have 
access to resources at other IBM 
labs specializing in networking, 


e center 


benchmark testing and applica- 
tion development. The center will 
offer prototyping services across 
multiple vendor platforms, and 
special briefings on subjects such 
as methods for building distribut- 
ed client/server applications. 
“What IBM is doing is really 





It's been a very difficult and confusing couple of 
years for Xbase developers. Filled with uncertainty 
and doubt about the future. At times, some ques- 
tioned whether Xbase even had a future. 


But those days are over 


With the resources, experience and support of 
the world’s leading database company behind it, 
and with the combined technological wealth of 
CA-Clipper? CA-dBFast™ and Computer Associates, 
the future of Xbase has never looked brighter. 


Millions Of Clipper, dBASE, Fox And 
CA-dBFast Developers Head For 
The Next Generation Xbase System. 


To build the Xbase system of the future, we've added 
CA's visual tool and client-server technology to 


CA-dBFast 


Nantucket's next generation Xbase project. 
This new system will provide a fully object-oriented 


Xbase language, native code compiler, an IDE (Inte- 


grated Development Environment) and both DBF 
style and client-server database support 


It will support Windows, Windows NT, OS/2 and 


UNIX. The complete product will be demonstrated 
at Fall Comdex and available for beta testing in the 
fourth quarter of 1992 


Go GUI Today With CA-dBFast 
Or Go The DOS Route With 
OOP Via Clipper 5.0. 


There are two migration paths to 
this ultimate Xbase system: The 
OOP (Object-Oriented 


Attention All dBASE IV Developers: Your 
CA-Clipper/Compiler Kit Has Arrived. 


After four years, the compiler kit you've been waiting for has arrived. 
Introducing new CA-Clipper/Compiler Kit For dBASE 


IV. The easiest, quickest way in the world to compile 


a dBASE IV application. 


All it takes is three easy steps. And in just min- 


CA-Cippe:7Compiler Kit 
For GBASE IV 


utes, you can turn most dBASE IV programs into 
faster running, higher performance programs. 
The new CA-Clipper/Compiler Kit For dBASE IV 
provides compatibility and database interoperability 
with most dBASE IV applications. The Kit is imple- 
mented using the open architecture of CA-Clipper, 
including the preprocessor, the Extend System and the RDDs. 


Secure Your Future When You Team Up With The 
World's Leading Database Software Company. 


Much more than just a PC software company, CA is the world’s leading data- 
base software company. CA software is used in over 70 countries around 
the world by more than 10 million users including over 90% of the Fortune 
500. From mainframe to midrange to microcomputers, CA database soft 
ware runs on more platforms, more operating systems, and handies more 
mission-critical applications than any other software in the world. 


For Information On CA-Clipper, 
CA-dBFast And A Statement of Direction: 
Call 1-800 CALL CAI. 


To get the complete story on The Future Of Xbase, call 


ia 
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for this special 30-page statement of 
direction. It contains an Executive 


usability testing, to convince peo- 
ple the products really work and 
to watch AIX do its stuff,” said 
Gary Donnelly, director of mem- 
bership and business develop- 
ment at the National Information 
Technology Center (NITC) in 
Rockville, Md. The NITC — a 6- 
month-old consortium oflarge in- 
formation systems shops in aca- 
demia, government and industry 
— does similar product testing in 
end-user environments. 

“This shows that a lot of users 


HAT IBM 

IS doing is 

really usa- 
bility testing, to 
convince people the 
products really work.” 


GARY DONNELLY 
NITC 


are becoming less enchanted 
with technology and really want 
to see it working,” Donnelly add- 
ed. “The problem with seeing 
products at trade shows is that 
the stuff is all scattered around. 
No one pulls it all together.” 

The sheer compiexity of 
mixed environments is escalat- 





ing customer need for this kind 
of help, said William H. Ander- 
son, chief information officer at 
Prudential Securities, Inc. in New 
York, one of IBM’s largest com- 
mercial RISC System/6000 sites. 

“Whether you're integrating - 
OS/2 with the Unix world or with 
the AS/400, all this stuffultimate- 
ly ends up having to be integrated 
into a system supporting users,” 
Anderson said. 

IBM officials said they hope 
the center will convince doubters 
of the sincerity of their commit- 
ment to open systems. 

“The idea of the open systems 
center isn’t to convert everyone 
to IBM,” said Morin, who recent- 
ly served as IBM vice president 
of image solutions. “Clearly, we 
have a lot of knowledge of our 
own products, but what we really 
want to do is solve problems on 
what the customers’ needs are.” 

Some areas of the country al- 
ready have service centers dedi- 
cated to IBM’s Unix-based 
RS/6000 and AIX operating sys- 
tem, but this national center will 
focus strictly on “the multi-inte- 


gration aspect of open systems,” 
Morin said. 


COMPUTERWORLD 


F Bigelie Summary as well as an in-depth discus- 
y sion of Xbase in the 90s, CA's Open and 
i Client-Server Architectures, Integrated 
Development Environment, Xbase 
migration plans and 
end-user tools. 
Call for your copy 
today. And find out why the future of 
Xbase will lead you right to CA. 


Programming) path of CA-Clipper 
and the GUI (Graphicai User 
Interface) path of CA-dBFast with 
Windows support 

Both paths will provide immedi- 
ate benefits and will protect and 
leverage the substantial invest 
ments you've made in Xbase. 


1-800 CALL CAI. dBASE and dBASE IV are registered trademarks of Borland International, Inc 


508 879-4700 
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Your existing applications — 
many of them 15 to 20 years 
old — have undergone so 
many alterations that their 
logic may be nearly 
impossible to figure out. 
You’re left with a tangle of 
modifications, revisions, 
changes, and a jumble of 
application code that has 
grown increasingly larger 
and more complex. 

You need to reengineer 


your way out of the 


APPLICATION JUNGLE. 
You need Digital’s 
COHESION Solution. 


wo elements are critical for successful 
reengineering. They are services, 
provided by Digital’s Application 
Reengineering and Migration (ARAM) 
Services — and technology, provided 
by Digital’s COHESION Solution. 
These elements address all your application 
development needs in a standards-based, 
structured environment, and help you elimi- 
nate compatibility problems in the future. 
When you utilize our COHESION 
Solution, your analysis and redesign of existing 
applications is simplified by evaluation tools 
that automatically scan and outline existing 
application functions, and help you reevaluate 


Ribdesion them fof oe — 
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‘Steps to Get You Ready 


The reengineering process is a logical, 

six-step approach that includes: 

* Assessing your application portfolio 

* Understanding and redocumenting 
existing code 

= Instituting regression testing 

= Implementing the CDD/Repository 
for reusability 

* Linking or augmenting existing 
applications on a client/server basis 

® Building new distributable applications 
based on the CDD/Repository information 
gained from existing applications. 

All six steps rely on the COHESION family 
of tools. These tools span the entire software 
development cycle, from analysis and design, 
to project management, to documentation — 
and include communication tools that can be 
used throughout the development process. In 
addition, since certain types of sufiware 
development require more tightly integrated 
environments than others, COHESION tools 
can be integrated to the degree that best 
meets your needs. 


CDD/Repository: 

Key Support for Reengineering 

The CDD/Repository is the integrating 
factor for the products and reengineering 
procedures used in the COHESION environ- 
ment. Simply put, the CDD/Repository 
collects information about existing systems, 
manages the process of change to these 
systems, and provides the information 
base to guide new development. The 
CDD/Repository supports the entire process 
of reengineering — from “reverse engineering” 
or evaluation of the existing applicaurom, to 
“forward engineering’jgy re-implemé: 
This.support benefits ¢ ¢ application i- 
neering, process by: \ i 3), fi 
. Reducing data re duidlipgy 
* Increasiag consistency 
* Increasing tool integration, ” 


* Promoting high eee software % 
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The comprehensive and flexible nature of 
the CDD/Repository offers you the degree of 
data integration you require, with a choice of 
tools appropriate to your development needs. 


Application Browser Serves as Your Guide 
The COHESION Solution for Maintenance 
and Reengineering includes a powerful 
product for automating the analysis of existing 
applications — helping you dramatically 
reduce the time required to understand 
control and data flow relationships. 
This product is a reverse-engineering 
tool called Application Browser from 
Hypersoft Corporation. 

Application Browser automatically ana- 
lyzes COBOL applications and provides you 
with both graphic and text modules of the 
application's control logic 
and data structures. 
Once these modules are 
completed, you are free 
to navigate through*each 
module interactively, to 
identify areas needing 
changes, and tovanalyze 
the impact of changes 
quickly. These differing 
views serve as an interac- 
tive road map + helping to guide you 
through your application quickly and easily. 


DECset Tools Complement Application Browser 
The tools contained within DECset — 
including the Source Code Analyzer (SCA) 
and the Language Sensitive Editor (LSE) — 
work in conjunction with Application 
Browser. You can use SCA to sort out the 
complexities of a large application by making 
queries about the symbols used in the source 
code. LSE offers you interactive edit capa- 
bilities, integrated access to SCA for cross- 
referencing, and language-specific source 


codg templates. 
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Our COHESION 
Solution serves as 
your map through the 
application jungle - 
enabling you to leasily - 
redesign existing 
applications... | 


Redesign with DECdesign ' 
DECdesign helps you avoid “ starting’ 
scratch” when redesigning your i 
by enabling you to utilize in 
Application Browser. This tool allows’ you to 
see and modify not only the data, but the 
application’s structure and source code as 
well. The benefit? You can work with the 
physical design of the application — rather 
than bits and pieces of the application — to 
modify or reengineer it to accommodate 
new computing paradigms, including 
client/server platforms, object-oriented tech- 
niques, or new technology, such as Alpha. 


ARAM Services Offer a Wide Range of Support 
Digital’s ARAM Services can help you pave a 
clear path through the application jungle. 

We provide a full range 

of .services — from 

stfategic business process 
reengineering, to applica- 
tion asSessment and 

Tedesign, through to re- 

implementation. In addi- 

\tion,..our consulting, 

“training, and implemen- 

tatiOn services supple- 
~ ‘ment your staff's existing 
expertise. 

Plus, your reengineering success is ensured 
by our own successful experience. After all, 
not only do we provide you with a solution, 
but we also use it ourselves. Application 
Browser, DECdesign, the CDD/Repository, 
and DECset are all a part of Digital’s own 
application reengineering strategy. 

Learn More at a COHESION Seminar 

Inquire today aboupigSeminar i in your 
area on Digital’s COHESION Solution for 
Maintenance and Reengineering. 

For information, call -DIGITAL 


(800-344-4825), press ws ead Helgrener } 
ext. COHESION. 
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With Digital’s COHESION 
Solution, you don’t have 
to “start from scratch” 
when reengineering 
existing COBOL-source 
applications. Tools such 
as Application Browser 
and DECdesign let you 
reuse — and ultimately 
reengineer — existing 
code to accommodate 


new technology. “""% 


PHONE IN THE LEASE, FORGET THE PAPERWORK 
Via Digitals DESKTOP DIRECT Leasing Program 


ou may already be familiar with 
the many advantages offered 
through Digital’s leasing pro- 
gram. Your decision to lease 
rather than own: 
* Helps you maintain adequate working 
capital levels 
® Protects you against the risk of technological 
obsolescence 
* Allows you to upgrade in your own 
time frame 
* Provides you with a convenient and flexible 
way to acquire today’s technology. 

In addition, leasing affords you no down 
payment. You can put advanced computing 
technology to work for you right away — 
and at the same time protect and maintain 
your cash flow by making predictable 
monthly payments. All in all, leasing helps 
you keep pace with the latest technological 


developments without the usual investment 


risks. 


Leasing: Even Better by Phone 


With all these advantages, how could the 
process of leasing get better? The answer is 
one phone call away. 

Our DESKTOP DIRECT Leasing Program 
allows you to arrange a lease of up to 
$25,000 worth of equipment — without so 
much as signing a paper. The entire leasing 
agreement can be handled quickly and 
conveniently over the phone. Of course, for 
any lease over that amount, we simply send 
you lease documentation to sign and return 
prior to the processing of your order. 

One major benefit to leasing over the 
phone? All the features of DESKTOP DIRECT 
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are at your disposal. Whether you opt to 

lease or buy items from the DESKTOP DIRECT 

catalog, you get: 

= A full year of free on-site service 
(fast Return-to-Factory Service for 
DECpc Notebooks) 

® Technical support 

= Free shipping 

* One-stop shopping for all your personal 
computing needs, such as hardware, 
software accessories, and an array of 
services, including installation, insurance, 
training, and more. 


on DESKTOP DIRECT Leasing 


Q. How do I qualify for a DESKTOP 
DIRECT lease? 

A. Call 800-722-9332 and speak with 
a DESKTOP DIRECT technical repre- 
sentative, who will ask you some simple 
questions and then coordinate the 
approval process. You will be notified 
upon approval. 

Q. What lease terms are available? 


A. Two-, three-, and four-year lease 


Q, What equipment can I include 

in the lease? 

A. As long as a DECpc is included in 

the order, your lease can include any item 
found in the DESKTOP DIRECT catalog. 
These items include peripherals, options, 
application software, warranty options, 
and more. 


DIRECT ANSWERS 


Plus, once you choose to lease, that lease 
can be customized to suit your needs in 
terms of upgrade opportunities, end-of-lease 
options, and length of term. Finally, no 
matter how your lease is structured, you get 
DESKTOP DIRECT’s 30-day money-back 
guarantee. 


For more information on Digital’s 
DESKTOP DIRECT Leasing Program, 
call 800-PC BY DEC (800-722-9332), 
Monday through Friday, 8:30 a.m. 

to 8 p.m. 


Q. When do my payments start? 
A. You will receive your first monthly 
invoice within days of receipt of your 
system. No down payment is required. 
Q. What are my options at the end 
of the lease? 
A. You have three options: 
* You can return all the equipment to 
Digital (except application software) 
* You can renew the lease on a 
month-to-month basis 
* You can buy the system for its 
Fair Market Value. 
Q. Who can take advantage of the 
DESKTOP DIRECT Leasing Program? 
A. The DESKTOP DIRECT Leasing 
Program is available to commercial 
customers, nonprofit organizations, 
public and private schools, and state 
and local governments. 


DECtouch: Screen input at the 
Touch of a Finger 

Imagine adding touch 
screen capabilities to your 


size. Digital’s DECtouch makes these 
capabilites real by bringing the simplicity 
of touch input to any 12- to 19-inch 

A low-cost, low-profile device that fits 
easy-to-use interface for many computer 
finger or any other stylus you prefer. In 
fact, DECtouch is installable under MS 
Windows as a pointing device. It is also 
built-in device emulation for two of the 
more popular protocols, 

Not only is DECtouch easy to use, but 
it also takes just minutes to install — 
with no manufacturer's integration 
required. When it’s time to replace your 
old monitor, just place the new one on the 
DECtouch base, run the calibration rou- 


_tine, and let the internal force measure- 


ment sensors do the rest. 

DECtouch offers timely solutions for 
healthcare, retail, and manufacturing 
industries, plus any industry utilizing 
computer-based interactive training and 











igital’s Alpha Seed Unit Program is 

the next step in our effort to make 

leading software applications avail- 

able to a broad base of industries. It 

involves the large-scale distribution 
of quality Alpha seed units to application 
suppliers throughout the world. By 
December of this year, thousands of indus- 
try-leading developers will not only have 
Alpha units in their shops, but they will also 
have the field test software and tools needed 
to successfully port applications — applica- 
tions focusing on the OpenVMS, OSF/1, 
and Windows NT environments. 


Concurrent Engineering Approach 
In order to facilitate timely and successful 
Alpha application development, Digital has 
sought input from industry developers from 
the start — beginning with initial Alpha 
product design and including the design of 
prototype Alpha systems, application migra- 
tion tools, and development software. 

The success of Digital’s early migration 
efforts — giving our leading partners the 
opportunity to work with prototype hard- 





Digital’s 





ware and migration software — was evi- 
denced by the 24 working applications dis- 
played at DECWORLD ’92, including: 
* EMS/ABB Systems Control Company 
* CADRA III/Adra Systems 
* MANMANAASK Computer Systems 
* MIMI/Chesapeake Decision Sciences 
* PowerHouse/Cognos 
* HABITAT/ESCA Corporation 
® FIDAP/FLUID DYNAMICS INT. 
® ABAQUS/Hibbitt, Karlsson & Sorensen 
® FOCUS/Information Builders 
* ANVIL/Manufacturing & Consulting Systems 
® EUCLID/Matra-Datavision 
* RDBMS/SQL/Oracle Corporation 
® Pro/ENGINEER/Parametric Technology Corporation 
* S/36 Transpiler/The Parkside Organization 
® Arbor Logic/Pattern Recognition Systems 
* Ultra Planner/Productivity Solutions 
* PROMIS/Promis Systems Corporation 
* General Ledger/Ross Systems 
® SAS System/SAS Institute 
® ANSYS/Swanson Analysis Systems 
® SYBASE/SQL/ Sybase 
® UniData/Unidata 
® WORK VIEW/ ViewLogic Systems 
* WIN/TCP/The Wollongong Group. 
Since DECWORLD ’92, 34 Application 
Migration Centers (AMCs) — staffed with 
trained migration service personnel and 


New Software Capabilities 


Get the Alpha BOOST 


You can run ae applications that use 
emerging technologies — like multimedia, 
objectoriented programming, and inter- 
active video — on today’s workstations 
or personal computers. But it is Digital’s 
Alpha technology that will make these 
applications fly seamlessly, while maxi- 
mizing their performance capabilities. 
Alpha will play a significant role in 
enhancing applications, providing complex 
problem-solving capabilities, and making 
sophisticated tools available to a broad 
bose of industries. For example: 


@ Healthcare Industry 

Alpha technology will significantly 
enhance image resolution — allowing 
X-rays, MRls, and CAT scans to be digitized 
and sent over a network. Physicians located 
in different parts of the world could then 
consult on a patient’s condition quickly 
and with more diagnostic accuracy. 


@ Insurance Industry 

it can take weeks for companies to 
complete today’s actuarial analysis. With 
Alpha, an insurance analyst will be able to 
bring whole databases into virtual and real 


memory at once. Alpha will allow analysts ; 


to study more complex data in significantly 
less time. 


¢ Pharmaceutical Industry 

Today, there are problems that are uniquely 
difficult to solve due to system constraints. 
For instance, pharmaceutical research and 
drug development involves the study of 
molecular structures. However, current 
compute power limits scientists in their 
attempts to model more complex molecules 
over longer periods of time. Alpha tech- 
nology will eliminate these constraints — 
enabling scientists to draw more precise 
solutions, and enabling pharmaceutical 
companies to reduce research and 
development time. 


Alph A »plications: 
SON TIME I a 5PE AEN? 





TARGET 


Alpha systems, software, and porting tools — 
have helped to increase the number of appli- 
cations being ported to Alpha. Finally, it is 
the Seed Unit Program that will boost 
application development from an initial 
















































Our current line of Intel-based PCs and 
new line of Alpha PCs — coupled with a 
growing partnership with Microsoft 
Corporation — allows Digital to become 
your leading supplier for Windows NT 
solutions. In addition, Digital is planning a full 
suite of layered products for Windows NT, 
including PATHWORKS, eXcursion, Desktop 
ACMS, and DECmessageQ. 

Digital’s line of 


focus to a large-scale, broad-based operation. 
What does all this mean for your business? 
Your company can plan today for industry- 
leading Alpha appli- 


cations that are real 0 date, more than 800 software Alpha PCs will. give 
and ‘on schedule. you the power of a 
What’s New for developers have committed to and super computer running 
Windows NT? Windows NT appli- 


You can’t talk about 
Windows NT without 
mentioning Digital’s 


cations — right at 
This 


capability will allow 


are porting more than 1,400 applications 
t0 Alpha. Bet the applicatinas drive 


your desktop. 


up-and-coming line * ston th Disa : Alpha to become the 
of Alpha personal d t Zs ” platform that drives 
computers — a pro- targeting thousands of developers sa all Windows NT into the 
totype of which will future. 

beeing 5 oa9:- major industries. Free Applications 
cations at COMDEX, Listing Available 


Nov. 16—20, in Las Vegas. a 
eg hea A a To get your FREE copy of the Alpha- 


“Wall of Fame” — a list of third- 
party Digital partners who have commit- 
ted to migrate their product(s) to Alpha 
— call 800-DEC-INFO (800-332-4636) 


and reference ext. 40. 


These PCs will allow you to run existing 
Intel-based Windows 16, and DOS applica- 
tions — along with Windows 32 native 
applications — unmodified on Alpha. 
In fact, because the implementations for 
Windows NT for Alpha and for Intel are the 


same, migration from one version of NT to 


ready 


another is an easy process. 


Developers Are Talking about Alpha 
(and the News Is Good) 
Pushing the Boundaries 


“We're really pushing, at many customer sites, the boundaries of existing mid-range machines and 
their power. Alpha really resets those boundaries. I think it’s going to make a very significant 
diffe » 


Mike Potter, CEO 

Cognos, Inc. 

Porting Is Easy 

“In most respects, it’s fair to say that the port from the OpenVMS to the Alpha VMS environment 
has been one of the easiest. The software development tool set for Alpha is extremely rich and 
extremely powerful.” 

Tom Cole, Manager of VMS Development 

SAS Computers 

Offering the Highest Computing Performance 

“Cray Research has been dedicated to designing the most powerful computational tools there are. 
Our objective was to find a platform or computational device that we could put into the machine 
to provide the highest computational performance there is. We believe Alpha does that.” 

John Rollwagen, Chairman and CEO 

Cray Rassorch 

Delivering the Promise of Imaging 

“A typical system that does image analysis today will grab probably 30 to 60 frames of image per 
second. That means the time it takes to process each frame has to be extremely fast. The Alpha 
chip will be able to support those types of applications — where it grabs the data, analyzes it, 
makes a decision, and performs some operation within a 30th or a 60th of a second. That has, 
for the most part, not been possible with commercially available processors.” 

Allen Cunningham, Engineer 

Aeon Systems 


Digital’s PrintServer 32 


Expanding Our Leadership in Network Printing 


uilding upon Digital’s depart- 
mental printer leadership, the 
PrintServer 32 increases the 
throughput offered by most other 
departmental printers — and can be 
managed right from your desktop. A power- 
ful alternative to costly dedicated printer 
solutions, the PrintServer 32: 
# Prints up to 32 pages per minute 
« Offers ideal migration from centralized to 
distributed printing environments 
= Supports the DECnet and TCP/IP protocols 
simultaneously 
# Provides printing support for OpenVMS, 
ULTRIX, UNIX, DOS, Apple Macintosh, 
and OS/2 platforms 
# Allows you to specify N-Up, duplex, paper 
size selection, and input and output trays 
# Features built-in security features, such as 
password protection for system managers. 
The versatile PrintServer 32 is ideal for 
departments with a variety of printing 
requirements. It can handle plain paper, 
transparencies, or corporate letterheads — 
and can even “tell” you when your print jobs 
are ready. In addition, the PrintServer 32 
allows for duplex printing (printing on both 
sides of a page) and number-up printing, 
enabling you to specify the number of page 
images printed on each side of the page. 


Full Control for Systems Managers and Users 
The PrintServer 32 hands you control. As a 
systems manager, you have full control over 
all the departmental printers in your organi- 
zation. As a user, you have full control of 
your own print jobs. 

You can easily load the PrintServer 32 
with resources such as PostScript logos, letter- 
heads, forms, and soft fonts — eliminating 


Digital’s PrintServer 32 has more performance — 
at 150,000 pages/month — and more features 
— like the ability to print on recycled paper — 
than most departmental printers. 


the need to purchase preprinted material and lowering the overall cost 
of printing. The PrintServer 32 can also ease administrative tasks by 
allowing you to: 
® Track, monitor, and bill for PrintServer usage 
# Allow only authorized users access to the system 
* Set printer defaults from anywhere on the network 
= Change printer and queue setups 
= Re-queue jobs to different printers 
* Retain queues until jobs are “actually” completed. 

Digital’s PrintServer 32 puts the control in your hands by offering 
centralized accounting and access control. Most important, you can 
diagnose printer problems remotely — from anywhere on the network. 


For more information on Digital’s PrintServer 32, 
call 800-DIGITAL (800-344-4825), press 2, 
and request literature #EC-F 1983-56. 


UNIX Systems Can Take Advantage 
of Digital Print Power 


UNDERSTANDING 
THE POWER OF CBR 


“Content-Based Retrieval Systems: A Market and 
Technology Overview” — a White Paper coauthored 
by Digital and Delphi Consulting Group — offers you 
an in-depth look at the power of Content-Based 
Retrieval (CBR) technology and the booming market. 
Plus, a comprehensive view of Digital’s CBR solutions 
portfolio. 


CBR is an electronic document management “search/access” technology 
that allows you to find information based on textual content or 
description (such as words, phrases, concepts) — without needing to 
know who created the information, when it was created, or where it’s 
located on the network. 

Of paramount importance to the CBR selection process is the 
choice of a system and platform that support and promote open 
architecture solutions. Digital offers such an infrastructure and 
provides an environment that supports many industry-leading CBR 
solutions. Equally important is Digital’s established perspective and 
strategy for document management. 

In an effort to provide you with up-to-date information and a 
better understanding of the growing CBR market and evolving CBR 
technology, we have teamed with Delphi Consulting Group in 
developing a White Paper titled “Content-Based Retrieval Systems: 
A Market and Technology Overview.” 

In it, you'll find a discussion of the CBR market and technology 
directions, Digital’s CBR solutions portfolio, and Document 
Management Solutions Strategy — plus an appendix of Digital’s CBR 
product overviews, Digital’s Complementary Solutions Organization 
(CSO) applications, and other CBR solutions that run on Digital 
platforms. 

Delphi Consulting Group, recognized as one of the most qualified 
consultants in the industry, is the leader in seminars, research, 
publications, and consulting for EDMS, including CBR, imaging, 
multimedia, and workflow. As a joint developer of the CBR White 
Paper, Delphi Consulting Group offers you a clear understanding of 
the benefits and applications of CBR technology — an understanding 
that will help you make better, more informed business decisions. 


A Wide Range of CBR Solutions 


A White Paper segment on Digital’s CBR Solutions Portfolio includes 
discussion of Digital’s CBR offerings, such as: 


® ALL-IN-1/TRS 
* Team Document Library (TDL) Solution from Digital and 
= VTX Text Retrieval System (VTR). 
In addition, detailed information is offered on third-party CBR 
products running on Digital platforms, including: 
* BASISplus from Information Dimensions, Inc. (IDI) 
* GESCAN from GESCAN International, Inc. 


» Pixlex/EFS from Excalibur Technologies Corporation 
= TOPIC and TOPIC Real-Time from Verity Inc. 


CBR and Digital Architecture: A Perfect Match 

According to a 1992 Delphi Consulting Group survey, respondents 
ranked client/server architecture and multi-platform availability as the 
two most important CBR functionalities. In other words, companies 
are looking for scalable solutions — capable of running in several 
tiers and across platforms — seamlessly and transparently. 

With its ongoing commitment to open systems, evidenced in 
architectural components such as Network Application Support 
(NAS) and Compound Document Architecture (CDA), Digital’s 
environment is ideal for maximizing the capabilities of CBR solutions. 


‘To get your FREE copy of the Digital/Delphi Consulting 
Group CBR White Paper, call 800-DIGITAL (800-344-4825), 
press 2, and reference ext. 64C. 


« Features easy-to-use default settings 


rintServer Software for SPARC Systems Version 
= 4.1, enables SPARC and Sun4 systems to access 

Digital’s powerful, high-speed PostScript laser 
printers — without the need for other Digital hardware 
on site. Easy to load, the PrintServer Software for 
SPARC Systems V4.1: 


# Installs without requiring modifications 
to existing system programs. 

Our PrintServer Software provides you with remote 
monitoring of job and printer status from a UNIX sys- 
tem, plus simultaneous support for both TCP/IP and 
DECnet. What's more, it automatically loads soft fonts, 
soft forms, and other PostScript resources as permanent 
printer capabilities. 


* Reduces downtime by connecting directly to 
Ethernet networks 

* Offers 29 resident PostScript typefaces from 
Adobe Systems, Inc. For more information on Digital’s PrintServer 

Software for SPARC Systems V4.1, call 800-DIGITAL 

(800-344-4825), press 2, and request literature 

#EC-F1564-56. 


® Allows the printing of multiple page images 
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ms Inc. SPARC and Sun are registered trademarks of Sun Microsystems. UNIX is a registered trademark of UNIX System Laboratories, Inc. Listed prices are U.S. 





_WORKGROUP COMPUTING 


NEW PRODUCTS 


Workgroup software 
applications 


PaperClip Imaging Software, Inc. has up- 
graded PaperClip 2.0, its document im- 
age/management software. 

Also included in this release is Paper- 
Mover, arules-based, work-flow processor 
that automates PaperClip functions such 
as creating, deleting, updating and routing 
documents and folders, the company re- 
ported. Support for Intelligent Character 
Recognition has been added, and Paper- 
Clip 2.0hasthe ability to connectto Novell, 
Inc. wide-area networks. To optimize stor- 
age of documents to either the image serv- 
er or network file server, the product uses 
dual magnetic/optical file systems. 

PaperClip 2.0 prices range from $1,995 
to $10,850. 

PaperClip Software 

1 University Plaza 
Hackensack, N.J.07601 
(201) 487-3503 


Modems 


Racal-Datacom, Inc. has announced the 
Racal-Datacom ALM 3226 fax-cellular-data 
modem. The product was designed for lap- 
tops and PCs and can handle data requir- 
ing speeds of 75 bit/sec. to 14.4K bit/sec. 

Features for the modem include V.42 
error correction and V.42 bis compression 
for asynchronous data transmission for up 
to 57.6K bit/sec., Microcom Networking 
Protocol-10 error correction protocol for 
cellular data transmission and fax Group 3 
Class 1 and 2 data transmission over a stan- 
dard or cellular telephone line. 

The product costs $750. 

Racal-Datacom 
1601 North Harrison Pkwy. 
Sunrise, Fla. 33323 
(305) 846-1601 


LAN hardware 


Interphase Corp. announced a line of net- 
working and storage interface adapters. 

The adapters work with high-end sys- 
tems that use an industry-standard archi- 
tecture called VME64 bus for data han- 
dling. The V/FDDI 5211 Peregrine-II 
network adapter connects systems to 
100M bit/sec. Fiber Distributed Data In- 
terface fiber-optic networks. 

The V/Ethernet 4221 Condor network 
adapter provides up to four Ethernet net- 
work connections. The 16bit, 20M 
byte/sec. Fast and Wide Small Computer 
Systems Interface (SCSI)-2 Daughtercard 
for the V/SCSI-2 4220 Cougar adapter se- 
ries provides data exchange. 

Prices range from $595 to $5,995. 
Interphase 
13800 Senlac 
Dallas, Texas 75234 
(214)919-9000 


RECRUITING 
TALENT FOR 
SOUTHERN 
CALIFORNIA? 


Wester Edition when Computerworld’s 


800 343-6474 ext. 201 
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Digital Products, Inc. has released Sprint- 
Talk/25T. 

SprintTalk/25T is the first high-perfor- 
mance print server that allows Apple Com- 
puter, Inc. LocalTalk printers and periph- 
erals to be connected to industry-standard 
802.5 Token Ring networks, according to 
the company. 

The product provides Apple Macintosh 
users with access to LocalTalk printers 
and devices on any 4/16M-byte Token 
Ring network without needing a dedicated 
Macintosh or router. 

Support for up to eight LocalTalk-com- 
patible printers is provided. Sprint- 
Talk/25T has capabilities similar to a rout- 
er, enabling it to support other LocalTalk 


CONFIGURED 


THE COST OF 
CONFIGURING 
MAY BE MORE 
THAN YOU’RE 
FIGURING. 


devices such as modems. 
SprintTalk/25T costs $1,095. 

Digital Products 

411 Waverly Oaks Road 

Waltham, Mass. 02154 

(617) 647-1234 


Maynard Electronics has introduced the 
MaynStream 10L-HS system. 

The product is a high-capacity tape 
backup autoloader that can be used for 
“lights out” operation in Novell, Inc. net- 
works. 

It consists of a 50G-byte 8mm tape auto- 
loader system that has one 5G-byte tape 
drive, XT/AT bus/Extended Industry 
Standard Architecture, IBM Personal Sys- 
tem/2 Micro Channel Architecture con- 
troller cards, MaynStream Autoloader 


NetWare Loadable Module (NLM) soft- 
ware and a fully loaded 10-cartridge tape 
magazine. 

An integral robotic device automatical- 
ly loads and unloads the individual car- 
tridges, which allows users to schedule up 
to 50G bytes of independent backup and 
restore operations. 

According to the company, the random- 
access capabilities of the product are used 
with MaynStream NLM Autoloader soft- 
ware, allowing users to rapidly select data 
and start restoring files in minutes. 

The MaynStream 10L-HS 
$18,995. 

Maynard Electronics 
36 Skyline Drive 

Lake Mary, Fla. 32746 
(407) 263-3500 


costs 


CONFIGURED 


Intergraph workstations are configured to handle real-world 


applications straight out of the box. 


If you're not buying Intergraph, then you're buying pieces of 


workstations: a color monitor, a disk, a mouse, and more memory. 


Then figure in the cost of application integration, worldwide 


customer service, and open systems solutions. 


Bottom line, it takes more than just a box to get your job done. 


It takes solutions from Intergraph. 


Call us today at 800-826-3515 or 205-730-2727 for more 


information on our SOLUTIONStation products and our superior 


portfolio of more than 1,200 integrated applications. 


INTERGRAPH 
Everywhere you look. 


Intergraph® is a registered trademark and Everywhere You Look and SOLUTIONStation are trademarks of Intergraph Corporation. Copyright 1992 Intergraph Corporation, Huntsville, AL 35894-0001. DDADO7 140 
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Multivendor networks. 


Getting all the beasts te 


The trouble with c omputer ne -tworks is they come 
in so many different species, which, as you may know, 
don't always get along. Conflicts between networks can 
turn your leseivenie into a real zoo. 

T hings got this way because networking products 
evolved on separate paths, for reaching different 
goals. But today’s goal is to pull things together, and 
nobody can he ‘Ip j you do it better than IBM. 

We’ve not only built more networks than anyone 
(over 200,000), we've built all kinds. And we support 
all the leading standards, not just with words, but with 
solid products and services. (Ironically, while some 
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behave takes real expertise. 


“non-IBM” 
offer as many TCP/IP products as anybody.) 

So if you have a DEC* system in one de »partment, 
Appletalk® in another, IBM checkout lines in your 
stores, and a supplier using UNIX* workstations, we can 
make them all work together. And not by patchwork, 


still think of TCP/IP as a 


standard, we 


either. IBM’s new router technology is straightforward 
and fits naturally with your existing anadiaientn. 
And to give you more freedom in the future, 


were forming numerous alliances with our competitors. 


You want products that communicate after you buy 
them, so we're talking to each other now. 


And for ADC* Telecommunications, we're designin 


What's more, we'll not only integrate your net- 
works, we'll stay on to manage them lor you, if you like. 

For Caterpillar, IBM NetView" is managing 
ifteen different kinds of networks as if they were one. 
ga 
network of IBM mainframes, PS/2°s, Mac®s and DEC 
VAX*s, plus Sun® and HP® workstations, using such 
diverse protocols as SNA, TCP/IP and Appletalk, all 
connected over Ethernet and Token-Ring. 

We can perform similar feats 
for you, but only if you call us. At 


1 800-IBM-6676, extension 725. 





Why Didn’t They Just Put A 
Cisco Router On Board? 


Nothing bridges space and time quite like a Cisco router. With over 40,000 routers installed, we're in all this world's biggest 
internets. Operating at as close to light speed as you could ever hope to get. And we support any link of any type. T1/E1. 


Frame Relay. ISDN. You name it. Call 1-800-859-2726 to learn more. You'll see there really is intelligent life out there. cisete $ YSTEMS 


© 1992 





ENTERPRISE NETWORKING 


Unisys turns attention to 
LAN/WAN integration 


Network services group lands contract 


BY THOMAS HOFFMAN 


CW STAFF 


BLUE BELL, Pa. — Although it 
has never been perceived as a 
premier network services provid- 
er, Unisys Corp. is starting to turn 
some heads. The firm last month 
launched a unit focused on pro- 
viding networking 
services. 

The unit, called 
Enable, was de 
signed to help Uni- 
sys address two 
critical customer 
needs: local- and 
wide-area network 
integration and 
workstation main- 
tenance. 

According _ to 
John Drew, vice 
president of En- 
able, Unisys’ restructuring ef 
forts helped it develop the model 
for the network services unit. 
Like other companies, Unisys is 
trying to replace its organization- 
al hierarchy with a workgroup-in- 
tensive focus. 

Using its own reorganization- 
al experiences as a foundation, 
Enable tries to help customers 
improve their workgroup pro- 
ductivity. 

Enable is already starting to 
show benefits. Two weeks ago, 
Unisys landed a five-year, $15 mil- 
lion contract with Nationwide 


BY MICHELE DOSTERT 


CW STAFF 


Users considering mixed envi- 
ronments of PC local-area net- 
work and Unix machines have an- 
other arrow in their quiver with 
the long-awaited release of Unix- 
Ware, a client/server Unix oper- 
ating system from Univel, the 
joint venture company founded 
by Novell, Inc. and Unix System 
Laboratories, Inc. 

Announced at Networld 92, 
UnixWare was designed for 
seamless integration with No- 
vell’s NetWare: NetWare clients 
will be able to access UnixWare 
servers and vice versa. 

Joel Applebaum, president 
and chief executive officer of Uni- 
vel, claimed that users have Net- 
Ware and Unix at the top of their 
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Mutual Insurance Co. to provide 
network support services. 

The contract calls for Unisys 
to service Nationwide Mutual’s 
network of Unisys CTOS work- 
stations used at 4,400 of Nation- 
wide Mutual’s sites around the 
US. 

Drew said Unisys’ network 


HE COMBINED 

integration and network 

management markets 
are expected to grow 34% 
annually, from $4.5 billion in 
1991 to $19.6 billion in 1996. 


MARK HODGES 


G2 RESEARCH 


consulting services will help the 
Columbus, Ohio, insurer save 
tens of thousands of workgroup 
productivity man-hours. 

Drew said the contract was re- 
warding to Unisys because Na- 
tionwide Mutual had replaced 
the vendor as its workstation ser- 
vice provider three years ago for 
pricing reasons. 

Drew said Unisys sees sub- 
stantial opportunity in the fast- 
paced network services market. 
The combined network integra- 
tion and network management 

Continued on page 84 


lists when they plan a downsizing 
effort. With UnixWare, users re- 
tain the familiarity of NetWare, 
the ease ofa graphical user inter- 
face and the power ofa Unix serv- 
er, he said. 

The initial release of Unix- 
Ware has three core products: a 
client (UnixWare Personal Edi- 
tion), a server (UnixWare Appli- 
cation Server), and a software de- 
velopment kit. 

The Personal Edition client, a 
single-user Unix system, offers a 
choice of two graphical environ- 
ments: the Open Software Foun- 
dation’s Motif and Sun Microsys- 
tems, Inc.’s OpenLook. 

The UnixWare Application 
Server provides multiuser access 
to Unix applications. Because it 
incorporates both Unix Trans- 
mission Control Protocol/Inter- 





UnixWare promises PC LAN integration 


Users impressed with tool’s capabilities as multiprocessing application development platform 


INTERNETWORKING ¢ SERVICES « NET MANAGEMENT 


SMP a rising star at Interop 


BY ELISABETH HORWITT 
CWSTAFF 


SAN FRANCISCO — While Sim- 
ple Network Management Proto- 
col (SNMP) will figure promi- 
nently in network management 
demonstrations and introduc- 
tions at this week’s Interop ’92 
show, a quiet — but officially 
sanctioned — revolution is going 
on to depose SNMP in favor of 
the more functional Simple Man- 
agement Protocol (SMP). 

Created by four prominent 
SNMP developers and officially 
unveiled last summer, SMP is 
said to fill several long-standing 
functional gaps in SNMP. 

University of California Law- 
rence Livermore National Lab- 
oratory is one organization that 
hopes SMP will provide the man- 
agement that the current SNMP 
lacks, according to David Oster- 
man, chairman of Lawrence Liv- 
ermore’s network advisory 
group. “SNMP does monitoring, 
not management,” he said. 

Hewlett-Packard Co., Digital 
Equipment Corp. and Hughes 
LAN Systems, Inc. are expected 
to demonstrate prototypes of 
SMP on their network manage- 
ment products in order to show 
that the protocol is a viable suc- 
cessor to SNMP 

DEC will demonstrate SMP’s 
much-vaunted security features, 
as well as interoperability be- 
tween SMP and SNMP — a key 
concern for companies such as 
Lawrence Livermore that already 
have SNMPsystems. 

Hughes will demonstrate how 


SMP allows two network man- 
agement systems to communi- 
cate, acompany spokesman said. 

HP will demonstrate an SMP 
implementation on its LANprobe 
II local-area network monitoring 
and analysis product, HP spokes- 


Standard bearer 


SMP is being touted as a successor to 
SNMP and is said to do the following: 
* Protect links between managing and 
managed devices against unauthorized 


intrusions. 


® Pass information between two network 


management systems. 


® Perform bulk data collection, such as 
when the management system wants to 


access an entire server directory. 


@ Run across localarea network connec- 


tions other than TCP/IP. 


* Have managed devices send alerts and 
other information to the management sta- 
tion as soon as an event happens — in- 


stead of waiting to be polled. 


man Michael Waters said. Using 
a prototype application devel- 
oped by Carnegie Mellon Univer- 
sity, the SMP system will interro- 
gate a LANprobe device and get 
information back, Waters said. 

None of the demonstrators 
have committed to a time frame 
for commercial SMP products, 
Wes a 

Spokesmen indicated that 
their companies will bring out 
products as soon as the protocol 





net Protocol (TCP/IP) and No- 
vell’s IPX/SPX transport proto- 
cols, itprovides seamless integra- 


City-based LAN research firm. 
“But more importantly, both de- 
velopers and users see Unix as a 


AT A GLANCE 


Univel UnixWare 


eDesigned to link PC-based LANs with Unix systems. 


Initial release includes the UnixWare Personal Edition cli- 
ent software, UnixWare Application Server software and a 


software development kit. 


tion to other Unix or native Net- 
Ware servers. 

“Alot of people have both Unix 
and PCs, and they need to have 
them work together [sharing re- 
sources] on the same network,” 
said Jamie Lewis, a senior analyst 
at The Burton Group, a Salt Lake 
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strong, tested, multiprocessing 
application development _plat- 
form.” 

UnixWare could provide the 
Wright-Patterson Air Force Base 
in Dayton, Ohio, with a migration 
path. “We are already integrating 
our 3,000 NetWare users with our 


becomes an official Internet En- 
gineering Task Force (IETF) 
standard. 

Aworking group appointed by 
IETF hopes to hammer out a final 
version of SMP by year’s end, a 
vendor spokesman said. After 
that, the protocol goes 
to the Internet Engi- 
neering Steering Group 
and Internet Advisory 
Board for approval as a 
standard. 

Also at Interop, the 
Desktop Management 
Task Group will present 
its work to develop ap- 
plication programming 
interfaces by which 
workstation hardware 
and software compo- 
nents can send manage- 
ment information and 
alerts to a network man- 
agement system. 

“This defines a tech- 
nological base for man- 
aging components with 
a consistent interface,” 
said Marshall Rose, 
president of Dover 
Beach Consulting, Inc. 

The advantage of such a stan- 
dard is that software and hard- 
ware vendors do not have to write 
new code to support each net- 
work management system on the 
market, he added. This in turn 
makes it far more feasible for 
leading vendors to make their 
workstations, network boards, 
applications, tape drives, or ter- 
minal devices manageable by 
standards-based network man- 


agement systems. 


Unix hosts by running both 
TCP/IP and SPX/IPX in the cli- 
ent, along with Novell’s LAN 
Workplace for DOS product in 
the clients and NetWare NFS in 
the servers,” said Maj. Jack 
Stackhouse, systems manager at 
the base. “It works well, but it 
doesn’t conform to the [Govern- 
ment Open Systems Intercon- 
nect Profile] that we need to fol- 
low. We need to get off DOS to a 
Posix-compliant, secure operat- 
ing system; UnixWare will give us 
that.” 

Another user was enthusiastic 
about UnixWare as an application 
development platform. 

“Our shop is looking to devel- 
op a communications server for 
our entire corporate network,” 
said Cliff McCartney, a super- 
visor/systems analyst at Delta 
Airlines in Atlanta. “So far, we’re 
very impressed with UnixWare 
as an application development 
platform, and it performs very 
well — both stand-alone and on 

Continued on page 84 
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ENTERPRISE NETWORKING 


Unisys turns attention to integration 


CONTINUED FROM PAGE 83 


markets are expected to grow 
34% annually, from $4.5 billion in 
1991 to $19.6 billion in 1996, ac- 
cording to Mark Hodges, a con- 
sultant at G2 Research, Inc. in 
Mountain View, Calif. 

Jeffrey Kaplan, director of net- 
works and communications at 


UnixWare 
promises 


Dataquest/Ledgeway Group in 
Framingham, Mass., said Unisys 
has moved into the second tier of 
network services providers be- 
hind IBM, Hewlett-Packard Co., 
Electronic Data Systems Corp. 
and Digital Equipment Corp. 
Unisys is doing more than re- 


lying on its installed base to en- 
sure network services revenue, 
Drew said. During the past two 
years, Unisys has trained 170 cer- 
tified network engineers to han- 
dle users’ integration issues and 
other needs. 

Overall, Unisys devotes 659 








staff members to network inte- 
gration and workstation support 
services. 

Drew would not reveal the 
company’s network integration 
service revenue but said it dou- 
bled last year. 

The Enable program is basi- 
cally a restructured version of a 
network services program Uni- 
sys once ran called Unisys Con- 
nect. Mickey Hilton, a Unisys 


Connect customer and MIS di- 
rector for Catawba County in 
Newton, N.C., said the network 
services his organization re- 
ceived from Unisys were out- 
standing. 

The county contracted Unisys 
to run unshielded twisted-pair 
wiring throughout a new govern- 
ment building to link the various 
departments toa Unisys A5 main- 
frame over an Ethernet LAN. 


New 3M Floptical* diskettes may look like 
ordinary 3.5-inch diskettes, but they offer 
over 28 times the capacity*—at a low 


Co-developed by IBM and 3M, the new 
3M ECart™ 42-inch tape cartridge for the 
new family of 3490E drives delivers the 
same proven reliability you've come to 
em expect from 3M 3480 cartridges—with 
UP TQ twelve times the capacity of the 


original uncompacted 3480 cartridges, 
? 4 a new shell and improved cartridge 
EE handling features. 


Unix ties 


CONTINUED FROM PAGE 83 
the network.” 

More importantly for us, 
we've been able to port our cus- 
tom-built applications, originally 
written for Sun Unix, over to 
UnixWare very easily.” 

McCartney said Delta has 
ported tools such as compilers, 


system and media cost. 
As the world’s largest manufacturer of 
media, 3M is a leader in producing the new 
Floptical diskette using a unique combina- 
tion of magnetic recording and optical 
MEGABYTE” servo track technology. Optical tracks are 


engraved on the barium-ferrite media surface so the You'll save time, money and 


development tools and a network 
management system from Unix- 
based Internet systems. 


ee 


O FAR, WE’RE 

very impressed 

with UnixWare 
as an application de- 
velopment platform.” 


CLIFF McCARTNEY 
DELTA AIRLINES 


“We've tested a lot of Intel- 
based Unix, and so far, UnixWare 
is the best,” McCartney said. 
“Plus, we’re a NetWare shop, so 
the NetWare interoperability is 
an added plus.” 

Because Unix System V, Re- 
lease 4 has a set of binary-com- 
patible application programming 
interfaces in it, developers can 
now write applications once and 
be assured that they will run on 
all Unix System V, Release 4 
based operating systems on the 
Intel Corp. platform. This is ex- 
pected to speed the development 
of both shrink-wrapped and cus- 
tom-built Unix applications. 

If Unix does find a home on 
corporate desktops, such speedy 
third-party application develop- 
ment will help put it there. 

Lewis noted that there are 
strong Unix applications, such as 
databases, electronic publishing 
systems and design packages, 
that users may want to access 
from their desktop PCs. 

“The high-end application de- 
velopment market is also where 
IBM’s OS/2 and [Microsoft's] 
Windows NT are being target- 
ed,” Lewis said. “But right now, 
Unix has a considerable head 
start on both of them in terms of 
application development.” 
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drive can read more data more precisely (1,245 tracks 
per inch vs. 135 on standard floppies). This not only gives 
you increased capacity but also improved reliability 


and performance. 
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storage space because a single ECart tape cartridge can 
now store more than two gigabytes of data. 


Plug into proven 


In any capa 
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ENTERPRISE NETWORKING 


Wellfleet program to provide network advice 


BY JOANIE M. WEXLER 


CW STAFF 


BEDFORD, Mass. — Routers 
are becoming increasingly com- 
plex devices forming the corner- 
stone of corporate internetworks. 
Their heightened clout has 
spurred vendors such as Well- 


fleet Communications, Inc. to 
beef up their postsales consulting 
to help users plan, design, imple- 
ment and mainiain networks for 
optimum use and health. 
Wellfleet this month an- 
nounced the Professional Ser- 
vices organization, a Wellfleet 
team independent of the vendor’s 





field systems engineers intended 
to provide Wellfleet shops with an 
experienced partner for the life of 
the network, said Carolyn Wat- 
son, marketing analyst of custom- 
er support at Wellfleet. 

Most companies bundle a de- 
gree of free consulting in their 
pre- and postsales support. Well- 


fleet, however, aims to evolve the 
ad hoc phone call for help into a 
more formalized process to assist 
users in determining their re- 
quirements and deciding on net- 
work details, such as what size 
routers to put where, what local- 
area networks to connect to them 
for optimizing bandwidth use and 





High capacity in a compact size, 3M 3.5- 
inch Rewritable Optical Disks give you 
quick random and direct access.to data 
with the ability to erase and rewrite. 


1 Designed for the rigors of reuse, 3M 
has combined advanced manufacturing 
MEGABYTE technologies and a patented dielectric layer 


on the disk surface for more stable, reliable performance 
and improved media life. Factory formatted to save time, 
3M 3.5-inch Rewritable Optical Disks are guaranteed 
for the life of the product and are available worldwide. 
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With fast transfer rates up to 36 
| megabytes per minute and access 

times faster than 30 seconds, 

3M \-inch data cartridges offer a 

fast and reliable choice for data 

backup. In fact, no other backup 

media capacity is growing faster— 
GIGABYTE alonga planned migration path 
that will soon reach 10 gigabytes and beyond. 

Whether you use our mini 44-inch data cartridges 
or need more capacity from 3M Magnus” 1.35 gigabyte 
data cartridges, you'll find they’re built for durable, 
reliable performance. 

More businesses protect important information on 3M brand data 


storage products than any other brand in the world. For more 
information call 1-800-888-1889 ext. 51. 
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how to implement security. 

“Users get to draw on design 
expertise that would otherwise 
be achieved through trial and er- 
ror” by their own staffs, Watson 
said. 

Users are bullish on the con- 
cept. “We absolutely are looking 
to partner more closely with indi- 
vidual network device vendors,” 
said Plato Demos, manager of 
telecommunications planning at 
Union Carbide Corp. in Danbury, 
Conn., which runsa Wellfleet net- 
work spanning nearly 40 sites in 
the U.S. 

“We're no longer building 
mostly hardware-oriented net- 
works as with the old SNA [Sys- 
tems Network Architecture] net- 
works. Software now plays an 
important role, and there are 
many more variables to take into 
account.” 


Team approach 

Wellfleet will form partnerships 
with users to ensure that Well- 
fleet routers will interoperate 
with other vendors’ devices on 
the network and will suggest oth- 
er network equipment purchases 
when appropriate. However, the 
vendor will have no formal refer- 
ence sell program in place and 
will focus on the router portion of 
the network. 

The program “sounds like 
something I would definitely use, 
depending on the particulars,” 
said Steve Cover, manager of in- 
formation technology at time 
clock equipment maker Kronos, 
Inc. in Waltham, Mass., which 
runs a 20location nationwide 
Wellfleet network. 

“T need help in optimizing my 
design; if that’s not available from 
Wellfleet, I talk to different ven- 
dors and get a confusing variety 
of points of view — all generally 
skewed tothatvendor’s product,” 
he added. 

Wellfleet, which is starting out 
with an eight-person team, will 
charge an hourly consulting fee, 
priced according to the project, 
the vendor said. 

Wellfleet rival and market 
leader Cisco Systems, Inc., which 
emphasizes smart network de- 
sign for fault tolerance as op- 
posed to high-availability equip- 
ment, has a 14-pcerson worldwide 
consulting team organized more 
as an on-the-fly help shop. The 
Cisco Network Consulting price 
list ranges from $150 to $250 per 
hour for labor, depending on time 
of day and day of week, and about 
$750 for first-unit installation. 
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(We should talk.) 


The confusing jumble of resources you think you have, is, unfortunately, the confusing jumble 
of resources you actually have. 


And while nobody can truthfully say it’s easy connecting your PCs to these resources, 
there is a solution. 

It’s a robust, TCP/IP-based, PC networking software product called PC-NFS° 

PC-NFS software allows you to connect not just a few PCs, but hundreds, or even thou- 
sands of PCs. To over 90 major platforms, including UNIX® workstations, VMS? and IBM® 
mainframes. With no gateways, bridges or routers. It supports key standards for multivendor 
network computing such as Sun’s Open Networking Computing/Network File System 
(ONC™/NFS*) and TCP/IP. Giving you the most open and scalable network operating system 
for PCs on the market. 

Today, more than one million people in major companies around the world are using 
PC-NFS to access corporate-wide applications, servers, printers, files, and storage devices— 
all without sacrificing their familiar MS-DOS® and Microsoft® Windows™ environments. 

So, if you are hearing a distorted view of reality from other vendors, give SunSelect a call 
at 1-800-24-SELECT. You'll change your perception of PC-to-enterprise networking forever. 


& SunSelect 


A Sun Microsystems, Inc. Business 
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srowth of videoconferencing 


BY LYNDA RADOSEVICH 


CW STAFF 


Group videoconferencing — the technol- 
ogy of holding real-time meetings over 
video — is gaining a foothold in Fortune 
1,000 companies but not as fast as some 
analysts and vendors expected, according 
to a recent report from Forrester Re- 
search, Inc., a technology research com- 
pany based in Cambridge, Mass. 

The report says that worldwide reve- 


nue from group systems, such as those 
sold by Picturetel Corp. in Peabody, Mass., 
and Compression Labs, Inc. in San Jose, 
Calif., is expected to grow from $380 mil- 
lion in 1992 to $780 million in 1997. As is 
typical with expensive new technologies, 
dropping prices are expected to attract 
new users and prompt current users to ex- 
pand and upgrade their systems, and then 
growth will slow. 

“Group systems are going to grow from 
1992 to 1995, but their revenues are not go- 
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ing to do as well as people think,” said Paul 
Callahan, the report’s author and a senior 
analyst for the network strategy service at 
Forrester Research. 

Callahan cited increased competition 
among group videoconferencing vendors, 
ashift toward desktop systems and satura- 
tion among the largest 3,000 companies as 
factors in the technology’s anticipated 
slowing growth rate in the late 1990s. 

Early users of videoconferencing gen- 
erally gave the technology a favorable re- 
view, the study said. Users said videocon- 
ferencing has saved employees travel time 
and allowed them to hold meetings that 
would not have been possible before. 

For example, Boston-based Fidelity In- 
vestments has been using broadband vid- 
eoconferencing since May to enable port- 


folio managers to talk to 5,000 branch rep- 
resentatives in Salt Lake City, Dallas, Cin- 
cinnati and Boston each month. 


Face to face 

“A face-to-face meeting is the most expen- 
sive way for people to meet,” said Clifton 
Rice, director of Fidelity Images. “The sav- 
ings are difficult to measure because these 
types of meeting were not held before.” 

The Dial Corp. in Phoenix has used 
group videoconferencing in its consumer 
products division for a year to connect 
managers in seven field locations, includ- 
ing St. Louis and Briston, Pa. 

Dial likes videoconferencing so much 
that it wants to expand it internationally, 
said Alice Hemauer, Dial’s telecommuni- 
cations specialist. 
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What are VSAT users saying 
about AT&T Tridom? 


———_— 
Best Overall 1 


_—— | 
AT&T Tridom 
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A AT&T Tridom, there is nothing 
more important than standing by our 
customers — and it shows. 

It shows in the 1992 //S Brand 
Preference survey on wide area networks 
conducted by Computerworld where AT&T 
Tridom swept five categories including Best 
Technology, Best Price/Performance, Best 
Service/Support, Best Documentation, 
and Prefer to Do Business With. 


and perfor 


It shows in the 1992 Users’ Choice 
survey conducted by Data Communica- 
tions in which AT&T Tridom was voted 
the Best Overall VSAT Vendor with the 
Best Technology. 

And it shows by what industry analysts 
are saying. A recent Yankee Group report 
lauded AT&T Tridom’s shared hub service 
capability, technical superiority, and facility 
for combining VSAT technology with terres- 
trial data services. 
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These achievements have occurred 
for one simple reason: We make it our 
business to be totally responsive to our 
customers’ networking needs. 


Give us a call. 800-346-1174 
404-426-4261, FAX: 404-514-1737 
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IN BRIEF 


siemens uses 
Rolm name 


@Siemens AG consolidated all of 
its private telecommunications units 
in the U.S. under the Rolm name at 
the beginning of this month. Rolm 
President and Chief Executive Offi- 
cer Peter Pribilla also announced his 
management team and outlined the 
company’s focus, which will con- 
tinue to be on basic voice switching 
technology and business network- 
ing, Pribilla said. The Siemens fam- 
ily of companies employs more than 
30,000 people in the U.S. and has 
annual U.S. sales of more than $4.5 
billion, the company said. 


@ Lannet Data Communications, 
Inc. in Huntington Beach, Calif., has 
allied with Next , Inc. to work on 
networked video, Asynchronous 
Transfer Mode and high-speed serv- 
er networking products, the compa- 
nies said. The firms will also sell 
cooperatively. 


@ DeskTalk Systems, Inc., a Tor- 
rance, Calif., network systems inte- 
grator, has formed the SunNet Man- 
ager Users Group for users of Sun 
Microsystems, Inc.’s standards- 
based network management plat- 
form. The group’s first meeting will 
be at Interop ’92 in San Francisco 
this week. 


@ Sprint Corp. has extended its In- 
ternational Clearline private line ser- 
vice to Brazil, Chile, Italy and Spain. 
Clearline is a digital, private leased- 
line circuit service supporting up to 
2M bit/sec. 
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The Difference Between 


Face Value and Real Value 


It takes more than a fancy front end to make a full- 
function Executive Information System. To be of real 
value, an EIS must deliver the right information to the 
right people at the right time...to support strategic 
decision making. That’s why you need the SAS System. 


Software that’s Changing the Face 
of Information Delivery 


Of course the SAS System gives executives such EIS “basics” 
as up-front menus...pull-down windows...drill-down, 
traffic-lighting, hot-spotting, and exception reporting... 
graphical display of critical success factors...and desktop 
productivity tools such as calendars, notepads, a letter- 
writing facility, and access to native electronic mail. 

But the benefits of the SAS System extend far below 
the surface. As the world’s leading information delivery 
system, the SAS System provides total control over data 
access, management, analysis, and presentation. Execu- 
tives can directly access all kinds of data sources— 
including data locked away in database management 
systems. And they can analyze and present data using 


Printed in the USA. 


specialized tools for project management, forecasting 
and financial reporting, and hundreds of other tasks... 
all fully integrated. 

Information managers can build a custom-tailored EIS... 
in far less time, and using fewer resources, than it takes 
to force-fit an off-the-shelf solution into your organiza- 
tion. And because the SAS System is entirely portable, 
you can integrate data and applications from different 
computing environments into a single, company-wide 
information delivery system. 


Free Video Preview...Call Today. 


There’s more to the SAS System for EIS than meets the 
eye. Call us now at 919-677-8200 to arrange for your free 
video preview...plus details about a no-risk software 
evaluation and upcoming SAS System executive briefings. 


SAS Institute Inc. 
Software Sales Department 
SAS Campus Drive [) Cary, NC 27513 


A Phone 919-677-8200 |) Fax 919-677-8123 


SAS is a registered trademark of SAS Institute Inc. Copyright© 1991 by SAS Institute Inc. 
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Introduction 


During the 1980s, Executive Information Systems (EIS) grew in 
popularity as executives longed for more information at their 
fingertips. They wanted EIS applications that provide executive level 
access to predigested and preanalyzed information from corporate 
databases. 


Survey information collected by IDC indicates that, although the 
market for EIS is going in new directions, the installed base remains 
stable. For instance, almost two-thirds of all IBM mainframe 
installations surveyed indicate that they run EIS applications. 


Although the changing EIS market still features a strong high-end, 
mainframe-based segment replete with familiar vendors and 
products, a newer market segment is built around PC and LAN 
installations. It is currently experiencing strong growth — total 
worldwide installations doubled in 1991 — and vendors are targeting 
smaller companies and subexecutive levels. 


IDC breaks EIS software down to three categories: EIS applications 
support executive information needs and decision-making activities. 
Packaged EIS software applications provide sophisticated EIS 
development tools. Professional Support Tools 
(PST) combine EIS software with a broad portfolio 
of other end-user tools such as spreadsheets. 














With their user-friendly interfaces, EIS represent a 
step upward from spreadsheets in complexity. This 
is a step that an ever-growing and diverse group 

of users is ready to make. 




















EIS use is marked by top-down movement 
as the demand for information access grows 
throughout organizations. Primary users 
include not only CEOs, but CFOs and a 
variety of line managers who can work 
better by having better information. EIS 
popularity will continue to increase as 
improved information is made available to a wider 
audience of users. 
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Executive Information Systems (EIS) provide 
executive-level access to predigested and preana- 


lyzed information from corporate data bases. 


After several years of being targeted at executive 


suites, they are now entering the mainstream of 
Information Systems (IS) applications. Like 
many other technologies that have made the 
transition, EIS will become less strictly de- 
fined. As this happens, EIS applica- 

tions will embrace a range of 

products targeted to support 

professional decision-mak- 

ing. New products from 

traditional vendors and 

new companies will offer 

opportunities to IS devel- 


opment managers. 


EIS ranked highly among the 
technology buzzwords of the past 
several years and EIS vendors attracted sub- 
stantial media attention. During the early 1980s, 
the EIS market surged in response to the de- 
mand in the executive suite for more informa- 
tion. The 1990s will see EIS moving from the ex- 


ecutive suite to professional offices as enterprise 
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managers and analysts recognize its 
value. 

IS managers in most large organiza- 
tions have considered EIS applications 
carefully at one time or another during 
the past five years. Many adopted EIS 
technologies. This movement toward 
wider EIS implementation acknowl- 
edges that tools that effectively support 
top managers can gain entry in IS shops. 

Software analysts at International 
Data Corporation (IDC) recently inter- 
viewed 200 information systems man- 
agers at IBM mainframe and large Digi 
tal Equipment (DEC) IS shops. The 
feedback from these interviews demon- 
strates that EIS applications are main- 
taining their importance in application 
development decisions. Almost two- 
thirds of all IBM mainframe IS installa- 
tions surveyed have installed EIS appli- 
cations. 

EIS applications were also popular in 
large DEC-based shops. Almost three- 
quarters of all large DEC installations 
surveyed have evaluated EIS. And over 
40% of the DEC sites installed EIS appli- 
cations. In addition, many IBM and 
DEC sites are currently evaluating EIS. 

Software vendors recog- 
nized and profited from this 
interest in EIS systems. An- 
nual revenues from pack- 
aged EIS software, slightly 
over $5 million in 1985, 
topped $100 million in 1991, 
according to IDC estimates. 
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is approaching saturation; not surpris- 
ingly, market growth has slowed. In re- 
sponse, vendors are looking for new 
markets to sustain their revenue growth 
rates. 

The second market segment features 
a generation of products focused on PC 
and LAN installations. This segment is 
experiencing strong growth, with total 
installations worldwide doubling in 
1991. Products represent the packaged 
EIS software vendors’ efforts to build 
mass market appeal. They are targeted at 
smaller companies and departments 
within larger corporations. Potential 
users here recognize a need for en- 
hanced management information, but 
cannot justify, either directly or indirect- 
ly, the cost of a mainframe installation. 

The effort and cost of assembling and 
maintaining mainframe EIS applications 
have dissuaded many potential users 
from making initial EIS investments. 
Many others have chosen to place EIS on 
temporary hold or to implement sim- 
pler systems that deliver much of the 
value of higher cost systems while re- 
quiring far fewer IS resources. 


Enterprise 
Management 


THE MARKET DIVIDES 

The market for packaged 
EIS software began to divide 
in the late 1980s. As a result, 
one segment of the market is 
now composed of main- 
frame-based flagship prod- 
ucts such as Comshare’s 
Commander EIS and Pilot 
Executive Software’s Com- 
mand Center. These systems, 
which typically involve aver- 
age installed values in excess 
of $100,000 target executive 
suites in the largest corpora- 
tions. The market for them 
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Management 


Department 
Management 


Group 
Management 


Process 
Management 


Number of Potential Users 





EIS is also beginning to move beyond companies that require 
real time management reactions in response to changing 
market conditions. 





PROFESSIONAL SUPPORT 
ENVIRONMENT 

While the demand for mainframe 
EIS software products has slackened, IS 
managers still recognize the need for ef- 
fective tools to deliver value-added in- 
formation to senior management and 
others within the organization. These 
discerning managers are looking at a 
broader range of tools which IDC de- 
fines as the “Professional Support Tools” 
(PST). 

PST software includes a portfolio of 
software tools designed to support pro- 
fessionals and managers in their daily 
activities. The portfolio includes data 
analysis and query software, financial 
modeling tools, as well as packaged EIS 
software. The growing popularity of PST 
demonstrates how the role of EIS is 
changing to meet the needs of a larger 
world of business professionals. 


EIS: STILL EVOLVING 

Software vendors, industry analysts 
and academics are engaged in an ongo- 
ing struggle to find appropriate terms 
for application software packages direct- 
ed to executive and professional users. 
The confusion and disagree- 
ment over definitions and la- 
bels reflects a churning mar- 
ket; IS managers’ 
requirements and software 
vendors’ strategies are both 
moving through a period of 
major change and turmoil. 

IDC software analysts use 
three different terms to clas- 
sify professional and execu- 
tive support applications: 
* EIS applications support 
executive information needs 
and decision-making activi- 
ties 
* Packaged EIS software pro- 
vides a sophisticated set of 
development tools to sup- 
port EIS application devel- 
opment 
* PST combines packaged 
EIS software with a broad 
portfolio of end-user tools. 
These tools include spread- 

























sheets, decision support and data analy- 
sis software. 

Packaged EIS software includes 
Command Center, Commander EIS 
and the recently announced SAS/EIS 
from SAS Institute. These software 
packages are highly sophisticated devel- 
opment tools used by IS staff members 
to build customized EIS applications. 
They offer a packaged alternative to the 
patchwork EIS development approach 
used in many corporations. These soft- 
ware packages are marketed as “EIS sys- 
tems.” 

Some gastronomically oriented con- 
sultants compare an EIS application to a 
pasta machine. The flour, eggs and other 
ingredients from corporate data bases 
enter the EIS pasta machine, emerging 
through the other end as linguine in the 
executive lunch room. The analogy 
might be a bit more accurate if the 
process began with unmilled wheat and 
a chicken coop, but the concept of ex- 
traction, processing and presentation is 
appropriate. 

EIS applications typically include 
several features, including data extrac- 
tion/navigation, rules-based logic, 
graphic presentation and professional 
workflow. Although many associate EIS 
applications with well-known packages 
from a number of software vendors, a 
majority of users build their own from 
application development tools. 

Navigating through complex and 
non-integrated corporate data struc- 
tures is often the biggest challenge for 
EIS developers. Some EIS include pro- 
prietary built-in access to data bases, en- 
abling the system to get at information 
directly. However, most large EIS appli- 
cations rely on a permanent staff of in- 
formation systems data specialists to 
handle the extraction process, placing 
the processed information onto an in- 
termediate platform accessed from the 
executive's EIS workstation. This process 
is normally termed “staging” in EIS cir- 
cles. 

Rules-based logic, including the basic 
level of exception reporting, enables sys- 
tems to predigest information and high- 
light values that fall outside accepted 


Executive Information Systems 
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Favorable/Expand 

Favorable/Maintain 7 
Evaluate 32 
Skeptical 10 
Negative 1 
Negative-Ceased 18 
Unsure 1 


Total 


Among EIS users, a plurality view their systems favorably and would like to 


expand them. 


ranges. Newer systems include more so- 
phisticated analytical tools that examine 
overall patterns and prepare formal in- 
formation reports. 

EIS incorporate and build upon an 
individual executive’s view of what is 
important. These views — a significant 
representation of the executive's man- 
agement expertise — are captured in 
“what-if” statements, exception reports 
and internal calculations that are con- 
tained in the application’s rules-based 
logic. 


TRENDSETTING TECHNOLOGY 

Canned EIS software helped pave the 
way for the introduction of graphic in- 
terfaces to the executive suite. EIS dis- 
plays may use traffic-light-like screens or 
special color-coded matrices to report 
on the status of pre-identified standards 
of corporate performance. EIS’ initial 
distinction as a graphic interface is 
changing as graphical user interface 
technologies become more prevalent. 
Nonetheless, graphic presentation, in in- 
creasingly sophisticated forms, remains 
a critical EIS component. 

EIS software developers have incor- 
porated the ability to mimic the normal 
flow of a specific executive’s work pat- 
tern. An individual user might, for ex- 
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ample, choose to first review key elec- 
tronic mail messages, then examine sev- 
eral fundamental indices of corporate 
performance. That individual might 
then check out current stock prices 
through Dow Jones data bases, and fi- 
nally follow up with comments to others 
in the group. 

The EIS environment provides a nat- 
ural avenue for management communi- 
cations, and workgroup orientation is 
rapidly becoming a characteristic of 
mainline packaged EIS software. In a fa- 
miliar EIS marketing scenario, an execu- 
tive reviews a status report, enters either 
voice or written comments and sends 
the package through electronic mail to 
the responsible manager. 

The dispersion of EIS applications 
among professionals in many organiza- 
tions has rendered the “Executive” in 
Executive Information Systems an obso- 
lete term. IS managers and corporate 
professionals now recognize that distrib- 
uting the power of EIS applications to 
non-executives can substantially in- 
crease overall productivity. The distribu- 
tion also helps to spread the costs of de- 
veloping and maintaining a complex EIS 
environment across more users. 

This kind of change wil! move the 
EIS market in two directions during the 








































“The value of exec- 
utive information 
systems can be 
truly appreciated 
when they are used 
to view operational 
information” 






























































remainder of this decade. 

First, applications will spread from 
organizations that require hands-on 
management toward industries that re- 
quire less direct management involve- 
ment. Companies that require direct 
management involvement are in a posi- 
tion to gain the most from improved 
management access to operationai in- 
formation. 

Second, applica- 
tions will continue 
to move from the 
executive suite to- 
ward a less glam- 
orous, but typically 
more demanding, 
role in group and 
process manage- 
ment. 

In order to ac- 
commodate this demand, the broader 
category of professional support tools 
provides enhanced data analysis soft- 
ware and other tools to support profes- 
sionals and line managers. IDC views 
PST software as the all-inclusive tool set 
that will be necessary to support both of 
these market trends. 

Professionals managing financial is- 
sues continue to use decision support 
products, and this will remain a prime 
application for years to come. PST in- 
cludes these decision support products, 
but expands the target problem set to 
include a broader group of job-related 
functions such as managing projects or 
quality within an organization and fore- 
casting demand for supplies. 
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EIS applications typically include data extraction/navigation, rules-based logic, graphic representation and professional workflow. 


WHAT PEOPLE DO WITH EIS 
APPLICATIONS 

Corporate and information systems 
managers build EIS applications to sup- 
port several key management objectives 
in information-intensive organizations. 

EIS applications offer a tool for gen- 
erating graphic reviews of company in- 
formation and for electronic mail access. 
An increasing number of executives and 
professionals are beginning to use their 
EIS applications to build “what-if” 
analyses. They can use corporate infor- 
mation and spreadsheets, or financial 
modeling packages, for example, to eval- 
uate the impact of pricing strategies. 

The immediacy of EIS information is 
particularly important when used to 
view operational information. Opera- 
tional information can lead to necessary 
and direct management intervention. 
For example, a quality control manager 
in a pharmaceutical company can con- 
tinuously review results of product sam- 
pling and machine performance. The 
EIS helps spot trends requiring preven- 
tive maintenance or direct intervention. 

From a slightly different perspective, 
the EIS application can support periodic 
review of corporate operations. Ac- 
counting and financial reviews are typi- 
cally periodic by nature. A chief finan- 
cial officer (CFO) may want to view 
receivables weekly, using a specific tech- 
nique to identify potential problem cus- 
tomers. Periodic reviews typically in- 
volve preparation of summary data on a 
regular schedule according to predeter- 
mined specifications for review. 






For some organizations, the EIS be- 
comes an integral part of ongoing oper- 
ations. These EIS applications provide 
“Central Control” management capabil- 
ities for day-to-day operations. 

EIS tools from Comshare, systems 
management companies such as Legent 
and home-built EIS applications using 
different components provide continu- 
ous monitoring of network operations. 
Highly stylized and color-enhanced dis- 
plays alert systems managers to potential 
and actual problems in the network and 
suggest possible solutions. An interna- 
tional package delivery organization, for 
example, might use an EIS application 
to monitor air traffic patterns world- 
wide, diverting flights when necessary to 
maintain delivery schedules. 


THE INTERNAL DEVELOPMENT, 
OR “ROLL YOUR OWN” APPROACH 

Many organizations have created 
their own EIS applications. Some want- 
ed to develop specific capabilities such 
as real-time monitoring or specialized 
decision-making routines. Others sim- 
ply viewed internal development as a 
more cost-effective alternative to pack- 
aged EIS software. Overall, almost two- 
thirds of all EIS development activities 
rely on spreadsheets, word processors, 
graphics, third and fourth generation 
languages and other development tools 
to build their own EIS applications. 

EIS application developers frequently 
choose office and professional software 
as a foundation for their EIS applica- 
tions. Over 80% of all EIS developers 
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use packaged data access, management, 
analysis and presentation programs to 
build or complement their applications. 

Data base management systems 
(DBMSs) are one of the most popular 
tools for EIS development. Developers 
choose the DBMS (or DBMSs) that are 
compatible with their other applications 
and are familiar to their development 
staff. Virtually any one of the well- 
known DBMS packages is likely to be 
used by an EIS application development 
team. 

Spreadsheets, which have been inte- 
gral to EIS for years, are the second most 
popular component of EIS applications. 
These tools provide a combination of 
functions, including data base naviga- 
tion, financial modeling and graphics 
support. 

Query/Data Delivery software pro- 
vides developers with tools to acquire 
data from multiple data bases through- 
out the organization. Although SQL is a 
popular tool for multiple DBMS access, 
many developers prefer to use tools that 
read DBMS data directly without going 
through SQL facilities. These pipelined 
data access abilities can be helpful when 
accessing and manipulating massive cor- 
porate data bases. Fourth-generation 
languages and information delivery 
tools such as SAS System are popular 
query/data delivery tools. 

Data analysis software is involved in 
EIS development at over 40% of the or- 
ganizations interviewed by IDC. Typical 
packages in use at these sites include the 
SAS System from SAS Institute, and var- 
ious analysis packages from Execucom 
— now part of Comshare — Comshare, 
IRI, MicroSoft and IBM. Several organi- 
zations have chosen to develop their 
own internal analysis packages to meet 
special organizational requirements. Fi- 
nancial modeling software takes EIS ap- 
plications back to their roots. Several of 
the original players in the EIS market 
migrated from the financial modeling 
world. Despite this, only 36% of the EIS 
applications at IDC respondent sites are 
using financial modeling applications 
today. This demonstrates the distance 
covered by EIS applications in their mi- 
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Although CEOs are influential, CFOs exercise the most influence when it comes to 


purchasing EIS systems. 


gration from the financial staff. Stand- 
alone graphics software packages offer 
an alternative at sites that choose not to 
install the sophisticated graphics of 
packaged EIS software. This software 
may be the sole source of graphics at 
sites that choose not to use packaged EIS 
applications. 


KEY ISSUES DRIVING THE 
EIS MARKET 
Downsizing/Rightsizing 

IS staff resistance to downsizing and 
rightsizing is eroding quickly, requiring 
EIS vendors to develop down-sized ver- 
sions of their mainframe-based systems. 
Vendors have responded with a plethora 
of new PC and server-based systems, 
leaving the technology choice in the 
hands of IS managers. 

Information technology analysts rec- 
ognized the critical nature of downsiz- 
ing almost a decade ago. However, large 
IS organizations, particularly those sup- 
porting large IBM mainframe installa- 
tions, resisted the drive to smaller sys- 
tems, arguing that their application 
loads demanded the power of main- 
frame-based networks. 

These arguments have lost their per- 
suasiveness for many CEOs during the 
past several years. Downsizing is a key 


strategy at many IBM mainframe shops, 
and EIS applications, with their empha- 
sis on graphics and access to multiple 
data bases on multiple platforms, are 
natural choices for down-sized applica- 
tions.The new generation of packaged 
EIS software changes the basic econom- 
ics of EIS application development. New 
products are typically priced as high- 
end PC software, which obviously makes 
them far less expensive than mainframe 
packages. PC software acquisition costs 
can be less than $1,000 per user, allow- 
ing affordable enterprise-wide installa- 
tions. 


PC Compromise 

PC-based EIS systems still reflect 
some compromises relative to main- 
frame-based systems. EIS applications 
typically involve extraction and analysis 
of massive quantities of information, 
tasks that overwhelm the processing 
abilities of most current PCs. The diffi- 
culty of administering extraction, analy- 
sis and graphic presentation by teams of 
information analysts also strains some 
LANs. In addition, security remains a 
problem on more easily accessed PC 
platforms. 

It is important to note, however, that 
these constraints are fading rapidly. PC- 











systems are now PC-based. 


based systems continue their exponen- 
tial growth in storage and processing 
power, while PC application vendors 
continue to improve the security com- 
ponents of their packages. LANs are also 
becoming more EIS-friendly as they ac- 
commodate increased bandwidth. 


Platform Portability 

Corporate managers are increasing 
their demands for open systems strate- 
gies as EIS technologies permeate their 
organizations. In response, EIS applica- 
tion developers are placing emphasis on 
portability — the ability of applications 
to run on different platforms with noth- 
ing more complex than a recompile. EIS 
applications built on portable software 
platforms, such as DBMS or query/re- 
porting languages designed to be inher- 
ently portable, offer considerable advan- 
tages. 

Vendors offering these packages are 
prepared to maintain ports to multiple 
operating system releases across multi- 
ple platforms. 

IS staffs will have a difficult burden if 
they attempt to develop their own appli- 
cation portability. Alternatives, includ- 
ing software-based portability features 
generally defined as middleware, will 
offer important advantages as they be- 
come established in IS shops. 


Although mainframe-based EIS sites will survive, the bulk of executive information 
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The Ability to Access 
Multiple Data Types 

The IS world has seen the coming of 
corporate data integration for several 
years. Many sites are building, or 
preparing to build, corporate data dic- 
tionaries. They are doing this both to fa- 
cilitate application development and to 
coordinate and integrate disparate data 
base environments. 

This integration is a daunting task. IS 
managers can expect to work with a va- 
riety of data structures in realizing it. 
Most organizations support a variety of 
data base management systems. Virtual- 
ly all will be accessing VSAM, legacy and 
proprietary data bases from older appli- 
cations. 

At a minimum, EIS developers 
should demand the ability to access mul- 
tiple data types. EIS development plans 
should also include the ability to access 
repository data dictionary information. 


Two Possible Directions 

EIS applications tend to move in one 
of two directions. In some organiza- 
tions, the executive information system 
reflects the needs of a single executive or 
a small group of executives. In this envi- 
ronment the EIS application tends to re- 
main rooted in the executive suite. In 
other organizations, to a database man- 





agement philosophy. These crganiza- 
tions find that their investment in data 
access and management can be lever- 
aged across line and staff organizations. 
Leveraging the EIS investment in- 
volves more than simply providing EIS 
screens to more people. Line and staff 
professionals require a more robust tool 
kit of professional support applications. 
IS managers can expect these profes- 
sionals to require statistical analysis and 
modeling tools, word processing and 
electronic publishing integration. 


Integration with other Applications 

EIS applications frequently function 
as executive front-ends for other appli- 
cations. The EIS graphic interface offers 
a logical and effective vehicle for convey- 
ing analyzed and summarized financial 
information. IS developers can effective- 
ly exploit the ability of EIS applications 
to integrate directly with other types of 
applications. 

The American corporate drive for 
quality creates a new EIS application 
area. Statistical quality control proce- 
dures generate tremendous amounts of 
information — information that needs 
to be analyzed. For example, a typical 
quality control application will maintain 
data bases on machinery production 
levels, product specification variances 
and maintenance schedules. 

Integrated with sophisticated statisti- 
cal and reporting tools, EIS applications 
permit quality control managers to 
quickly reduce this tremendous volume 
of information. They can easily generate 
manageable reports highlighting current 
and potential problems in the produc- 
tion process. 

The “drill-down” capability — which 
points to a data item when viewing un- 
derlying data — inherent in most EIS 
applications allows management to de- 
termine underlying causes of quality 
control problems. Trend analysis is 
based on time series data bases and ana- 
lytical tools. It allows quality control 
managers to examine quality perfor- 
mance over time, ferreting out incidents 
of slow deterioration and increasing 
quality variance. 
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#4 with the SAS° System— 
The World’s Leading Information Delivery ae 


A lot of obstacles stand between your organization’s two 
most important assets: people and the information they 
need to make better decisions. With the SAS System, you 
can deliver the right information to the right people at the 
right time. Every time. And you can break down all the 
barriers created by... 


Diverse Data Sources 

The SAS System turns your organization’s “islands of in- 
formation” into generalized resources available to any user 
or application—no matter where or how data are stored, 
from popular databases to remote external files. 


Diverse Applications 

The applications that drive your enterprise are fully inte- 
grated in the SAS System—everything from EIS and de- 
cision support to financial analysis and reporting to quality 
management. This comprehensive approach eliminates 
the need for single-shot software solutions that have made 
a patchwork quilt of your applications strategy. 


Diverse Client Needs 

The specific needs and experience level of every client— 
from new computer users to seasoned pros—are met 
through personalized interfaces. Take advantage of icon- 
based executive information systems, point-and-click 


menus for business analysts, an object-oriented applica- 
tions development environment, or a full-screen display 
environment just for programmers. 


Diverse Computing Platforms 

The SAS System maximizes the effective use of your entire 
computing mix—from PCs and workstations to minicom- 
puters and mainframes. You'll have true hardware indepen- 
dence—without sacrificing your ability to exploit the 
particular advantages of specific environments. Plus the 
ability to implement cooperative processing by segmenting 
applications any way you choose. 


For your free video introduction to the SAS System, give 
your Software Sales Account Manager a call today at 
919-677-8200. Also ask for details about the free SAS 
System Executive Briefing—coming soon in your area. 


SAS Institute Inc. 
Software Sales Division 
SAS Campus Drive 

® Phone 919-677-8200 





Cary, NC 27513 
Fax 919-677-8123 


SAS is a registered trademark of SAS Institute Inc. 
Copyright © 1992 by SAS Institute Inc. Printed in the USA. 
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EIS’ accounting/financial roots are evident when its integration with specific 
applications is revealed. 


IS managers can also expect increas- 
ing demand for EIS applications orient- 
ed toward sales and marketing automa- 
tion. IDC research into sales force 
automation shows a clear drive to en- 
hance customer information data bases 
and sales support information. Targeted 
at providing immediate information to 
sales staff, EIS applications can offer 
dramatic enhancements in the overall 
effectiveness of these development ef- 
forts. 

IS managers will be seeing more EIS- 
compatible capabilities from vendors 
who offer related software products. 
These vendors will address the profes- 
sional software environment market 
from their own special niches. Enhanced 
graphic front-ends and stronger data 
navigation capabilities can transform 
statistical and spreadsheet packages into 
reputable alternatives to the traditional 
packaged EIS software. 


Spreadsheet vendors are also 
strengthening their ability to access mul- 
tiple data structures through SQL or 
pipelined techniques. Data access/ 
query/statistical software vendors have 
been developing strong graphics and 
navigation technologies for a decade or 
more. 

Not wanting to be left behind, tradi- 
tional EIS vendors are also adding to 
their core EIS software. Companies with 
financial modeling software back- 
grounds are building relations with 
third-party application software vendors 
to expand their markets. Other compa- 
nies are acquiring or building special- 
ized application development capabili- 
ties to add to their existing EIS packages. 

From the IS management perspective 
these integrated packages can offer new 
alternatives for supporting applications 
as they migrate through the organiza- 
tion. Different departments and differ- 













ent professional groups need different 
capabilities. A fully integrated system 
can allow a single corporate framework 
to accommodate many, if not all, of 
these diverse requirements. 


BUILDING A VIABLE EIS STRATEGY 

EIS developers will need to resolve 
several key issues as they begin or ex- 
pand their EIS applications. 


Who Will Be Using The EIS? 

CEO support in large organizations 
remains the hallmark of mainframe 
packaged EIS applications. These appli- 
cations typically include attention-grab- 
bing graphics, rapid access to high-level 
information, access to external news 
sources such as Dow Jones, and action- 
oriented communications. 

CEOs in industries such as consumer 
packaged goods (CPG) are likely to 
complement these functions with more 
sophisticated analytical tools. CPG in- 
dustries are data-rich and their market- 
ing strategies depend on precise mea- 
sures of market share and 
responsiveness. CPG CEOs typically ac- 
quire strong data analysis backgrounds 
as they rise through the ranks. It should 
be noted that individual tastes dominate 
system selection at the presidential level. 

CFOs of Fortune 100 companies drove 
much of the development aimed at styl- 
ized presentation of corporate informa- 
tion. By contrast, CFOs in smaller, less 
complex organizations can be resistant to 
change; accounting is simpler with fewer 
divisions and subsidiaries. 

The financial staff typically requires 
increased data manipulation and model- 
ing capabilities to support CFO informa- 
tion requests. Professional support for 
these staff members will reflect CFO re- 
quirements, with additional emphasis on 
hands-on access and manipulation. 

Chief information officers or vice 
presidents of IS frequently play a dual role 
with respect to EIS applications. On the 
one hand, they are responsible for devel- 
oping and maintaining the corporate EIS 
application. On the other, they use EIS 
applications for their own personal work. 

IS staff members, like financial staff 












































members, typically require facilities sim- 
ilar to those supporting CIOs. The IS 
staff is typically responsible for main- 
taining the data extraction and analysis 
procedures that underlie executive and 
professional EIS applications. This 
means they need specialized tools to de- 
velop staged data bases and to perform 
other functions. 

Other industry professionals are 
playing catch-up to the pacesetters in 
CPG marketing. Nontechnical profes- 
sionals have learned to use spreadsheets 
and PC DBMS to solve problems. New 
data analysis tools using graphic user in- 
terfaces are simplifying access to statisti- 
cal analysis software. These data analysis 
packages formerly represented a daunt- 
ing challenge for some users. 


impact of User-friendly interface 

With user-friendly interfaces, it can be 
safely stated that EIS now represent a step 
upward from spreadsheets in complexity 
—a step that many users are prepared to 
make. EIS applications open up new data 
which was previously unavailable to these 
professionals. The result is “analysis 
creep” — the tendency for professionals 
to continuously demand more 
sophisticated tools and com- 
plex data structures. 

EIS application developers 
must recognize the need to 
anticipate requirements be- 
fore they actually emerge. For 
example, EIS developers sup- 
porting quality control appli- 
cations need to monitor de- 
velopments in visual data 
analysis. Visual data analysis 
is a complex graphic applica- 
tion currently moving from 
engineering workstations to 
business managers’ desks. It 
provides a sophisticated way 
to examine data using visual 
models, 

Other developers may 
need to acquire knowledge 
about advancing techniques 
in clinical trials analysis or 
new tools for joint analysis in 
market research. 
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EIS FUNCTIONAL 
REQUIREMENTS 

The range of functions EIS develop- 
ers may need to support is virtually lim- 
itless. However, some key functions and 
capabilities characterize a clear majority 
of all EIS installations. 


Application Development 
and System Level Features 

EIS application developers need to 
create and implement a clear develop- 
ment strategy that reflects both the im- 
portance of overall EIS trends and the 
necessity of incorporating an appropri- 
ate application technology environment. 
EIS must include the ability to access 
multiple corporate data bases, direct 
pipeline access to multiple data base 
types and compatibility with existing 
applications. They must also include 
data security and integrity; rightsizing to 
optimize platform utilization, and the 
ability to front-end existing applica- 
tions. 

There are five important application 
development technologies. They in- 
clude: client-server, open systems, elec- 
tronic mail-enabled applications, imag- 
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Packaged EIS software applications provide a sophisticated set 
of development tools. 





ing and integrated decision support. 
None is mandatory, but EIS application 
developers must be prepared to articu- 
late an appropriate strategic direction 
for any of them. 


Client-server 

Although client-server technologies 
have generated a great deal of press cov- 
erage recently, few information systems 
managers have a clear view of what the 
technology involves. Client-server 
strategies ultimately involve the concept 
of rightsizing — placing processing 
loads on appropriate platforms. The 
massive amounts of data involved in EIS 
applications make this optimization 
critical for EIS development. 


Open Systems 

In the recent past, open systems and 
UNIX were virtually synonymous. How- 
ever, the emergence of middleware 
products and interenvironmental appli- 
cation development tools has signifi- 
cantly changed the open systems land- 
scape. 

Increasingly, IS strategists are consid- 
ering software-based alternatives to 
UNIX portability. Some users 
will want UNIX port avail- 
ability. For many others, the 
key to open systems is focus- 
ing on transportable applica- 
tions capable of running on 
virtually all major operating 
platforms. In the future, 
there will be more movement 
toward multiple platforms in 
an effort to satisfy open sys- 
tems demands. For EIS de- 
velopers, the key will be to 
select the pathway that best 
conforms to their open sys- 
tems strategy. 


Electronic Mail 

The reality of electronic 
mail is often less attractive 
than vendors promise. De- 
spite the disapointments, 
electronic mail has boomed, 
especially within large organi- 
zations. Some electronic mail 



























managers are now support- 
ing 20 or more different 
systems within the same or- 
ganization. And some IBM 
mainframe shops are sup- 
porting 15 or more differ- 
ent versions of IBM office 
products. 

Amidst these Byzantine 
network tangles, users find 
it almost impossible to 
reach people on other net- 
works. Internodal mail 
switching can be extremely 
difficult. Privately, man- 
agers recount horror stories 
about messages to the CEO 
being inadvertently ad- 
dressed to stock room mes- 
sengers with similar names. 

But the feasibility of 
electronic mail-enabled 
EIS applications is improv- 
ing. Organizations that 
have supported 20 or more 
electronic mail environments are plan- 
ning to focus their support on five or six 
installations. As EIS grows in impor- 
tance, electronic mail will complement 
EIS as a tool for collecting and distribut- 
ing information packages throughout 
the organization. Spreading EIS applica- 
tions into new areas requires communi- 
cation support. Electronic mail can fur- 
nish the avenue for these critical 
communications. 

Information transported as electron- 
ic mail takes advantage of the address- 
ing, routing and security capabilities in- 
herent in electronic mail systems. In the 
near future, enterprise-wide directories 
and user-transparent routing promise to 
produce seamless electronic mail sys- 
tems. 

Another advantage of electronic mail 
is its ability to appear as data within 
some applications. Executives facing 
large volumes of electronic mail can 
waste precious hours scanning their 
messages. EIS applications can incorpo- 
rate the ability to review and prioritize 
messages, using expert systems tech- 
niques to evaluate them and bring criti- 
cal items up for early attention while less 
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Packaged EIS software is becoming more popular as demand 
grows for sophisticated EIS development tools. 


important messages wait to be read at a 
later date. 


imaging 

Imaging is quietly catching on as IS 
managers increasingly realize its bene- 
fits. Several large aerospace companies 
are currently building human resource 
management applications incorporating 
image management. The development 
of large corporate image data bases and 
data bases supporting multiple data 
types will make imaging an increasingly 
important part of EIS applications. 


Integrated Decision Support 

The trend toward enterprise EIS is 
creating a need for integrated decision 
support. Consistency between corporate 
decision support standards and EIS-sup- 
ported decision support will make train- 
ing far less of a burden. At the same 
time, it will eliminate the need to know 
several different programming lan- 
guages. 


USER FEATURES AND CONCERNS 
Most EIS users are looking for time- 
sensitive solutions, regardless of the 


technologies they spring 
from. Typically, senior ex- 
ecutives are unwilling to 
spend large amounts of 
time learning to use com- 
plex systems. The EIS, in- 
cluding its data access func- 
tions, must be as 
transparent as possible to 
the user. If it is not it will 
fall rapidly into disuse. It 
will also fail if plagued by 
slow response times. Slow 
response times alienate 
users and seriously com- 
promise otherwise effective 
EIS designs. 

The ability to reach into 
corporate data bases is crit- 
ically important to EIS. 
Most EIS developers solve 
the problems of complex 
corporate data bases by 
using some combination of 
staged data and direct data 
base access. Enterprise data models, en- 
terprise data dictionaries and reposito- 
ries will open new doors for EIS applica- 
tion developers and IS managers. 

Trend analysis also becomes increas- 
ingly important as EIS applications 
move beyond accounting into quality 
control and distribution management. 
Trend reporting involves both tool selec- 
tion and data base design. The tools will 
enable development of sophisticated sta- 
tistical applications designed to isolate 
trends from complex data streams. 

Exception reporting is a fundamental 
element of EIS applications. The com- 
plexity of exception reporting, however, 
can vary significantly. At one extreme, 
EIS applications employ simple 
high/low exception reporting. Values are 
highlighted if they exceed an upper limit 
or if they fall below a lower acceptable 
value. At the other extreme, exception 
reporting becomes extremely subtle. 
Values may be selected if they are out- 
side a range predicted by random varia- 
tions around a predicted trend line. 

Exception reporting incorporates 
many of the business rules that incorpo- 
rate corporate knowledge into the EIS 












































application. Building these exception 
rules is alternatively one of the most 
complicated and interesting aspects of 
EIS application development. 


SELECTING THE APPROPRIATE EIS 
PLATFORM 

Selecting rightsized EIS platforms 
and appropriate operating environments 
will remain a challenge for EIS develop- 
ers. While PC and LAN-based systems 
open the door to many new EIS applica- 
tions, they also make it complicated to 
decide on the correct location for vari- 
ous EIS activities. 

The mainframe will remain a viable 
platform for some applications. Com- 
plex extraction and analysis activities on 
large mainframe data bases are likely 
candidates. Performing the extraction 
and analysis on the mainframe reduces 
the amount of data that must be com- 
municated, minimizing the impact on 
network bandwidth. Intermediate or 
final results can then be transmitted to 
workstations for further analysis and 
graphic presentation. 

Client-server applications are appro- 
priate in many situations. The client- 
server approach is particularly attractive 
when intermediate staged EIS data bases 
must serve the EIS requirements for a 
workgroup or department. Intermediate 
positioning balances speed of informa- 
tion access with overall communication 
requirements to achieve a balanced solu- 
tion for EIS users. 

PC-based systems offer low cost solu- 
tions which may be most appropriate 
for small organizations or departments 
and work groups in large organizations. 
PC applications will approach host- 
based systems in power and features 
during the next several years, as vendors 
add features. However, a server-based 
approach is likely to remain more effec- 
tive for intermediate data staging, data 
security and centralized system manage- 
ment. 

Meeting professional data require- 
ments often represents the most chal- 
lenging aspect of EIS application main- 
tenance. The EIS application must be 
flexible enough to accommodate chang- 
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in EIS environments, electronic mail, imaging and integrated decision support 
software will also be integrated to many systems. 


ing user information requirements. 
Therefore, EIS application development 
must be linked to corporate data man- 
agement tools whenever possible. 


REALIZING THE BENEFITS 
OF EIS GROWTH 

The potential for EIS applications is 
immense. EIS and PST tools are adding 
capabilities and ease of use at a rapid 
rate. Corporate data modeling and 
repositories, electronic mail rationaliza- 
tion and enterprise-wide addressing all 
are simplifying and magnifying the abil- 
ity of users to extract knowledge from 
corporate data bases. 

As hundreds of failing banks have 
discovered, assets have no real value un- 
less they can be used to build corporate 
revenues. EIS applications offer the criti- 
cally important capability of converting 
corporate information assets into bot- 
tom-line revenues. EIS are, in many 
ways, expert systems for business man- 
agers. Their value comes not only in 


their use, but in their development, as 
the process of building and implement- 
ing an EIS teaches managers more about 
their organizations. Accessing informa- 
tion effectively generates results that 
build demand for more information. 

EIS applications will grow in impor- 
tance as they become part of main- 
stream IS applications. While specific 
styles of EIS development will wax and 
wane in popularity, IS developers will 
inevitably build increasing quantities of 
business knowledge into their corporate 
information processing systems. This in- 
creasing integration with traditional ap- 
plications will, in turn, simplify infor- 
mation staging. This process of one 
development leading to another will 
mark the evolution of EIS. 
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BY GARY H. ANTHES 
CW STAFF 


WASHINGTON, D.C. — Entre- 
preneurs around the country can 
now make a free trip to the na- 
tion’s capital using nothing more 
than a PC and a modem. While 
“in town,” they can 
tap into a multifacet- 
ed database of infor- 
mation about how to 
start and grow a busi- 
ness. 

Two weeks ago, 
the U.S. Small Busi- 
ness Administration 
(SBA) turned on SBA 
On-Line, a national 
electronic bulletin 
board from which us- 
ers can query and 
download —informa- 
tion about SBA loan programs, fi- 
nancial management services, 
government procurement ser- 
vices, publications, training, acal- 
endar of events and much more 
(see chart). 

“This is high-tech help for 
small business owners when and 
where they need it,” said Patricia 
Saiki, an SBA administrator. “It’s 
free, it’s fast, it’s easy — and it’s a 
government service that never 
sleeps.” 

According to Saiki, SBA On- 
Line is not expected to replace 
the 20,000 or so voice telephone 


Yl 
SBA’s Saiki: 
Sree, it’s fast, it’s easy’ 


ENTERPRISE NETWORKING 


Feds set up BBS for small businesses 


Small Business Administration says SBA 
On-Line service gives high-tech help to owners 


calls that come into the SBA daily 
from the nation’s 20 million smali 
businesses, which are those with 
fewer than 500 employees. 

However, it will fill a void by 
enabling people to get informa- 
tion at hours when SBA phones 
are not staffed and by allowing 
them to download 
detailed information 
for local processing 
in spreadsheets and 
word processors. 

Atthe heart of the 
bulletin board is a 
Dell Computer 
Corp. PC with an In- 
tel Corp. 1486 pro- 
cessor, a 600M-byte 
hard drive and The 
Bread Board Sys- 
tem (TBBS), a DOS- 
based bulletin board 
package from Esoft, Inc. in Auro- 
ra, Colo. 

TBBS consists of communica- 
tions software and its own rela- 
tional database management sys- 
tem; it runs unattended 24 hours 
a day at SBA headquarters. 

TBBS also logs statistics so 
bulletin board managers can ana- 
lyze use patterns in order to see 
which files, menus, capabilities 
and times of day are popular with 
users and which are not. 

“We'll see what small busi- 
nesses need and don’t need,” 
George Solomon, acting deputy 


Tt’s 


NEW PRODUCTS 


Network 
management 


Cylink Corp. has introduced an 
end-to-end packet-switched net- 
work encryption system. 

According to the company, the 
system consists of the Secure 
X25L encryptor and the Security 
Management System (SMS). 

The encryption system was 
designed to protect sensitive in- 
formation that is transmitted over 
private or public X.25 packet- 
switched networks. Up to 19.2K 
bit/sec. data rates can be operat- 
ed. Support is provided for both 
switched and permanent virtual 
circuits. 

The SMS is a Unix-based sys- 
tem that communicates with all 
SecureX25L units over the X.25 
network. It can download a new 
software version to all units in the 
network. 

The SecureX25L costs $2,750, 
and the SMS software costs 
$5,950. 

Cylink 

310 North Mary Ave. 
Sunnyvale, Calif. 94086 
(408) 735-5800 


Digitech Industries, Inc. has 
introduced the Digitech Series 
900 wide-area network and local- 
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area network analyzer. 

According to the company, the 
product was designed for high- 
performance protocol testing of 
frame relay, bridge/router and 
other high-speed WAN/LAN in- 
terconnect products and net- 
works. 

The 900 series can be used for 
developing, certifying, trouble- 
shooting and analyzing frame re- 
lay, X.25, High-Level Data Link 
Control Point-to-Point Protocol 
and other high-speed WAN/LAN 
networks. Logical network man- 
agement traffic can be viewed 
separately from user data traffic 
with atwo-window display option. 

The product costs $16,500. 
Digitech Industries 
66 Grove St. 

Ridgefield, Conn. 06877 
(203) 438-3731 


WAN software 


Teleglobe Communications, Inc 
has introduced the 9800 Frame 
Relay/X.25 Concentrator. 
According to the company, the 
9800 Frame Relay/X.25 Concen- 
trator enables users to take ad- 
vantage of frame-relay network 
services that are offered by a vari- 
ety of telecommunications carri- 
ers. This includes equipment 


administrator for business devel- 
opment, said, describing the ini- 
tial setup as a pilot program. 

Attached to the PC are 20 mo- 
dems and telephone lines fed by 
two 800 circuits provided to the 
government free by Sprint Corp. 
One number provides 2,400 
bit/sec. access while the other 
gives 9.6K bit/sec. service. 

Just days after announcing the 
service, all 20 lines were in use, 
according to Solomon. He said 
capacity will be added. 


Good for you 

Daniel O. Hill, associate adminis- 
trator, said SBA On-Line was set 
up for less than $50,000. He noted 
that the SBA had wrestled with a 
cost/benefit analysis but found it 
difficult because most of the 
benefits will accrue to the public, 
not to the SBA. 

“We think this will just extend 
our reach,” he said. “The defini- 
tion of a small-business person is 
one who gave up an eight-hour 
job for a 16-hour job. We think a 
lot of people will be using the sys- 
tem late at night.” 

Users without a PC and mo- 
dem can get into SBA On-Line by 
going to one of the SBA’s new 
Business Information Centers in 
Seattle and Atlarita. The SBA 
plans to have a business center in 
each of the agency’s 10 regions 
by the end of next year. 

The Business Information 
Centers will have 10 or so PCs, 
some fitted with modems for ac- 


such as High-Level Data Link 
Control, Synchronous Data Link 
Control and Token Ring 
bridge/routers. 

Each port is individually 
configurable. The company’s im- 
plementation of frame relay sup- 
ports ANSI standards T1.618 and 
71.617, 1988 CCITT X.25 and Lo- 
cal Management Interface. 

Prices start at $6,000. 
Teleglobe Communications 
40 High St. 

North Andover, Mass. 
01845 
(508) 681-0600 


Gateways, 
bridges, routers 


StarNine Technologies, Inc. has 
started shipping a 2.0 upgrade to 
the Mail Link Message Handling 
Service (MHS) for CE Software, 
Inc.’s QuickMail and Microsoft 
Corp.’s Mail for AppleTalk Net- 
works. 

Through Novell, Inc.’s MHS, 
the product connects Microsoft 
Mail or Apple Computer, Inc. 
Macintosh QuickMail users with 
PC mail users. Compatibility is 
provided with MHS 1.5, which of- 
ers streamlined configuration op- 
tions and a single point of admin- 
istration, the company said. 
Other enhancements include 
new enclosure handling options 
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cessing SBA On-Line and other 
remote services. The PCs will al- 
so contain their own local data- 
bases — some accessible by CD- 
ROM devices — and will have 
software geared to such tasks as 


accept as many gifts as we can.” 
Currently, SBA On-Line offers 
access only to SBA data, but Hill 
said it will later open gateways to 
other bulletin boards and govern- 
ment and commercial databases. 
For example, it could let users 
with overseas sales aspirations 
tap into the U.S. Department of 
Commerce’s database of export 


Small Business Administration 
bulletin-board system 


General AT adr Regional 
Tielauiteti toda) available Tal ielaaitoti toda) 


questions 


Source: U.S. Small Business Administration 


writing business plans and doing 
financial projections and cost/ 
benefit analyses. 

A number of companies, in- 
cluding Microsoft Corp., Lotus 
Development Corp., Apple Com- 
puter, Inc. and Sony Corporation 
of America, are donating soft- 
ware or hardware to the Business 
Information Centers. 

“Under the SBA Act, we can 
accept gifts,” Hill said. “Given 
tight budgets and the current fis- 
cal problems in Washington, we 


Outside 
fetes ade 


centers 


CW Chart: Stephanie Faucher 


promotion data, he said. 

Hill said the SBA may also add 
electronic-mail capability to SBA 
On-Line. That would allow users 
to obtain electronic counseling 
from SBA staff and its Service 
Corps of Retired Executives. 
“But a problem with that is it 
could overload the system. We’re 
not sure we could handle that,” 
he said. 

For more information about 
how to use SBA On-Line, call 
(800) 827-5722. 





and support for multiple enclo- 
sures per message. Strict incom- 
ing address verification for 
QuickMail mail centers and Sys- 
tem 7.0 support for virtual mem- 
ory and 32-bit mode are addition- 
al features. 

Prices start at $95. 
StarNine Technologies 
Suite 112 
2550 Ninth St. 
Berkeley, Calif. 94710 
(510) 649-4949 


Newport System Solutions, Inc. 
has announced the LAN 2 LAN/ 
Multiprotocol Router (MPR), a 
high-performance PC-based 
product designed for multiple lo- 
cal-area network operating sys- 
tems. 

According to the company, the 
LAN 2 LAN is able to meet low., 
medium- and high-end routing 
requirements for local- and wide- 
area networks. The LAN 2 
LAN/MPR supports many proto- 
cols including Transmission 
Control Protocol/Internet Proto- 
col and IPX for interconnecting 
remote computing devices on 
IEEE 802.3 Ethernet networks. 
Supportis provided for High-Lev- 
el Data Link Control and the stan- 
dard Simple Network Manage- 
ment Protocol interfaces. 

Prices start at $995. 

Newport System Solutions 


Suite 103 

4019 Westerly Place 
Newport Beach, Calif. 92660 
(714) 752-1511 


X Window Systems 


Quality Software Products has re- 
leased Exclaim V.1.1, an X Win- 
dow System/Motif spreadsheet 
program. 

This release offers an SQL 
connection to the Ingres Prod- 
ucts Division’s database system. 
The Ingres add-in enables users 
to connect to existing Ingres da- 
tabases. 

According to the company, 
this provides users with the abili- 
ty to analyze, graph and reporton 
data. When the productis used as 
a data-entry tool for Ingres, data 
previously extracted from a data- 
base can be modified and updat- 
ed. 

Exclaim can type or construct 
SQL queries with a few mouse 
clicks and save sessions for re- 
peated use. Multiple windows are 
offered, and Exclaim is fully com- 
patible with Lotus Development 
Corp.’s Lotus 1-2-3. 

Single licenses start at $695. 
Quality Software Products 
Suite 240 
5711 W. Slauson Ave. 

Culver City, Calif. 90230 
(310) 410-0303 





No wonder they call it Big Blue. 
Just look at the cost of their AS/400 upgrade. 


Inevitably, IBM says the only way to get 
increased AS/400 performance is to 
upgrade your CPU. And every time you 
upgrade, it means you’re looking at new 
hardware, new software, additional mem- 
ory, additional disk space, and greater 
service costs on an annual basis. (Ouch.) 

Good for IBM. Not so good for you. 
Especially when EMC’s Harmonix™ 
Series of Integrated Cached Disk Arrays 


(ICDA”) offers increased system level 


HARMONIX™ 
ICDA SERIES 


performance at a lower total system cost. 

Many AS/400 users have found that 
by adding faster DASD, they’re able to 
increase their I/O performance and post- 
pone a costly CPU upgrade. And many 
have chosen EMC’s Harmonix as the 
alternative to a system upgrade. 

By storing critical data in high per- 
formance cache, Harmonix is able to 
access your most frequently used in- 


formation at electronic speeds and 


bridge the /O performance gap between 
fast processors and slower storage de- 
vices. An attractive solution, indeed. 

To see how others have benefitted 
from Harmonix and learn more about 
upgrading your overall system per- 
formance, call 1-800-424-EMC2, 


extension M274. And save some big 


EMC 


THE STORAGE ARCHITECTS 


green by 
not buying 
Big Blue. 


IBM & AS/400 are trademarks of International Business Machines Corporation. EMC, Harmonix, ICDA, and MOSAIC:2000 are trademarks of EMC Curporation 
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Clinic parent ports to Alpha with ease 


BY MELINDA-CAROL BALLOU 
CW STAFF 


ROCHESTER, N.Y. — While 
many users of Digital Equipment 
Corp.’s VAXs are still waiting for 
hardware shipments before mi- 
grating their applications to the 
Alpha architecture, early users at 
the Mayo Foundation found the 
porting process easier than they 
had expected. 

The foundation ported 141 ap- 
plications with more than 400,000 
lines of code in roughly three 
man-weeks with minimal effort, 
according to Brian Shamblin, 
computer systems manager at 
the site, which completed its mi- 
gration more than a year ago. He 
added that the time required 
could have been as little as one 
man-week with the improve- 
ments to the tools that DEC has 
now instituted. 

The Mayo Foundation, the 
parent organization of the Mayo 
Clinic, operates a VAXcluster 
with 19 platforms and a number 


of Unix workstations networked 
via Transmission Control Proto- 
col/Internet Protocol and DEC- 
net. 

The foundation uses an in- 
house-developed computer-aid- 
ed design (CAD) application and 
a third-party graphics package to 
design high-speed computer 
chips and multichip modules. 

But simulation applications 


“ON SITE 


Mayo Foundation 
Rochester, Minn. 


¢ Challenge: To port VMS ap- 
plications to Open VMS to run on 
DEC’s upcoming Alpha machines 
with the goal of gaining perform- 

ance benefits. 


* Strategy: Use DEC’s GEM 
compiler and migration tools. 


© Results: Application porting 
was accomplished with less ef- 
fort than expected; significant 
performance gains for simula- 
tion applications were achieved. 


RFP review helps Texas 
consolidate HR systems 


BY KIM S. NASH 
CWSTAFF 


AUSTIN, Texas — The state of 
Texas just began a $10 million 
project to consolidate human re- 
source functions in all 140 state 
agencies, some of which are cur- 
rently automated. 

After about 18 months of plan- 
ning the massive overhaul, 
dubbed Uniform Statewide Pay- 
roll/Personnel System, the state 
issued a request for proposals 
(RFP) designed to garner quick, 
well-targeted responses. Several 
innovative steps helped the state 
get the kind of bids it wanted. 


Unlike the RFP for a like-size 
accounting system revamp be- 
gun in 1990 that was largely a 
closed affair, groups of end users, 
managers and information sys- 
tems staff members judged ven- 
dor presentations this time 
around, said Andy Stack, person- 
nel system project manager. 

One reason for this was to en- 
sure thatthe vendors were on the 
same wavelength with the state, 
from both IS and end-user angles. 


Countering resistance 

Another reason was buy-in. Be- 
cause the new human resources 
system will be centralized, Stack 


BIM-PRINT 
BIM-QCOPY 
BIM-ARCHIVE 
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¢ Minneapolis MN 55436 FAX 612-933-7764 


are time-consuming, so the foun- 
dation brought in Alpha plat- 
forms to boost performance and 
increase development speed. 

“Our electromagnetic simula- 
tions are taking many, many days 
— the turnaround time is just too 
long,” Shamblin said. “We're 
hoping to increase efficiency [by 
bringing in Alpha platforms] — 
to be able to run a suite [of simu- 
lations] in hours rather than tak- 
ing weeks.” 


VMS capabilities 

To start with, Shamblin’s group is 
looking at Alpha machines run- 
ning Open VMS because the in- 
house tools run VMS. But the 
group may eventually consider 
Alpha machines based on DEC’s 
implementation of the Open Soft- 
ware Foundation’s OSF/1 oper- 
ating system, if that becomes 
standard. 

In the meantime, Shamblin 
discovered that the porting pro- 
cess from VAX/VMS to Open 
VMS on Alpha was not nearly as 


said, he expects some resistance 
from agencies that have been do- 
ing things their own way for the 
past several years and are unwill- 
ing to move to a centralized sys- 
tem. 

By giving end users a voice 
early on, Stack said he hopes to 
receive their cooperation as the 
project progresses. 

The controller’s office “didn’t 
want people to feel we’re making 
decisions for them. There are a 
lot of cowboys out there who 
wouldn’t like that,” Stack ex- 
plained. 

Armed with a list of specific 
criteria and goals, the evaluation 
teams sat in on oral presenta- 
tions, demonstrations and site 
visits. 

Such careful orchestration 
went a long way toward helping 
users, managers, IS and vendors 


complicated as he had expected. 

DEC supplies translation tools 
to supplement its GEM cross- 
compiler, which has language- 
specific front ends for high-level 
languages such as C 
and Fortran. Asingle 
back-end engine 
then generates ma- 
chine code target- 
ting a specific CPU. 

This lets users 
port applications 
written in high-level 
languages to Open 
VMS and OSF/1, for 
instance. DEC’s 
Macro compiler han- 
dles applications 
written in low-level 
languages. 

Shamblin used DEC’s GEM 
compiler for porting the in-house 
CAD program and said he was 
pleased with it. 

“Tt was transparent — you 
didn’t realize that there was a 
whole different underlying archi- 
tecture since it still looks like 


visualize project goals and under- 
stand the difficult steps required 
to reach them, he added. 


Mix and match 

The state reserved the right to 
break apart RFP-respondent liai- 
sons to form vendor teams to the 
state’s liking. For example, the 
chosen pair, Dun & Bradstreet 
Software and Andersen Consult- 
ing, did not apply together. 

The two firms beat out rival ap- 
plicants for the job for a few rea- 
sons, including product function- 
ality and an experienced, deep 
labor pool, according to Stack. 

Letting vendors know up front 
in the RFP that the state did not 
regard proposals as carved in 
stone empowered Stack’s teams. 
They switched bids around and 
came back to respondents with 
proposals of their own. 


Shambilin: 
seeks higher efficien- 
cy with Alpha 


VMS and the compilers feel like 
the old compilers with the same 
debugger,” he said. 

Porting basically consisted of 
recompiling the CAD package, 
fixing minor problems or VAX- 
specific dependencies and re- 
compiling. 

“Once we got through with 
the compiler we 
linked the applica- 
tion and ran it with no 
problems,” Sham- 
blin said. The CAD 
package had more 
than 400,000 lines of 
code, mostly in C 
with some in For- 

| tran. 

ae Shamblin also 
Mayo participated in an 
early beta test of 
DEC’s _ translation 
tools, including VAX 
Executable Software Translator 
(VEST) and Translated Image 
Environment (TIE). With VEST, 
users without access to source 
code can create executable Alpha 
code from VAX instructions. TIE 
then provides a virtual VAX ma- 
chine for the Alpha platform to 
process those instructions. 

However, the translated exe- 
cutable code can slow perfor- 
mance compared with a straight 
porting job, according to DEC of- 
ficials. Shamblin said he experi- 
enced no serious performance 
problems. 

“We wanted to evaluate the in- 
teraction between translating 
and recompiling, so the third-par- 
ty graphics package was run 
through VEST. We linked the re- 
sulting shareable image with our 
ported [CAD] code and it worked 
fine,” Shamblin said. 

The total time required to port 
140 in-house CAD applications 
and the single graphics package 
was about three man-weeks, but 
Shamblin said much of that was 
due to the “early nature” of the 
tools. 

“If we were to do it today, it 
would probably take about one 
week” because the DEC tools 

Continued on page 113 


Problem: Managing and controlling printing and 
distribution costs 
Solution: BIM-PRINT, BIM-QCOPY, BIM-ARCHIVE 


BIM offers a group of print control and management solutions: 


¢ BIM-PRINT 


*BIM-QCOPY Utility that copies/reformats reports from VM or POWER 
S 


viewing. 


pool Queue. 


Simple and complete control of remote printing and 


* BIM-ARCHIVE Interactive utility that archives reports from the POWER 
Spool Queue to a VSAM file. 


Full documentation or free 30-day trial available. Group Price: $9600, 


612-933-2885 
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$4800/yr, or $480/mo. BIM has over 40 system software products for 
improving productivity and use of DOS/VSE, OS/MVS, and CICS and 
also performs systems programming consulting. 
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Tesseract revamps human resources tool 


BY JOHANNA AMBROSIO 


CW STAFF 


Tesseract Corp. has made available the 
newest release. of its human resources 
mainframe software, but some large cus- 
tomers will wait before installing it, despite 
the 30% performance improvements. 

“The contents of this release don’t solve 
any burning issues for us,” said Tom Klein, 
manager of personnel data center systems 
at General Mills, Inc. in Minneapolis. “We 
have a whole lot of other projects we have 
to get done.” Those that take priority, he 


said, are related to his company’s acquisi- 
tion of some Nabisco cereal brands. 

Likewise, Dave Smits, a senior systems 
analyst at Deere & Co. in Moline, IIl., said 
he will wait until next spring to install the 
new release. “We're too close to year-end 
processing, so we'll wait until after the W-2 
forms are done in the spring.” Smits said 
that although the release has some bene- 
fits, most of the performance improve- 
ments do not impact the payroll part of the 
system he uses. 

Tesseract’s software runs on IBM 
mainframes under MVS and includes 


For The Best 
Channel Extension 
Dealin Town... 


Call FiberCom, 


iw eke 


ACS in 


modules for payroll, personnel and other 
functions. The 1992 General Enhance- 


_ment Release is the first major new release 


in two years. 

Among the performance-related en- 
hancements are the following: 
¢ Using IBM’s XA and Enterprise Systems 
Architecture to run on-line programs in a 
different part of memory, thus freeing up 
resources for applications that need to 
share regions. Most of the benefit here 
would be for DB2 users, not IMS custom- 
ers, a Tesseract spokeswoman said. 
¢Caching, or putting frequently accessed 


Fiber Optic & 
Channel 
Extension 


as low as 
$7,450 
per Unit 


Channel Extension 


Multi-Mode & Single-Mode Fiber Optic Models 


T-1/E-1, V.35 Wide Area Models 

No Host Software Changes 

Simple Installation 

On-Line Remote Diagnostics 

Lowest Cost, High-Performance Systems 


1-800-537-6801 


ac 
Channel 
Extension 


$17,950 
per Unit 
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information into a special buffer zone, to 
reduce the time it takes to retrieve the in- 
formation. 

¢Filtering, or the ability to run a job ona 
subset of the data. Users could run a pay- 
roll for 100 employees instead of having to 
do it for all 10,000 people at once. 

Klein said he will likely install the 1992 
release sometime next spring or summer. 
That schedule could be moved up, he add- 
ed, if Tesseract makes available its work- 
station-based Retirement Plan Manager 
software. 

Smits said the features of the 1992 re- 
lease in which he is most interested in- 
clude the ability to track vacation and sick 
days and the ability to calculate taxes for 
people who live in one state and work in 
another. 

Neither shop plans to downsize its hu- 
man resources system anytime soon. 


HP forms 
client/server 
division 


BY MARK HALPER 


CW STAFF 


PALO ALTO, Calif. — Hewlett-Packard 
Co. may be trying to sell its high-end mini- 
computers to data centers as mainframe 
replacements, but it is willing to concede 
that not all mainframe shops are ready to 
entirely cut over to smaller platforms. 

That will become obvious this week 
when HP launches a new group aimed at 
providing users with prepackaged cli- 
ent/server solutions that, where needed, 
tie into existing mainframe environments. 

HP has enlisted the aid of systems inte- 
grators Computer Sciences Corp. and Sci- 
ence Applications International Corp. 
(SAIC) [CW, Oct. 19], as well as a bevy of 
software companies including Informa- 
tion Builders, Inc., Pacer Soitware, Inc., 
Saros Corp. and Verity, Inc. 

HP’s new Cooperative Computing Sys- 
tems Division will implement solutions 
with the assistance of HP’s Professional 
Service Organization. CSC and SAIC will 
also serve as implementers, depending on 
the customer, according to Sridhar Ra- 
manathan, product marketing manager at 
the new HP division. 

HP which taps systems integrator Elec- 
tronic Data Systems Corp. for other inte- 
gration work such as project management, 
did not use EDS asa client/server partner 
because “typically, they have not mapped 
well with our client/server solutions bun- 
dle,” Ramanathan said. 

A spokesman for EDS said he was sur- 
prised by that statement because EDS us- 
es HP products in key client/server proj- 
ects such as a $10 million fingerprinting 
project in Los Angeles. 

Ramanathan said the HP program in- 
cludes products from 50 vendors. 

Information Builders is providing its 
Enterprise Data Access/SQL query pro- 
gram, which permits access across dispa- 
rate databases. Pacer is providing net- 
working software for Apple Computer, Inc. 
environments; Red Brick Systems is giv- 
ing data warehousing software for HP9000 
Unix minicomputers; Saros is supplying 
document management software; Verity is 
providing document retrieval software. 
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Or, How Building With 
AT&T SYSTIMAX SCS Builds Up 
Integration Of Information Networks. 


AT&T SYSTIMAX® Structured Cabling Systems 
provide maximum integration to satisfy your 
networking needs. Floor-to-floor or building-to- 
building. Allowing access to voice, data and 

video anywhere, anytime. Linking diverse factory 
processes and equipment. And creating intelligent 
buildings by enabling information sharing among 
systems like energy management and security. 
SYSTIMAX SCS’ open architectures will support 
today’s multi-vendor systems and future technol- 
ogies and applications. To learn more about 
SYSTIMAX SCS and our association with Honeywell, 
call AT&T Network Cable Systems at 1 800 344-0223, 
ext. 2045. Outside the US. call: 602 233-5855. 
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Ironically, the more 
critical your PC network 
becomes, the more likely 
your network server will 
prove inadequate. 

The faster you need 
something, the slower it 
delivers. When it’s time to 
upgrade or expand, you 
find yourself at the tech- 
nological equivalent of a 
dead-end street. 

Which, needless to say, 
can be a problem. 

What you need is an 
easy-to-manage system of- 
fering high performance, 


flexibility and extended 


Not long ago, we introduced PCs that established us 
as the new leader in affordable computing. To that we 


now add the COMPAQ ProSignia Family of PC Servers: 


delivering a new level of performance, affordability 


and support by establishing a new class of PC servers. 


support. All at an excep- 
tional price. 

Th other words, a break- 
through. 

In still other words, the 


new COMPAQ ProSignia. 


PROCESSORS: chip upgradable 
486/33 or 486DX2/66 EXPAN- 
SION: 7 32-Bit EISA bus master 
slots STORAGE: over 6GB inter- 
nal in 8 bays HARD DRIVES: 
Fast-SCSI-2 (330MB, 550MB, 
LOSGB), Drive Array Pairs (680MB, 
1.02GB), IDE (210MB, 340MB, 
51OMB) DRIVE CONTROLLER: 
Integrated or optional 32-Bit 
Fast-SCSI-2, IDA-2, or Integrated 
IDE (on models 1/EL and 340/W) 
NETWORK CONTROLLER: 
Preinstalled 32-Bit NetFlex Control- 
ley SERVER MANAGEMENT: 
INSIGHT Server Management 
Framework RAM: 4-128MB of 
industry-standard SIMMS WAR- 
RANTY: Free three-year, parts and 





labor, on-site** warranty SUP- | 
PORT: Free 24-hour, 7-day hard- | 
ware support, optional multi-vendor 


network operating system support. 





he 
the COMP. 


ProSignia 486/33-° YS 
: AK 
outperforms compara- 


bly configured IBM and 
Dell servers by 83% and 
64%, respectively. (Both 
of which, by the way, are 
much more expensive.) 
In not-so-simple terms, 
here’s how we did it: 
CompagQ ProSignia 
disk-configured models 
come standard with an all 
new 32-Bit Fast-SCSI-2 
Controller that performs 
twice as fast as old SCSI 
technology. As well as a 
preinstalled, COMPAQ 
32-Bit NetFlex Controller 
that works with Ethernet 
or Token Ring. And for 


those who require truly 


wn. All Rights Reserved COMPAQ Registered US Patent and Trademark Office. ProSignia, NetFlex and CompaqCare are trademarks of Compaq Computer Corporation. Product names mentioned herein 
der comp “Results from running PC Week File Server Shootout test. All products with 16 MBof RAM. COMPAQ ProSignia with integrated 32-Bit Fast-SCSI-2 Controller and 


ap. 
)SE with Dell SCSI Controller and four 650MB SCSI Hard Drives. IBM PS/2 XP486/50 Model 95 with IBM SCSI Controller and four 400MB SCSI Hard Drives.** This service, provided 





ERVER. WE EXPECT IT TO HAVE 
ECENTLY INTRODUCED PCs. 


extraordinary capabilities, 
we offer an optional 32-Bit 
IDA-2 Controller. 

All of which means it 
takes a lot less time to get 
a lot more done. No more 

waiting for files. No 


more staring 


blankly 

at a com- 
puter 

screen that 
stares just as 
blankly back. 

The COMPAQ 
ProSignia is also the 
first affordable PC server 
incorporating advanced 
management technolo- 
gies. Included is a set of 
simple-to-use features 


that not only help you 


by Contracted Service Providers, is specific tohardware products and may not be available 


is for non-disk-configured COMPAQ ProSignia 486/33 Model !/EL, not pictured here; mc w, NetFlex Controle 


trademark of Intel Corporation. 


maintain better control 
over your entire network, 
but can also anticipate, 
and help prevent, poten- 
tial problems. 

The simple translation: 
Fewer headaches. For you. 
For users. Forever. 


We've even turned 


up the volume on our ser- 
vice and support program. 
You get a full three-year, 
on-site” limited warranty, 
as well as 24-hour-a-day, 


‘ographic locatior 


luded. Models including hard dr 


7-day-a-week technical 
support. Free. 
CompagqCare also now 
includes our optional Ad- 
vanced Network Support 
Agreement, a comprehen- 
sive selection of systems- 
related support services 
that can be customized 


to meet your needs. 


To learn how easy it 


is to get up and 

running, just call 

1-800-345-1518 

in the U.LS., or 

1-800-263-5868 
in Canada. 

You'll find out why 
the COMPAQ ProSignia 
represents such an excep- 
tional value. And why it 
will undoubtedly make a 
big impression. On the 


marketplace, and on you. 


It the Compaq Customer Support Center for details. Suggested retail price; reseller price may vary; price indicate 


ve and NetFlex Controller start under $4500. The Intel Inside logo is a registere« 


The COMPAQ ProSignia starts at under 
$2,700! and is designed, tested and 
certified to run NetWare flawlessly. We 
even offer NetWare from Compag to op- 


timize server management capabilities. 


With only industry-standard technolo 
gies and an easy-to-upgrade processor 
path, the COMPAQ ProSignia provides 
a cost-effective way to meet today’s 


needs today. And tomorrow’ tomorrow. 


eet * | 
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IN BRIEF 


ViewStar signs fed pact 


@ Document imaging vendor ViewStar Corp. in Emeryville, 
Calif., made its move into the federal arena with an exclusive 
distribution agreement with systems integrator Federal Data 
Corp. Federal Data has created a new division, Doxsys, under 
its systems group to handle ViewStar products. 


@ Electronic Data Systems Corp. has acquired a 2% equity 
interest in mainframe software maker 4th Dimension Software 
Ltd. in Costa Mesa, Calif. 


@ Two European imaging customers of Wang Laboratories, 
Inc. received awards at IMC Imaging’92, a trade show in Berlin. 
Western Provident Association, a UK-based private insur- 
ance company, won the 1992 European Imaging Excellence 
Award sponsored by BIS Strategic Decisions in Norwell, 
Mass. Germany’s federal agency for flight security also won the 
IMC Award of Excellence from the IMC board of directors. 


@ Unisys Corp. has won a$5 million order from the Shenzhen 
Posts and Telecommunications Bureau in the People’s Republic 
of China for a Network Applications Platform 16 system. Unisys 
also won a $4.7 million contract from Loevenskiold-Vaekeroe in 
Oslo for a distributed Unix-based network system. In addition, 
Wemco, Inc., a New Orleans necktie manufacturer, inked a$1 
million contract with Unisys for a network manufacturing sys- 
tem. The distributed client/server environment will consist of 
Unisys mainframes with Apple Computer, Inc., IBM-compat- 
ible and Unisys PCs over an Ethernet local-area network. 


@ Walnut Creek, Calif.-based Integral Systems, Inc. will re- 
sell and support Gentran 400, an electronic data interchange 
package from Sterling Software, Inc. made for the IBM Appli- 
cation System/400 line. 
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Sterling moves to client/server 


BY JEAN S. BOZMAN 


CW STAFF 


SAN BERNARDINO, Calif. — 
The Eagle has landed, and so 
have Viking and Galil. The three 
packages are key elements in 
Sterling Software, Inc.’s move to 
adapt its product line for cli- 
ent/server systems in 1993, and 
they will debut later this year, ac- 
cording to the company. 

Jacob ben-Zvi, president of the 
Sterling Software Labs Division, 
said recently that the three prod- 
ucts will address the need for con- 
sistent management of scattered 
storage resources. 

“The storage management 
console of the future will be sit- 
ting on a PC,” ben-Zvi said. “The 
system will watch over the net- 
work and will try to prevent fail- 
ures by taking automatic ac- 
tions.” 

Eagle is a workstation con- 
sole, he said. Viking is a main- 
frame storage monitor, and Galil 
will automatically handle backup 
for disk drive data storage on PC 
local-area networks. 

The three products are part of 
the $220 million firm’s attempt to 
remake its line of IBM-compati- 
ble mainframe and desktop soft- 


16,000 experts 
650,000 clients 
125 countries 


ware products [CW, July 20]. The 
storage software re-engineering 
project is part of Sterling’s Corpo- 
rate Storage Management Initia- 
tive. 

Sterling said earlier this year 
that the first modules of the Galil 
product would be introduced this 
month. 


Mainframe-level features 
Werner Frank, president of Ster- 
ling’s Systems Software Group, 
said Galil will “provide the level 
of automation, security, consis- 
tency and visibility now taken for 
granted in mainframe environ- 
ments.” 

Viking is being developed in 
Stavanger, Norway, and enter- 
prise storage management is be- 
ing tested in Palo Alto, Calif. 

The first Galil module, called 
the IB/Server, is said to be com- 
patible with Novell, Inc.’s Net- 
Ware network software. The 
product was developed by Ster- 
ling’s software lab in Tefen, Isra- 
el, in the region of Galilee, for 
which the product is named. Dal- 
las-based Sterling acquired the 
20-person Israeli software unit 
two years ago. 

Industry analysts said Ster- 
ling will have to scramble to keep 


A Fortune 500 company? 
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up with larger competitors, such 
as Computer Associates Interna- 
tional, Inc., Legent Corp. and 
Candle Corp., all of which are 
adapting their products to sup- 
port client/server and Unix envi- 
ronments. 

“The clock is ticking in this 
product area, and CA already has 
acommanding lead in distributed 
systems management,” said Fred 
Joy, a senior research analyst at 
Meta Group, Inc. in Westport, 
Conn. 

“They, like many other main- 
frame software providers, realize 
that the real growth in computing 
is going to be in distributed envi- 
ronments,” Joy added. “There 
will be a premium placed upon 
suites of software that interoper- 
ate.” 

Ben-Zvi promised a formal an- 
nouncement of Sterling’s vision 
for enterprisewide data manage- 
ment by the end of the year. How- 
ever, he did not set any formal 
introduction dates for specific 
products. 

According to ben-Zvi, Galil 
has been tested for more than two 
months and has been demon- 
strated at 10 large customer sites. 
But there are no early delivery 
sites as yet, he said. 


n are trademarks or registered trademarks of their respective owners 
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Mayo ports 
to Alpha 


CONTINUED FROM PAGE 107 


have better compatibility be- 
tween the C language version 
used in VAX code and that used 
in the ANSI-standard version of 
C, Shamblin said. 


Not ANSI-standard 

The foundation’s software includ- 
ed code that was VAX C-specific 
and not ANSI-standard. The VAX 
C mode of DEC’s ANSI C compil- 
er will support those VAX C ex- 
tensions and now handles them 
better than when the foundation 
completed its port last year, 
Shamblin said. 

“Overall, there were few ob- 
stacles. As far as the user is con- 
cerned, they'll see the same VMS 
interfaces. Our code now runs 
absolutely on Alpha, and we're in 
the process of putting the money 
together to purchase a few Alpha 
machines. We will be replacing 
our [VAX] 8650,” Shamblin said. 

Since the Mayo Foundation 
completed its port, DEC has 
opened 34 migration centers to 
assist end users and third parties 
with the porting and re-engineer- 
ing of applications to Alpha. Ten 
ofthose centers are in the U.S. 
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DEC offers more EDI application software 


BY MELINDA-CAROL BALLOU 
CW STAFF 
MAYNARD, Mass. — Digital 
Equipment Corp. expanded its 
electronic data interchange 
(EDD family of products recently 
with new integration software for 
IBM mainframes, a new version 
of DEC/EDI software and a se- 

ries of third-party products. 

HostBridge for DEC/EDI Ap- 
plication Services offers an EDI 
gateway for transferring informa- 
tion between IBM’s MVS-Batch 
and VSE-CICS, building on the 
support for MVS-CICS clients 
previously available, DEC offi- 
cials said. 

“You can think of HostBridge 
as an intelligent data-transfer ca- 
pability, which pulls information 
out of IBM environments, offer- 
ing tracking and routing manage- 
ment. The data is fully logged, 
monitored and auditable,” said 
Mark Hayward, DEC marketing 
manager for EDI. “Then, using 
our FileBridge table-driven map- 
per, you can take file formats and 
transform them into industry- 
standard EDI structures.” 

DEC also announced a new 
version of DEC/EDI that offers 
improved archiving and more re- 


porting capabilities, support for 
remote system management 
tools and multinational character 
sets, performance improve- 
ments and electronic-mail inte- 
gration with support for beepers, 
company officials said. 


High praise 

Users spoke well of the capabili- 
ties of DEC’s EDI products and 
the new features available with 
DEC/EDI Version 1.2. 

Pat McGinn, project manager 
in the battery group at Johnson 
Controls, Inc. in Milwaukee, is 
using DEC/EDI to integrate data 
transfer between OEMs such as 
Ford Motor Co., Chrysler Corp., 
Nissan Motor Corp. and Honda. 

“We do just-in-time contracts 
and use EDI to link ourselves 
with our customers and to ensure 
information transfer,” McGinn 
said. “Used properly — integrat- 
ed with applications — [EDI] be- 
comes almost interactive and 
keeps us all informed about 
what’s going on at all times. Ap- 
plication integration isn’t easy, 
but it’s where the payback is, 
rather than merely treating EDI 
as a$200,000 fax machine.” 

He added that DEC/EDI Ver- 
sion 1.2 automates archiving on 


the VAX, allowing users to access 
more data and to “go back further 
for customers.” 

“The throughput is nice — 
FileBridge builds data in an or- 
dered fashion and pushes the da- 
ta through the system at break- 


be 


care Administrative Data Sys- 
tems software from Shared Medi- 
cal Systems; transportation Pow- 
erDoc EDI from Fraser Williams 
Group; and customs brokerage 
Alliance software from ASA Inter- 
national in Salem, N.H. 


SED PROPERLY — integrated with 

applications — [EDI] becomes almost 

interactive and keeps us all informed 
about what’s going on at all times.” 


PAT MCGINN 
JOHNSON CONTROLS 





neck speed with a converter,” he 
said. 

DEC also announced a series 
of nine “EDI-ready” applications 
from third-party vendors. Ross 
Systems, Inc. in Redwood City, 
Calif., is offering its financial ac- 
counting Renaissance Series, 
Promix manufacturing and Ross 
Distribution software for EDI. 
Other distribution software now 
available includes: DCS/Logis- 
tics from Andersen Consulting, 
Modis from Mancos Computers 
and MDS from Distribution Ar- 
chitects International; health 


Actually, it’s Sun’s Customer Support. 


These days, the most impressive performance 
isn’t just inside your Sun™ computer. It’s 
behind your Sun computer, too, with Sun 


Customer Support. 


Sixteen thousand experts in 125 
countries support more than 650,000 
UNIX® systems, making Sun the world’s 
largest installer and supporter of UNIX- 


based client-server systems. 
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As a Sun customer you’l! draw from 
66 training centers and 24 answer centers for 


hardware, software, and network support. 
Easy-to-use support tools such as AnswerBook,™ 
SunSolve™ and Sun HelpDesk™ are available. 
And because Sun products have upgrade 
paths built right in, our experts can help you 
plan for the future right from the start. 


How well have we met your needs? 
Recently Sun was awarded a 94 per- 


cent loyalty rating from among Sun customers 


COMPUTERWORLD 


— significantly higher than the industry aver- 
age. And Sun Customer Support has helped to 


DEC/EDI Version 1.2 and 
HostBridge are both shipping 
and are priced starting at $10,000 
and $36,000, respectively. 

Additional clients for IBM 
mainframes are priced at $10,000 
for VSE applications and at 
$18,000 for MVS. 

Linus Press, an EDI analyst at 
Dofasco, Inc., a Hamilton, Ontar- 
io-based steel manufacturing 
firm, is moving the firm’s EDI ap- 
plications from an IBM main- 
frame to DEC/EDI because the 
costs of upgrading the main- 
frame were prohibitive. 


make the cost of owning Sun among the lowest 
in the industry. 

But as for how satisfied we are? Well, 
we're still working on that 6 percent. Call 
1-800-426-5321, ext. 500. 


& Sun 


Sun Microsystems Computer Corporation 


A Sun Microsystems, Inc. Business 





" 
| 





Tins a wide spectrum 
of UNIX systems. 


But only an expert 
can blend them into your 
business picture. 


Although UNIX systems can brighten 
the outlook at almost any company, there's 


an art to integrating UNIX with the 


many layers of an enterprise from desk- 


top to mainframe. 


An art at which Unisys is a master. 


We offer 


unrivaled expe- 


rience with com- 
mercial UNIX 
technology and 


an industry-leading ability to fully in- 
tegrate UNIX with existing mainframe- 


based networks. As your information sys- 


tems and business partner, Unisys will 
help identify your needs and install the 
Unisys UNIX solutions that are right for 


©1992 Unisys Corporation 


your computing environment. And 
because our UNIX solutions are based on 
Intel x86 processors, we can leverage your 
existing investment in PCs and extend 
interoperability to the workgroup. 
What’s more, our Communications 
Access Processor (CAP) enables your 


SNA network and 3270 terminals—for 


the first time—to cost-effectively ac- 


cess UNIX, introducing the advantages of 
UNIX to any environment. Says the Aber- 
deen Group: “We recommend that CAP 


technology be evaluated by customers 


UNISYS 


We make it happen. 


attempting to contain costs, protect exist- 
ing investments in SNA networks, and 
take advantage of new UNIX platform 
opportunities.” 

It’s all what you’d expect from 
Unisys, with our forty-year track record 
as a prime contractor for integrated 
business solutions—and a reputation for 
working closely with customers to apply 
technology not for its own sake but for the 
benefit of their organizations. Organiza- 
tions such as United Airlines and the Cal- 
ifornia Department of Motor Vehicles. 

Call us at 1-800-874-8647, ext. 183. 
Ask how Unisys can integrate an entire 
palette of UNIX systems to create max- 


imum results for your enterprise. 


UNIX is a registered trademark of UNIX System Laboratories, Inc 





Think Beyond Mainframes. Think Beyond 
The Alternatives. Think Infinite... 0: cbc over ssioiames 


and mainframe alternatives, one thing is clear. Users are searching for a more cost-effective, reliable, and scalable 
solution to the data center computing challenge. & Encore’s Infinity 90™ Series ends the search. & An open, shared 
memory system with capabilities beyond contemporary mainframes and beyond so-called alternatives. The Infinity 90 
delivers massive scalability, fault-resilience, and superior throughput, speed, and capacity at a dramatically reduced 
cost. The result is unsurpassed performance at a savings of 70 to 80 percent over traditional mainframe life-cycle costs. 
Infinity 90 configurations can be scaled to provide ® over 100 times the compute power over 20 times the I/O 
bandwidth ® and over 75 times the I/O capacity of today’s mainframe P all this while requiring only 10 percent of 
an equivalent mainframe’s footprint, power, and air conditioning. & The Infinity 90 expands in a cost-effective, granu- 
lar manner as your data center requirements change. # The Infinity 90. Years beyond the mainframe and its 
alternatives. And here now, from Encore, a leader in high-performance systems for over 30 years. For more 


information, call 800/933-6267 in the U.S.A. or Canada; 305/587-2900 worldwide; or write to Encore Computer 


Corporation, 6901 West Sunrise Boulevard, Fort Lauderdale, FL 33313-4499. The Infinity 90. 
Open, Scalable, Cost-Effective Solutions 
For Tomorrow. Today. 
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Think Beyond. Think Infinity. 
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Database management 


BMC Software, Inc. has released Version 
3.2 of Copy Plus, a copy utility. 

The product was designed for the IBM 
DB2 database management system. Indi- 
vidual table spaces can be copied with an 
option that lets users manually select an 
I/O access method. External packages 
such as BMC’s Data Packer can be used to 
compress output copy data sets. A data in- 
tegrity feature that catches table spaces 
with error ranges is also included, and the 
new version has added an Empty No op- 
tion to make sure incremental copies are 
made and registered even when change 
pages are not found, the company said. 

Version 3.2 of Copy Plus prices start at 
$12,000. 

BMC Software 

1 Sugar Creek Center Blvd. 
Sugar Land, Texas 77487 
(713) 240-8800 


Quadrant Corp. has released Version 3.0 
of KeepTracker, a computer asset man- 
agement product. 

According to the company, KeepTrack- 
er 3.0 helps users who need to follow the 
status, reliability and location of software, 
hardware and other system components 
throughout an organization. The product 
has the ability to maintain data on soft- 
ware, purchases, service contracts and 
warranties. Users can define and store re- 
port formats with a true multifile report 
writer. 

Version 3.0’s features include data en- 
try keystrokes, cascading menus and auto- 
mated batch cycling. The product installs 
onany VAX/VMSCPU. 

Prices start at $9,600. 

Quadrant 

340 Front St. 

Marion, Mass. 02738 
(508) 748-1283 


Allen Systems Group, Inc. has introduced 
PageFix.DM, an interactive, menu-driven 
facility that displays and modifies Comput- 
er Associates International, Inc.’s CA- 
IDMS database pointers. 

According to the company, the product 
resolves database abends caused by cor- 
rupted or broken pointer chains. Full- 
screen display and update capabilities for 
pointers are provided, with corresponding 
data in alphanumeric and hexadecimal for- 
mat. Users can locate the source of broken 
chains when the product displays the as- 
sociated line index and database page 
number. PageFix.DM also has the ability 
to display line indexes, data and pointers 
on separate formatted menu screens. 

Pricing starts at $17,600. 

Allen Systems Group 

750 11th St. South 

Naples, Fla. 33940 

(813) 263-6700 

Utilities 

BlueLine Software, Inc. has introduced 
CACHE/VSE, a direct-access storage de- 
vices (DASD) caching product. 

According to the company, the product 
was designed to increase the performance 
of every site running the VSE operating 
system. The software reduces DASD I/O 
by maintaining high-use records in real 
storage buffers, and the repetitive I/O to 
those records is eliminated. The product 


can be used for an assortment of files, in- 
cluding SAM and VSAM datasets, label ar- 
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eas and the files from any database man- 
agement system. 

CACHE/VSE prices start at $440 per 
month. Permanent license prices start at 


5775 Wayzata Blvd. 
Minneapolis, Minn. 55416 
(612) 542-1072 


Data storage 


System Industries, Inc. has introduced an 
upgraded chassis for its Raider’s Edge se- 
ries of disk subsystems. 

According to the company, the product 


eliminates the power supply as a failure 
point and adds battery backup. Raider’s 
Edge subsystems are based on redundant 
arrays of inexpensive disks technology 
and consist of five disk arrays offering 
1.8G or3.3G bytes of total storage capacity. 

Upgraded subsystems have individual 
drives that are hot-swap removable and 
keyed, electromechanical interlocks to 
prevent accidental drive removal, the com- 
pany said. 

The subsystems were designed for Sun 
Microsystems, Inc., Digital Equipment 
Corp. and networked environments. 

Prices start at $41,500. 

System Industries 
1855 Barber Lane 
Milpitas, Calif. 95123 
(408) 432-1212 


Digital Equipment Corp. has announced 
an option to its StorageServer 100 file serv- 
er. 

According to the company, the option 
provides a maximum on-line capacity of 
342G bytes in formatted capacity. The Sto- 
rageServer 100 system was designed to 
extend and enhance Network File System 
capabilities. The system combines a stan- 
dard DECsystem reduced instruction set 
computing server with hierarchical file 
server software and rewritable optical disc 
technology. 

The 85G-byte option for the Storage- 
Server 100 system costs $119,500. 

DEC 
146 Main St. 

‘d, Mass. 01754 
(508) 493-5111 


That's not just a headline. IT keeps companies competitive at home and abroad. 


What is IT? Information Technology. ITcompanies design software, process information, 


build and manage communications networks—do the thousand-and-one things that keep 


information flowing and businesses running at their competitive best. 


There's really no doubt about IT. In fact, in a recent survey of top business execu- 


tives, 90 percent said Information Technology is an integral part of their business strategy. 


75 percent said that IT systems are critical to maintaining market share. 


Right now, IT helps a fashion apparel manufacturer sell 50 million pieces of cloth- 


ing to customers around the world. Meanwhile, perhaps just down the street from your 


business, a pharmacist waves an electronic wand at under stocked items to reorder need- 


ed products—products with next day delivery—tagged with store prices and packed in 


the order that they go on the shelf. 


The possibilities are as limitless as the need for productivity. Which is why last year, 


the Information Technology industry included five of the six fastest growing segments of 


the U.S. economy, with a growth rate in excess of 13 percent. IT is big business. To find 


out how Information Technology can pay off, call ITAA at (703) 284-5326. “o< 


Information Technology. What you need to succeed. 1Ti 
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Information Technology Association of America 
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Your daily business routine could be turned upside down 
by an interrupted modem transmission. One moment 
you're sending or receiving data, the next moment you’re 
fuming. Has the Escape Sequence used by your modem 
just interrupted your transmission? 

While our real world examples of interrupted trans- 
missions due to escape sequences have been limited to 
our BBS and Hayes’ own data files, our analysis is based 
on the theoretical possibility that you can experience 
this situation in your business. Will you be the one who 
proves our theory? 

ONE WAY TO AVOID TRANSMISSION FAILURE. 
The Hayes Improved Escape Sequence With Guard Time, 
the industry-standard patented technology that’s proven 
reliable for over a decade, is One Way tO jypsaysissuy sn 
count on reliable data transmission. 

You’ll find it in all Hayes modems and 
in other licensed modems that have 
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this symbol on their packaging. 
Although it doesn’t mean full Hayes 
compatibility, it does ensure that 
products displaying this symbol use 
the patented Hayes technology. 
THE WHITE PAPER. We've 
developed an informative White 
Paper titled “The Issue Of The 
Reliable Modem Escape Sequence.” 3 
The paper discusses escape sequences and these 
possibilities. For a FREE copy, call 800-374-8388, 
FAX your request to 404-729-6650, or download the 
paper from the Hayes BBS. Call or fax us today for your 


copy of the White Paper. (3) ' ’ « 


Because your world is hectic 
Why settle for anything less? 


enough without being 
ambushed by a modem Hayes products have the computer 
world talking. More than ever. 


with an attitude. 


Go Online with Hayes BBS; call 800-874-2937 or 404-446-6336 


©1992 Hayes Microcomputer Products, Inc., P.0. Box 105203, Atlanta, GA 30348 
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CASE * LANGUAGES « TOOLS 


Unisys to 
extend 4GL 


@Unisys Corp. plans to 
extend Linc II, a fourth- 
generation language, by re- 
selling.a set of application 
development utilities from 
London-based Advanced 
Business Solutions PLC. 
ABS Kit, which runs on 
Unisys A series and 2200 
series mainframes, pro- 
vides version control, qual- 
ity assurance and cross-ref- 
erenced inquiries. 


@ Information Engineering 
(IE) methodology maven 
James Odell recently 
joined Intellicorp, Inc., an 
object-oriented computer- 
aided software engineer- 
ing (CASE) tools maker in 
Mountain View, Calif. 
Odell will work with JM & 
Co.,.one of CASE notable 
James Martin’s compa- 
nies, to develop an object- 
oriented version of IE. 


Borland International, 
Inc. announced Paradox 
SQL Link for Novell, 
Inc.’s NetWare SQL 3.0, a 
tool designed to let Para- 
dox 4.0 users query appli- 
cations built in Btrieve, No- 
vell’s record manager. The 
$395 producttranslates 
Paradox’s query language 
and menu commands to 
the right dialect of SQL. 


@SuiteDome, an object- 
based development work- 
bench from San Diego- 
based Suite Software, 
Inc., is available on HP 
9000 Series 700 and 800 
machines from Hewiett- 
Packard Co. Prices range 
from $700 to $12,000. 


@Pacific Gold Coast 
Corp., a PC application de- 
velopment tools maker in 
Glen Cove, N.Y., has en- 
hanced PGC CASE. The 
new version, priced at 
$150, lets users combine 
editing reqtiests, choose 
from three icon and font 
styles and resize graphs. 


@Unix application devel- 
opment tool maker Pure 
Software, Inc., based in 
Los Altos, Calif., and Mer- 
cury Interactive, Inc., 
based in Santa Clara, Calif., 
plan to merge and cross- 
market their product lines 
starting early next year. 
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Words from the CASE-wise: 
Think big, know your vendor 


Battle-scarred development tool veterans offer advice to potential users 


BY KIM S. NASH 


CW STAFF 


Computer-aided software engi- 

neering (CASE) veterans have 

words of wisdom as well as spe- 

cific caveats for potential or new 

users of the development tools. 
Pre-CASE steps — vendor 

evaluation and very early imple- 

mentation — are particu- 

larly important, they 

said. Before plunking 

down a fat check for 

products from Texas 

Instruments, Inc., In- 

tersolv, Inc., Knowl- 

edgeWare, Inc. or any 

other CASE bigwig, measure 

your shop against the following 

criteria: 


Is CASE the answer? 
Multiple problems. One of 
the most oft-cited warnings from 
those in the know is that CASE 
for a single project or in limited 
development use is a waste of 
time and money. 

“It's a big commitment, not 
something to be taken lightly,” 
said Randy Dougherty, engineer- 
ing technical director at Martin 
Marietta Corp. in Dayton, Ohio. 


¢ Flexible problems. Do not un- 
derestimate the cultural and or- 
ganizational upheaval that ac- 
companies CASE. Users 
advocate giving project teams 
plenty of leeway. That means that 
although you want to get rolling 
with the new tools, choose proj- 
ects that are flexible enough to al- 
low movable deadlines. The 
Chase Manhattan Bank NA 
in New York, for exam- 
ple, tested Easel 
Corp.’s products in 
several pilots for 
more than a year be- 
fore starting formal 
use. 

Open access to data. Posses- 
sive users or staunch hierarchi- 
cal management won't take kind- 
ly to the integrated systems that 
are the goal of most CASE proj- 
ects. Yet buy-in from these troops 
can be critical to the ongoing use 

ofanew technology. 

Rapid application develop- 
ment modules that are part of 
several CASE workbenches are 
getting people involved at compa- 
nies such as Chemical Banking 
Corp. and The Royal Trust Co. 

Rapid application develop- 
ment calls for developers to meet 





New API rallies support 
for SNA standardization 


BY GARRY RAY 


CW STAFF 


Developers who support IBM’s 
Systems Network Architecture 
(SNA) in their applications will 
be able to use Microsoft Corp.’s 
Windows Open System Architec- 
ture (WOSA) to write Windows 
applications with embedded SNA 
services. In addition, more than 
20 vendors of SNA services, in- 
cluding IBM, announced plans to 
comply with a single application 
programming interface (API) to 
access SNA service from within 
Windows programs. 

Microsoft said in its recent an- 
nouncment that the new set of 
more than 100 APIs will support 
common SNA services such as 
High Level Language API, Ad- 
vanced Program-to-Program 
Communications and Logical 
Unit 0. Previously, corporate and 


. commercial software developers 


needing access to those SNA ser- 


vices were obliged to use a vari- 
ety of vendor-specific APIs. 

Prior to the announcement, “it 
was harder for developers to use 
SNA services because there 
were multiple APIs to pick from,” 
said Mike Fritz, group marketing 
manager of systems marketing at 
Microsoft. Developers “want to 
write to astandard set of APIs and 
choose from a lot of back-end 
SNA environments,” he added. 

Microsoft previously had an- 
nounced that its WOSA architec- 
ture would also support commu- 
nication standards © including 
Unix sockets and the Open Soft- 
ware Foundation’s remote proce- 
dure calls. WOSA specifications 
also provide data access APIs 
through Open Database Connec- 
tivity and messaging services 
through the Messaging API. 
Both are Microsoft protocols. 

“Over time, corporate devel- 
opers have come to us and want- 
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with users to “spec out” the sys- 
tem in question and to build and 
test quick prototypes together. 
Users know their voices are 
heard and programmers are 
spared much back-and-forth nig- 
gling that can bog down develop- 
ment efforts. 

Be ready to relearn. Thor- 
ough programmer training that 
incorporates a gradual change in 
how traditional mainframe devel- 
opers work is a must. It is over- 
whelmingly cited by CASE pio- 
neers as the most critical step to 
getting the most out of CASE 
tools [CW, Oct. 12]. 


Business skills needed 
CASE pointed up skill base defi- 
ciencies at Levi Strauss & Co., 
which has been doing serious 
CASE since 1989. Besides learn- 
ing the ins and outs of the partic- 
ular CASE tool and methodology, 
Levi's staff needed to increase 
business acumen. 

“Design in the 1970s was real- 
ly just replicating manual tasks. 
Now we have to figure out how to 
make automated tasks better for 
the business,” explained Donna 
Rund, director of information en- 
gineering. 


Talk, talk, talk. Get the scoop 
on different tools by meeting with 
current users in similar indus- 
tries — and not just the ones the 
vendor uses as standard refer- 
ences. User conferences can be a 
good place to find them, but call 
industry associations, too. 

*Easy instruction. Make sure 
training, consulting aud other 
hand-holding are available either 
from the CASE vendor or a third 
party experienced with your tool 
choice. 


Before diving in 

You have the nifty CASE work- 
bench installed. Now what? Don’t 
touch that dial. First, install proj- 
ect management tools. Users 
said CASE efforts grow quickly, 
which can make tracking com- 
pleted work and <zcheduling fu- 
ture tasks troublesome. 

Plus, project management 
software, which is available from 
third parties and Big Six firms, 
can foreshadow hurdles down 
the line and help staff prepare. 

Next, devise metrics to judge 
software quality, time or money 
savings to measure the success 
(or failure) of a finished system. 
Metric devices are a personal 
thing. 

Some shops, such as General 
Electric Co., support function 
points, while others like to track 
man-hours spent on software 
maintenance. 

Any technique will do as long 
as there is some way to measure 
procedure pre- and post-CASE. 
How else will you know how far 
the tools have taken you? 





PC tool supports CICS 


BY GARRY RAY 
CW STAFF 


A PC-based Cobol development 
tool has been updated to support 
programs that use IBM’s CICS. 

The tool, Cobol Analyst/CICS 
1.5 from SEEC, Inc. in Pitts- 
burgh, can analyze Cobol pro- 
grams to provide information 
such as system flow and relation- 
ships between CICS programs, 
company officials said. Such in- 
formation is useful in mainte- 
nance or in analysis before rede- 
ployment ofapplications on other 
platforms, they added. 

The Microsoft Corp. Win- 
dows-based tool includes its own 
data dictionary for analysis and 
storage of Cobol programs, CICS 
data models and CICS screen 
definitions. Information from 
other SEEC products that ana- 
lyze IBM’s IMS and VSAM pro- 
grams are also stored in the dic- 
tionary. 

Once a data dictionary has 
been created and relevant Cobol 
programs have been imported 


and analyzed by Cobol Ana- 
lyst/CICS, programmers can 
navigate through one or more 
program modules by specific 
variables, I/O screens or other 
program entities. 


Added options 

The tool provides a variety of pro- 
gram representations, including 
full CICS data entry screens, pro- 
gram flow charts and data model 
and structure diagrams. Various 
standard programming metrics 
are also provided. 

Although it is not a program- 
ming workbench, Cobol Ana- 
lyst/CICS includes editing and 
notation capabilities that can be 
used to alter an existing program. 

These entries can be exported 
as updated program modules and 
used ina traditional Cobol devel- 
opment environment on a main- 
frame or PC, company officials 
said. 

Available immediately, Cobol 
Analyst/CICS is priced at $750 
and includes the company’s Care 
Data Dictionary. 
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Canadian Airlines 


International Found 


A Strong CASE For 
Managing Change. 
—_-- ——&—__- 


In the rapidly changing world of the airline industry, 
Canadian Airlines International Ltd. understands that keeping seats 
filled and continually exceeding customer expectations largely 
depend on how well they manage change. So when they wanted to 
implement a state-of-the-art frequent flier program in record time, 
they turned to IEF™ CASE software from Texas Instruments. 
The Information Engineering Facility (IEF) offers a diverse portfolio 
of software, which lets you do everything from rebuild high- 
maintenance-cost legacy systems to develop new strategic systems. 
And do it more efficiently with higher quality. 

Widely recognized as the leading tool for achieving integrated CASE 
solutions, the IEF helped Canadian Airlines International create 
their Canadian Plus® frequent flier system in less than half the time 
it would have normally taken to build it from scratch. 

Today, Canadian Airlines International knows the IEF can help them 
adapt to change in other areas as well. They realize the IEF has many 
strengths other than just enabling reduced 

application development times. 
Richard Nelson, Director of Operations, 
Canadian Technology Services, 
Canadian Airlines International Ltd.., 
said, “It (the IEF) has brought the 


airline tremendous benefits in staff 


mW and operating cost efficiencies.” 'e 
In the end, Canadian Airlines _ Richard Nelson 
wonest f : Director of Operations 
mess | International, with the help of Condens Tichucleay Services 
the IEF, produced an outstanding — Canadian Airlines International Ltd. 
frequent flier program. Customers get better service and Canadian 
Airlines International has increased passenger count. 
Canadian Airlines International is just one of many companies in a 
diverse range of industries that have also found a strong CASE for 
managing change. We'd like to share a few more CASE histories with 
you. Call us now fora copy of The IEF at Work. Government 
purchasers please reference GSA#GS00K92AGS5530. 
1-800-336-5236. 


wi TEXAS 
INSTRUMENTS 


©1992 T1 76573 
IEF is a trademark of Texas Instruments Incorporated. Canadian Plus is a registered trademark of 
Canadian Airlines International Ltd. 








Hybrid environment may 
ease app development 


Sports C++ incremental compiler, framework, libraries 





BY GARRY RAY 


CW STAFF 





A hybrid programming environment may 
make it easier to develop applications for 
the Apple Computer, Inc. Macintosh, Mi- 
crosoft Corp.’s Windows and various Unix 
platforms. 

Component Workshop, a C++ develop- 
ment environment from Component Soft- 
ware Corp. in Lexington, Mass., was an- 
nounced last week for the Macintosh, with 
a Windows version expected by the end of 
this year, company officials said. Unix ver- 
sions will be delivered later in 1993, they 
added. 

In contrast to the slate of development 
environments and class libraries released 
in recent months, Component Workshop 
contains an internal incremental compiler 
similar to that used in SmallTalk. Incre- 
mental compilers generate application 
code as programs are entered into a devel- 
opment environment, which allows coders 
to rapidly prototype and test their applica- 
tions. 

However, similar to interpreted pro- 
gramming environments such as Basic, 


the incrementally compiled code executes 
only within the development environment. 
Another tool, which Component Software 
calls the Extruder, converts application 
code in the environment into C++ source 
code. That source code, which the compa- 
ny said is compatible with AT&T's C++ Ver- 
sion 2.1, can be compiled with a standard 
C++ compiler. 

According to the company, Component 
Workshop also includes a class library, an 
application framework and _prepro- 
grammed “components” to speed pro- 
gram construction. 

Among the integrated development 
tools are three browsers, a “composer” to 
create and edit classes, debugging tools 
and a program editor. A class library and 
application framework handle the stan- 
dard functions and behaviors of an appli- 
cation, while components similar to Unix 
“widgets” can be used to add editing, list 
management and object network diagram- 
ming to an application. 

Slated for shipment in November, the 
Macintosh version of Component Work- 
shop is priced at $2,495. Introductory pric- 
ing will be available for a limited time. 





New API 


CONTINUED FROM PAGE 119 


ed different services,” said Michael Calla- 
han, manager of product marketing at Wall 
Data, Inic., a Redmond, Wash.-based pro- 
vider of the Rumba connectivity software. 
Developers “may be satisfied with [the 
new services], but if their needs change, 
they'll have a problem” using enhance- 


ments made by one vendor, but not sup- 
ported by others. The SNA APIs will re- 
duce that problem and make it easier for 
independent software vendors and corpo- 
rate developers to make use of aconsistent 
standard, he added. 

A 300-page Windows SNA API specifi- 
cation describing the more than 100 API 
funtions will be made available on the 
CompuServe computer network within 
the next 60 days, according to Microsoft. 





A culture change 
will be inevitable 


when 


you move 


to open systems 
EAL 


But suffering from 
culture shock 


doesn 


t have 


to be a part 
of the move 


We'll 
keep 


help you 
familiar 


IBM mainframe 


tools 
give 


plus 
you the 


superior support 
service sometimes 


missin 


open system 
computing 


s ' 
i ni-SP The popular editor/user interface that 
includes Dialog Management Services 


ani-REXX 


The powerful system control language that 
makes ports for existing applications easy 


familiar full-screen editor for 


a 
Gni- " 
® novice and advanced users alike 


the workstation group 
the business choice for open systems 


800-228-0255 


wrk/grp 


the workstation group 





APPLICATION DEVELOPMENT 


COMMENTARY 
Doug Barry 


When to use 
object DBMSs 


Amid the hype over object- 
/ oriented programming, 
one area of the technology 
may be on the threshold of 
providing real gains to us- 
ers: the lesser-known 
technology of object-ori- 
ented DBMSs. 
Object-oriented DBMSs will generate 
$500 million in revenue by 1996, according 
to International Data Corp. — up from vir- 
tually nothing at the start of this decade. 
This is largely because object-oriented 
DBMSs support the use of “complex data.” 
How do you know if your data is complex? 
Some guidelines follow. Also, see Ad- 
vanced Technology (page 28) for a more 
complete description of object-oriented 
DBMSs. 
Let’s say you are designing a RDBMS us- 
ing the proper design techniques for rela- 
tional technology. You have complex data 
if you find yourself making one or more of 
the following statements: 
e“T'll need to ‘de-normalize’ if] want to get 
any performance.” 
e“The number of relational joins I’m going 
to need for most uses will kill the system.” 
“I’m going to need different relational 
views for each type of data so I do not show 
all the null fields.” 
“Different types of data have the same 
field or attribute name. The names have 
different meaning depending on the type 
of data.” 
e“My program needs to use graph data 
structures such as binary trees. I'll need 
to transform trees to relational tables and 
vice versa to provide graphic support.” 
Commonly, you hear of complex data in 
computer-aided design and engineering 
software. But that’s not the only place 
you'll find it. lencountered complex data 
when I designed a RDBMS for a personnel 
system in the mid-1980s. It left me with all 


| ofthe above laments, except the last one. I 


didn’t need graphics. Yet today, that sys- 
tem would likely also have hypertext or 
multimedia. 


Even without graphical environments 
and applications, complex data is all 
around you. Simple human concepts, such 
as “arobinisa type of bird,” are difficult to 
put into relational and predecessor (i.e., 
flat file) DBMSs. 

For example, my personnel database 
system contained exempt employees and 
nonexempt employees. Sometimes these 
two types of employees were treated dif- 
ferently by the system (as exemptand non- 
exempt). Other times they were treated in 
the same manner (as employees). I could 
easily have represented this in an object- 
oriented DBMS because it recognizes 
classes and subclasses of data. 

Furthermore, with an object-oriented 
DBMS, I could create different proce- 
dures to handle these two cases (proce- 
dures are called “methods” in object 
terms). I could use the name “pay” for each 
method. Each would calculate pay in the 
manner appropriate for each class of data. 
The duplicate name, “pay,” would not con- 
fuse the system because methods stay 
with the data and not with the application. 

The relational joins that concerned me 
earlier now either go away because of the 
object data model or are replaced with data 
references. And traversing a data refer- 
ence is considerably faster than a join. 

Should you be considering an object- 
oriented DBMS? The technology is still 
new. It does not have the breadth of third- 
party tools made available during the last 
decade of predecessor or relational tech- 
nology. That may deter all but the experi- 
mental. Nevertheless, my advice is that if 
the laments that I listed earlier are becom- 
ing a problem, users might do well to con- 
sider an object-oriented DBMS. 

I do not believe object-oriented DBMSs 
will replace relational technology. But 
most RDBMSs handle only a relatively 
small percentage of database problems. 
The remaining data is the target for object- 
oriented DBMSs. 

No technology provides the ultimate 
solution, and object-oriented DBMSs are 
not panaceas for all that ails today’s data- 
base administrators. 

As object-oriented DBMS technologies 
are tested and implemented, other data- 
base problems will no doubtarrive that will 
tax their capabilities. Object-oriented 
DBMSsare simply the next stage in the 
evolution of DBMSs. 


Barry is co-founder and chief technical officer at 
Itasca Systems, Inc. in Minneapolis. 





Versant updates DBMS C++ tool set 


MENLO PARK, Calif. — Versant Object 
Technology Corp. last week expanded its 
line of application development tools for its 
object-oriented database management 
system with the addition of a report gener- 
ator and industry-standard SQL. 

The Versant C++ Application Toolset 
Release 2.0 includes Versant Report, 
which the company claimed is the first re- 
port generator available for an object-ori- 
ented DBMS. Versant Object SQL is in- 
tended to allow developers to leverage 
their experience with SQL in a Versant en- 
vironment. 


Graphical help 
Release 2.0 also features enhancements to 
Versant Screen, a C++ based graphical ap- 
plication development tool. 

The tool kit is available for Sun Micro- 
systems, Inc. SPARCstation computers, al- 
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though versions for other computers are 
scheduled for release by the end of the 
year. 

Versant also announced that it has 
signed agreements to integrate the Ver- 
sant Object Database Management Sys- 
tem with five leading object-oriented de- 
velopment tools. 

The agreements were signed with the 
following companies: Intellicorp, maker of 
the Prokappa CASE front-end develop- 
ment tool; Lucid, Inc., which offers the En- 
ergize Programming System; STEP, pro- 
vider of the STEP Toolkit for 
manufacturing applications; Protosoft, 
maker of the Paradigm Plus design tool; 
and Persistence Software, Inc. for integrat- 
ing applications developed for the Versant 
Object Database Management System 
with DBMSs from Oracle Corp. and Sy- 
base, Inc. 
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Informix 
Database Technology 
Helps Kmart 
Know What its Customers Want. 


When Kmart wanted to move ahead in the highly competitive retail indus- 
try, they turned to us, Informix, and our experts in UNIX’ relational database 
management systems. 

Inventory Control Nationwide. 

Kmart needed a fault-tolerant database that linked order entry, price 
verification, shelf-price updates, and compiete inventory control for over 2,500 
stores nationwide. 

Kmart chose the Informix UNIX-based solution. 

Hand-Held, Radio Frequency Computing. 

With its new information network, multiprocessors, and hand-held DOS 
radio frequency computers, shelf pricing and complete inventory control are easily 
managed in less than a minute directly from the store floor. 

The information from the database allows Kmart to make better decisions 
that help keep products on shelves, give faster check-out service, and keep excess 
inventory at a minimum —all of which helps Kmart keep a step ahead of the 
competition. 

Kmart and thousands of other companies have called on us for 12 years to 
successfully handle their critical data. 

If you’re considering UNIX for data management, talk to Informix. 
Because we're the experts. 


Cal -800-680-FMX. Vd \NFORMIX’ 


THE UNIX DATABASE EXPERTS. 


© 1992 Informix Software, Inc. Informix is a registered trademark of Informix Software, Inc 
All other names indicated by ® or ™ are registered trademarks or trademarks of their respective manufacturers. 
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NEW PRODUCTS 


Code libraries 


EMS Professional Shareware has 
started shipping the NW Utility 
Library on CD-ROM. 

The library consists of a col- 
lection of 567 Public Domain and 
Shareware products designed 
exlusively for Novell, Inc. Net- 
Ware local-area network users. A 


database index and search pro- 
gram is included, and the con- 
tents of product documentation 
fles can be read and printed as the 
database is browsed, the compa- 
ny reported. The library includes 
Btrieve, Backup, Boot, Group- 
ware, OS/2 Print, Remote and 
Tutor plus a variety of other types 
of products. 


The library costs $99.50. 
EMS Professional Shareware 
4505 Buckhurst Court 
Olney, Md. 20832 
(301) 924-3594 


Born Software Development 
Group has announced Guide/ 
400, a Dynamic Linked Library. 
More than 30 C routines are 
provided that offer record-level 
access and management of data 


files that are on a Distributed Da- 
ta Management (DDM) target 
such as an IBM System/36 or Ap- 
plication System/400, the compa- 
ny reported. Under OS/2 or Mi- 
crosoft Corp.’s Windows, users 
can write an application that can 
be opened, accessed, modified, 
locked and unlocked, and users 
can close files on a DDM target 
system. 

Pricing ranges from $80 to 





Find out how, free. 


Now you can get all the information and 
products you need to implement client- 
server solutions on Windows" Today. 
From Gupta, the leader in client-server 
database software for PC networks. 


“Gupta had the products we needed to 


implement client-server successfully on 
Windows workstations. Anyone serious 
about chent-server has to look at Gupta.” 
John Morrison, Director of Information 
Systems Support, Steelcase Inc. 


SQLWindows® The leading 


graphical development tool. 


Unlimited application-development 
power with graphical PC convenience. 
That's SQLWindows, the graphical 
4th-generation language (4GL). 
SQLWindows is used by more program- 
mers worldwide than any other software 
to create “industrial strength,” mission- 
critical applications under Windows. 
SQLWindows includes such essentials 
as a graphical forms painter, an 
integrated debugger, a comprehensive 
report writer and an automatic 
application generator. And we offer 

a unique application-registration 
program that eliminates 
the need to pay run-time 
fees upon deployment. 


Quest” Fast 
answers to 
difficult questions. 


Quest is the easiest and 
most versatile end-user 
database tool available 
under Windows. Use 
Quest to quickly query 
data from all popular SQL databases such 
as SQLBase, ORACLE® and DB2. Only 
Quest includes an integrated graphical 
report writer anyone can use to produce 
custom hard-copy reports. You can even 
integrate Quest via DDE with other 
Windows applications such as Excel to 
produce custom data-access environments. 
And Quest requires no knowledge of SQL. 


ORACLE 
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SQL Windows 


Gupta offers all the products you need — 
graphical tools, SQL database servers, 
and connectivity software — to imple- 
ment client-server database applications 
on your LAN or across your enterprise. 


File Edit Database Special 











SQLWindows provides a 
complete environment for 


heneneiteetcieenpilinpancticdinatin 


Hiow to put 
client-server 
to work on 
Windows. 


SQLBase® The fastest database 
server for PC networks. 


For NetWare® and other networks, there 
is no faster or more cost 
effective server than 
SQLBase. It delivers over 
100 transactions per sec- 
ond. It’s easy to install, 
configure and administer. 
And it provides features 
such as scrollable cursors 
and referential integrity 
that are critical require- 
ments for interactive, 
graphical applications. 


SQLNetwork* Client-server 
connectivity 


Only SQLNetwork makes all popular SQL 


databases — on mainframes, minis and 
LANs — accessible to networked PC 
applications. So you can use SQLWindows, 
Quest, or other applications to extend 


client-server throughout your enterprise. | 


We're ready to put client-server 

| to work for you today. 
Over half the Fortune 500 companies have 
selected award-winning products from 
Gupta to build graphical client-server 
applications. Whether you’re downsizing, 
upsizing or implementing cooperative 

| processing across your enterprise, Gupta 
can put client-server to work for you today. 

| Call now for your free client-server 

| information kit. 


FREE client-server kit. 
Call now 1-800-388-4550 
ext. GD04 


Gupta 


1060 Marsh Road, Menlo Park, CA 94025 
(415) 321-9500, FAX (415) 321-5471, Gupta Europe 44-628-478333 


© tent Gupte Technolagion lac A I rights reserved. 
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$195 per copy. A development kit 
costs $2,000. 

Born Software Development 
Group 

Suite 120 

445 E. Lake St. 

Wayzata, Minn. 55391 

(612) 449-4993 


Computer-aided 
software 
engineering 


Visible Systems Corp. has re- 
leased Version 5.0 of the Visible 
Analyst Workbench I-CASE tool. 

Visible Analyst Workbench is 
an integrated computer-aided 
software engineering (CASE) 
tool set. The product is a fully 
adapted application for Microsoft 
Corp.’s Windows operating envi- 
ronment with both forward- and 
reverse- engineering capabilities. 
Visible Analyst Workbench sup- 
ports a variety of development 
techniques and generates Cobol 
source code, SQL database sche- 
mas and C source code from de- 
signs developed in the system. 

New Windows features have 
been added, including pop-up 
and pull-down menus and sup- 
port for device drivers, color sets 
and fonts. 

The Visible Analyst Work- 
bench Version 5.0 costs $1,895. 
Visible Systems 
950 Winter St. 

Waltham, Mass. 02154 
(617) 890-2273 


Application 
development tools 


Nu-Mega Technologies, Inc. has 
started shipping Version 2.0 of 
Bounds-Checker, an MS-DOS 
memory protection tool. 

The product was designed to 
automatically detect common 
memory problems. Iilegal mem- 
ory access outside a program and 
code overwrites can be located, 
and the product handles array 
overrun detection. A new Smart 
Mode feature has been added 
that uses a built-in knowledge 
base of predefined heuristics, 
eliminating any complex deci- 
sions from the user by automati- 
cally deciding the legitimacy of 
memory access, the company re- 
ported. 

Bounds-Checker 2.0 costs 


Nu-Mega Technologies 
102 Perimeter Road 
Nashua, N.H. 03063 
(603) 889-2386 


ATTENTION 
CONSULTANTS! 


Increase your sales! 
Advertise in 
Computerworld’s annual 
Consultants Directory for 
just $399. 

Appears in our Annual Forecast 
issue on Jan 4. 

Ad Close: Dec 7 


800-343-6474 
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More Application Development! 
51 Issues for $48 "Ohuy $309? 


Yes, I want more. I accept your offer of $38.95" for 51 weekly issues. 
That's a savings of over $9.00 off the basic subscription rate. 


First Name 


Address Shown: OCHome C1 Business OOnew C) Renew 


Last Name 


Basic Rate: $48 per year 


“U.S. Only. Canada $74.97, Central/South America $130, Europe $195, all other countries $295. Foreign orders must 


be prepaid in U.S. dollars 


Please complete the information below to qualify for this special rate. 


1. BUSINESS/NDUSTRY (Circle one) 

Manufacturer (other than computer) 
Finance/Insurance/Real Estate 
Medicine/Law/Education 
Wholesale/Retail/Trade 

Business Service (except DP) 

Government - State/Federal/Local 
Communications Systems/Public Utilities/ 
Transportation 
Mining/Construction/PetroleunvRefining/Agric. 
Manufacturer of Computers, Computer-Related 
Systems or Peripherals 

System Integrators, VARs, Computer Service Bureaus, 
Software Planning & Consulting Services 
Computer/Peripheral Dealer/Distr./Retailer 
Other 


88 & $3 &8SSS85 


(Please specify) 


2. TITLE/FUNCTION (Circle one) 


/MiS/DP MANAGEMENT 

19. Chief information Officer/Vice President/Asst. VP IS/ 
MIS/DP Management 

21. Dir/Mgr. MIS Services, information Center 

22. Dir/Mgr. Tech. Pianning, Adm. Svcs., Data Comm. 
Network Sys. Mgt.; LAN Mgr., PC Mgr. 

23. Dir.Mgr. Sys. Development, Sys. Architecture 

31. Programming Management, Software Developers 

41. Engineering, Scientific, R&D, Tech. Mgt. 

60. Sys. Integrators/ VARs/Consulting Mgt. 

CORPORATE MANAGEMENT 

11. President, Owner/Partner, General Mgr. 

12. Vice President, Asst. VP 

13. Treasurer, Controller, Financial Officer 


DEPARTMENTAL MANAGEMENT 

51. Sales & Mktg. Management 

70. Medical, Legal, Accounting Mgt. 

OTHER PROFESSIONAL MANAGEMENT 
80. Educator, Journalists, Librarians, Students 
90. Other Titled Personnel 


3. Does your job function require involvement 
with your company’s or your client's computer/ 
information systems/data processing/ 
communications systems? 

(Please check only one) 
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0 Yes 0 No 


More Enterprise Networking! 


51 Issues for $ 


NON 43699 


Yes, I want more. I accept your offer of $38.95" for 51 weekly issues. 
That's a savings of over $9.00 off the basic subscription rate. 


First Name 


Title 


Address 


City State 


Address Shown CiHome Ci Business [iNew LC) Renew 


Zip 
Basic Rate: $48 per year 


“U.S. Only. Canada $74.97, Central/South America $130, Europe $195, all other countries $295. Foreign orders must 


be prepaid in U.S. dollars 


Please complete the information below to qualify for this special rate. 


1. BUSINESS/INDUSTRY (Circle one) 

10. Manufacturer (other than computer) 
Finance/insurance/Real Estate 
Medicine/Law/Education 
Wholesale/Retail/Trade 
Business Service (except DP) 

Government - State/Federal/Local 
Communications Systems/Public Utilities/ 
Transportation 
Mining/Construction/Petroleum/Refining/ Agric. 
Manufacturer of Computers, Computer-Related 
Systems or Peripherals 


Software Planning & Consulting Services 
Computer/Perpheral Dealer/Distr./Retailer 
Other 


(Please specity) 
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System Integrators, VARs, Computer Service Bureaus, 


2. TITLE/FUNCTION (Circle one) 


1S/MIS/DP MANAGEMENT 

19. Chief information Officer/Vice President/Asst. VP IS/ 
MIS/OP Management 

21. Dir/Mgr. MIS Services, information Center 

22. Dir.Mgr. Tech. Planning, Adm. Svcs., Data Comm. 
Network Sys. Mgt.; LAN Mgr., PC Mgr. 

23. Dir/Mgr. Sys. Development, Sys. Architecture 

31. Programming Management, Software Developers 

41. Engineering, Scientific, R&D, Tech. Mgt 

60. Sys. Integrators/ VARis/Consulting Mgt 

CORPORATE MANAGEMENT 

11. President, Owner/Pariner, General Mgr. 

12. Vice President, Asst. VP 

13. Treasurer, Controller, Financial Officer 


OEPARTMENTAL MANAGEMENT 

51. Sales & Mktg. Management 

70. Medical, Legal, Accounting Mgt 

OTHER PROFESSIONAL MANAGEMENT 
80. Educator, Journalists, Librarians, Students 
90. Other Titled Personne 


Does your job function require involvement 
with your company’s or your client's computer/ 
information systems/data processing/ 
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Any Rock Star 
issing From This Event 
Had Other Plans. 


LAS VEGAS, NV (MGX)—Anybody not 
playing “the event” of COMDEX 1992 
obviously had plans they couldn’t change. 
Because this concert will be remembered 
as the year that Hollywood and Silicon Valley 
converged in a spectacular fusion of enter- 
tainment and technology. Presented 
by Micrografx and produced by the Walt 
Tucker Group, the Grand 
Scientific Musical Theater 
combines great perform- 
ers with the future of 
modern production. 
This event sets the 
standard for multimedia 
entertainment. Best of all, the proceeds will 
go to the National Center For Missing & 
Exploited Children (NCMEC). 
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Recent additions to the cast include Alan 
Parsons, creator of the Alan Parsons Project 
and engineer of Pink Floyd’s The Dark Side of 
the Moon, and John Entwistle of The Who. 
With JBL building a custom system, com- 
bined with 3D Virtual Audio, it'll sound like 
nothing you've ever heard before! On top of 
that, add a house band with members of 
Steely Dan, Pink Floyd, Tower of Power and 
the Traveling Wilburys. Then sprinkle in an 
assortment of headline performers. (You have 
to show up to find out who. But you won't be 
disappointed.) And for good measure, throw 
in leaders of technology such as IBM, Silicon 
Graphics and Pacific Data Images (PDI) to 
create the visual experience. If that doesn’t 
sound like a recipe for audio and video 
nirvana, then nothing will! 
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To make sure you don't miss out on this 
incredible extravaganza, get your tickets as 
soon as possible. For advance tickets, call 
(703) 516-6158. Or 
come by booth 
#7062 at the 
Las Vegas 
Convention 
Center during 
COMDEXx. If 
you don't get them 
there, you might be able to buy them the 
night of the event. But don’t count on it. 
Because with a line-up like this one and a 
price of only $50, tickets will be mighty 
scarce. Remember, almost anyone could be 
performing. Well, except the guy with the 
sideburns. He was busy. 
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If you think the new HP 
Corporate Business System 
cant handle mainframe 
applications, think again. 


This isn’t simply a new, extremely 
powerful piece of hardware. It’s a 
new tool for improving the way you 
do business. 


Because now you can run those big 
mainframe class applications far 
more economically than ever before. 
In amore open environment. With 
dramatic cuts in the cost of mainte- 
nance and infrastructure. And 
with the speed and efficiency that 
business demands. 


Who’s supplying the solutions? 
How about Andersen Consulting; 
CGI Group; CINCOM; Computer 
Associates; Dun & Bradstreet 
Software; Information Builders, 
Inc.; Oracle Corporation; SAP; SAS 
Institute; Software AG; and Texas 
Instruments. To name a few. 


With prices from $335K to $1M (as 
much as eleven times less than the 
cost of mainframes), our systems 
make it much easier to manage large 
data centers. And your budget. 
Especially since they’re designed to 
work in multivendor environments. 


Hewlett-Packard also announces 
HP Premier Account Support. This 


includes systems planning and 
operations consulting, as well as 
the services and rigorous support 
requirements needed to maximize 
the uptime of your data center. 


Call 1-800-637-7740, Ext. 3283 for 
details. And get more power 

for your money than you 

ever thought possible. 
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BEST 
TECHNOLOGY 


Announcing some of the highest net- 
work ratings ever achieved, outside of 
ABC, CBS and NBC. 

According to a Computerworld Network 
Management Survey, Digital is rated #1 in 
every LAN category. Which makes us tops in 


multi-vendor network management solutions. 


And to gain an even bigger audience 
share, we're introducing POLY- 
CENTER™ SNA Manager. It’s bidirec- 
tional capabilities will let you manage 
all the leading networks at once. (SNA, 
TCP/IP, DECnet™ and OSI included.) 


Think of it as the ultimate remote control. 


ERENCE SURV EY 


REFER TO DO 
BuISINESS With 


THERE HAVEN’T BEEN 
NETWORK RATINGS LIKE 
THESE SINCE THE 
PRESIDENTIAL DEBATES. 


For this season's complete lineup of 
network management products, call 800- 
DIGITAL. To speak with a presales tech- 
nical representative, press 2 at the prompt 
and ask for extension 67S. And as far as 

mm 
SHEHGED 


next year's survey? 


Expect a re-run. 


DIGITAL. THE OPEN ADVANTAGE. 


©DIGITAL EQUIPMENT CORPORATION, 1992. THE DIGITAL LOGO, DECnet AND POLYCENTER ARE TRADEMARKS OF DIGITAL EQUIPMENT CORPORATION. 





Culprit countries 
Nations active in economic 
esptonage 


BY GEOFF TURNER 


recision Tools USA’s 
Marketing Vice President 
Bill Smith finished his 
memo and punched the 
key that would send it toa 
fax server on the first floor 
of the firm’s chrome-and- 
glass high rise and then 
on to the company’s Euro- 
pean operations man- 
ager. The memo was the go-ahead 
on a long-discussed plan for Preci- 
sion’s first major product launch 
in Europe. D-day, the document 
confirmed, would be next month. 

As Smith sent the memo on its 
way, the thought occurred to him 
that faxing might be risky, but he 
shrugged off his doubts. “James 
Bond stuff, ha!” 

In its journey to Europe, the fax 
traveled up to a satellite, back 
down to an earth station and 
through the telephone system to its 
destination. 

But the fax went on another, se- 
cret journey. It was picked up by 
an antenna belonging to the Eu- 
ropean country’s national intelli- 
gence agency and was routed to 
the agency’s computers. After rec- 
ognizing the key words “Precision 
Tools,” the computer automati- 
cally routed the fax to an intelli- 
gence analyst, who realized it would be of im- 
mense value to one of the country’s state-owned 
companies. He promptly sent the missive to the 
company’s president. 

Upon reading the intercepted fax, the presi- 
dent moved his own new product launch date 
up, beating Precision to market with a lower 
priced product. Precision’s marketing team 
chalked the incident up to bad luck. The espio- 
nage continues undetected. 

U.S. companies 
today believe that ad- 
vanced economic es- 
pionage techniques 
would never be di- 
rected against them. 


China: The most aggressive. 


Former Soviet Union: 
The most active. 


France: The most notorious. 
Japan: The most overt. 
Israel: The most diverse. 
Sweden: Up-and-comer. 


UK: The most successful. 
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Turner is technical 
director at ManTech 
Strategic Associates Ltd. 
in Fairfax, Va., where he 
consults on information 
security, cryptography 
and operational security 
for corporations and 
government. He isa 
former naval intelli- 
gence officer. 


They see economic espionage — spying done 
by national governments to get company se- 
crets — as rare and exotic. But these inci- 
dents are happening more frequently than 
companies think. In fact, CIA director Robert 
Gates says that nearly 20 nations are actively 
involved in intelligence collection activities di- 
rected against U.S. businesses (see partial list 
at left). What they’re after are U.S. corporate 
trade secrets, advanced technology ideas, 
product data, business plans and other pro- 
prietary data. 

Unlike a business competitor, intelligence 
services employ resources of great scale and 
sophistication. For example, while an unethi- 
cal competitor might illegally wiretap a spe- 
cific office phone line, a foreign intelligence 
agency would have the ability in its country 
to legally tap every phone linea U.S. company 
uses. In this way, it could monitor every con- 
versation or transmission over those lines, 
both local and international. It also could — 
and does — intrude into corporate informa- 
tion systems and intercept business mes- 
sages in commercial and private networks. 

IS managers cannot sit idly by while for- 
eign national intelligence agencies pick U.S. 
companies’ pockets. Corporate data is in dan- 
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Foreign 
governments 
are out to steal 
your company’s 
secrets. Is your 
information 
protected? 


ger as global competition be- 
comes heated. And the quick- 
ening pace of technology inno- 
vation is adding fuel to the fire; 
technologies such as portable 
information systems, cellular 
telephony, wireless networks, 
electromagnetic emissions 
and digital telephony may sub- 
stantially increase firms’ vul- 
nerability to spies. 


Who's doing it? 

As the Iron Curtain parts and 
the Cold War thaws, the dy- 
namics of what is important 
has shifted from military one- 
upmanship to economic advan- 
tage. Former Soviet bloc na- 
tions as well as our allies and Third World 
nations are using sophisticated technical in- 
telligence collection resources to get the kind 
of information that will help them compete 
more effectively on a global plane. 

For their part, the former Soviet bloc na- 
tions place high national priority on becoming 
more effective business competitors with the 
market economies of the West. 

They honed their intelligence-gathering 
skills during the time they were concentrat- 
ing on acquiring Western military technology 
from U.S. defense contractors and duplicat- 
ing it to remain competitive. Their methods 
included intercepting voice, fax and data com- 
munications from satellites, marine cable, 
land line, microwave, etc.; intruding into cor- 
porate networks; bugging office automation 
equipment; and detecting and interpreting 
computer electromagnetic emissions, among 
other methods. 

Now these methods are being directed at 
corporate information. 

Even our Cold War allies are turning their 
intelligence agencies against U.S. corporate 
interests. With the lessened threat of a cata- 
strophic nuclear war, national relationships 

Continued on page 130 
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Continued from page 129 

previously defined in terms of military alli- 
ances change significantly when viewed in 
terms of economic competition. Allies be- 
come competitors. 

For instance, the French equivalent of 
the CIA, known as the Direction Generale 
de la Securite Exterieur, has targeted IBM 
and Texas Instruments, Inc. The agency 
infiltrated IBM and TI European branch of- 
fices, and a French consular officer was 
caught sifting through an electronics com- 
pany executive's trash in Houston. 

Never given much credit for technical 
sophistication, Third World intelligence 
agencies have in fact received training 
from East and West intelligence agency 
partners. Freed from Cold War obliga- 
tions, their interest has turned to bolster- 
ing local markets and seeing that their 
companies thrive. Unlike more advanced 
governments, Third World agencies tend 
to have fewer restraints against spying 
methods and are thus known to be more 
reckless in their methods and selection of 
targets. 


Fighting the crime 

Combating the economic espionage prob- 
lem is tough because, when successful, 
such espionage goes undetected. No phys- 
ical evidence exists when an intelligence 


Real life 


overnment agencies real- 

ly target U.S. businesses. 

That point is harder to get 

people to accept than con- 

vincing them that intelli- 
gence agencies use advanced tech- 
nical collection methods. 


The case of stolen information. 


Recon Optical, Inc. in 1986 had a 
contract to develop a photo-recon- 
naissance system for the Israeli gov- 
ernment that involved having three 
Israeli Air Force officers monitoring 
the company’s progress at Recon’s 
facilities in IMinois. When a contrac- 
tual dispute between the company 
and the Israeli government reached 
an impasse, Recon halted work ard 
ordered the Israeli officers to leave 

The officers did so but were ap- 
prehended attempting to walk out 
with boxes of proprietary technical 
documents and plans to steal Re- 
con’s proprietary technology. Recon 
subsequently claimed that someone 
had already provided restricted data 
to an Israeli competitor, El Op Elec- 
tro-Optics Industries Ltd. 

A panel from the American Arbi- 
tration Association, called in to re- 
solve the dispute, ordered Israel to 
pay Recon Optical $3 million in com- 
pensation. 

While the arbitrators ruled that 
the Israeli officers did steal Recon 
proprietary data, they did not con- 
clude that this action was officially 
sanctioned. But they did say the Is- 
raeli government attempted to cover 
up the situation and disciplined the 
officers not for the theft but for al- 
lowing the theft to be discovered. 

The arbitrators chided Recon for 
its “slipshod” protection of sensitive 
data. 
es 
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IN DEPTH: ECONOMIC ESPIONAGE 


agency intercepts acommercial communi- 
cation. Furthermore, when such incidents 
are discovered, they are rarely reported. 
Having a public squabble with a host na- 
tion’s intelligence agency is generally not 
going to help a U.S. business with over- 
seas operations. 

U.S. coimpanies must practice “safe 
communications,” taking precautionary 
measures to averta possible breach of sen- 
sitive corporate information. First and 
foremost, companies should refine their 
information security policies to identify 
which corporate information is sensitive 
and requires protection. They should ex- 
pand logical security coverage, particular- 
ly access controls, to include all applica- 
tions, systems environments and _ net- 
works wherever sensitive information is 
processed or stored. 

Stronger and more broadly applied 
cryptography is one of the most important 
and effective defenses against economic 
espionage. 

Commercially available encryption 
technologies include the Data Encryption 
Standard (DES) and Rivest Shamir Adle- 
man, or RSA, a mechanism for generating 
cryptographic digital signatures. The 
banking industry has adopted DES to pro- 
tect the trillions of dollars transferred elec- 
tronically every day. The only way to break 
into a DES-encrypted message is to try 
each of more than 70 quadrillion secret 
keys, an effort measured in terms ofyears. 

But what of emerging new technol- 
ogies, whose widespread use will drastical- 
ly increase the vulnerability of sensitive 
corporate data to economic espionage? 
Even these technologies can be protected: 


Technology 
Portable information systems. 


Threat 


Portable and laptop computers are placing 
sensitive corporate information ever fur- 
ther from basic security controls that pro- 
tect data in large systems or local-area net- 
work environments. Small computers can 
easily be stolen, and it doesn’t take much 
effort to copy hard drives or floppy disks. 
Furthermore, automated remote log-ons 
to electronic-mail systems provide a door 
into acorporation’s E-mail system as well. 

Couple the ease with which such porta- 
bles can be tampered with and the fact that 
intelligence agencies (especially those in 
France and Hong Kong) routinely search 
visiting executives’ hotel rooms, and 
you've got an explosive situation. 

Ina recent Computerworld article [Oct. 
12], for example, the former security direc- 
tor for the Senate Intelligence Committee 
claimed French intelligence agents took 
two laptops containing corporate secrets 
from the Paris hotel room of NCR Corp. 
executives. (NCR denies the incident.) 


Defense 


When going abroad, encrypt all sensitive 
data on the portable’s internal hard drive 
and on any floppy disks so a thief cannot 
access the sensitive information. Macros 
used to remotely log-on to networks 
shouldn’t contain user IDs or passwords 
to prevent unauthorized use. 


Technology 

Cellular telephony. 

Threat 

Cellular conversations can be intercepted, 
as Princess Diana discovered when pri- 


vate citizens, using scanners, plugged into 
and recorded some personal conversa- 


tions said to be between Di and a male 
friend via a cellular phone. There are now 
commercially available products that can 
target specific cellular phone numbers. 
National intelligence agencies with ac- 
cess to national Postal Telephone and Tele- 


gence agency read the emissions from a 
cryptographic device encrypting sensitive 
information. It could determine which se- 
cret cryptographic keys were used, subse- 
quently enabling it to read all communica- 
tions encrypted by that secret key. 


Foreign intelligence agencies 


What they target 


Proprietary technology: Production methodologies and product data. 
Production data: Schedules, costs, margins. 

Financial data: Profits/Losses, margins, stock issues. 

Personnel data: Salaries, performance reports. 

Security controls: Passwords, cryptographic keys. 

Research and development: Breakthroughs. 


Who they target 
Companies in direct competition with governmentowned companies. 
Companies vital to the national security of another nation. 


Companies with advanced proprietary technology not produced in a nation 
interested in developing that technology (e.g., former Soviet states). 


Companies perceived as being too dominant in local markets. 


graph (PTT) authorities can just as easily 
intercept a full cellular session. They can 
monitor cellular calls from within the 
PTT’s cellular switches without having to 
track calls over the air as they transfer be- 
tween cells. 

But the problem goes beyond just voice 
conversations. As corporations begin to 
use cellular communications to link lap- 
tops, faxes and other information technol- 
ogy into networks, they increase their vol- 
ume of sensitive data. 

When global cellular systems such as 
Motorola, Inc.’s Iridium become opera- 
tional in a few years, intelligence agencies 
can deploy intelligence collection satel- 
lites that monitor cellular calls worldwide. 


Defense 


The best option is to avoid discussing or 
transmitting sensitive data over a cellular 
telephone. While encryption may prove 
valuable, it is not yet effectively incorpo- 
rated into cellular systems. 

When logging on to networks over cel- 
lular links, employ user authentication 
methods, such as security tokens or chal- 
lenge-response systems, that don’t de- 
pend on fixed passwords. 


Technology 
Wireless networks. 


Threat 


Many dismiss wireless networks as a se- 
curity problem, citing their limited range 
and use of spread spectrum transmissions 
as a barrier to interception. Such obstacles 
do make interception difficult for most am- 
ateurs, but intelligence agencies have 
land- and space-based resources that en- 
able them to intercept and exploit very 
weak signals at ranges measured in hun- 
dreds of miles, let alone hundreds of feet. 


Defense 
Encryption offers a solid defense. 


Technology 
Electromagnetic emissions. 


Threat 


Intelligence agencies have been able to ob- 
tain useful information from the incidental 
electromagnetic emissions of information 
processing and communications equip- 
ment for decades. The KGB used this 
method to monitor the U.S. embassy in 
Moscow several years ago. 

Think of the repercussions if an intelli- 
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Defense 
Government systems processing and 
communicating classified information 
have long had security controls to sup- 
press electromagnetic emissions to defeat 
spies. Under a certification program called 
Tempest, equipment has to meet very ex- 
acting design and shielding requirements 
before it can process sensitive data. 
Unfortunately, such controls greatly in- 
crease the cost of the equipment, a cost 
many corporations could not justify in the 
past. With foreign intelligence agencies 
now focusing their collection resources on 
business, however, this cost/benefit equa- 
tion is changing. Companies should con- 
sider shielding either the equipment or 
rooms in which “sensitive” equipment op- 
erates. 


Technology 
Digital telephony. 


Threat 


Congress is considering legislation requir- 
ing digital telephony equipment operators 
(including private-branch exchange oper- 
ators) to provide remote access to commu- 
nications carried by the equipment. The 
reason is to make life easier for law en- 
forcement agencies that need to conduct 
court-ordered wiretaps. 

Unfortunately, this Digital Telephony 
Amendment, which the FBI supports, 
does not include any provision for security 
controls over the new wiretapping facility 
to be designed into all digital telephony 
equipment. Should this legislation pass un- 
modified, the wiretapping capability could 
leave digital communications equipment 
vulnerable. 


Defense 


IS managers and their telecommunica- 
tions people should closely monitor the 
progress of the legislation and seek to 
build and support a more appropriate ac- 
commodation between industry and law 
enforcement. 


Information technology managers need to 
begin to consider that highly sophisticated 
espionage techniques may be directed 
against their corporations. 

It is reasonable and prudent to plan se- 
curity controls to defend against this 
threat. These controls don’t have to be ex- 
cessively costly or exotic; in many cases 
they need only consist of beefing up exist- 
ing controls. Just do it. ¢ 
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R/3. For the 


open-minded enterprise. 


SAP has engineered the integrated software, the data models 
and tools — and the client/server strategy — to deliver 

the results you need. Find out more. 

Call 1 (800) USA-1SAP. 





Imagine software so well—engineered that it runs 
across organizational, technological, and geographi- 
cal boundaries. Consider the flexibility of multi-level 
client/server and the functionality of true applications 
integration. Think of the freedom that a complete set of 
tools for custom applications development brings to 
your enterprise. Or the strategic value of an informa- 
tion mode! built with proven international business 

expertise and innovative software savvy. 


Think enterprise applications 
from SAP. 


R/3 is the only integrated, enterprise- 

wide solution for client/server . . . and more. 

¥ Engineered to streamline business processes 

and improve quality, customer service, and profitability, 

R/3 effortlessly manages your manufacturing, financial, 

sales and distribution, and human resources functions re- 

gardless of geographical, organizational or technological 
boundaries. R/3. Consider the implications. 


Imagine the results. 


ftware. Worldwide“ 


SAP © Amsterdam @ Atlanta ® Brussels * Budapest * Chicago * Copenhagen * Heidelberg 
Hong Kong ¢ London * Madrid Milan ® Paris ¢ Philadelphia ¢ San Francisco 
Singapore * Stockholm ¢ Sydney * Toronto ¢ Vienna ¢ Zurich 





We guarantee 
ur 4-hour 
response time 


In 33/ cities. 


Includi 
the pane 


Dell covers. 


Lately, Dell has been bragging about their guaranteed 4-hour service response time. If you read the fine print 
in their ads, however, you'll find that the guarantee only applies in 17 locations. 

It also applies only to Dell computers. ComputerLand® on the other hand, supports products from all the major 
manufacturers. Including the entire line of top quality Compaq computers. From the ‘ CeneuterLand 
high performance COMPAQ SYSTEMPRO and COMPAQ DESKPRO to the very PEPEE sells more Compaq 
affordable COMPAQ ProLinea. umes Computers than 

So if you do business in the hundreds of neglected locations like Salt Lake City 3% anyone else in 
and Kansas City, Portland or Pittsfield, we suggest you give us a call. And if you're ™ the world. 
in the 17 that Dell does cover, were still your best bet. 1-800-PCCARE-6, Dept. 4. 


ion. COMPAQ, DESKPRO, SYSTEMPRO registered U.S. Patent and Trademark Office. ProLinea is a registered trademark of Compaq Computer Corporation. 
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Mr. Fixit 


Chris Bluemer has tamed the waist-high alligators and turned around insurer Fireman’s 
Fund of New Jersey — without in-house IS. “We outsource a ton of stuff,” he says. 


BY JOSEPH MAGLITTA 


CW STAFF 


hris E. Bluemer likes to joke that his resume 

is very short. On one side, deadpans the 51- 

year-old president and chief executive officer 

of Fireman’s Fund of New Jersey (FFN]), are 
three words: “Chris Bluemer — Fixer.” On the other, a 
single sentence: “The last five guys I worked for made 
chairman.” Then his phone number. Later, laughing, 
he hands out buttons asking, “Why be normal?” 


A well-traveled turnaround trou- 
bleshooter and outsourcing advocate, 
Bluemer has reason to smile. His up- 
beat humor, cleartalk and low-key but 
unflinching focus on the bottom line 
have helped Bluemer (pronounced 
Blee-mer) transform the battered sub- 
sidiary of Fireman’s Fund, Inc. into a 
shiny new contender in the Garden 
State’s crack-'em-up insurance game — 
allinjust 18 months. 

Consider this: In mid-1991, FFNJ 
had one employee — Bluemer. Auto in- 
surance policies, once totaling 80,000, 
had shrunk to 16,000. Tired of fighting 
local regulators, the parent company 
had pretty much given up on doing busi- 
ness in the state. Today, the plucky Jersey 
offshoot boasts more than 30,000 poli- 
cies, 28 employees and annual revenue 
of $40 million. 

Bluemer, a genial optimist who is 
fond of quoting e. e. cummings and his 
own motivational poetry, says he hopes 
the same turnaround skills honed at 
four previous positions will help his new 
firm’s sales grow another 50% in 1993. 

FFN]’s wail-less organization is 
strictly 1990s. To keep staff lean and 
low-risk, all computing is outsourced. 
“My information officer is Cigna,” 
Bluemer explains. “My claims manag- 
er is Robert Plant [in Somerset, N.J.].” 

The arrangement has worked so 
well, in fact, that Bluemer says Fire- 
man’s Fund used the New Jersey unit as 
a test case for outsourcing its national 
data processing operations. 

Not that there haven't been bumps. 
Like the time it took several months to 
reconcile technical differences of two 
different reporting systems. (The prob- 
lem was eventually solved when Bluem- 
er stepped in only a few weeks before a 
critical deadline.) 

But overall, Bluemer says he is sold 
on outsourcing. He sees it as the smart- 
est way to get a business up and running 
quickly and cheaply. “We take the posi- 
tion that we outsource everything we 
can, except sales agents,” he says. “With 
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25 people, we outsource a ton of stuff.” 

In a recent interview and speech, 
Bluemer shared his views on technology 
and outsourcing. 


Why outsource? 

The automobile industry in New Jer- 
sey is a kind of unique event. I guess 
the word “crisis” is not overused. The 
industry has been fighting with the 
government and trying to downsize. 
The state said: “You’re going to get 
40,000 cars or you're not going to be 
able to play here.” 

Let me give you a true picture of 
my job description: out in the Ever- 
glades. Surrounded with alligators. 
They gave me a sign that said, “Drain 
the swamp.” There are people who 
thought that I was absolutely stark 
raving mad — my wife among them. 

To do all these things internally 
would have been possible. Fireman’s 
Fund certainly has the capacity. And 
they have decent systems — very 
good systems. But they didn’t have 
the right momentum. They said, “No, 
we don’t want to throw resources at 
you because we want this to be sepa- 
rate, and we are downsizing.” 

If your mission is to ultimately sell 
something, you want to modularize it 
right from the get-go. Our operation 
is dealing with one product in one 
state. So our need to generate the reg- 
ulatory classes of different states and 
all those kinds of Rubik’s Cube equa- 
tions don’t interest us. 

The parent company said, “OK, 
we're going to watch you closely. You 
have to keep your expenses down.” 
The capital you need to start a compa- 
ny in this business from scratch is one 
thing. The time element is another. 

When we started, we were already 
behind the eight ball. We couldn’t 
have done these things without hav- 
ing tremendous amounts of capacity. 
Fortunately, the capacity was out 
there. 

I did my 1993 budget in two days. 


The CEO: Chris E. Bluemer, president and CEO of Fireman’s Fund of New 


Red Morgan : 


: Jersey. 1963 graduate of the University of Connecticut with a bachelor’s 


: degree in accounting. 


: The career: Worked at Industrial Indemnity Financial Corp., serving as 
? executive vice president from 1986-1991. Joined Aetna Insurance Co. as vice 
: president, 1979-1986. Served as Smyth Manufacturing Co.’s president and 


i CEO between 1972 and 1976. Joined Arthur Andersen & Co. as audit man- 


; ager from 1966-1972. Served as U.S. Army finance officer from 1964-66. 
: Accomplishments: ‘Being missed by my staff when I’m out of town.’ 


Here it is, five pages, bang bang bang 
bang bang. This contract for losses, 
this contract for policy issuance and 
bookkeeping, this contract for per- 
sonnel services. It’s easy. 


Dealing with outsourcers 

My operations guy might be a vendor, 
but he knows he’s my partner. He’s 
president of a different company, but 
he knows he’s not subservient to me. 
When you’re in my office, you’re just 
like my employee. I know you're a 
vendor, I respect you as a vendor, and 
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I know you have other agendas. But 
when you're with me, we're partners. 
We solve [problems] often by putting 
everybody in the same room. It 
doesn’t work perfectly. 

In controlling outsourcers, test ’er, 
don’t pester. I don’t have weekly meet- 
ings with these people. I don’t call 
them at odd hours of the night. We 
both have a fax machine. He knows 
where I live, I know where he lives. 
We all have the same paycheck, and I 
funded it. 

Continued on page 134 








Chris Bluemer is 
Fireman’s Mr. Fixit 


CONTINUED FROM PAGE 133 
Payoffs from outsourcing 


The insurance business is the 
second largest user of computer 
capacity, after the Department of 
Defense, so there’s a tremendous 
ability to use an asset of technol- 
ogy. 

We take the position that we 
outsource anything we can, ex- 
cept dealing with the sales 
agents. Al! of our outsource con- 


tracts are long-term. We get more 
effective control by leveraging 
outsourcing companies. 
[Outsourcing] gives us the 
ability to unplug, to unbundle 
automobile services from the 
rest of the business. Outsourcing 
has increased our capacity to use 
people. If we had to start from 
scratch and build a technology 
organization, we'd need 200 peo- 
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Bluemer’s rules 


The following are guidelines for dealing with outsourcing vendors 
and other humans, according to Chris Bluemer: 


1) Ask only those questions that need answers. 
2) Insist on getting answers to the questions you ask. 
3) Ask for short follow-up times. These lend to positive reac- 


tions. 


4) Make every answer a 10-second answer. 


5) Keep the data honest. 


6) Forgive mistakes. When someone errs, give him a can of Co- 
ca-Cola. Bluemer says it’s a positive reminder that even though 
a mistake was made, the fix can be unexpectedly great. 

7) Use the “Art Linkletter approach.” Ask outsourcing vendors: 
“What would you ask if you were me?” 

8) Don’t guess when you can avoid it. 
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ple. We've been able to hitch rides 
very quickly, with limited capital. 


Fear of outsourcing 

The information officer who says 
“I don’t like outsourcing” ought 
to just feel his shirtand ask: “Who 
made this for me?” His quality of 
life has been enhanced by out- 
sourcing. He does it every day. 

Maybe the IS person ought to 
look at it this way: You're in 
charge of the business of infor- 
mation. Your customer may have 
found a source outside of your 
monopoly. The first source out- 
side the monopoly was the per- 
sonal computer. Now he’s finding 
other vendors out there who have 
excess capacity, which you may 
not have had yesterday, but if you 
don’t watch out, you will have to- 
morrow. 

What are you doing about 
that? How are you planning to use 
your potential future excess ca- 
pacity? Maybe you don’t have to 
use it. Maybe it’s been funded 
and paid for and you can just let it 
sit and gather dust and work ina 
downsized arena. Is being big im- 
portant? Can you spin off some of 
that capacity and help other com- 
panies? 

I give to my officers a little 
card that has a saying by Aesop. 
It says: “Be wary. Do not lose the 
substance by grasping at the 
shadows.” 


Red Morgan 


Bluemer asks: Your customer may have found a source outside your 
monopoly. What are you doing about that?’ 


Changing role of IS 
The information systems profes- 
sional has been a monopoly. He 
was encouraged to be the monop- 
oly, he was told to be the monop- 
oly, he was funded to be the mo- 
nopoly. 
They didn’t let you in; they’re in 
there talking about halon or 
whatever. Invisible shield. And 
1990s are saying, “No no no no, 
that’s the Soviet Union. We've got 
to break you into economies.” 
And [IS people] are scared. 

The information officer in my 
business, and probably in a lot of 
businesses, has a tremendous 


ability to impact cost and analyze 
potential problems before they 
occur. 

And maybe he should devote 
some time to understanding 
them and ask: “What are the op- 
portunities to provide better ser- 
vice in my organization? Can I 
help the controller function the fi- 
nancial plan? Can I help the stra- 
tegic planning function? Can I 
identify problems with my data- 
base before they exist? Can I, in 
the positive sense, be the central 
intelligence operation?” 

What got you here may not be 
what gets you into tomorrow. 


in 10 years we’ve taken UNIX 
and taught it to speak a new language. 


trademarks or registered trademarks of Sun Microsystems, Inc. All SPARC trademarks, including the SCD Compliant logo, are trademarks or registered trademarks of SPARC International, Inc. SPARCstation is 


bearing SPARC trademarks are based upon an architecture developed by Sun Microsystems, Inc. All other products or service names mentioned herein are trademarks or registered trademarks of their respective owners 
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IS advancement 

Information officers will succeed 
as senior managers when they 
promote themselves as business- 
men who have a background in 
information processing and infor- 
mation technology. 

An information officer can’t 
say, “Look at me! Look at me! 
Look at me! I’m really senior man- 
agement.” Yes, they are recog- 
nized at many companies as one 
ofthem. 

But I think [IS people] have 
the same dilemma that accoun- 
tants have as bean counters. 
They have the same dilemma that 
human resources people have, 
and they're all talked about as 
touchy-feelies. 

But human resources officers 
make it to the top. Accountants 
make it to the top; actuaries and 
lawyers make it to the top. 

I think information officers 
that are perceived as good busi- 
nessmen will make it to the top. 


User relations 
Information officers are human 
beings. They aren’t as appreciat- 
ed as they should be, and as a re- 
sult, they become whipping boys 
and they become very defensive. 
They’ve been trained to do that 
and they’ve accepted that as their 
way oflife. But we're in a different 
era. 

Users can’t be jerking the 


chain of the computer people. 
Clearly, information officers have 
had to suffer. People say, “You’re 
the keeper of the keeper of the in- 
formation. Give me my stuff.” But 
it works both ways. 

AlotofIS problems may come 
from inherited adverse relation- 
ships, and they ain’t going away 
until you folks start taking out the 
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OFFICERS ARE 

human beings. 
They aren’t as 
appreciated as they 
should be, and asa 
result, they become 
whipping boys and 
they become very 
defensive. 


trash. Success comes down to 
good human relations. 


IS ethics 
Electronic mail is great until you 
realize that somebody out there 
has a copy of everything that 
went on it. 

Why? Didn’t business learn 
with Nixon and the Watergate 
tapes that’s not smart to do, even 


MANAGEMENT 


if now and then you ferret out 
somebody who’s using electronic 
mail for improper use? 

If the [IS person] is perceived 
as being the person who captures 


data and he’s the KGBofthecom- | 


pany, he’s not going to be accept- 
ed into the senior management 
ranks because he’s the guy who 
knows all the dirt. 

If he’s perceived as the guy 
who has the information and 
keeps it honestly and allows peo- 
ple the educational ability to for- 
mat it, then I think the road to ac- 
ceptance is a lot better. 


Personal technology use 
When I lived in California, I had a 
PC at home. The application I had 
on it was my wine collection. It 
was something I used. I didn’t 
want to crawl around in the cellar, 
so I put [the information] in the 
computer. 

In the office, basically the in- 
formation that I need to run the 
business for me today as presi- 
dent is not so much computer- 
driven as people-driven. I answer 
the phone. I open the mail. 

We generate these newslet- 
ters to the field agents on the 
PS/2. We just started using a fax 
modem network to send them 
out. 


Advice 
Lighten up, information officers. 








EXECUTIVE 
TRACK 
Deborah A. 
Coleman, vice 
president of in- 
formation sys- 
tems and tech- 
nology at Apple 
Computer, Inc. in Cuperti- 
no, Calif., announced her in- 
tention to leave the post effec- 
tive Nov. 1. She has held 


numerous senior positions at 
Apple since 1981. 


Bud Howey, 39, was named 
senior vice president and chief 
information officer at New 
York-based Sony Music En- 
tertainment, a unit of Tokyo- 
based Sony Corp. Howey 
comes to his newly minted po- 
sition from Price Water- 
house, where he was a part- 
ner in the management 
consultant group. 


James Zucco has been ap- 
pointed to the newly created 
position of senior vice presi- 
dent of future network and 
systems architecture at Wash- 
ington, D.C.-based MCI Com- 
munications Corp. An eight- 


year veteran of the $9.5 billion 
telecommunications player, 
Zucco formerly served as vice 
president of advanced product 
development in the systems 
engineering organization. 


In Strongsville, 

Ohio, Mark S. 

Fleishour has 

been promoted 

to the position of 

director of MIS 
development at Central 
Reserve Life Insurance Co. 

Fleishour joined the small 

business-oriented accident 
and health insurance compa- 
ny in 1990 as manager of MIS 
development; at his new posi- 
tion, he will be responsible for 
developing and implementing 
the company’s computing 


~~. |Alsoontheriseat 
( Central Reserve 
is Phil Hodge, 
| who moves from 
director of MIS 
to assistant vice 
president of MIS. His respon- 
sibilities include development 
and maintenance ofall corpo- 
rate information processing 
systems, user computing and 
field computing. 





The language of Bis. ness. 





If computers working harder and people work- 
ing smarter are the words corporate managers 
need to hear these days, then let us introduce 
you to an operating environment fluent in the 
language. 

Solaris” 

Solaris is a remarkably powerful oper- 
ating environment that allows your computers 
to work together, your people to work in groups, 
and your business applications to be run all at 
the same time. 

Built on the powerful UNIX® operating 
system, Solaris adds productivity features such 


as multiprocessing, ease-of-use through an 
intuitive graphical user interface, and the abi- 
lity to easily administer your entire enterprise 
using SunNet™ Manager. 

More than 650,000 systems are already 
running on Solaris, making it the world’s 
largest installed UNIX base. Indeed, the 
Solaris environment is found in every Sun™ 
SPARCstation™ and SPARCserver.™ 

And Solaris is fully backed by 550 
third party development tools, and supported 
by more than 16,000 Customer Support 
professionals. 


All of which, we 
suggest, makes Solaris not 
only the language of good 
business computing, but the 
language of good business sense 
as well. 1-800-426-5321, ext. 500. 


& Sun 


Sun Microsystems Computer Corporation 
A Sun Microsystems, Inc. Business 
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Gurus offer pearls for IS pilgrims 


Drucker: Focus on data, 
not automation 


BY NELL MARGOLIS 


CW STAFF 





UNIVERSAL CITY, Calif. — If you are 
among the many information systems 
leaders who believe information is your 
job, corporate management guru Peter 
Drucker has a couple of words for you: 
You're wrong. 

“Most of you mistakenly think informa- 
tion is your job, but your job is data,” the 
noted author and Claremont Graduate 
School professor told the 500 people gath- 
ered last week for the Society for Informa- 
tion Management’s annual conference. 
“Information is the user’s job — you can 
only provide the raw ma- 
terial. 

“The problem,” he 
added, “is most users al- 
so believe that informa- 
tion is the IS manager’s 
job.” 

This role confusion, 
Drucker said, is one of 
several key mispercep- 
tions shackling USS. 
companies competively 
— and a major reason 
why firms spending an 
estimated 35% to 40% of 
their capital budgets on 
information technology 
are getting minibang for 
their megabucks. 

According to Druck- 
er, driving true produc- 
tivity may require the IS leader to shift 
gears. “Put emphasis on how to make your 
output, not your people, more productive,” 
he advised. 


Asking the right questions 
Helping users ask the right questions, he 
continued, is a giant step in the right direc- 
tion. “Too few ask or answer, accurately, 
the question ‘What information do I need?” 
A computer printout isn’t it.” Even fewer 
pose the follow-up query: “What informa- 
tion do I owe?” 

He suggested a third critical question: 
“What information does this whole orga- 
nization need? And the moment you ask it, 
you're up against a very unpalatable dis- 
covery: 99% of it doesn’t come out of the 
information system. Most of what the com- 
pany needs comes from outside.” 

So does most of the future customer 
base, Drucker pointed out: “The great 
weakness — and you [IS directors] aggra- 


Drucker advises: ‘Put empha- 
sis on how to make your output, not 
your people, more productive’ 


vate it, my good friends — is that most 
businesses concentrate on their custom- 
ers. But 70% of your potential customers 
don’t shop with you, don’t bank with you, 
don’t buy from you — and this 70% is your 
future.” 

Building up productivity also involves 
paring down. “Always ask, what can we 
simplify? What can we abandon? Do we 
really have to do this? And if so, do we have 
to do it in such magnitude?” The answer to 
the latter, he added, is frequently no. 

“Total inventory control is madness,” 
Drucker said. “With small samples, you 
have control. Beyond that, you have pa- 
per.” 

The commonsense themes _ that 
marked Drucker’s address echoed as well 
in the words of others who took the stage 
at the three-day conference, aimed at fo- 
cusing IS leaders on 
competing through 
technology. 

Software _ reuse. 
“We've had the technol- 
ogy for reuse for about 
20 years,” said Vaughan 
Merlyn, a partner at 
Ernst & Young’s Center 
for Information Tech- 
nology and Strategy. He 
disagreed with the sug- 
gestion that productivi- 
ty gains through reus- 
able software are being 
stymied by technologi- 
cal shortfalls. 

“What we don’t have 
is the methodology or 
psychology needed to 
make reuse viable.” 
Will we get the 180-degree turnaround in 
corporate culture that Merlyn sees as a 
prerequisite to such unglamorous, prag- 
matic approaches as reuse? 

“Absolutely,” he said. “The places 
where we see the most interest are IS 
shops that think they're about to be out- 
sourced. It’s amazing what the urge to sur- 
vive will motivate.” 

Total quality management won over- 
whelming endorsement as a necessary 
means to productive ends — but don’t dive 
in indiscriminately, cautioned Susan Swen- 
son, PacTel Celiular’s president and chief 
operating officer. 

“Tailor your program to your own cor- 
porate culture,” she advised. “The worst 
thing you can dois just take what some oth- 
er company is doing and overlay it on your 
own.” And, “if you don’t have the whole 
team together, don’t do it,” Swenson 
warned. “You need complete buy-in, or it 
can be acomplete disaster.” 
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Thurow: Build fast, 
nimble teams 


BY JOSEPH MAGLITTA 


CW STAFF 


BOCA RATON, Fla. — Chief information 
officers take heed: Information systems 
organizations seen more as ballast than 
sails for their corporations face unprece- 
dented danger of being heaved overboard. 

That was the quiet warning sounded to 
600 or so IS professionals at the seaside 
“CIO Perspectives” conference earlier this 
month. 

While approaches and advice differed, 
the two dozen or so speakers agreed that 
technology organizations must find better 
ways to become relevant — and fast — or 
risk going down again. 

“We need to put IT 
back on the radar 
screen,” said DuWayne 
J. Peterson, an indepen- 
dent consultant who 
chaired a blue-ribbon 
panel trying to developa 
new model for IS. 

Solutions offered at 
the three-day event 
ranged from re-engi- 
neering, open systems, 
Machiavellian _ politics, 
building a corporate ar- 
chitecture and imple 
menting client/server. 

Here’s a rundown of 
ul — and their seen anything yet’ 
Lester Thurow, dean of MIT’s Sloan 
School of Management and best-sell- 
ing author of “Head to Head: The Com- 
ing Economic Battle Among Japan, 
Europe and America.” 

IS managers in U.S. firms would do well to 
learn European-style football (soccer), 
Thurow advised. 

Unlike American football, he noted, 
soccer encourages nonstop, fast-paced 
team play needed to beat strong European 
and Japanese foes in machine tools, bio- 
tech, aviation, software, microelectronics 
and other key industries. 

Noting that “technology has turned the 
get-rich game into a very different game,” 
Thurow predicted that short-sighted, indi- 
vidualistic nations, companies and depart- 
ments are doomed to fail in the next de- 
cade. 

“If you think you live in a competitive 
world now, you haven’t seen anything,” 
Thurow added. 
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DuWayne J. Peterson, chairman, Du- 
Wayne J. Peterson Associates. 

Merrill Lynch & Co.’s former “million-dol- 
lar man” presided over the first public de- 
bate of the new “Power Station” model un- 
veiled last spring. The project’s goal, he 
explained, is to find new ways of pulling 
technology into the mainstream of busi- 
ness and to close what Peterson called 
“the gap between [IS] credibility and per- 
formance.” 

The basic idea: Create a tight spiral be- 
tween computing and customer know-how 
with business processes, systems, organi- 
zations and tools. 

The bottom line, developers said, is that 
IS departments must move from being re- 
active penny-pinchers to become a proac- 
tive, need-driven force intimately inter- 
twined with the business. 

Easier said than 
done, according to pan- 
el members from Amer- 
ican Express Travel Re- 
lated Services Co., 
United Services Auto- 
mobile —_ Association, 
Booz Allen & Hamilton, 
Inc. and others who de- 
bated the model. Reac- 
tion among ISattendees 
appeared lukewarm; 
Peterson conceded that 
more work was needed 
and promised a fuller 
development by next 
spring’s conference. 


Douglas A. Nagan, 

president, Interna- 

tional Resource Man- 
agement, a consulting and outsourcing 
company. 
Re-engineering is doomed to fail unless IS 
masters the political dimensions of man- 
aging change, according to Nagan, a for- 
mer CIO at publisher John Wiley & Sons, 
Inc. who now heads a consulting and out- 
sourcing company. 

“There are not going to be any support- 
ers for cutting costs and improving perfor- 
mance,” he observed, 

To help sharpen political skills, IS 
chiefs would do well to read Niccolo Ma- 
chiavelli’s classic, The Prince, Nagan said. 
Such basic tactics as enlisting help even if 
it is not needed, identifying foes and sup- 
porters and avoiding battles wherever pos- 
sible can help change efforts, he said. 

“We have more technology than we 
could possibly use,” Nagan said. “If you’re 
going to re-engineer, you need to look be- 
yond what's on paper and see how things 
really work.” 


David Leifer 


Thurow warns: You haven't 


Comdex/Fall ’92. Las Vegas, Nov. 16-20 — 
Knock- 


NOV. 8-14 


MaclS ‘92 Conference. New Orleans, Nov 
8-11— Contact: Managing Apple Computers in 
nformation Systems, Chicago, Ill. (312) 644- 
6610 


Share ‘92. Tampa, Fla., Nov. 8-11 — Contact 
Share Headquarters, Chicago, Il. (312) 644- 
661 


James Martin World Seminar with Dr. 
Carma McClure’s Corporate CASE Tuto- 
rial. New York, Nov. 9-13 — Contact: Extended 
Intelligence, Inc., Chicago, Ill. (312) 346-7090 


Synergy ’92. Anaheim, Calif, Nov. 9-13 — 


Contact: Weingarten Publications, Inc., Boston, 
Mass. (617) 542-0146 


U.S. Society of Wang Users (USSWU). 
Boston, Nov. ¢13— Contact: USSWU, Chicago, 
Ill. (708) 652-3888. 


Autofact ’92. Detroit, Nov. 10-12 — Contact: 
Society of Manufacturing Engineers, Dear- 
born, Mich. (312) 271-1500. 


Society of Motion Picture and Television 
Conference and Equipment Exhibit. To- 
ronto, Nov. 10-13 — Contact: Technology Solu- 
tions, New York, N.Y. (212) 505-9900. 


Voice ’92. Atlanta, Ga., Nov. 10-13 — Contact: 


Virus Research Conference. Washington, 
D.C., Nov. 11-13 — Contact: Virus Research, In- 
ternational Computer Security Association, 
Washington, D.C. (202) 364-8252. 


Twelfth Annual Eastern American 
NCR/AT&T Computer Users Confer- 
ence. Lake Harmony, Pa., Nov. 12-13 — Con- 
tact: Frank Whalon, Tinius Olsen Testing Ma- 
chine Co., Willow Grove, Pa. (215) 675-7104, 
Ext. 216. 


NOV.15-21 


Guide's 1992 Conference. Atlanta, Nov. 15- 
20 — Contact: Guide International Corp., Chi- 
cago, Ill. (312) 644-6610. 


COMPUTERWORLD 


ing Down Info Walls.’ San Francisco, 
Nov. 15-19 — Contact: Information Industry 
Association, Washington, D.C. (202) 639- 
8262. 


Troubleshooting, Maintaining, Upgrad- 
ing PCs Seminar. Fort Lauderdale, Fla., Nov. 
16-17 — Contact: Quest, Spotswood, NJ. (908) 
251-3217. 


19th Annual Computer Security Confer- 
ence and Exhibition. Chicago, Nov. 16-18 — 
Contact: Computer Security Institute, San Fran- 
cisco, Calif. (415) 905-2200. 


C++ World Users Conference. New Jersey, 
Nov. 16-20 — Contact: C++ World, New York, 
N.Y. (212) 274-9135. 


Contact: Comdex/Fall, The Interface Group, 
Needham, Mass. (617) 449-6600. 


ISDN/Broadband 92. Reston, Va., Nov. 16- 
20 — Contact: Information Gatekeepers, Inc., 
Boston, Mass. (617) 232-3111. 


Transaction Processing Networks Con- 
ference. Washington, D.C., Nov. 17-18—Con- 
tact: Telecommunications Reports, Conference 
Dept., Washington, D.C. (202) 842-0520. 


Unicom ’93. Washington, D.C., Nov. 17-19 — 
Contact : North American Telecommunications 
Association, Washington, D.C. (202) 296 
9800 


Conforum. Orlando, Fla., Nov.19-20 — Con- 
tact: Conforum, Chicago, Ill. (312) 938-3500. 
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A few important tips on 
recruiting computer professionals 


Fee computer talent isn’t as easy as it used to be. In 
fact, there was a time when you’d just run an ad in the 
local newspaper and you could make a hire without waiting 
too long or spending too much. 

But times have changed. And like so many facets of today’s 
business, so has the aime of traditional recruiting 
methods. 

What’s more, many of today’s recruiters don’t use today’s 
most efficient methods —- methods that save time and money 
for some widely unknown reasons. 


The supply of qualified professionals 


isn’t meeting demand 


The American Council on Education reports 
that the number of college students choos- 
ing computer careers is down two-thirds 
since 1982. To make matters worse; there 
are more computers in today’s business 
that require the skills of this shrinking mar- 
ket than ever before. And while you may 
never consider the company next door 
your competitor, it likely is competing for 
the same computer talent today. The result 
is a classic supply/demand problem that 
isn’t changing for the better -and that’s sure 
to make your recruiting tougher in the ’90s. 


2 
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Supply Demand 


Ads in local papers don’t reach your 


major hiring market anymore 


That’s because they generally 

reach “active” job seekers — 

those who actively seek out the 

local newspaper to find jobs — 

and who a recent Computerworld 

job satisfaction survey found to 

represent 2 in 10 of today’s com- 

puter professionals. The study 

also found that 7 in 10 of today’s 

computer professionals are ‘‘pas- 

sive” job seekers — those who 

would consider new job options, but 
For every 10 of today’s likely never look for them in the local 
computer job seekers ...| {€wspaper. (The remaining small per- 
ware centage are “‘non-movers”’ content with 
Active long-term jobs.) 

In short, this means that your ad in 
today’s local newspaper reaches no 
more than 20 percént of today’s com- 
puter job seekers. What’s worse, if 
you’re not using other vehicles that 
reach far more job seekers, your local newspaper expenses 
are as inefficient as their limited audience. 


7 are 
Passive 2 BD BRBDB 
lisa 
Non-mover @ 


More job seekers see your ad in 
Computerworld than in any other 


newspaper — Sunday, daily, or trade 


That’s because Computerworld reaches over 629,000 qualified 
computer professionals every week — the largest audience of 


its kind, and one that’s rich with passive and active job seekers. 


That’s why more companies advertise more jobs in Compu- 
terworld than in any other professional newspaper. And why 
Computerworld is the single place where America’s computer 
professionals expect to see the most jobs every week. 


Computerworld gives you 
regional editions 


& 
A key option when you need a re- 


gional candidate and want to avoid 

national response and relocation. 

Yet if your search is national in 

scope, Computerworld can also | 
give you more widespread national 
exposure than any other source. 


Eo! 


Computerworld needs just 2 working 
days for your ad to appear 


That’s comparable to most local newspapers. And why your ad 


can quickly appear in the next issue to start generating quality 
response. 


Computerworld costs no more 
than local papers 


And with a regional rate of just $182.95 per inch, your cost-per 
qualified candidate reached is better than any newspaper - 
Sunday, daily or trade. Or just about any other source, for that 
matter. 


Computerworld leads candidates to your ad 


Just look at this week’s Computer Careers 
section. You'll find a career editorial topic 
that will stir the interest of virtually any 
computer job seeker — passive or active. 
It’s just one of countless reasons Compu- 
terworld is America’s newspaper of 
choice on computing. No matter how 
much the times change. 

And while times may change, some 
things won’t. Whether you use computers, 
make computers, or sell products and ser- 
vices for computers, Computerworld is 
still your major source of news today. And 
your major source of computer professionals tomorrow. 


For more recruiting tips, call John Corrigan, Vice 
President/Classified Advertising, at 800/343-6474 (in MA, 
508/879-0700). 


NOW 
REGIONAL 


RECRUITMENT ADVERTISING 
Where the qualified candidates look. Every week. 


1-800-343-6474 x201 


375 Cochituate Rd, Framingham, MA 01701, Fax 1-508-875-3202 


Weekly. Regional. National. 
And it works. 





Mainframe programmers look 
to avoid fate of the dinosaur 


FIRSTPERSON 
BY WILLIAM R. ROUZER 


SPECIALTO CW 


For the past two 
years, I have 
been “underem- 
ployed.” I man- 
aged to work 10 
months last year 
as a programmer 
converting systems from a CDC 
Cyber 830 (a machine Id never 
seen before) to an IBM 4381 run- 
ning MVS. But, for the past year, 
I've been totally unemployed. 

I’ve become part of a growing 
and expendable population of 
“mainframe dinosaurs.” 

Five years ago, an associate 
and I were discussing the cost- 
per-MIPS ratio between main- 
frames and micros. It was obvi- 
ous that if I wanted to stay in a 
profession I loved despite the 
politics and frustrations, I would 
have to learn to program micros 
and how to fit them into an infor- 
mation management strategy. 

I’ve learned C, C++ and Pas- 
cal. I program under both Micro- 
soft Corp.’s DOS and Windows. 
None of my prior employers re- 
quired these skills or appreciated 
that they might soon need them, 
and I have no “paid experience” 
using these languages so I can’t 


getanyone to hire me. 

Thankfully, things weren't 
quite this bad when I was starting 
out. My first programming job 
was in 1980. I had learned Basic 
and Fortran at night school but 
had to learn Cobol for this job. My 
employer told me that I was on 
probation and if I could learn 
GCOS and Cobol in 90 days, I 
could keep the job. I managed 
that with no problems. 

With more than a decade in 
the field I thought I was past the 
“no experience, no job, no expe- 
rience” paradox. I guess paradox- 
es are eternal. 


Weare trainable 
There are so many of us dusty, 
worthless dinosaurs out here 
that human resources depart- 
ments are really being tough. 
They’re being so particular that 
they’re saying things such as 
“must have C++ and object-ori- 
ented programming  experi- 
ence.” The pounding of count- 
less rejections has made me so 
punchy that the first time I read 
that sentence, I took it seriously. 
I know I can do the job, and I 
know these firms are spending 
more money recruiting people 
than they’d spend paying me for 
the few days it would take me to 
come up to speed. In a fit of frus- 
tration, I once told that to a head- 


hunter in New York, who then 
castigated me for my attitude. 
That’s a problem with program- 
mers: We tend to be logical. 

Sometimes I soothe my fears 
by telling myself I’m not alone. 
Many programmers I know are 
unemployed, fearful for their jobs 
or getting stressed 
out because of all the 
extra work they've 
been doing since 
their firm “right- 
sized.” Being logical 
people, they're some- 
what bemused by the 
apparent contradic- 
tion between having 
been “rightsized” 
and their current 
work load. But 
they're —__ tenacious; 
they'll eventually fig- 
ure it out. I just hope 
they rationalize it be- 
fore this new paradox 
blows their logic cir- 
cuits. 

Speaking of logi- 
cal contradictions, do 
you remember a sur- 
vey that Computerworld ran last 
year [CW, Sept. 9, 1991] in which 
“data processing professionals” 
reported they were being worked 
hard but “underutilized.” I pray 
I’m not the only one who thought 
about that! 


COMPUTER CONSULTANTS AUSTRALIA 


WANT TO WARM UP 
THIS CHRISTMAS??? 


Why not get right away, for a year or 
more for a working holiday down under? 


COMPUTER CONSULTANTS AUSTRALIA 

needs experienced DP people in a number of areas. 
In particular we need many professionals with the 
skills in at least one of the following: 


* HOGAN BANKING - all areas 


* INGRES 


* RALLY - Vax 


° IEF 


* LINC - A Series 


We also have many other contract vacancies, too numerous to mention. Call us now on our 
special 1-800 number and get ready to see Australia ... the land’of the great outdoors. 


You can fax your C.V. or resume to (404) 565-1353 or mail to: 


Computer Consultants Australia 


3480 Summerford Court 
MARIETTA, Georgia 30062 


CCA is part of the CCI group which is a world-wide contracting organization with offices in Europe, 
Canada, and the USA. If you are looking for contract opportunities in those parts of the world, your 
details will be given to the appropriate office. TELEPHONE: 1-800-444-7858. FAX: (404) 565-1353. 


COMPUTERWORLD 


Programming gave me pride 
and made me a good living. New 
applications and problems held 
my interest. 

But I could have done a better 
job, amore comprehensive job, if 
it weren't for time constraints and 
financial (or political) consider- 
ations. 

Users often used the phrase 
“quick and dirty” to describe 
what they wanted. Quick and dir- 
ty was usually what I gave them, 
albeit reluctantly. My managers 
often didn’t have the time to listen 


Michael Siggins 


to my reasoning that although 
what the user wanted was really 
simple, he didn’t fully appreciate 
what the technology and our data 
structures allowed. 

The user was usually happy 
for the moment with what infor- 


mation systems gave him but he 
would come back later, usually 
within a few months to a year, 
with a new request that could 
have been easily anticipated (and 
cost less) in the original design. 

As time passed, these re- 
quests became backlogged. With 
significant frequency, different 
users would make requests that 
were mutually exclusive or repe- 
titious of requests that had been 
made before (and never done). In 
amanner of speaking, we’d paint- 
ed ourselves into a corner. 


Enhanced for the user 

On occasion I overstepped my- 
self. I enhanced systems beyond 
the user’s requirements because, 
having watched how the user 
worked and what he did, I just 
knew one little “extra” would 
make the system more flexible 
and/or the user more productive. 

These systems, as it turned 
out, were my “master works.” 
They worked, saved money and 
made people more productive. 
Users loved them. Ironically, 
they also earned me a reputation 
asa “loose cannon.” 

SoI became a chastened pro- 
grammer. I’m too old to risk it 
anymore. This makes me sad be- 
cause I really loved watching us- 
ers’ hands flash across their key- 
boards and their faces light up 
when they saw what they could 
do with a new tool we created. 


Rouzer is a programmer/analyst with 
11 years of experience in government 
agencies and direct marketing firms. 
He lives in Chula Vista, Calif. 


CONTRACT DATASERVICES, a full-time 
employer with competitive salaries and a superior 
benefits package totally funded by the company for 
employees and their eligible dependents, is currently 
seeking application programmer/analysts that have 3 
years of experience in one of the following areas: 


If your current 
career lacks 
the challenge, 
growth, and 
income 
potential that 
you desire, 
then send usa 
detailed resume 
in strictest 


confidence. 


> 
i 


DATA PROCESSING 


PROGRAMMER/ANALYSTS 


DB2, CICS, CSP * IMS DB/DC ¢ IDMS, ADS/0 « 
APS ¢ AS/400, RPG, COBOL * POWERHOUSE ¢ 
ADABAS, NATURAL 2 ¢ VSAM ¢ AS/SET 

UNIX e SHAWWARE ¢ AMERICAN SOFTWARE ¢ 
PARADOX ¢ SYNON * BPCS * ORACLE ¢ 

PC/LAN DEVELOPMENT APPLICATION SKILLSe 


Contract Data Services has offices in Charlotte, 
Raleigh, Winston-Salem, and Dallas, Texas. 


CONTRACT DATA SERVICES, INC. 
Director of Human Resources, Dept. 50 


P.O. Box 560385 
Charlotte, NC 28256-0385 
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COMPUTER CAREERS 


Do research to justify need of AS/400 


Fast Track is a 
twice-monthly col- 
umn dedicated to 
answering ques- 
tions on career di- 
rections. This 
week's guest ad- 
viser is Steven B. Fogle, a manag- 
ing director at The Alexander 
Group, an executive search firm 
with offices in San Francisco and 
Houston. 


I work at a small business 

with a System/36 that 
we've had for seven years. I 
feel my computer talents are 
becoming very stagnant. How 
do I persuade upper manage- 
ment to upgrade to an Applica- 
tion System/400? 

Persuading management to 

make a significant invest- 
ment will take research, analysis 
and sometimes pressure from 
you and your company’s compe- 
tition. Survey businesses of simi- 
lar size in the industry to learn 
more about their current systems 
and future plans. This will be 
valuable information in educat- 
ing your company management. 
You need to prove that an invest- 
ment in an AS/400 will improve 
the way your company does busi- 
ness. 


I’m a director of computer 

services who has 10 years 
of experience with an IBM Sys- 
tem/36 and 30 years’ experi- 
ence in the health care field. I 
don’t program or do the con- 
centrated work of a computer 
specialist, but I’d like to be a 
director/coordinator/manag- 


er of a health-related comput- 
er environment. Where do I 
start? 

Contact all of the health care 

organizations in your area 
and introduce yourself to the se- 
nior information systems execu- 
tive. Agencies are not always the 
answer to changing jobs, espe- 
cially when you have specific in- 
terests. Ask your peers how they 
best see your skills utilized. Hos- 
pitals, managed-care organiza- 


FAST 
TRACK 


CAREER ADVICE 
FOR THE ’90s 


tions and numerous other health 
service organizations need tal- 
ented, experienced IS managers. 


I am a programmer with 
seven years’ experience, 
which includes Basic, Cobol 
and Oracle on DEC/VAX and 
Sun/Unix. I can’t stand graph- 
ics and graphical user inter- 
faces, butI love programming. 
Will there be a place for my 
programming skills where I 
won’t have to do graphics? 
Talented, flexible program- 
mers are and will be in great 
demand for years to come. I sug- 
gest you gain as broad experi- 
ence as possible in your field so 
that you can change as the indus- 
try changes. Graphics experi- 


CICS 


PRODUCT MGR. 
Ors Ta 


Gur product develo) 


ence is valuable, but by no means 
is it exclusive to the needs of 
large IS environments. Success- 
ful programmers who aren’t in- 
terested in the -management 
track are needed in most compa- 
nies. 


I have been involved in da- 

ta processing since 1986. 
I have worked on various plat- 
forms (IBM, VAX, Prime), 
coding in Cobol and Natural 
Adabas. While IBM is using 
Natural Version 2.1 or 2.2 in 
the real world, our VAX is run- 
ning on Natural 1.4. How can 
I get potential employers to 
lookat me after they realize my 
Natural background is not the 
version they are running? 

Remember that employers 

are also interested in the indi- 
vidual they hire, along with his 
technical skills. Continue pursu- 
ing any opportunities that come 
your way and present yourself as 
flexible, intelligent and able to de- 
velop and enhance your develop- 
ment skills quickly. Also, contin- 
ue your education to acquire 
development skills for future ca- 
reer growth. 


®S Sure that you're being un- 
dervalued? Stressed out? Feel- 
ing discriminated against? We 
want to hear about these and 
other issues that affect your ca- 
reer. Call your questions in us- 
ing the Fast Track line at (508) 
820-8522, or send them by fax 
to Kelly E. Sewell at (508) 875- 
8931. If we use your question, 
we'll send you a gift. 


SOFTWARE PROFESSIONALS 


Permanent or Long-Term 


Project Assignments 


elas 
PRODUCTS 





What to do when a project you’ve been 
working on for six months gets canceled 


» Go to the department head of the user group the project was 
for and rally his support. Or cut your losses and take a look at 
the technology developed for that project and see where else 
in the company it might be applied. It depends on why it was 
canceled. If it was going to cost more than what management 
thought its value was, I wouldn’t try to override management. 
Mike Cunningham, MIS supervisor 
The Dr. Pepper/Seven-Up Cos., Dallas 


» First ask why the project was canceled and what are the rea- 
sons — basically just for your personal understanding. Then try 
to focus on what you have learned and the experience you have 
gained that you could apply to the next project. If you feel the 
project is worth fighting for and could see it would benefit the 
company in the long term, try to persuade management to con- 
tinue with the project. 
Tony Nation, programmer 
Mirage Resorts, Inc., Las Vegas 


» Wetry to anticipate when it might happen, but when we can't, 

we try to get the project reinstated or scale it back. If there were 

multiple people on the project, we try to reposition them in other 

places in the company. Obviously, it’s disappointing, but it hap- 
pens alot. 

Amy Lutz, senior consultant 

Integrated Systems Consulting Group 

Wayne, Pa. 


» There’s always a project backlog. Just move on to the next 

item of priority. These things are really the dictates of manage- 

ment because management sets priorities. So if they cancel a 

project, you have to assume it’s because the next project in se- 
quence is a higher priority. 

Ray Proctor, manager of distributed systems 

Dow Jones & Co., Chicopee, Mass. 


Compiled by Leslie Goff, a free-lance writer based in New York. 
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Call COMSYS. 
Your Future Is On The Line. 


A call to COMSYS could lead to challenging opportunities on state-of-the art 
projects for our Fortune 500 clients. If you are at the top of your field and 
thrive on mastering new technologies, you could become a part of our 
national network of computer consultants. COMSYS offers competitive 
salaries and full benefits. If you have the following skills, we'll help you put 
your future on line: 


|EF Developers 
Adabas DBAs Adabas 
C, C++, JACC, UNIX EASEL 
MVS Capacity Planner SAS SYBASE 

C++ Real Time COBOL VSAM ORACLE X-Windows 
Tech Writer MVS SAW (ORACLE FOCUS IMS DB/DC 


CCOMSYS: 


Project support 


SMALL TOWN 


X.25/WAN, PRIVATE DATA NETWORK, 802.3, 
dane (NOVELL NETWARE. NETWORK v 


NOVELL NETW. 
MANAGEMENT SYSTEMS 
SYSTEMS TECHNOLOGY GROUP, INC. 
313-853-2050 Fax: 313-853-0008 


2573 Rochester Rd., Ste.116 


er # Cera eee Tee ROA ere | 

DATA ADMINISTRATION 

Mera ct COS/2IEF | POWERBUILDER PICK UNIX 
! LOTUS NOTES DECMCC 


DATACOM IDEAL UNIX C MOTIF 
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ANATEC 


ANATEC is a National Contin: firm looking to expand its opera- 
tions in the Texas Market. The following opportunities are availabie 
for individuals looking for a career opportunity. 


Programmer Analyst - Experience with HP3000, Im 
(must be proficient in Fortran). Powerhouse highly 


Powerbuilder Developer - Experience with Powerbuilder 2 0 to work 
on international as well as Houston based projects. 


Sybase DBA - Experience writing stored procedures and triggers as 
well as system administration. 


Please . - - resume to: 


ANATEC is Howson TX 4 rx 7056” —* 


Michelle Tyree 
O13) 964-2779 - Fax: (713) 964-2721 


COMPUTERWORLD 
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SAUDI ARABIA 


nae 


Dept. CW 4 Research Place Rockville, MD 20850 
(301) 921-3600 » FAX (301) 921-3700(fine) 
800-926-6797 
Atlanta - Colorado Springs - Dallas - Denver - Phoenix 
Raleigh - Washington, DC 


NACCB Member 


ROBERT SHIELDS 
tS 10,01 Bee) 
P.O. Box 890723, Dept. C 


EEO/M/F/H/V 
Houston, TX 77289-0723 


Ak) Sek! 
FAX 713-486-1496 
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We have a great system for 
finding the best people. 


You know we’re the world’s premier air express carrier. And 
you’ ve probably heard we’re a people company. But did you know 
we’re also one of the most technically advanced companies in the 
nation? We’re offering you the opportunity to learn why with the 
following positions available in Memphis, TN: 


IMS SENIOR SYSTEM PROGRAMMER 


As an IMS Programmer in our Computer Operations Department, 
you will participate in all phases of all areas of system tuning and 
problem determination. Qualified individuals must have at least five 
(5) years data processing experience of which three (3) years is in 
systems programming, with skill in one or more programmer lan- 
guages used by Federal Express Corporation. In addition, you must 
have in-depth knowledge of IMS internals and externals. A Bachelor’s 
degree in Computer Science, MIS or related area is preferred. 
Knowledge of DB2, CICS and ADABASE/NATURAL I is a plus. 


MANAGER, SYSTEMS SOFTWARE 


As the Manager of our Program Products’/VM area of Computer 
Operations Department, you will be responsible for planning and 
directing the activities of six or seven Sr. Systems Programmers. 
Qualified individuals must have at least eight (8) years data process- 
ing experience of which five (5) years is in systems programming 
and three (3) years in management. A working knowledge of MVS/ 
ESA and VM/XA or ESA a must. 


MVS SR. SYSTEMS PROGRAMMER 


As a Sr. Systems Programmer in our Program Products area of 
Computer Operations, you will be installing, maintaining, tuning, 
and evaluating MVS Program Products software. Qualified indi- 
viduals must have at least five (5) years data processing experience 
of which three (3) years is in systems programming, with skill in one 
or more programming languages used by Federal Express Corpora- 
tion. Knowledge of EMC2/TAO or other electronic mail software is 
a plus. 


We offer a salary commensurate with experience and a compre- 
hensive benefits package. Please send resume and salary history to: 
Federal Express Corporation, Attn: 

OSTS/Tim Robertson, 3865 Airways 
Blvd., Module F, 2nd Floor, Mem- 
phis, TN 38194-8520. No phone calls 
or walk-ins please. 
An Equal Opportunity Employer, M/F/D/V. 


Kuwait Institute 
For 
Scientific Research 





Kuwait Institute for Scientific Research (KISR) is a non- 
profit organization actively in applied research in 
the fields of environmental earth sciences; food re- 
sources, water resources; engineering; petroleum, petro- 
chemicals and materials and techno-economics. 


KISR has a vacancy for a: 


Senior Database Administrator 


Applicants should have a B.Sc. or M.Sc. in Computer Sci- 
ence or Computer Engineering with 10 years of experience 
in Database Administration (DB2, MVS, CICS, CSP). 


KISR offers attractive tax free salaries commensurate with 
qualifications and experience and generous benefits that 
include: gratuity, free furnished and airconditioned ac- 
commodation, school tuition fees for children, six weeks 
annual paid vacation, air tickets, free medical care and life 
insurance. 


Interested applications are requested to send their Curricu- 
lum Vitae with supporting information not later than one 
month from the date of this publication, to: 


Personnel Manager 
Kuwait Institution for Scientific Research 
P.O. Box 24885 
13109 Safat - Kuwait 


SERVICE 
ENGINEER 


experience usi 
BURROUGHS, IBM hardware, XEROX, STC AMDAHL, 
HP & DEC. Various ———— locations. Reloca- 
tion reimbursement, ex salary 
Send resume and salary history to: 


Granada Computer Services, inc. 
1240 Hamilton Court, Menlo Park, CA 94025 
Attn: Personnel 


EOE 





Programmer/Analyst - Marietta, 
GA. Analyze, design, develop, 
implement & maintain medical 
& health care systems. Provide 
technical support to end users. 
Utilize IBM mainframes, ADA- 
BAS, NATURAL 2, PREDICT & 
CONSTRUCT C. ool. 
Bachelor’ 


neering. 2yrs/exp. in job offered 
or 2 yrs as Systems Analyst 
Related occupation must in- 
Clude lyr exp. developing medi- 
cal & health care systems usit 

ADABAS, NATURAL 2, PRE- 
DICT & CONSTRUCT CASE 


OVERSEAS 


Attractive Job Opportunities With Tax 
Free Salaries and Generous Benefits 
Package in Saudi Arabia 


Saudi Arabian Airlines (SAUDIA), one of the leading airlines of the 
world, has established an advanced and progressive Information 
Systems department in Jeddah, Saudi Arabia. Professionals with 
a minimum of three years recent experience in IBM MVS ESA/XA 
environment are needed to fill the following positions: 


VTAM SYSTEM PROGRAMMER — Comprehensive understanding 
of VTAM/NCP, and diagnostic abilities. Experience in SNI/Token- 
Ring Networks and customization of LAN-Host Gateways. 


CICS SYSTEM PROGRAMMER — In-depth experience in install- 
ing, troubleshooting and maintenance of CICS and related 
products. Knowledge of MRO, LU6.2 and CICS-DB2 connection. 


MVS/JES3 SYSTEM PROGRAMMER — Installing, troubleshooting 
and maintaining |BM/Non-IBM products plus strong knowledge in 
SMP/E, Assembler Coding and IPCS. 


MVS PERFORMANCE ANALYST — Experience in a Multi-CPU and 
shared DASD environment. Working knowledge of OMEGAMON, 
RMF, MXG and SAS. 


DATA/CASE TOOLS ADMINISTRATOR — Experience with 
TELON or Upper Case tools using an Information Engineering 
approach. Strong interpersonal skills required to use JAD 
techniques. 


DB2 DATABASE ADMINISTRATOR — Design and support of 
physical databases interfacing with Case tools plus advanced SQL 
performance and tuning skills. 


MASTER TERMINAL OPERATOR-MTO — MTO experience plus 
current experience in JES3, CICS, IMS, DB2, plus knowledge of 
OMEGAMON. 


OPERATIONS ANALYST — Installation management principles. 
Configuration and Planning, plus DASD management experience. 


in addition to an excellent tax free salary, Saudia also provides a 
very attractive benefits package, including: 


© Single/married status — free © Free medical care 
furnished accommodations/utilities © Recreation facilities 

®@ Free and reduced rate air tickets ®@ 30 days paid annual leave 

®@ Subsidized children’s education © End of contract bonus 


Interested? Seeking new challenges? Please call our electronic 
service, 713-850-7188, or fax a request for an application to FAX 
# 713-850-0842. 


SAUDI ARABIAN AIRLINES 


TELOS CONSULTING 
SERVICES 


TELOS Consulting Services, established in 1969, pro- 
vides consulting services to both the public and 
private sectors. TELOS has consulting opp~rtunities 
with many of the nation’s leading employers. The 
ideal candidates should possess the foliowing 


@ RDBMS, ORACLE: Sat. Comms, Assembly, C. 15538; 
Cc, GUI, Windows Development 

@ ISC Pinnacle Plus; EDP Auditing: DEC/VAX 

@ VAX/COBOL RDB, TDMS; ACMS 

@ ADA TADIL: System Test; AS/400 

@ DB2: FoxPro; Adabas/Natural 

@ GIS: ARC/INFO; Progress; Business Process 
Reengineering Analyst 

@ TCP/IP: IPX Novell Networks; Realtime Embedded 
Processors, M68OOO, C, Assembly, Tele/Data 
Communications Engineers; Postscript Software 
Engineer 

@ UNIX, C++ Digital Design Engineer; Smartstar 

@ Object Oriented design: Systems management; 
OSI, C++ 


Excellent salary, benefits, and training opportunities 
are provided 


Call, FAX, or mail your resumes to: Telos Consulting 
Services, 106 K Street, Suite 310, Sacramento, 
CA 95814. FAX: (916) 447-0946; PH: (916) 
447-8004. 


Employment Opportunities Nationwide: Atlanta, GA 
Boston, MA: Colorado Springs. CO; Dallas, TX; Los 
Angeles. CA: Fullerton, CA: Phoenix. AZ: Reno, NV: 
Sacramento, CA; Santa Barbara, CA; Santa Ciara, CA; 
Seattie, WA; Washington, DC. 
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ADS/0 & COBOL 
OR StL 4 


Programmers & Analysts 


For New Development 


Soon 
@ UNIX C++ Sybase 


Product Development —_- 


Staff & Mgmt. Levels 
Permanent Positions in 
Southeast Michigan 
* Relocation Paid + 


ANDERSEN. JONES & 


MULLER ASSOCIATES ete 


26261 Evergreen. Suite 420 
Southfield. Mi 48076-4480 
313-827-7660 


FAX 313-827-7665 


377 Fifth Avenue, 4TH FL 
New York, NY 10016 
TEL: (212) 779-3330 
FAX: (212) 779-3338 


COMPUTERWORLD 


PROGRAMMER 
ANALYST 


Fiserv-Fresno, inc. a major data 
service 


IDMS 
PROGRAMMER 
ANALYSTS 


Computer Sciences Cor- 
poration’s Applied Tech- 
a Division, a recog- 
nized leader in the com- 
puter industry, is cur- 
rently seeking talented In- 
formation Systems pro- 
fessionals to join our de- 
velopment team in the 
San Francisco Bay Area. 
We have excellent career 
Ol unities available for 
IDMS Programmer/Ana- 
lysts with a B.S. degree 
and 2 or more years of 
experience in one of the 
following technologies. 
IDMS 
ADS/O desirable 
CSC provides competi- 
tive salaries and compre- 
hensive benefits. Please 
send resume in confi- 
dence to: Jim Leuker, 
Computer Sciences Cor- 
‘ation, 2700 Campus 
rive, Dept. CW1026, 
San Mateo, CA 94497- 
9200 or FAX (415) 345- 
7968. An Equal O - 
nity Employer M/F/D/V 


cc 


= BBs" 
abr fees! 


RPG ; OS/400 oper- 
a systems, PARADOX and 
IEW on PC's. Requires Bache- 
a's Degree in Computer Sct. 
ence or Electrical Engineering, 2 
yous expertemse is Bb 

or 2 years experience as Con- 
sultant. Experience must in- 
tems ign and it 
— | design —— 
tems. Send resumes to: 7310 
Woodward Ave., Rm. 415, De- 
troit, Mi 48202. Ref. No: 72992. 
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We’re looking for 
some quality people. 


Quality people for a company that is known for its quality. And 
you’ Il find that quality is achieved because of our people. We currently 
have openings in Memphis, TN for the following positions: 


¢ Telecommunications Engineer/Sr. Telecommunications 
Engineer - Bachelor’s degree in Engineering. Two (2) to five (5) 
years experience in the design and development of communica- 
tions systems (RF, Digital Design, Comm Software, Voice, Data 
or Video). Knowledge of communication protocols, including 
but not limited to, SDLC/SNA & HDLC. Knowledge of elec- 
tronic systems and data network theory. Strong analytical, com- 
munication, and human relations skills. 


¢ Programmer/Sr. Programmer - Two (2) to three (3) years 
programming experience with one (1) year in systems develop- 
ment required. Experience on IBM operating systems or micro- 
processors preferred. Skill in one or more programming lan- 
guages used by Federal Express. Strong “C” coding skills. 
Experience in developing software under UNIX, DOS, SNA and 
X.25 preferred. Bachelor’s degree in Computer Science, MIS or 
related area preferred. 


¢ Technical Advisor - Bachelor’s degree/equivalent in Com- 
puter Science, Math, Engineering or Business. Seven (7) years 
systems development experience which includes five (5) years in 
programming. Skill in one or more programming languages used 
by Federal Express. Complex systeins experience on IBM oper- 
ating systems or microprocessors preferred. Experience in the 
technical design and development of major data processing 
projects. Strong human relations and communications skills. 
Skills required: In-depth knowledge of network technology in- 
cluding SNA, VTAM, NCP, and general communications proto- 
cols. Analytical experience preferred. 


Federal Express offers an excellent starting salary and excep- 
tional benefits plan. If qualified, please send your resume and cover 
letter stating the position in which you are interested to: Federal 
Express Corporation, Attn: RR/Telecommunications/2811, 2828 
Business Park, Memphis, TN 38118. 


FLORIDA 


OS/2* P.M. * C 
HP 3000 * COBOL 
all eens 
Tandem * COBOL * 
C++ * UNIX * 
CASE * Sybase * 
MICROFOCUS COBOL 
ASSEM * COBOL * CICS 


goa CASE 


OB2 * SQL/DS 
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Unisys /Banki 


COMPUTER CAREERS 


“For one thing, there's a 
strong loyalty factor here that 
starts at the top. There’s an 
entrepreneurial spirit. And while 
the company is big, and getting 
bigger, there's a lot of opportunity 
for individual growth and contri- 
bution. Typically, you’d have to 
choose between a small, under- 
capitalized company for growth or 
a large company for stability. At 
Compuware, you can have both.” 

Regional Manager Chip 
Davis is one of 1,500 computer 
professionals at Compuware. If 
you think you might like to be 
one, get in touch with us. 

Currently we have openings 
in Farmington Hills Ml, Chicago, 
Los Gatos CA, and Japan for: 
© Project Managers: technical 
product development in IBM 
Mainirame or PC Platforms with 
proven management experience. 
¢ MVS Mainframe Software 
Developers with Assembler 
experience in: Data Base, MVS, 
CICS, communications internals. 
¢ Windows, OS/2 Software 
Developers: C++, 8086 Assembler. 
¢ Product Support Representa- 
tives: experience in customer 
relations and IBM applications. 

Send resume /salary expectations 
to: Compuware Corporation, 
Department CW26, 31440 
Northwestem Highway, 
Farmington Hills, Mi 48334. 


“The culture 
is unique for 
a company 
this size.” 


- Chip Davis 
Regional Manager 


¢) COMPUWARE. @ 


AN EQUAL OPPORTUNITY EMPLOYER 





PROGRAMMER ANALYSTS 


As one of the fastest growing data processing consulting 
country, RCG Information Technology has annual revenues exceeding 


ing firms in the 


to eB 
Q Clearance * ORACLE 
Modeling/CASE 


ie) eas 


BUSINESS ASSOC. 


ORLANDO: 
ple) ole seh Lae 
Altamonte Springs 
Florida 32714 
lke Aste slkL 
FAX ( Atel Lods 


500 N. Westshore Bivd 
Malar Berl h-) 

813) 287-2 

FAX (813) 2 


SOFTWARE 
PROFESSIONALS 


LEE International, a world- 
wide consulting company, 
has multiple requirements 
for DBS, M&D and MSA Ap- 
plication Software profes- 
sionals with at least three 
res experience with 
following 


1. Millennium Tools - SDT, 
PDL, UCR 
2. HR:M, GL:M 3.0, CP:M, 
FA:M, AP:M, AR:M, PO:M, 
CP:M, MARS/G, AP:E, PH:E, 
GL:E, BC:E, and/or FC:E 
3. DB2, CICS, VSAM, 
COBOL, MVS, X/A, DCI, IE 
4.1BM & DEC/VAX Hardware 
Please facsimile your re- 
sume to: 404-924-0347 or 
mail your resume to: 6050 
Peachtree , Ste. 340- 
OFCTOSS a 3009. 
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TITAN Consulting Services, a Premier provider of I-CASE Services, is expanding. 
To meet the demands of our practice in North America and Europe, we're hiring 
seasoned professionals in the following areas: 
IEF: Planning, Analysis, Design, and Construction 
IEW/ADW: Planning, Analysis, Design, and Construction 
Dev Coord: Encyclopedia Admin, Model Mgmt, Version Control, 
Repository, and AD/CYCLE 
Data Modelers with IEF, ADW, or Bachman 
Instructors/Courseware Developers in CASE curriculum 

We offer competitive compensations packages, including medical, dental, 401K, 
training and ongoing educational development to selected professionals who posses 
the skills to both lead and work as part of a successful team. 

Human Resources, TITAN Consulting Services, Inc. 

15301 Dallas Parkway, LB 32, Dallas, Texas 75248 

Phone: (214) 458-9430 FAX: (214) 458-9447 


CONSULTANTS 
RY [UE ei) Ay /) ag 


Great Consulting Assignments 


PR ee ea 
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Mimi Simon Assoc. 
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COMPUTERWORLD 


$70 million, 10 offices from coast to coast, and over 700 consultants. 
And because the demand for our knowledge has grown so rapidly, we 
are staffing up. . .cross country! Our immediate CONTRACT and 
FULL TIME opportunities are for professionals skilled in any of the 
following: 


COREVISION 
®HP3000 / POWERHOUSE 
°C++, WINDOWS 
We also have IMMEDIATE SAUD! ARABIA opportunities: 
Network instructors ®DB2, TELON 
®Ctient Server — Project Leaders *ADW 
®Systems Programmers ®image Processing 
To learn more about these opportunities, CALL, FAX, or MAIL your 
resume to: BOB BEAUDET, TOLL-FREE (800) 942-9269, FAX: (212) 
398-6189, 111 West 40th Street, 27th Floor, New York, NY 10018. 
We are an equal opportunity employer. 


BGCUINFORMATION TECHNOLOGY 


© New York ia ¢ New ® Miami * Austin 
Orlando « Waahingnen OG 2tss * Dallas 





COMPUTER CAREERS WM/D-WEST 


Senior Information 


Systems Professional 


Begin a career with CONTINENTAL BAKING 
CO. We are the nation’s iargest wholesale pro- 
ducer of fresh baked goods and a company 
offering a challenging growth opportunity in In- 
formation Systems 


ANOTHER 

REASON WHY 
COMPUTERWORLD 
RECRUITMENT 
ADVERTISING WORKS ... 


The ideal candidate will have a Bachelor's de- 
gree in Business Administration or other techni- 
cal discipline along with 3-5 years mainframe 
experience in system design, programming and 
implementation of intercompany information 
systems. Specific experience with E.D.\. trans- 
lator software in a heterogeneous environment 
is highly desirable. Other technical credentials 
include HLLs, 4GLs and associated utility 
operating software. Candidates must possess 
good communication, writing and organization 
skills 


Computerworld gives you large numbers of professionals who work 
in your industry. 


Competitive salary, comprehensive benefits 
program and an environment in which career 
goals may be realized are part of the package 
Please send your resume to: Manager, Human 
Resources; CONTINENTAL BAKING CO.; 
Dept. SRISP; Checkerboard Square; St. 
Louis, MO 63164. We do appreciate your need 
for feedback and will respond to all applicants 
by mail. We are sorry, but we are not able to 
accept phone calls. Equal Opportunity Employ- 
er 


When you're recruiting computer professionals, it’s often important 
to find ones with experience working on systems specific to your 
industry. From manufacturing to banking, healthcare to insurance, 


: t ld reaches the right people in every major industry. 
Continental Computerworld re oo vo y 


Baking Company 


a subsidiary of Ralston Purina Co 


Computerworld’s 
Audience 





industry 


Programmer /Analyst 


| Seeking individual with 2+ years of AS/400 experience 
and extensive design and development experience using 
CL and RPG/400. Good interpersonal skills also re- 
| quired. Experience in the construction industry, or with 
| AS/SET, CASE or PC/Support 400 a plus. 


| Excellent salary/benefits. Send resume, which MUST 

| include salary history to: Employee Relations Supervi- 
sor, Dept. #9227, J.A. JONES CONSTRUCTION 
COMPANY, 6060 St. Albans St. Charlotte, NC 

| 28287. Principals only; no agencies please. An equal 
opportunity employer m/f/d/v 


Computer Vendor and Consulting 251,253 
Computer Manufacturer 109,518 
large-scale computers §2,213 
medium-scale computers 67,325 
small-scale computers 46,945 
personal computers 73,925 
technical workstations 30,943 
Software Vendor 160,264 
for large-scale systems 71,182 

for medium-scale systems 81,799 





Manager, Computer Ticketing Op- Software Engineer, 40hrs/wk 
erations. Duties: directs and coor- 8:30-5:30, $36,100/yr. Design 


dinates activities of workers en- 
gaged in computer operations 
plans and develops policies and 
procedures for carrying out com- 
puter operations. Meets with sub- 
ordinate supervisors to discuss 
progress of work, resolve prob- 
lems, and ensure that standards 
for quality and quantity of work 
are met. Adjusts hours of work 
Priorities, and staff assignments 
to ensure efficient operations 
based on work load. Reviews 


daily logs and reports to detect re- | 


curring slowdowns or errors, us 


ing computer terminal. Consults | 


with software and hardware ven- 


dors and other establishment | 


workers to solve problems imped- 


Ng computer processing. Meets | 


with users to determine quality of 
service and identify needs. Meets 


with data processing managers to 


Getermine impact of proposed | 


changes in hardware or software 
on computer operations and ser- 
vice to users. Evaluates new soft- 
ware and hardware to determine 
usefulness and compatibility with 
existing software and hardware 
Evaluates prosposed data pro- 


cessing projects to assess ade- | 


quacy of existing hardware, and 
recommends purchase of equip- 
ment. Develops budget and moni. 
tors expenditures. Must have at 
least 2 years experience with T 
Basic programming language 1 
year VAXTMOS Pascai 

ming language, 1 year experience 


with VAXTMOS Operating Sys- | 


tem. Must have 5 years experi- 
ence as a Manager, Computer 
Ticketing Operations and 5 years 
experience working at a ticketing 


box office. All experience listed | 


above is inclusive in 5 year experi- 


ence as a Manager, Computer | 


Ticketing Operations. Must have 1 
year college in business adminis- 
tration curriculum. 9:00-5:00 
M-F; 40 hours wk; $865.38 wk 





rogram- | 


system hardwares for automatic 


wafer transfer intelligence instru- | 


ments & systems. Design & de- 


velop system real-time control | 


software for automatic wafer 


transfer intelligence system. De- | 
sign & develop system hardware | 


Structural configurations. Min 
reqs: MS in Computer Science. 1 
yt in hardware debugging at board 


& I/O circuit levels. Past design of | 


@ real-time system & a graphic 
user interface using C, of an asyn- 
Chronized data communication 


system, & past use of a LAN for 


data control. 3 credit hrs in semi- 
conductors, 6 credit hrs in inte- 
grated circuits, & 3 credit hrs in 
mechanics. Apply at the Texas 
Employment Commission, Dailas 
Texas, J.O. #6687710 or send re- 
sume to the Texas Employment 
Commission, TEC Building, Aus- 
tin, Texas 78778, J.O. #6687710 
Ad Paid by an Equal Employment 
Opportunity Employer 


SYSTEMS ANALYST(S) 


(VARIOUS CLIENT JOB LO- 
CATIONS THROUGHOUT 
U.S.A) Design and develop- 
ment of customized manufac- 
turing applications production 
engineering design system in 


| batch and on-line environ- 
| ment in COBOL employing 


TSOMSPF and TELON on 
IBM mainframes. Req: Will- 
ingness to frequently relocate 


| to varying job sites and 2 yrs 


exper. in job offered. Mon- 


| Fri, 9-5, $40.000/yr. Apply at 


Texas Employment Commis- 
sion, Dalias Texas, Job Order 
#6844512. Ad paid by An 


| Equal Employment Opportu- 
| nity Employer 








for small-scale systems 
for personal computers 
for technical workstations 


Non-CPU Computer 
Products Manufacturer 


VAR/Dealer/Retailer 


DP Service Bureau/ 
Contract DP Services 


Consulting/Planning 
Manufacturer (not computers) 
Insurance 
Healthcare 
Banking/Financial Services 
Government Federal/State/Local 
Business Service (except DP) 
Communications Systems 
Public Utilities 
Transportation 
Wholesale/Retail Trade 
Education 


72,212 
66,366 
26,022 


34,311 
44,773 


52,375 
112,149 
229,608 

62,539 

57,788 
123,348 
107,915 

35,940 

30,264 

43,687 

49,151 

82,674 

91,073 


SOURCE: Skill Survey of Computerworld’s Audience, June 1991. 





Please send resume to Orlando | 
Job Service Office, 3421 Lawton 
Road, Orlando, Florida 32803 
Reference # FL 0694642 


To place your ad regionally or nationally, call John Corrigan, Vice 
President/Classified Advertising, at 800/343-6474 (in MA, 
508/879-0700). 


Hiring 
Managers 


Recruit qualified com- 
puter and communico- 
tions professionals with 
the IDG Communications 
Computer Careers Net- 
work of five leading com- 
puter newspopers. For 
more details. Call Lisa 
McGrath at: 


(800) 343-6474 
lin MA, 508/879-0700) 


BM sverentas AS/400 


| Soft > 
| Soe noe 
| VSAM, MAXCIM, FOXPRO, ORA- 
| GE 

| 


Where the qualified candidates look. Every week. 


Suite 220, Centre a 
650 Smithfield 
PA 18222 
(412) 281-1526 FAX 412-281-8483 
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Southeast 


Computer Consulting Group, has 
immediate openings on its south- 
east consulting staff for talented 
Programmer/Analysts. We're es- 
pecially seeking 

°IMS or — or DB-2 


CIALIST 
* EASYTRIEVE PLUS 


°VAX/VMS 

¢ FOCUS/IBM 30xx 

Computer 

Consulting 

Group 

Contract Professional Services 
4109 Wake Forest Rd 


Suite 307 
Raleigh, NC 27609 


1-800-222-1273 
FAX (803) 738-9123 
Member NACCB 


SYSTEMS ANALYST(S) (CHICA- 
, ILLINOIS) Design, develop- 


CONTRACTORS 
SAUDI ARABIA 


DB2, TELON, IMS, COBOL, 
ADW., 


PC/NETWORK INSTRUCTORS, 
LAN SPECIALIST, ETHERNET, 
NOVELL, APPLETALK, EMAIL, 
SYS. PGMRS., DB2 DBA, VAX 


TOP $$$ 
NEED Immediately 
Fax Ri t 


.O. Box 1583 
Al-Khobar Airport 31952 
Saudi Arabia 
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Programmer/Analysts 


Outstanding career opportunities are yours 
when you join the team at Systems & Programming 
Consultants. SPC provides a complete range of 
contract and consulting services from offices in 
Atlanta, Charlotte, Nashville, Orlando and 
Tampa. We currently have permanent professional 
opportunities for programmer/analysts with a 
minimum of two years experience in any of the fol- 
lowing areas: 


cics HOGAN 
IMS DB/DC DB2 PL/1 
UNIX/C ORACLE FOCUS 

Send or fax a resume (Attn: Dept. R-10) 
today, including the office location you prefer. 


MAC 


“Joining Forces To Reach New Heights” 
212 South Tryon Street ¢ Charlotte, NC 28281 
Fax 704/348-9050 * 800/277-SPC1 


WSUA DULL wien 
Career Fairs 


Data Processing * ‘Telecommunications 


Cap Gemini America Cutler / Williams 
Cutler / Williams Dell Computer 


DST Systems Inc. DSC Communications 
Hertz 


Hertz 
INFORMIX Marion-Merrell Dow 
Marion-Merrell Dow 


Scott & White 
MTW Corporation SSBA America 
SPRINT 


Tandy Corporation 
Sponsored v4 


TNC{joint venture Tandy/ 
Nokia Mobile Phone} 
KCCRN (Kansas City Corporate Recruiter Network) & SWHT (Southwest High Tech Cooperative) 
Equal Opportunity Exaphymnent Fair 
To have your resume distributed to attending companies, you may send it to: 
Career Fair Coordinators, Dept. CW, PO Box 1458, Coppel. D TX 75019 


The Leading Technology Fairs! 


SYSTEM ENGINEER: Develop 

and design graphical user-inter- 

face system based on the X- 

a system and OSF Motif 

under C and UNIX on the Sun 
Solbourne 


S @g8% 
Opportunities 
Programmer/Analyst 


Amway Corporation, an international leader in the 
manufacturing, distribution and direct selling 
of quality health consumer and industrial prod- 
ucts, with sales in excess of $3.9 billion, has an 
opportunity available within its Systems Division. 


Position requires 5 years of experience in system 
design, development and programming, including a 
thorough working knowledge of COBOL and IBM 
mainframe applications. Qualified candidates 
should have appropriate experience working with 
OS-JCL, MVS/ESA, TSO/ISPF, CICS, PANVALET 
and PC appiications. Experience in the use of 
Microfocus APS CASE Tools and manufacturing 
planning/production systems is highly desirable. 
Position requires a Bachelor’s Degree in Computer 
Science or related field or equivalent work experi- 
ence. Candidates must have adaptability and vision 
for future MIS needs while adhering to project pri- 
orities, implementation time frames, detail docu- 
mentation and customer/client support. 


Amway offers an excellent starting salary and a com- 
petitive compensation package which inciudes profit 
sharing. To receive prompt consideration, send your 
resume, salary history, and cover letter (please 
include Ad number in correspondence) to: 


OBJECT 
& ORIENTED 
& PROGRAMMING!! 
= “Concepts & Applications” 


& OPENINGS Oct. 26th 
Houston, Texas 


RothWell 
International 
800) 256-0541 
713) 541-0100 


Ad #810 Administrator 
Mail Code 78-1C 
Amway Corporation 
7575 Fulton St. East 
Ada, MI 49355-0001 


DBA Unix C Informix 

P/AGIS Unix C ..... 

P/A'’s Unix C RDMS .. 

P/A IDMS or DCS 

P/A's AS400 RPG3 . 

P/A Unix C Intergraph m 
Spt Unix C VMS ........ 


AVAILABILITY, INC 
Dept. C.P.0. Box 25434 


: Equal Opportunity Employer M/F/D/V 
ampa, 
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COMPUTER CAREERS M/D-WEST 


Asa diversified network of insurance and fi 
services companies, The Associated Gro 


dedicated to the satisfaction and well-being of 


both customers and employees alike. 


Sybase DataBase 
Administrator 


We have an immediate opening for a Sybase DataBase 
Administrator within our Executive Support System Applications 
Development Group. The Executive Support System camtieee 
chased and developed applications which are being develo 

use by Executive Management, and is designed on aslocal e 
work using client/server development technologies, Successful & 
didates will possess technical knowledge in the following areas: 


* Relational DataBase Management Systems 
¢ Relational Design Methodologies 
* Client/Server DataBase Design 


Experience in Sybase RDBMS, LAN Manager, and UNIX is 
A bachelor’s degree in Computer Science or related field 


Programmers 

We are also seeking qualified programmers to design, 
and maintain the Executive Suppert System Application. Ai 
understanding of Relational Database Design and SQLis — 
required. Understanding of UNIX, client/server arel 
networking, as well as DOS amd Windows progi i 
beneficial. Specific technologies utilized include: 

for UNIX, LAN Manager and Novell Networks, 
Entity/Relationship modeling tool, PVCS Personal G 

ware version control software, SQL Windows (Gupt 
Software's Lightship product, Q & E, MicroSoft Ex 
MicroSoft Windows 3.1. 


At The Associated Group, the leading underwriter of he 
insurance in Indiang, our quality reputation is matched 
excellent compensation and benefits package which inclu 
health, tuition reimbursement, and a 401(k) plan. We ene 
you to send your resume and salary history to: The 

Group, Human Resources-M3NL (KC), 120 Monument Cire! 
Indianapolis, £8 46204. An Equal Opportunity Employer. 


THE ASSOCIATED GROUP 


CTGiis where 
you want to/be 


At CTG, the atmosphere is charged with challenge and excitement as we develop 
quality based breakthrough solutions into the 90's 


Our talented team members are supported by innovative career management 
system (CMS490) which offers 
* Comprehensive compensation 
+ Full feature benefits * Educational opportunities 
Second to none is CTG's IQ (Innovations in Quality) program providing the staff 
member the opportunity to be with a firm that is globally competitive 


CTG is making an impact in the global marketplace by experiencing phenomenal 
success, therefore creating a diverse array of career opportunities for knowledgeable 
professionais 


Current opportunities exist for those experienced in the following areas 
Oracle SQL MICRO FOCUS COBOL LAN Administration 
IMS DB/DC Information Engineering csP 
DB2 AS/400 COBOL ADABAS/NATURAL 
C/UNIX Windows w/D MSA 
Focus CICS Model 204 
IDMS/ADSO OS/2, Presentation Mgr Telon 


Those wanting to make an impact on their career should send a resume to 


Southeast Region Recruiting Manager 
Department CW 9/92 
100 Colony Square Suite 1960 
Atlanta, GA 30361 Cincinnati, OH 45236 
FAX (404) 870-1555 FAX (513) 793-6793 


Make voice mail contact 


1-800-992-5350 1-800-992-5350 
Box 8074 Box 7739 


wanted Dates. Design deveon, | COMPUTER SCIENTIST/ 
APPLICATIONS DEVELOPER 


The National Board of Medical Examiners (NBME) develops licensure 
and educational achievement examinations for the health professions. 
We have a major commitment to research and 

Oe etna Located in 


Midwest Region Recruiting Manager 
GW.700/92 
8044 ery Rd ‘Suite 200 


t in evalua- 
adjacent to the cam- 
the University of Pennsylvania, the NBME has a stimulating pro- 

environment and facilities that include a computer-based 
porting software . testing ‘aboratory. 
Soe ee The NBME e cuventy socting a computer eclontey tions soft- 
tise for entire are developer. Position requires theoretical ki and actual 
experience in Finite State Machines, T Machines, State Transi- 
tion Enea: <8 etc. Mathematical skills in algorithm t, 
implementation, and logical function essential. Ph.D in appro- 
priate Computer Science area with three years or more solid program- 
a ee aa 


oriented skills and ex) with relational 
( soos tools) also desirable. 
Experience in DEC VAX/VMS, UNIX and DOS environments beneficial. 
Statistical background with SAS or SPSS aiso a plus. 
Applications with curriculum vitae and salary its should be 
sent to the Personne! Department, National Board of Medical Ex- 
aminers, 3930 Chestnut Street, Philadeiphia, PA 19104. 


An Equal Opportunity Employer, M/F/D/V 


See DMINQUIRY tang. 

LINC, ERGO & DMINQUIRY ne 
& database software. 

is $42,000/yr. hriwk. Resumes 
to 7310 Woodward Ave., Rm 415, 
Detroit, Mi 48202. Ref. #67292. 
Employer Paid Ad. 
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COMPUTER CAREERS 


Connect with us, and the 
rest of the world will follow. 


In an increasingly competitive world, one 
thing's for sure: Networks will continue to grow in 
both size and complexity. And there's only one 
company big enough and bold enough to meet this 
challenge head-on: SunConnect 

The proof? SunNet™ Manager, the focal 
point for network management. This advanced 
solution is a unique combination of user tools, 
management services, and agents designed to 
simplify the administration of diverse network 
environments. Let's just say SunConnect is leading 
the new generation of network management. 


So, now that the technology is beyond ques- 


tion, the only thing left to decide is who drives it. 
How about you? We're ready to talk if 

you re a seasoned pro with at least 7 years’ network- 

ing and industry experience 


Marketing Management 

Your depth of experience in outbound 
marketing program development, partnerships, 
channel strategy and reseller/OEM work is key to 
these positions: 
Marketing Managers 
(Telco) 
Senior Product 


(Network Management Products) 


s. SunLink SNA Peer-to-Peer, and SunNet Manager are trademarks or registered trade 


trademarks of their respective companies 


(pre-sales technical support, presentation and 
demonstrations) 

Executive Account 

(self-starting sales pro with networking and indus- 
try experience; reseller and OEM a plus) 


Product Development & 


Engineering 

Software Engineers (SunNet Manager) 
*GUI Database Applications 
Networking Network Management 
Platforms 


Network Products Assurance 
Software Test Engineers 

SNA Peer-to-Peer 
*OSI 

Frame Relay 
SNMP 


Data Communications 


Mail Handling Systems 
Network Management 
eTCP/IP 

eISDN 


Ride that tremendous wave of networking 
with the people at its crest—SunConnect. We'll be 
at Interop, so stop by our booth for more information 
on these and our other rewarding opportunities. 

Fax your resume to (415) 336-0423, or send 
it to: Professional Staffing, Dept. DXB/Mail Stop 
PAL1-423, Sun Microsystems, P.O. Box 391660, 
Mountain View, CA 94039-1660. All resumes are 
processed electronically; therefore, to ensure a 
quick turnaround, letter quality resumes are 


required. An equal opportunity/affirmative action 


employer. 


@ SunConnect 


A Sun Microsystems. Inc. Business 


1010 Rs ahi a 
OPPORTUNITIES 


marks of Sun Microsystems, Inc. All other 


! for 
applcations’ Csr MIS de 
ee Se eer ae 
pon edgy td ng 


excelent jwritten com- 


ee 


Our list of problems (challenges) keeps growing. 


BUSINESS SOFTWARE PROFESSIONALS 


AS/400-RPG 
AS/400-COBOL 
ASSEMBLER 

cIcs 

DB2 

DIALOG MANAGER 


NATURAL 2 
NOVELL CNE'S 
ORACLE 

0S/2 DEVELOPERS 
PC PROGRAMMERS 
PARADOX 


END-USER SUPPORT/HELP DESK PL/1 


IDMS DBA 
IDMS 
IMS DB/DC 


LAN ADMINISTRATORS 


M&D MILLENIUM 


PROGRESS 

TECHNICAL WRITERS 
TELON 

WINDOWS DEVELOPERS 


SOFTWARE ENGINEERS 
MS WINDOWS DEVELOPMENT, 
C++ in a REAL-TIME environment with EMBEDDED PROCESSORS, 
INTEL MICROCONTROLLERS, 
C, SUN, UNIX and SOFTWARE DIAGNOSTICS 


RRC I BALE) Le 


Every year, CPU attracts more and more of Wisconsin's leading 
companies as clients. Andthese companies present us with substantial 
challenges in meeting their information system needs. These chal- 
lenges translate into exciting careers for our team of forward thinking 
software professionals. And all of this makes us extremely happy. 


If you're ready to tackle the kind of technical challenges you were 
meant to handle, then call Bill Rudd, Joyce Mosetic or Julie Endlich at 
414-225-4000, or call 1-800-527-8462 for Milwaukee, Madison, 
Appleton or Green Bay positions. You may also send your resume in 
confidence to: CPU, Dept. CW-1026, 732 N. Jackson St., Milwaukee, 
WI 53202. Fax: 414-225-4011. Sorry, no entry-level positions are 
available. We are an equal opportunity employer. 


TANDEM 
SCOBOLC, SOLK 25 
SCOBOL,C, SQL,X.25 
eS WE OL 


asa 


800-582-JOBS 
TEL (212)967-2910 
FAX (212)967-4205 
124 W. 30th St. Suite #302 
New York, N.Y.10001 


cpu 


Looking for 
qualified computer 
professionals? 


Look no further. More than 629,000 
computer professionals read Computer- 
world every week. And you can reach all 
of them -- or just the ones in your region -- 
with a regional or national recruitment ad- 
vertisement in Computerworld’s Computer 
Careers section. 


Technology Consulting, Inc. is a dynamic and 
rapidly Growing Software Development 
Company with challenging assignments. Our 


For more information, call Lisa McGrath at 
immediate and continuing needs are: 


800-343-6474 (in MA, 508-879-0700); or 








DEC/BASESTAR 


*FOCUS »¢IMSDB/0C 


¢ DEC/VAX ORACLE 


* C++/UNIX * IDMS/ADSO ¢ UNISYS/DMS II/X GEN 


¢ DB2, OCS * ADW/IEW 
TCi offers com ve sa 


* MS WINDOWS 
laries, attractive ben- 


efits, and relocation assistance. For consider- 


ation, send resume or call: 


Tel== 


Hi 
1800 oe. Tower 
2 , KY 40202 
(502) 589-3110 
FAX (502) 589-3107 





CONSULTANTS 


? Murphy & Associotes, inc 


4405 RIVERSIDE DR... SUITE 100 
BURBANK, CA 91505 

818) 841-2002 (714) 552-0506 
FAX: (818) 841-2122 
Member NACCB 





Sasi 


JIM BOSTIC 
Phillips Resource Group 
Oe a 
fea rat) 
803/27 1-6350 - OFFICE 
803/271-8499 - FAX 
04: 7ea BRO) 


P/A’s NATURAL2/ 
am 's UNISYS/1192/LINC 
(A's 


SYSTEMS ANALYST - 


40 _hrs./wk., 8 am - 5 pm, 
$37,000.00 per yr. To analyze, 
design and develop computer 
software application systems 
on the IBM 3090, utilizing 
CICS, IMS, DB2 and COBOL 
Requires Bachelor's Degree in 
Computer Science, Engi- 
neering, Math or Physics (will 
accept 2 years experience and 
2 years of college in lieu of 
Bachelor's degree), 2 years ex- 
perience in job offered or 2 

ars experience as Analyst/ 

ogrammer. Must have oe 
rience with IBM 3090, CICS, 
IMS and COBOL. Send re- 
sumes to: 7310 Woodward 
Ave., Rm. 415, Detroit, Mi 
48202. Ref. No: 73092 


Call today 
to place your 
recruitment ad. 
800-343-6474 


(in MA, 508/879-0700) 





If you possess the ability to com- 
municate your skills to others and 
have a desire to travel, continue 
your education and be your own 
, then read on. Previous 
teaching experience a plus. Ver- 
hoef Information Packages, 
leader in DP education, is seeking 
instructors in the following areas: 


JCL/SMPE/MVS, MVS/ESA 
VTAM/NCP/LAN 


Send Resumes to: 


PERSONNEL 
wees oe tion 
kages, Inc. 
253 Passaic Ave 
Fairfield, NJ 07004 


SOFTWARE ENGINEER - 40 
hrs./wk oun com. iene 
per © analyze, design 
Gevelop ition software uti- 
lizing IBM RS 6000, CAD/CAM, 
x indows, OSF MOTIF and ‘C’. 
arry Out: image cee da- 
tabase design utilizing C-TREE; 
Networking of IBM 390 and 4381 
mainframes to RS 6000 utilizing 
TOKEN RING and LU 6.2. Re- 





COMPUTERWORLD 


Computerworld 
recruitment 


sees 
works! 


That's because 
more computer 
professionals 
read more re- 
cruitment ads in 
Computerworld 
than in any other 


newspaper. 


For more infor- 
mation or to 
place your ad, 
call Lisa McGrath 
at 800-343- 

6474 (in MA, 
508-879-0700). 


Weekly. Regional. 
National. 
And it works. 


An IDG Communications 
Publicati 


call your local sales office listed below: 


BOSTON: 375 Cochituate Road, Box 
9171, sane. MA 01701-9171, 
Nancy Percival, 508-879-0700. 


NEW YORK: Mack Center 1, 365 West 
Passaic St., Rochelle Park, NJ 07662, 
Valerie Galbo, 201-587-0090. 


WASHINGTON, D.C.: 8304 Profes- 
sional Hill Drive, Fairfax, VA 22031, Katie 
Kress, 703-573-4115. 


CHICAGO: 10400 West Higgins Road, 
Suite 300, Rosemont, IL 60018, Patricia 
Powers, 708-827-4433. 


LOS ANGELES: 18008 Sky Park Circle, 
Suite 145, Irvine, CA 92714, Barbara 
Murphy, 714-250-0164. 


SAN FRANCISCO: 18008 Sky Park Cir- 


cle, Suite 145, Irvine, CA 92714, Bar- 
bara Murphy, 714-250-0164. 


Where the qualified candidates look. Every week. 
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COMPUTER CAREERS 


If you recruit 
compute 
professionals, we 
have their numbers. 


We've probably spent more money 
researching this market than any 
company in America. And what 
we've learned can help you. 


Number of computers up 
6,415% in 10 years. 


At this pace, how will you meet the 
demand for staff in the future? One 


More computers are 
demanding more talent* 


1980 82 84 86 88 90 


Fewer campus freshman are 
choosing computer careers* 


10% 


oO erm WR UDA NS ® O 


1982 83 84 85 86 87 88 89 


source is America’s campuses. But 
with college freshmen interest in 
computer careers dropping more than 
two-thirds since 1982, you'll need to 
find other sources. Call us. We'll tell 
you about them. 


jobs 

local classifieds. Free reports! 
Which, according to figures from our 
annual Job Satisfaction Survey, leaves 
80% of the market largely unreachable 
through local papers. Yet easily 
reached through professional 


newspapers. Our research can show 
you how. 


Over 247,000 professionals 
with CICS operating system 
experience are reachable with 
a single advertisement. 

And so are hundreds of thousands of 
others with skills from DB2 to IBM 
S/38 to Unix. How? Call us and we'll 
show you. 


Computerworld reaches 
professionals with key skills 
- a few examples from our survey- 


Experts in 
Computerworld’s 
Skill/Product Product type Audience 
IBM PC compatible hardware 
IBM (all but PC) —_hardware 
Digital Equip. Corp. hardware 
MVS operating system 
Cobol language/utility 


523,573 
488,965 
214,375 
257,248 
443,166 


Free reports! 


Computerworld just completed a 
major survey of computer skills 
among its readers. The results can 
help you target your recruiting. 
Call John Corrigan at 
Computerworld for your free 

| Feport. 


We conduct the most 
comprehensive 
survey in the field. 


Co-sponsored by the Data Process 
ing Management Association, the 
annual report is available to you a 
no charge. 

= 








If you want to check out our numbers, 
just call us at this one: 800/343-6474 
(in MA, call 508/879-0700). 

Ask for John Corrigan, V. P. Classified 
Advertising. Or write to him at 


COMPUTERWORLD 





Sources: “International Data Corporation “American Council on Education 








MARKETPLACE 


Avoiding PC purchase scams 





BY TODD HENSCHELL 


SPECIAL TO CW 





Cheap sub-ins, bait-and- 
switch tricks, misleading ad- 
vertising — you name itand 
I’ve seen it while buying and 
selling PCs for my clients. Al- 
though it is impossible to 
stay on top of every unethical 
practice, you can become 
more familiar with them. 
And while the dirty dealers are in the minority, 
your chances of detection are better if you treat 
every purchase like a used car: Kick the tires and 
look under the hood. 





Good as new? 


@ On system orders where an enhanced small device 
interface (ESDJ) disk is installed, some value-added 
resellers will ship systems with “refurbished” hard 
disks. 
While this is not illegal, prices on remanufac- 
tured drives are 15% or so lower than new drives, 
and those cost savings are not passed on to the buyer. 
To ensure that you’re getting what you pay for, it’s 
best to have the vendor stipulate on the invoice that all components 
used are new and guaranteed as such. 


ESDI drives are a particular target because of their scarcity; manu- | 


facturers are phasing them out as they change their production lines 
over to Small Computer Systems Interface and more common inte- 
grated drive electronics types of drives. 


} 


} 





Hacking for 
profit 


@To get around licensing (and 
paying royalties for) BIOS firm- 
ware, certain clone manufactur- 
ers are making their own BIOS 
chips. This doesn’t harm the 
computer or its operation, but in 
the course of hiding this, these 
manufacturers may alter the 
code in the read-only memory 
(ROM) just enough to prevent 
the end user from finding out 
which revision itis. 

One of the tell-tale signs of a 


| hacked BIOS chip is a “zeroed” 


out revision number. The system 
may boot and report a BIOS type 
that is uncommon, and the revi- 
sion number may be all zeros. 

If you need a BIOS upgrade to 
run OS/2, for instance, there’s no 
easy way to determine what you 
have. If you’ve purchased a sys- 
tem ROM with a blanked revision 
number, you’ve bought bogus 
firmware. 


Henschell is a PC consultant and 
free-lance writer based in Burbank, 
Calif. 


| Come across any questionable 
| selling practices? We want to 
hear about them. Call in your 
experiences to Jodie Naze at 
(800) 343-6474 727 or fax 
| them to (508) 875-8931. 


The bait-and-switch trick 


@ An old practice among unscru- 
pulous wholesalers is to pass off 
a cheaper, slower chip for a fast- 
er, more expensive one. To con- 
ceal the chip switch, these ven- 
dors cover the CPU with a heat 
sink — a cast metal piece with 
fins used to absorb and radiate 
heat. Then, they either install a 
faster oscillator crystal and drive 
the CPU at a speed faster than its 
rated speed, or they try to pass off 
the DX/2 50-MHz chip as a full 
50-MHz DX. 

Wher the heat sink is bonded 
with epoxy, it’s impossible to de- 
termine anything about the pro- 
cessor. Vendors attempting this 
fraud will also usually place a 
sticker or other notice on the heat 
sink or edge of the CPU, stating 
that removal of the heat sink will 
void the warranty. 

Don’t buy asystem unless you 
can read the silk screen on the 





CPU, which should state the 
manufacturer, the chip type and 
the clock speed of the chip. 


Offshore chips 


@ Poor quality control in offshore 
facilities has resulted in high fail- 
ure rates in some low-priced 1M- 
byte by three-chip single in-line 
memory modules (SIMM). 
These fail about two to three 
times more often than the nine- 
chip type. You pay about $10 less 
for the cheaper modules, but the 
question is whether your compa- 
ny can tolerate a higher down- 
time potential. 

The cheaper SIMMs also fail 
some tests at their rated access 
speed and will cause parity errors 
on systems that rely on speed ac- 
curacy. 


What’s in a name? 


Just because it says “name-brand video board” 
doesn’t mean it is. Some clone manufacturers pur- 
chase chip sets from the mainstream video board 
builders and then assemble a lesser quality board 


with them. 


When these boards are used with DOS, it’s 
rarely a problem. However, for Microsoft Corp.’s 
Windows and OS/2 users, who often need new and bug-fixed video 
drivers, there could be trouble getting usable display drivers. 

To know whether your system has a genuine name-brand video 





board in it, check to see if the system includes a manual for the board 
and the original driver disks from the board manufacturer. If the sys- 
tem doesn’t have these, driver headaches might be coming your way. 





PRR ht 


TAKE NO RISK ON RISC SYSTEM/6000 
Choose: DATATREND— 


RISC System/6000 Hardware: 
RISC System/6000 Services: 


Complete systems, upgrades, trades, peripherals, parts 
Series/1 to RS/6000 Migration, AIX Support/Consultation, Application 


Re-engineering, Consolidation Services, Data Conversion Services 


RISC System/6000 Engineering: 


Custom Re-configuration, Refurbishment, Complex Systems 


Integration, Cable Systems Design/Installation, Fieid Installation, Board 
Level Repair, Project Packing Services, Configuration Documentation 


Enterprise Services 
Enterprise-wide planning, Host 
Connectivity, Process Control, 

RDBMS Incorporation, Complex 
Systems Integration, Network 
Solutions, DAE Incorporation 


BUY - SELL - LEASE 
Series/1 
System 36/38 
AS/400 
937X, 4300, 468X 
PS/2, industrial PC 


Call the "Reliability Company” 
1-800-FOR-RISC 
( 1-800-367-7472 ) 


612-942-9830 
10250 Valley View Rd., Suite 149, Eden Prairie, MN 55344 


Datatrend... 
IBM Business Partner 


IBM Industry Application Specialist 


IBM Subcontractor 
IBM DAE Enabler 


IBM Account Team Partner 


: 
| 


REMEMBER... 


Datatrend is also 
World Leader 


| 
| 
in Series/1 | 
| 
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CLASSIFIED 


MEO eer oe 


DEMPSEY, — 
WHERE [BM QUALITY 1S 
SECOND NATURE. 


© SERIES/7 BUY -LEASE-SELL 
* 9370 ° FYOCESSOS 
© RS/6000 ° Peripherals 


* INDUSTRIAL PC + Upgrades 


for pretested equipimen!, Hlexible rinoncing, 
+ £S/9000 contigurotion pronning, echnical support 
° AS/400 


ond overtgh shipping col 
° SYSTEM 36/38 


-pomrorsaz (800) 888-2000. 
ay Dempsey 


ae BUSIVESS SYSTEMS 


Where (8M Quality ls Second Noture. 


18377 Beach Blvd, Suite 323 « Huntington Beach, 
CA 92648 + (714) 847-8486 « FAX: [714] 847-3149 


Bag SPECTRA 


The complete computer eauipment dealer 
(714) 970-7000 (800) 745-1233 (714) 970-7095 Fax 
BUY e SELL e RENT e LEASE 
New & Used: Processors Peripherals Upgrades 
® 


ERSGEO* 
Ss ® 


GAN Packano® 
XEROX ® armeciahi ® 
@»Data General ® i e 

...and more! 


ANAHEIM CORPORATE CENTER 5101 E. LaPaima Ave., Anaheim, Califomia 92807 


a sun ® 
Prime ® 
UNISYS ® 


® Data Generai 


9370/9221? 


Executive Infosource! 


® Sun 

® Data Products 
@ HP 

© PC Equipment 


/8M 1s a registered trademark of /nternational Business Machines Corporation. 


«AND WE SELL IT TOO! 


= inc 


(617) 982-9664 
NEW 44 Performance That Counts! FAX 


617) 871-4456 
& 1000, © 3000 » 9000 
ee BUY SELL TRADE RENT LEASE 
Processors Peripherals Systems___ 


B U Y Most Machine Features 
LEASE |IN STOCK 


Telephone: (708) 215-9370 
Fax:(708) 215-9992 GDI. 


It’s the 
PRODUCT CLASSIFIED 
PAGES 


Reach Computer 
Professionals Where 
They Shop For: 


0 Buy/Sell/Lease 
O Conversions 


Product Classified Pages 


Examines the issues while 
computer professionals 
examine your message. Call 
for all the details. 


(800) 343-6474 
(In MA., 508/879-0700) 


ER a eel 


DEC MICROVAX 3500 FOR SALE: 2-280 MB HD's, TK70 w/ 
Controller, 2-Interface 8D’s, 1-LA100 Console, 10 VT 320’s w/ 


‘smaintenance 
Conflon Corporation 
800/926-6264 213/419-2200 


FAX 213/419-2275 


data dma Real Estate 
800) 343-6474 
(in MA., 508/879-0700) 
© STANDBY GEN SETS 

© LIEBERT A/C 


Index of used computer prices osananens 


Week ending October 16, 1992 Education/Training 


Closing Prices 
acs iaihaa ni OR | OR 
eee 

PS/2 Model 30 286 $500 $500 1-800-226-0784 
PS/2 Model LAOSX $1,000 $950 = 305-425-0638 


AT ela 


PS/2 Model 60 $600 $550 
CAM RCH LCL 


262 S. Military Trail 
Deerfield Beach, FL 33442 


CALL NOW FOR... 
Dr. James Martin's 


JAMES MARTIN 
WORLD SEMINAR 


“The Computer Industry’s 
Most Valuable Seminar” 


NYC LA 
Nov. 9-12 Nov. 16-19 
Orlando 
“Disney World” 

Dec. 7-10 
Extended Intelligence, Inc. 
Phone: (312) 346-7090 
Fax: (312) 372-7762 


PS/2 Model P70 $1,650 $1,350 
PS/2 Model 80 $1,200 $1,250 
PS/2 Modei 90 $3,100 $3,000 
Compagq Portable II $425 $450 


Portable II 
Portable 386 
SLT-286 
LTE-286 
Deskpro 386s 
Deskpro 386/33 


Apple Macintosh Classic 


SE 
1X 
IICI 
TIFX 


$500 
$950 
$700 
$800 
$900 
$1,700 
$750 
$725 
$2,450 
$2,800 
$3,750 


$500 
$975 
$700 
$800 
$850 
$1,750 
$700 
$675 
$2,200 
$2,600 
$3,800 


INFORMATION PROVIDED BY BOSTON COMPUTER EXCHANGE, BOSTON, MASS. AND 


OCTOBER 26, 1992 


AMERICAN COMPUTER EXCHANGE, ATLANTA, GA. 


PSUR EL 
COT Lee LL UC 
CACHE LA) 
UUM) Colo 
discounts w/1-year war 
CN aU 


LAr ee eek 


Product 
Classified 
Pages 


Examine the issues 
while computer 
professionals 
examine your message. 


Call for all 
the details. 


(800) 343-6474 
(in MA., 508/879-0700) 


COMPUTERWORLD 


629,000 IS/DP 
Professionals 
see the 
Product 
Classified 
Pages 
each week. 
Call for 
advertising 
information: 


(800) 
343-6474 


(In MA., 508-879-0700) 


Call 1-800-526-0452 


JAMES MARTIN 
iRzteer 





THE INSTITUTE FOR SOFTWARE ADVAKCEMENT 


ISA provides Technical Training in 
the following areas: 


© X-Windows and Motif Programming 

© C++ and Object-Oriented Programming 
© DCE Application Programming 

© Microsoft Windows and Windows NT 

© OSF/1 

© C and Unix 


CALL TODAY FOR MORE INFORMATION: (617) 782-1840, Fax 
(617) 782-3910, on E-Man 71700.3442 @ Compuserve 








CLASSIFIED 


USE OUR TECHNOLOGY 
pee ea ers 
PELE 3 


Hundreds of Large and 
Small Companies Gain a 
Competitive Advantage by 
Using Comdisco’s Nation- 
wide Remote Computing, 
Information Technology 
Sourcing and Global Data, 
Voice and Video Network. 


Featuring: 


e IBM® CPUs and Peripherals 
e Full Range of Systems Software 


© Database and Applications 
Software Support 


e Technical & Financial Planning | 


® Disaster Recovery 


e Service Level Guarantees 


e Capacity & Platform Transition | 


Planning 
e Financial Asset Management 


Call: Bob Marino 


800-227-6584 


CSMDUCO’ 


Considering Outsourcing! 


When assessing your data processing requirements, 
there are so many 


Time /Services 


REMOTE COMPUTING @ OUTSOURCING 


© IBM INFORMATION NETWORK 


CUSTOMER SERVICE 
MIGRATION MANAGEMENT 


G i INFORMATION 
SYSTEMS, INC 


815 Commerce Drive, Oak Brook, IL 60521 


New Engen’ | 


ALICOMP, INC. 


The “Boutique” of 
the Computer 
Services World 


PRODUCT 
CLASSIFIED 
PAGES 


Where 
America’s 
Computer 

Professionals 
Shop 


(800) 343-6474 


(in MA; 508/879-0700) 


VM, MVS, VSE 
Outsourcing 
Timesharing 
Consulting 
Remote and On Site 
Serving Clients Since 1980 
(212) 886-3600 


on affiliate of 


LUA UMM a 
Vee re) 


if you rely on CSC CompuSource for 


‘outsourcing support. 


Other vendors sell large systems, plenty of 
MIPS and UPS systems and software. That's it. 
CSC offers important advantages like 
minimum risk with maximum cash flow. And 
the ability to provide total solutions that put 
you in control of your bottom line. 


So if you're looking for someone to run 

your jobs — with a commitment to quality and 
client satisfaction — count on CSC 
CompuSource. 


ee 
eta Soe 


CSC CompuSource 


A Company of Computer Sciences Corporation 


110 MacKenan Drive 
Cary, North Carolina 27511 
919.481.2962 


neal 


Over 629,000 computer 
professionals read 
Computerworld weekly. 





Product 
Classified 
Pages 
delivers your 
message in 
companies that 
plan to buy 
your product 
or service. 


From PCs to minis, 
mainframes to super- 
computers, Computer- 
world’s readers as 
products across 
ranges of today’ : 
computers. So_ if 
you're selling, — 
tise in the newspa 

that delivers rea er 
that plan to buy 
YOUR product or ser- 
vice. Advertise in 
Computerworld's 
Product _— Classified 
Pages! 


For more 
information, 
call: 


(800) 
343- 6474 


lin MA, 508/879-0700) 


Product Showcase. 


FAX = SCANNER 


Complete Keyboard Customizing 
Featuring: Custom Key imprinting 
Full Color Keyboard Templates 
Keytop Overlays - Language Keyboards 
P.O.S. Keys * Custom Keyboards 
Training, productivity & marketing solutions! 


Enables Your FAX MACHINE to Become a SCANNER 
SOFTWARE HARDWARE 


to consider. * Word processor compatible 
You need the < armed Gremytiniding 
services of * User 
images, photos, and text 
Quality fax 


aspects you have 
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profession- ene oe 
als who * Folders for filing faxes and name cards 
understand * Full page scanning 
these issues ”auees FXSCAN ONLY $99.95 
and can help elaey @ TOORDER: 1-800-949-1292 
you manage INFORMATION: 1-714-468-5555 
your information 


resources. Call today 
and let Martin Marietta be your outsourcing partner! 


Hooleon Corp. 
RO. Box 230, Dept. COMW 
Cornville, AZ 86325 


Free Catalog 
800 937-1337 
Fax: 602 634-4620 


MARTIN MARIETTA COMPUTING SERVICES 
1-800-572-7887 
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/Seli/Lease 
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O Time/Services 
O Conversions 


OPC Products 
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ble Tape ‘System! 


LINK VIDEO LAN SYSTEMS 
Paar a engp tarps ms apes ce te ab to contro! all trainee 
computers and monitors in The instructor can: (1) Transmit 
instructor's screen to al tranee monitors Observe any trainee screen on 
eee wd ‘screen to all other monitors 
- plus much more. 0 is FULL projector Audio eee 
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ye wre Toots —, 505) "Boes on eg Re 
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(513) 339-2241 
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Shipping OF OPTI-NET®NLM CD-ROM 
etworking Software! 


Cece eee the newest 
addition in a complete line of that allow users of lo- 
cal area networks to share information stored on CD-ROM. 
The OPTTNET NLM version alow up to 100 users fo smut 
CO-ROM crves Small ee tare 
CD-ROM drives on a Novella NetWare® 386 local area 

ei Computer 800-922-9204 
Systems, Inc. 

20251 Century Bivd., Germantown, MD 20874 


The Micro House Encyclopedia 
of Main Boards 


“The Technician’s Ultimate Solution.”’ 
Being released at 
Fall Comdex 
MICRO Booth #N6674 
HOUSE For details call: 


4900 Pearl E. Circle 1-800-926-8299 
Boulder, CO 80301 Fax: 303-443-2301 


MORE 
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ON-LINE DOCUMENTATION 


MVS QUICK-REF 


gives you access to a concise summary 
of over one million lines of IBM and 
3rd party MVS reference information in 
less than two seconds. For a free 
30-day trial call.. 


~ ChegSie 


603-643-4002 


PLACE YOUR PRODUCT IN: 


COMPUTERWORLD’S 
PRODUCT SHOWCASE! 


For just $2,700, your product can appear 3 times in 
COMPUTERWORLD’s PRODUCT SHOWCASE. 

To place your message, or for more information, 

just attoch your business cord ond fax it to (508) 620-7739. 
Or call (800) 343-6474 
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HARDWARE/SOFTWARE INVENTORY 


TROUBLE LOG 


Cost Effective Inventory and 
Help Desk Software 


ConsulNet 


Computing inc, 1-416-441-0363 


Fax: 1-416-449-1985 


@ Multi-Volume dataset support 

@ Multi-File Volume support 

® IDRC/Non IDRC Compression 

© Tape-to-DASD-Conversions © HSM/DMS/FDR 

© Dataset Re-Blocking ®@ Automated PHYSIC AL EJECTION 
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Pro-Cubed xd Corporation 1-800-289-2238 
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9-TRACK AND 3480 
Rock solid solutions, rock bottom prices. 


For PCs and workstations. 
Exchange data with minis & mainframes - Reliable, lightweight, 
compact, 1600 and 6250 bpi 9-track solutions manufactured by 
Overland Data - FC solutions include the latest Overiand Data 
controllers and DOS software - Many workstation platforms are 


supported too. Call today. 
QUERLAND DATA. wonauss meowsrom 


EUROPE: (+49) 6172-25027 - FAX: (+40) 6172-25028 
See us at PC EXPO booth 756 


ba 3G 


4 COLOR PHOTO or GRAPHIC 

PREFERRED 4- COLOR MATERIALS: 4-color negatives, right reading emulsion side down. 
Acceptable also (in order of preference to maintain optimum reproduction quality) ore: 

4-color transparencies; 35mm color slides; color photos. 

If 4-color artwork is not available, Computerworld will assist Product Showcase advertisers 
in the development of appropriate graphics for their advertisements. 
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Fast and Efficiently 

selection of semiautomatic 


Dispensa-matic 
Label Dispenser 
725 N. 23rd Street 

St. Louis, MO 63103 


1-800-325-7303 


Fax 1-314-621-1602 


ELECTRONIC 
COMPUTER 
GLOSSARY 


Technical Writers: 
GET SMARTER! 


communi- 
, DOS commands, and more. 
The #1 dictionary in America! Single-user disks 
for DOS or Windows only $29.95. Site licenses let you 
your own terms and start at only $100. 
The Computer Language 


Company Inc 1-215-297-5999 


5521 State Park Road 
Point mech PA18950 Fax: 1-215-297-8424 
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Have A Problem With Your Subscription? 


We want to solve it to your complete satisfaction, and we want to do it fast. 
Please write to: 


COMPUTERWORLD, P.O. Box 2043, 
Marion, Ohio 43305-2043. 


Your magazine subscription label is a valuable 
source of information for you and us. You can 
help us by attaching your magazine label here, or 
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MINING BiG IRON FOR GOLD 

With downsizing the hottest buzzword and IBM 
(IBM), Digital Equipment Corp. (DEC) and 
Cray Research, Inc. (CYR) all shaving their pay- 
rolls, prospects for the high end of the hardware 
industry may not seem bright. However, Wall 
Street looks favorably on several investment op- 
portunities in large systems companies. 
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Chipcom Corp. 
Cisco Systems inc. (H) 
Compression Labs inc. 


BON aN: 
BSS888S8 


eondswon-06-$50=45-90Nn09 


A OBSBwlH BH 


BRNSRSSRSRISSRERSSSSSeShespensssesassns 
ne 


Digital Comm. Assoc () 


ee Systems Int'l inc. 
Communications (H) 
Fibronix int'l inc. 

Filenet Corp. 

Gandalf Technologies Inc. 
Gateway Communications 
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UNISYS CORP. (UIS) 
William J. Milton Jr., a financial analyst at Brown 
Brothers Harriman & Co. in New York, said the 
Blue Bell, Pa., computer firm is a terrific invest- 
ment opportunity. Unisys, which posted its fourth 
consecutive profitable quarter last week, is yield- 
ing a 16% dividend on its preferred stock, Milton 
said. Compare that with IBM’s dividend, which is 
hovering around 7%. 

Unisys shares closed at 8° on the New York 
Stock Exchange Thursday. Unisys preferred stock 
stood at 355s. 
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Motorola Inc. (H) 

National Semiconductor (H) 
Sierra Semiconductor 
Texas Instruments (H) 
VLSI Technology 

Weitek 

Western Digital Corp. (H) 
Xilinx (L) 

Zilog inc. (H) 


Peripherals and Subsystems 
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Penril Data Comm. Ntwks (L) 
Picturetei Corp. 

Proteon Inc. 

Scientific Atlanta inc. 
Southwestern Bell Corp. (H) 
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KENDALL SQUARE RESEARCH CORP. URS CS : NYS 
Alex. Brown & Sons, Inc. tagged Kendall Square 13.50 ore 
Research (KSRC) with arating of Strong Buy. Ken- ba50 1128 | ARTE oe = 75 intolagent info. Systems(H) 
dall Square Research produces the massively par- os ore 

allel KSR1 system. In an Oct. 8 report by analysts 2 

Joseph Payne and Ellen Kempler, Alex. Brown cit- 
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Standard Microsystems Corp(H) 
Synoptics Communications (H) 
US Westinc. 
Wellfleet Communications (H) 
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American a Systems (H) 


Anacomp Inc. 
Analysts int’l(H) 
Auto Data 
Ceridian 


Comdisco Inc 
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Computer Sciences 

Computer Task Group 

CompUSA Inc. 


Corporate Software 
Egghead Discount Software (L) 
General Motors E (EDS) 
intelligent Electronics 
Merisel 
Microage Inc. 
Paychex (H) 
Management Sys. (H) 
R and Reynolds 


SEI Corp. 

Shared Medical Systems 
Sungard Data Systems 
Ultimate Corp. 
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IN BRIEF 


Spinnaker 
stock dips 


@ The resignation of Spin- 
naker Software Corp.’s 
independent auditor, 
Deloitte & Touche, trig- 
gered a drop in stock price 
from 1*sto 1'4sin NASDAQ 
trading last Thursday. The 
week before, Chief Finan- 
cial Officer E. Ronald Gold- 
fuss had stepped down. He 
was replaced by Patrick J. 
Burns. 


@ Cray Research, Inc., 
whose quarterly profits 
were up while its profits 
were down from 1991, said 
it intends to save $50 mil- 
lion next year by mandat- 
ing a companywide wage 
freeze, consolidating cer- 
tain manufacturing opera- 
tions and laying off 650 
workers by Nov. 30. Top 
executives will also forego 
1992 bonuses. 


@ Storage Technology 
Corp., which is due to de- 
liver the Iceberg redun- 
dant arrays ofinexpensive 
disks system in 1993, is us- 
ing a hiring freeze to re- 
main profitable and will cut 
salaries in January. Its 
third-quarter earnings 
dipped to $4.1 million, 
down from $24.4 million a 
year ago. Revenue of 
$387.1 million was nearly 
even with the $387.3 mil- 
lion of a year ago. Chief Ex- 
ecutive Officer Ryal Poppa 
said deferred orders had 
placed additional stress on 
the $1.5 billion firm. 


@Archive Corp. revised 
its estimate of fiscal fourth- 
quarter revenue to $98.8 
million, up from the Oct. 1 
estimate of $97 million. 


Short takes 

Ottawa-based Corel Sys- 
tems Corp. is offering 2 
million common shares 
priced at $14.75 per share 
via a public offering in the 
US.... Filing initial public 
offerings were Networth, 
Inc. (1.1 million shares at 
$14 to $16 each) and 
Brooktrout Technology, 
Inc. (1.6 million shares at 
$10 each).... Autodesk, 
Inc. acquired Micro Engi- 
neering Solutions, Inc., a 
developer of computer-aid- 
ed design and manufactur- 
ing software. 
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Mainframe firms feel downsizing heat 


As big iron heavyweights struggle to regain momentum, some PC software vendors are gaining 


BY DEREK SLATER 


CW STAFF 


It is the heat, not the humidity. 
While mainframe vendors in par- 
ticular blamed the economic cli- 
mate for poor third-quarter show- 
ings, analysts said fiery compe- 
tition from downsizing platforms 
and difficult business model tran- 
sitions were the real culprits. 

“Every company is feeling 
some effects of slow worldwide 
economic growth, but that’s com- 
pounded by pretty massive secu- 
lar issues for some companies,” 
said Laura Conigliaro, a comput- 
er analyst at Prudential Securi- 
ties, Inc. 

Downsizing and the transition 
from DOS to Microsoft Corp.’s 
Windows environment are two 
key competitive issues that are 


buoying Microsoft and several 
mainframe productivity software 
vendors, while leaving some 
heavyweight mainframe hard- 
ware and PC application software 
vendors struggling to regain mo- 
mentum. 


Good times, bad times 
Large systems software vendors 
stand to gain ground as those 
mainframe shops that are not 
downsizing seek to get the most 
they can out of installed hard- 
ware, often by upgrading and im- 
proving their software. For exam- 
ple, utilities vendor Boole & 
Babbage, Inc. expects to tally 
record revenue and profits for the 
quarter. 

“In cycles where people are 
hesitant to buy big-ticket items, 
productivity-improving software 





Bucking the trend 


uarterly results rolled in last week from all sectors of 
the industry. Networking companies reported the 
most consistently positive news, though other tech- 
nology sectors had their share of glad tidings. 

¢ Unisys continued its resurrection with its fourth 


5 





consecutive profitable quarter. Revenue increased from $2 bil- 
lion to $2.1 billion, while profits were $68 million compared to 
last year’s loss of $76 million.Unisys also reduced its debt by 
$275 million, leaving the company with roughly $2 billion in debt 
— its lowest level since its establishment via a merger in 1986. 
¢ Amdahl reported a $30.7 million loss, as anticipated. Revenue 
was up over 1991’s third quarter. Amdahl sustained an operating 
loss and tacked on a$19 million pretax charge to cover layoffs. 
¢Cray Research, Inc. earned $6.5 million on $220 million in 
revenue. Revenue was up but profits were down from 1991, and 
Cray’s recently announced restructuring will mean red ink for 
the fourth quarter. 
© News was better for Hopkinton, Mass.-based EMC Corp., a 
manufacturer of storage subsystems for midrange and main- 
frame systems. EMC revenue jumped 59% over the year-ago 
quarter to $94 million, cranking net income up 119% to $7.3 mil- 
lion. 
¢Stratus rode anew line of reduced instruction set computing- 
based products to increased revenue, which improved by 10% 
to $123.8 million. Profits were $14.9 million, up from $13.9 mil- 
lion last year. 
eIn the database market, Sybase, Inc. and Informix Soft- 
ware, Inc. chalked up strong results. Sybase pulled in $67 mil- 
lion in revenue, up 63%. Net income was $5.8 million, up over 
last year despite a charge for the acquisition of multimedia ap- 
plications developer Gain Technology, Inc. Informix posted net 
income of $12 million, up from $5 million, and revenue of $68 
million, up from $48 million. 
PC makers also fared well. The revitalized Compag led the 
charge, with record revenue and solid profits (see story page 
8). Tandy Corp. revenue rose 10.3% to $1.2 billion, with net 
income falling 23% to $32.1 million. AST Research, Inc. also 
showed increased revenue but lower profits, as did software 
company Aldus Corp. 
¢ Profits with increased revenue came from networking compa- 
nies Network Equipment Technologies, Inc., Retix, Gener- 
al Datacom Industries, Inc., Chipcom Corp., Proteon, Inc. 
and NetFrame Systems, Inc. 

DEREK SLATER 
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seems to be where the dollars are 
going,” said Terence Quinn, a se- 
nior technology analyst at Kid- 
der, Peabody & Co. “The attitude 
seems to be, ‘Let’s make do with 
what we have.’” 

Despite signifi- ¢¢ 
cant losses posted by 
IBM, Amdahl Corp. 
and Digital Equip- 
ment Corp., not all 
was bleak in the com- 
puter industry this 
quarter. Other hard- 
ware vendors, in- 
cluding Unisys 
Corp., Stratus Com- 
puter, Inc. and Compaq Comput- 
er Corp., managed good show- 
ings, as did a number of software 
firms such as Microsoft and net- 
working suppliers such as Well- 
fleet Communications, Inc. 

For IBM and DEC, profitabili- 
ty may not return in the next two 
quarters. Analysts were hesitant 
to pin down a specific time frame. 
“There are so many big variables, 
Id rather just sit on the sidelines 
and watch how those variables 
play out,” Conigliaro said. 

With IBM’s woes at the high 
end of the hardware spectrum, 
some ofits future hopes rest iron- 
ically on the desktop, where the 
newly independent Personal Sys- 
tems division — its liberation pro- 
cess behind it — may be able to 
compete more effectively in com- 
ing quarters. 

Last week IBM Personal Com- 
puter Co. announced its Value- 


Round 3 


point line of low-cost products 
(see story page 8). Compaq’s sol- 
id showing for the quarter proved 
that the strong can not only sur- 
vive a price war but also flourish. 


VERY COMPANY IS 
feeling some effects of 
slow worldwide 
economic growth.” 


LAURACONIGLIARO 
PRUDENTIAL SECURITIES 


A number of desktop applica- 
tions vendors reported disap- 
pointing results as they grappled 
with their own set of competitive 
challenges. 

Aside from Microsoft, which 
is uniquely positioned to take ad- 
vantage of ongoing Windows 
market growth, tough times wili 
likely continue for the PC soft- 
ware companies. “The last two 
quarters have [wreaked] car- 
nage on the desktop,” Quinn said. 

Borland International, Inc., 
Software Publishing Corp., Lotus 
Development Corp. and other 
companies with entrenched DOS 
market share find Microsoft 
clawing at their heels as users 
move to Windows. 

Difficult quarters still lie 
ahead for desktop software com- 
panies — particularly DOS-heavy 
applications vendors Software 
Publishing and Symantec Corp. 


The third financial quarter left some high-tech giants battered and 
bowed, while others stood tall 
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$1,770 Spurred by PowerBook sales 
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Record PC shipments 
Steady gains 

Profits up 45% over Q3 1991 
Profits up 58% over Q3 1991 


Profits up 146% over Q3 1991 


tl card 
Claimed market problem 


Laying off 20,000 more 
employees 


Operating loss and 
Enfin acquisition 


Restructuring charges 
$4 


Declining revenue 
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KINDOF 
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RIGHTSIZING; 


The Boston | 
Computer ' 
Society is x 
holding its h 
first demo- . 
lition derby a 
on Oct. 29 ’ 
in Cambridge, ; 
Mass. For $5, a! 
participants 

get to take 

their frustra- 

tions out on ; 
old mainframes , 
and minisby ! 
smashing them & 
with a sledge "™™s 
hammer for five 
minutes. Pro- 

ceeds go to the 
BCS Public Service 
Committee, whose 
volunteers help 
nonprofits with 
computer 
consulting. 
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OVERVIEW 


ACHTUNG BABY------- 


There’s a new movie in 


Germany about the troubles 
the country is having teaching 


former East Germans how to turn 


on their computers. 
It’s called DOS Boot. 


KING ‘IM 


Marion Franklin Tinsley, the 


world checkers champion, beat 


the Chinook supercomputer in 


“Marilyn Quayle 
is more than 
Dan Quayle’s wife; 
she is, to put it in 
terms that every 
computer user can 
understand, his back- 
up system, his fixed 
disk and (now) his 
spell-checker.” — 
From Working Woman, 
October 1992 


15 out of 17 games. 


OUR FAVORITE 
SAYINGS 


Life’sa batch 
What kind of 
spoolam I? _ 
I think, therefore 
_ LAN 
Send in 
_theclones 


Do you have anecdotes 
about your users, your 
boss or your job? Know 
any industry trivia? If so, 
please contact Lory Dix 
or Jodie Naze at 

(800) 343-6474. 


Pardon me, 
modem 
<2 ha. if we u: ig idea: L 
Someday, we'll wales a aif. 
my prints will come + 
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The 5th Wave 


“THERE! THERE! I TELL YOU IT JUST MOVED AGAIN!" 
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INSIDE LINES 


As the disk turns 

Microsoft Executive Vice President Mike Maples and IBM’s 
Colin Powell Sr., who oversees OS/2 technical development, 
faced offat last week’s ITAA software conference. “Mike’s boss 
did promise last spring that when we made 2 million [units] in 
sales, he’d have all the applications there,” needled Powell, who 
noted that IBM — Microsoft’s former OS/2 partner — was half- 
way there with one million OS/2 sales. Maples said a “relevant” 
number would be 500,000 daily users of OS/2. “The fact that 
someone sells alot of machines and bundles a lot of operating 
systems on it does not arelevant market make,” Maples shot 
back. “That happens only when people power it on and use it 
and walk to their store and ask for copies of applications that'll 
run onit,” he said. “When that happens, we will be there.” 


Promises, promises 

IBM is still sticking to its promise that 1,000 OS/2 2.0 applica- 
tions will be delivered by third parties by year’s end, even 
though only 300 have shipped so far. That means 700 need to 
ship during the next 10 weeks. Lotus still plans to ship 2.0 ver- 
sions ofits applications by year’s end, but some of the other 
big-name application suppliers are still noncommital. At the 
OS/2 Developers Conference last week in New York, Borland 
Chairman Philippe Kahn said that we can “expect some data- 
base engines” for 2.0, but he did not mention any plans for Quat- 
tro Pro. 


Counting the code 

IBM last week disclosed a mega-operating system deal with 
Price Waterhouse that calls for it to supply the accounting firm 
with about 15,000 copies of OS/2 2.0. This is the latest megadeal 
for Price Waterhouse, which earlier this year signed an agree- 
ment with Borland to supply it with multiple thousands ofli- 
censes ofits software, including Quattro Pro for Windows. 


Peanut butter in chocolate? 

Lang, Cisco’s product manager for Asynchronous Trans- 
fer Mode (ATM), has confirmed that the router giant will make 
a statement of direction for its ATM interface at Interop next 
week and will aim to ship product by mid-1993. Cisco last sum- 
mer said it intended to build a new router architecture based on 
ATM cell-switching technology [CW, June 29] but did not offer 
any milestone development dates. Lang, however, quelled for- 
mer indications that a full-blown ATM switch is in the works, 
though he said a router card within an ATM switch has been 
broached within Cisco walls. “It’s the Reese’s Peanut Butter Cup 
discussion,” he said. “Do you put the router in the switch or the 
switch in the router?” 


When enemies are friends 

IBMis said to be aggressively pursuing OEMs for its SLC chip. 
Even Compaq was tempted to go with the chips from its long- 
time rival but leveraged a darling deal from Intel to stay put, one 
source said. Others rumored to have significant interest in the 
SLC: Dell, AST Research, NCRand DEC. 


Will they or won't they? 

An IBM official last week said the company is “not sure” it will 
support Microsoft's Windows for Workgroups. It may instead 
come out with its own “native OS/2 2.0” workgroup offering. 
Details are few, but IBM said that if released, it would be “an 
add-on to the OS/2 environment.” 


No tricks, but plenty of treats 

Toshiba is reported to be about to expand its T4400 high-end 
product line, adding two models with PCMCIA slots and pas- 
sive-matrix color screens. It will also show its first pen system 
and some enhanced expansion station technology. 


As massive internal changes occur at DEC, the company is trying 
to keep a tight lid on press leaks. Earlier this month, DEC security 
forces climbed up to the third-story apartment of free-lancer Kim- 
berly Patch, who had written a story for The Boston Globe that 
included information contained in “internal documents,” and de- 
manded that she return them. “Isaid that there was nothing to 
give back. They were obviously trying to be intimidating,” Patch 
said. Phone, fax or CompuServe News Editor Alan Alper with news 
tips at (800) 343-6474, (508) 875-8931 or 76537,2413, respec- 
tively. Or try Computerworld’s 24-hour voice-mail tip line at 
(508) 820-8555. 
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SATISEACTION GUARANTEED 


If you have been searching for a software company that can provide you with a wide range of software 
solutions, backed up by first-rate support, we invite you to join the over 7,500 MVS, VSE and VM installations 
that have found long-term software satisfaction with Software Engineering of America. SEA has always developed 
and enhanced products based on your input and backed these products with support you can count on 7 days a 
week, 24 hours a day, worldwide. The results have been impressive for both us and our users. With products 
licensed at 9 of the Fortune 10, 85% of the Fortune 500 as well as thousands of installations of all sizes and 
configurations, SEA software has set new standards of efficiency and performance. 


SEA PRODUCT GROUPS 


Operations Automation Group 


SEA provides a comprehensive and integrated line of high-quality 
operations automation software that covers all critical areas of 
data center management. SEA is a leader in this integral part of 
today's operations environment, with over 2,500 installations 
choosing SEA as a proven source for automated operations 
software solutions. Many users tell us that they have selected our 


DASD / Data Management Group 


SEA's DASD/Data management tools are corporate standards, 
licensed at thousands of MVS data centers worldwide. These 
DASD management products provide dramatic savings under any 
configuration and have set new standards for efficiency and high 
performance. SEA's software has achieved this wide accepiance 
due to our unique ability to transparently interface with virtually 


products because of our superior support and our philosophy of 
pursuing ali development and enhancement based on user input. 


any existing DASD management system. We guarantee you 
significant savings in DASD expenditures in any MVS 
environment regardless of your present DASD management 
SAVRS - Sysout, Syslog and JCL Management, Viewing, configuration. 

Archival and Retrieval. 

PDSFAST - High speed DASD/PDS Management, 


TRMS - Report Management and Distribution. 100% IEBCOPY replacement. 


JES-MASTER - Interactive JES Spool Analysis, Control, 


FASTGENR - High speed replacement for IEBGENER. 
Viewing and Management. 


ODDS/MVS - Unattended Operations, 
Master Console Management. 


WALDO - For Automatic and Remote IPL of the 


Mainframe from a PC, using ODDS/MVS. Application Development 


PRO-2, used at hundreds of MVS and VSE Installations, is a 
powerful time-saving tool for programmers working in application 
development environments, including on PCs. It automatically 
generates industry-standard production-ready CICS Command 
level Cobol code and BMS macros. PRO-2 reduces development 
time by as much as 85%. 


CSAR - Automated Job Scheduling MVS-VSE-VM. 


KEYS - Problem/Change, Hardware/Software Inventory 
and Help Desk Management System. 


PDSUPDTE - High speed global JCL/PDS editor, scanner. 


SEA software will save budget dollars and increase efficiency, whatever your installation's size or 
configuration. SEA is a recognized industry leader with a comprehensive line of high-quality software solutions 
backed up by the highest levels of technical support. We invite you to join the over 7,500 installations that have 
found long-term software satisfaction with SEA products. 


For further information about any of SEA's software solutions, call 1-800-272-7322. 


™ SOFTWARE ENGINEERING OF AMERICA* 
2001 Marcus Avenue, Lake Success, New York 11042 


(516) 328-7000 1-800-272-7322 Fax: (516) 354-4015 


Products Licensed In Over 50 Countries 
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